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Cement  for  films 220 

for  flexible  mirrors 68 

Central  Drug  Store.  Panama,  Es- 
pinosa,  Manuel,  proprietor  of.   818 
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Certificates,  reciprocal  exchangre 

of 358,  870 

the     ezchangre     of    between 

States    307 

Chain  store  combination,  a  new.   487 

stores 46 

Chairmen  of  the  sections  of  the 

A.  Ph.  A 373 

Chamois  animal,  picture  of Ill 

skins,  display  of 113 

Character,   foot-rules  for  meas- 

urlnfiT ^* 

Charity  used  for  fraudulent  pur- 
poses      471 

Checks,  preventinar  raised 308 

Chemical  compound,  definition  of  11 
Chemistry,  Applied,  International 

Congrress  of 399 

Cheney,    Frank   J.,    president   of 
the  Proprietary  Association  of 

America,  mention  of 443 

Cherry,  wild,  syrup  of,  preserving  394 

Chewing:  sum  formulas 262 

gums    627 

Chicago  City  Bank  and  Drug  Co., 

picture  of 278 

Chicken  cholera  remedy 263 

Chilblain  remedies   628 

Children,   treating  them  well  in 

the  store 469 

China,  watching  the  revolution  in  81 
Chocolate  cream,  to  improve. . . .  260 
Cholera,  sun,  formula  for  cure  of  130 

Christmas  advertising 467.  4<6 

contest 466 

cut-glass  display   243 

decorations 454 

goods  on  display 454 

the  display  of 466 

greetings  from  the  druggist  464 
sales,  the  power  of  sugges- 
tion in : 467 

season,  advertising  for 155 

trade,  catching  the 454 

Churchill's    tincture    of    iodine, 

making 167 

Cider  preservatives 484 

Cigarette  consumption  Increasing  136 

Cigar  hoax,  a 470 

Cigars,  advertising HP 

light  not  the  mildest 78 

Cinchona,  elixir  of 176 

Circular,  Druggists,  and  Pharma- 
ceutical Era  in  a  controversy.   268 
Circulating  library  discussed...   202 

Clapp  bill   364 

Clarifying  lime  Juice 43 

Cleaning  glass  with  wood  alcohol     76 

nickel-plated  goods 44C 

plate  glass 39 

wall-paper 396 

Clements.  L.  W..  portrait  of 233 

Clerks,  a  live  organization  of...     64 
associations,  social  features 

and  benefits  of 65 

drug,  rules  for 613 

making  men  of  them 36 

salaries,  raising 67 

Cleveland    School   of   Pharmacy, 

new  dean  of 357 

Clinton  prison  in  Dannemora,  N. 

Y.,  medical  staff,  picture  of.   481 

Clockmakers'   oils    438 

Cloths  for  cleaning  purposes. ...     77 

polishing 262 

Coal  bins  and  ashes  a  dust  nuis- 
ance     420 

tar  solution,  formula  of  a. . .     39 
Coat     shirt     ruining     the     drug 

business   210 

Coca-Cola  Co.  bring  suit  against 

the  A  D.  S 401 

wins  suit  against  the  A  D.  S.  444 
Cocaine    addiction,    painful    re- 
sults of   423 

consumption  decreasing  ....   187 

"plant,"  a  typical 422 

plants,  raiding   422 

traffic,  how  conducted 421 

in  Chicago 421 

in  Illinois 421 

Cod  liver  oil,  tasteless,  prepara- 
tion of 396 

Cohen.  David  I.:    "Hair  Tonic". .   238 

Cohen.  D. :     "Hair  Tonic" 239 

Coins  used  for  price  marks 478 

Cold  cream,  advertising 69 

given   away  at  a  store 

opening 61 

Colic  remedy  for  horses 131 

label  for  . . .   174 

Collections  in  Mexico 618 

Coloring  and  deodorizing  benzine     41 

Columbus,  cut-rates  in 488 

Commercial  training 311 


Commissioner,  dairy  and  food,  a 

druggist  for 186 

Complexion,  how  to  Improve  the  438 
Compound    syrup    of   hypophos- 

phites,  preparation  of 414 

Conant,  R.  B. :   "An  Easy  Method 

of  Dispensing  Powders" 478 

Concentrated  antitoxin 461 

Condition  powder,  pushing 28 

Conference     of     Pharmaceutical 

Faculties  in  Denver 371 

Confidence  men  to  be  avoided.  ..  470 
Consolidation   of  Jobbers   in  the 

Central  States  denied 401 

Containers      in      the      basement 

should  be  labeled 420 

Contents  of  April  Bulletin 182 

Continental  Divide   (Illustrated)  217 

Contract  plan,  new  N.  A.  R.  D. . .  177 
Convention  of  the  A.   Ph.   A.  in 

Denver    868 

of  the   N.   A.    R.    D.   in   Mil- 
waukee    362 

Conventions,  p  h  a  r  m  a  ceutlcal, 

benefits  of 138 

Convict  life   321 

Cooban,  B.  S.:    "Bathing  Caps  in 

the  Window" 293 

Cooban,   B.   S.,   photographed   in 

his  store 189 

portrait  and  mention  of....  278 
Cooban,  B.  S.  &  Co.,  store  open- 
ing of 69 

Cooker,  fireless,  for  the  pharmacy  839 
Cooperating  with   the  manufac- 
turers    208 

Cooperation   in   legislative   mat- 
ters needed 401 

in  pharmacy,  international..  358 
Cooperative  druggists'  advertis- 
ing     179 

Cooper,  S.  C:     "A  Two-Package 

Hair  Tonic"    241 

"A  Vacation  Abroad" 277 

Cork,  articles  made  from 517 

collection  of 515 

its  source  and  habitat 514 

oak,  cultivation  of  the 515 

remover,  an  ingenious 209 

Corks,  large,  fitting  them  in  small 

bottles 385 

the  manufacture  of 516 

using  old   76 

Corn  collodion 352 

pads,  selling 209 

Costs   at   the   fountain,   keeping 

account  of 434 

Cotton,  ignition  of  by  chemicals  176 

Cottonseed  oil  versus  lard 349 

Cough  medicine,  advertising.  ...  17 
preparation,   a  concentrated 

laxative 352 

syrup,  pushing 28 

Coupon  plan  of  Frank.  H.  Free- 
ricks  862 

Coupons,  trading,  condemned  by 

the  N.  A.  R.  D 447 

Cousins,    W.    H.:     "Some    People 

Who  Come  to  My  Store" 474 

Covers  for  ointment  Jars 294 

Cowan,  David  M.,  portrait  of . . . .  232 

Cream,  almond,  formula  of 43 

cold,  advertising 168 

face 163 

lemon 175 

of  tartar,  advertising 17,  57 

Credentials,    argument    over    at 

the  N.  A.  R.  D.  convention. . . .  866 

Credit  and  Insurance 226 

business 18,  103.  104,  107,  108 

handling 72 

Credit  Underwriters'  Association  105 

Creosote,  elixir  of 132 

galenical  preparations  of...  42 
Cripps,   Ernest   C;     "A  Graphic 

Method  of  Recording  Sales"  338 

"The  Victor  Vanquished"...  250 

Crumbine,  Dr.  S.  J.,  mention  of. .  139 

Cuban  statement  analyzed 491 

Cultivation   of  drugs 178 

of  medicinal  plants 359 

Cup  and  saucer  premium 417 

Curry,  H.  M.:    "A  Soda  Window" 

(illustrated)   832 

Cut-glass  offer 242 

Cut-rates  In  Columbus 488 

in  Mr.  Jaynes'  stores 445 

D 

Dachshund,  a  yarn  of  the 126 

Dairy  and  food  commissioner,  a 

druggist  for 185 

Dame,  Oilman  M.,  portrait  of...  145 
Dash,  A.  C. :   "Conditions  in  Aus- 
tralia"    618 


Daugherty,  John  W.,  death  of . . .  404 

portrait  and  mention  of 404 

Davis,  Dr.  T.  E.,  in  politics 441 

portrait  of 452 

Day,  Prof.  W.  B.,  elected  presi- 
dent of  the  A.  Ph.  A 47 

photographed  in  his  ofilce. . .  98 

portrait  and  mention  of 62 

succeeds  John  C.  Godding  as 

president  of  the  A.  Ph.  A. .  52 

Death  benefit  association 169 

idea 6 

DeBarr.  Edwin,  portrait  of 145 

Debts,  collecting  bad 108 

Decoration  day  advertising. ._. . .  156 
Decorations    for    the    Christmas 

season  455 

Deems.  W.  J.,  store  of 453 

Deer   hunting,    picture   of   three 
representatives    of    the    drug 

trade   18 

Deetken,  Julius:  "Stopping  Leaks 

in  Business' 70 

Degree  of  Ph.  B.  in  pharmacy. . .  8 
Degrees   and   standards,   discus- 
sion  over    370 

Dehner,  Edward  P.,  death  of . . . .  93 

Dehydrating  alcohol 42 

Delinquent  accounts,  collecting.  518 

Del  Monte.  Hotel,  picture  of 129 

Denatured  alcohol  in  a  shampoo  360 

Denver  meeting  of  the  A.  Ph.  A.  368 

Deodorizing  and  coloring  benzine  41 
Detroit  delegation  at  N.  A.  R.  D. 

meeting,  group  picture  of.  364 

Drug  Club 180 

druggists  entertained  in  To- 
ledo (Illustrated) 523 

Diamonds  as  a  side  line 468 

Dick.  Harry,  portrait  of 191 

Diehl,    Prof.    C.    Lewis,    and    his 

grandchild,  picture  of 439 

Louisville,  Ky.,  home  of 142 

portrait  of 190 

Dlekman,  Dr.  George  C,  on  store 

ownership 897 

Digritalls,   catching  an  overdose 

of 124 

infusion  of  discussed 8 

Dip,  sheep 308 

Discounts,  cash,  to  be  taken  ad- 
vantage of. 429 

Disinfectants  for  theaters 850 

Dispensing    doctors,    inspecting 

the  stock  of. 356 

powders,  an  easy  method  of.  473 

prescriptions,  routine  of ... .  148 
room,  arrangement  of  stock 

In  the 387 

12  rules  for 197 

Distemper  and  heaves  in  horses, 

a  remedy  for 132 

Doctor  of  Pharmacy  recommend- 
ed as  a  degree 371 

Doctors,  collecting  from 103 

dispensing,     inspecting     the 

stock  of 856 

Dog.  killing  with  Prusslc  add..  168 

Dohme.  Charles  E.,  death  of....  10 

portrait  and  mention  of. ...  10 

Dollber.  Thomas,  death  of 313 

"Dollar  Ideas" 33,   75,   123. 

164,  209,  255,  294.  338.  385.  431.  473 
Doolittle,  Dr.  R.  E.,  mention  of. . 

134  179 

Dorr,  H.  A.:  "A  Razor  Window".'  884 

Drainlng-board,  constructing  a.  294 

Droege,  Dr.  R.  C,  portrait  of. . .  407 
Drueding.   Henry   G.:     "Chamois 

Skins" 110 

portrait  and  mention  of....  110 

Drug  adulterations 135 

clubs,  two  new  ones 48 

habit  in  Brooklyn 487 

Journals,  suggestive 18 

laws,  pure 4 

store  combinations 487 

opening,  conducting  a. .  67 
Druggists'  death  benefit  associa- 
tion    169 

Indemnity      Exchange      at- 
tacked in  the  N.  A.  R.   D. 

convention    366 

Druggists  in  politics. .  .407,  441, 

45?,   479,   493,  497 
Drugs   and   chemicals   displayed 

in  the  window 216 

cultivation  of 178,  359 

differentiated  from  foods...  855 
keeping  them  free  from  in- 
sects     483 

Dry  shampoo 176 

Dudley,  Mr.  and  Mrs.  Jay  J.,  pic- 
ture of 341 

Dun,  importance  of  rating  In...  227 
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Dunnlngr,  H.  A.  B.,  on  the  routine 
of  dispensing  prescrip- 
tions      160 

portrait  and  mention  of....   150 

Durr,  John  W..  portrait  of 282 

Dustless  mop 362 

Dye.  Clair  A.,  portrait  of 190 

Dye  for  shavins-brushes 433 

stuffs,  advertising 17 

Dyeing  shaving-brushes 396 

E 

Easter  season,  advertising  for..   164 

window,  a  pretty 37 

display    114 

Ebner,  Frank  Gannon:  "A  Phar- 
macy in  a  Physicians'  Build- 
ing"      20 

Edison    phonographs    as    a   side 

line    327 

Election,  presidential 441 

Electrical  goods  as  a  side  line..   378 
supplies,     where     to     obtain 

them 378 

Elixir,  aromatic,  a  new  method 

of  making 39 

of  catnep  and  fennel 132 

of  cinchona 176 

of  iron,   quinine,   strychnine 

and  pepsin 351 

of   terpin    hydrate,    a   quick 

method   of  making 123 

of    the    phosphates    of   iron, 

quinine  and  strychnine...   413 
of      taraxacum      compound, 

clarifying 176 

Elkin,   Jr.,   William   S.,   Atlanta, 

Ga,,  home  of 231 

Emery,  J.   Q.,  portrait  of 145 

Emptying    oil    from    the    barrel 

into  the   tank 478 

Emulsions     prepared     in     State 

board  examinations 60 

Enforcement  of  pharmacy  laws 

by  pharmacists 355 

England,  patent  medicines  in...   398 
Engraving   jewelry    and    silver- 
ware     *68 

Engravings,  transferring  to  pa- 
per      1*^6 

Engstrom.  E.  O.,  on  the  subject 

of  collections 102 

portrait  and  mention  of 102 

Entrance  requirements  discussed 

by  Professor  Remington 371 

Envelopes,  waxed  paper  for....   308 
Epplen,  W.  G.:  "A  Container  for 
Small      Stocks      of      Flaxseed 

Meal" 76 

Era  and   Druggists'   Circular  in 

a  controversy  268 

Errant.   Judge  Joseph   W.,   goes 

to  California 11 

Espinosa,  Manuel,  store  of 318 

Essential  oils,   the  manufacture 

of 336 

Euthymol  Tooth  Paste,  adver- 
tising          59 

Evans,  C.  M.:  "Hair  Tonic" 239 

Evans,  Sir  Edward,  presidential 

address    of 359 

Evaporation  in  liquor  barrels...   420 
Evers,     Parke     Davis,     portrait 

and  mention  of 141 

Examination     requirements     for 

reciprocal  registration 370 

Exchanging  goods 80 

"Exciting  Experiences" 120 

Expense  account,   an 256 

percentage  of  in  drug  stores  426 
Expenses  and  profits,  surprising 

variations  in 375 

are  estimated  from  sales. . . .   426 

Extinguishers,  fire,  dry 352 

Extract  of  lemon,  artificial 627 

Eye-glasses,  to  prevent  from 
steaming 396 

F 

Face   powder  in   the   form   of  a 

paste 352 

rouge,  liquid,   formulas  for.    528 
Fahey,  Edward  H.,  portrait  of. .   452 
Farbwerke-Hoechst        Company 
condemn  sale  of  spurious  syn- 
thetics        445 

"Farmacia  Central  de  Arias"...   275 

Farmer,   cultivating  the 209 

Farrell,  Frank  G..  store  of 170 

Farrington.  Frank,  Delhi,  N.  Y., 

home   of 201,  496 

"How    I    Built    Up    a    Drug 

Business" 

14,  56,  115,  153,  200,  242,  285 
Faser,  Henry  M.,  portrait  of . . . .  233 
Fate,  the  irony  of 270 


Faxon,  Frank  A.,  death  of 451 

mention  and  portrait  of....   451 

portrait  of 101 

F6d6ration  of  International  Phar- 

maceutique,  purposes  of — .   868 

Fees  for  registration 370 

Ferguson,   Dr.    George  A.,   men- 
tion of 224 

Ferrous  carbonate  pills,  a  meth- 
od of  dispensing 624 

Fiallos  y  Cia.  pharmacy  of 276 

Fiebich.  Carl  R.:  "Hair  Tonic"..   239 
Filling  Jars  of  petrolatum  (illus- 
trated)      209 

narrow-necked  bottles 123 

prescriptions,  a  method  for.     76 

Film  cement 220 

Finch.  E.  C;  "A  Defense  of  Com- 
mercialized Pharmacy" 19 

Fink,     D.     J.,     Holdredge,     Neb., 

home  of 142 

on  collections 108 

portrait  and  mention  of....   108 

store  of 274 

Finneran,  James  F..  in  automo- 
bile accident 493 

on  anti-narcotic  legislation.   863 

Fire  extinguishers,  dry 862 

insurance,  necessity  of 314 

the  necessity  of  carrying  491 

loss  by 314 

protection,  the  need  of 269 

Fireless    cooker    for    the    phar- 
macy     339 

Firm  name  on  the  sidewalk....   164 
Fitting    large     corks    in     small 

bottles    385 

Flavors,  artificial 396 

Flaxseed   meal,   a   container   for 

small  stocks  of 76 

Flemer.  Lewis,  on  the  routine  of 

dispensing  prescriptions..  149 
portrait  and  mention  of....   149 

Flexible  varnish 219 

Float,  a  druggist's,  at  the  Mardi 

Gras  (illustrated) 418 

druggists',  in  Tournament  of 
Roses  in  Pasadena.  Cal...      99 
Fluidextracts,  the  cost  of  testing  4S9 

Fly-bane  for  cattle 220 

killer  business    157 

nuisance,  the 272 

powders 396 

Following  up  accounts 104,  106 

Food  and  Drug  Adulteration,  by 

Dr.  Harvey  W.  Wiley 396 

and    drug    laws,    the    varia- 
tion clause  in 181 

and  drugs  act,  its  bearing  on 

the  question  of  labels 350 

and  drugs  act.  the  chance  to 

protest  against 6 

Foot  powder 352 

Forbrich.      Joseph      F.,      photo- 
graphed in  his  store 234 

Ford,    Charles    M..    elected    first 

vice-president,  A.  Ph.  A. .      47 
portrait  and  mention  of — .   406 
Formulary,  Canadian,  wider  use 

of 398 

Formulas,  soda 218.  216 

Foul-smelling  substances 440 

Fountain,  ideas  for  the  soda. . . .   344 

pens  as  a  side  line «...   201 

soda,  the  function  of  the...   214 

Foust,  James,  portrait  of 145 

Fowler's  solution  alkaline 306 

Fox,  Harry  E.,  portrait  of 407 

Fox,  Nicholas,  defends  the  clerks     36 
Fox.     Nicholas,     Ph.C:     "Filling 
Narrow-necked  Bottles  in  the 

Cold" 123 

Frailey,  Wm.  O..  on  collections..   107 
portrait  and  mention  of....   108 
Fraileys,  the  three,  picture  and 

mention  of 229 

Fraternity  houses   (Illustrated).   263 

Fraudulent  offers,  some 472 

Frazler.    W.    J.,    soliciting    mail 

orders 347 

Free  antitoxin  nuisance 309 

goods 243 

Freericks-Clapp  bill 364 

Freericks'  coupon  plan 862 

Freericks,    Frank   H.,   drafts   an 

amendment  to  Sherman  act  177 
portrait  and  mention  of. . . .  365 
presented  with  silver  set. . .   365 

French.  H.   B..  portrait  of 101 

Frick,  DaisyA.:  "Preventing  Loss 

of  Sales  Due  to  Shortages"  285 
"Cultivating  the  Farmer". . .  209 
"Make  the  Bank  Book  Show"  431 
"Patented     Synthetics     and 

Their  Imitations" 619 

"Resor-Quinol  Hair  Tonic".   236 


Frohllch.  George  C,  elected  pres- 
ident of  the  Travelers'  Auxil- 
iary of  the  Massachusetts 
State  Pharmaceutical  Associa- 
tion     405 

Frosted   feet,   remedies   for 628 

Frosting  windows 220 

Fuge,  Edward  A.,  portrait  of. . . .   101 

Fuller,  O.  F.,  portrait  of 144 

Future  of  medicine  and  phar- 
macy, the 604 

Q 

Galenicals,    should    a    druggist 

make  his  own 48^ 

Gammon,  Irving  P.,  mention  of.  404 

Gargle  of  guaiac  compound 84 

General  Essays 44 

Germ  diseases,  the  control  of...  606> 

German  creosote 132 

Germicidal  solution,  formula  of  a  484 

Germicide,  N.  F 484 

Gerould.      Lew:      "Whiting     for 

Window  Signs" 339' 

Glbbard.  G.  E.,  re-elected  secre- 
tary-treasurer Canadian  Phar- 
maceutical Association SOS- 
Gifts,  graduation,  advertising...  16& 

Ginger  ale,  syrup  of 862^ 

Glando,  Frank:  "A  Case  of  Mis- 
taken Identity" 120- 

Glaseptlc   nebulizer   for  writing 

show  cards 331 

Glass,    cleaning    with    wood    alco- 
hol   7ft 

cut,  premium  ofTer  of 243 

lamps,  nickel-plating 218 

plate,  cleaning 89 

stoppers,  loosening 885 

the  elTect  of  light  on 288 

Glass,  Fred,  Drug  Co.  holiday  an- 
nouncement      466 

Glassware,  chipped 259 

Glauber's   salt,   advertising 17 

Gleghorn,  ames  S.,  refuses  to  sell 

liquor 31 

soda  menu  of 801 

Globulin  antitoxin,  the  manu- 
facture of 461 

Glue,  soluble  powdered 132 

Godbold,  F.  C,  member  of  the  A. 

Ph.    A.   Council 47 

Godding.  John  G..  his  presiden- 
tial address  before  the  'A.  Ph. 

A.   convention    372 

Good  Housekeeping  and  nation- 
ally advertised  goods 448 

Good     Housekeeping    Magazine, 

co-operating  with 302 

Good,  Prof.  James  M.,  St.  Louis, 

Mo.,  home  of 496 

Goodrich,  H.  F..  his  prescription 

record 32 

Goodyear.  J.  J.,  Ann  Arbor,  Mich., 

home  of 143.  231 

Graduates,  the  manufacture  of.  284 
Graduation   prerequisite  in  Illi- 
nois    266 

law    enacted    in 

North  Dakota  442 

law  in  4  States.  442 

laws 382 

referendum 

votes  on 402 

Gray,  R.  M.,  portrait  of 407 

Great  Britain,  patent  medicines 

in 398 

Grocer,  competing  with  the 204 

competition   of  the 30» 

Grosh,     Daniel     M.:     "Essential 

Oils"  (illustrated)    835 

Gross  profit,  percentage  of 377 

Guaranteeing  rubber  goods 22 

trusses 196 

Guaranties,  druggists',  miscon- 
ception about 818 

Guaranty  and  serial  numbers  on 

the  label 132 

Gulley,  Royal:  "The  Firm  Name 

on  the  Sidewalk" 164 

Gum,  chewing,  formulas  of 262 

how  to  handle 202 

Gums,  chewing 627 

H 

Habit  cures,  fraudulent 225 

forming     drugs,      campaign 

against  the  sale  of 487 

Hague  opium  conference,  the...   868 
The,  International  Congress 
of  Pharmacy  at,  picture  of  61» 
Hahn,  Chas.  W.  J.  H.,  on  collec- 
tions      106 

portrait  and  mention  of....   106 
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Hair  dye,  walnut 87 

dyes 306 

tonic,  advertising:  a 236 

a  two-packagre   241 

carmel,  a  seller 240 

dispensed    for    a    nerve 

remedy 122 

formulas 236,  237 

prize  contest 236 

Hall,    B.    J.:    "Fitting    a    Large 

Cork  in  a  Small  Bottle" 385 

Hall,  Luclen  B.,  portrait  of 232 

Hall,  T.  N..  portrait  of 407 

Hand  lotion  for  farmers 396 

formula  of 396 

Handwriting:,   legible,    a   bill   to 

insure 400 
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Mitchell,  Dr.,  mention  of 179 

MIttelbach,  Wm.,  Boonville,  Mo., 

home  of 143 
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adian Pharmaceutical  As- 
sociation     398 

Formulary,  a  move  to  delay 

publication  of  the...   445 

formulas  for 39 

legislation   380 

leg-islative  conference 311 

Pharmaceutical     Society    of 

New  York 400 
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of  the  Canadian  Pharma- 
ceutical Association  52 

portrait  and  mention  of 52 

Nelson,  E.  H,  portrait  of 100 

Net  proflt,  proper  percentage  of.   377 
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North  Dakota,  grraduation  prere- 
quisite law  in 442 

Noyes,  C.  P..  portrait  of 101 

Nurses,  gainingr  the  support  of. .     20 
Nux  vomica,  weak  tincture  of. .   181 
K.  "W.  D.  A.,  address  of  James  H. 
Beal  before  the 609 

o 

Officers  of  the  N.  A.  R.  D.,  list  of  367 

of  the  W.  O.  N.  A-  R,  D 867 

Ogrden,  Charles,  picture  of IS 

Oglesby  Drugr  Company,  mention 

of 171 

Ohio  delegration  at  the  N.  A.  R 
D.  meeting:,  grroup  picture  of. .   363 

OH,  banana 349 

cottonseed,  versus  lard 349 

emptying:  from  the  barrel  into 

the  tank 473 

for  sewing:  machines 360 

sweet,  defined   137 

Oils,  dispensing:  in  capsules 294 

for  clockmakers 438 

synthetic,  the  manufacture  of  337 

Oilcloth,  paint  for 220 

Ointment  Jar  cover 294 

of  resorcin  compound 88 

Opening:,  a  modern  store 60 

annual,  soda 170 

day,  a  souvenir « . . . .   508 

of  a  drug:  store,  conducting: 

an  67 

Opium  cures,  fraudulent 136 

pill,  8treng:th  of  discussed..   181 

Optical  sTOOds  as  a  side  line....   291 

supplies,  drug:g:ist's  stock  of  292 

Orang:e  drink,  an 308 

Order  slip,  a  special 339 

Orders.  Illlterate.36.82.127.168.169. 
212,  256,  257, 342.  388,  889.  432.  479,  620 

Out-door  sig:ns 201 

Overdose,  detecting:  an 124 

Owen  bill 49.     92 

Owl  Drug:  Company,  mention  of 

window  display  in 173 

Ownership  of  stores  by  laymen.   397 
Oxalic  acid  dispensed  for  boric.   120 

P 

Packag:es.  neatness  in  wrapping:,  469 
Packard,  C.  H.,  elected  third  vice- 
president  A.  Ph.  A 47 

Pads  for  trusses 194 

hectog:raph 484 

Pain  expellers 350 

Paint  for  oilcloth 220 

for  warts 218 

Painting  tins 175 

Palatable  castor  oil 351 

Palliser.  Charles:   "A  Wharf  La- 
borer Swallows  Arsenic" 121 

Panic  talk  is  childish 485 

Paper  holder,  a  convenient 164 

^     writing:,  advertising: 155 

Parcels  post  at  last 399 

making:  capital  of...   477 
rates  compared  with 

express  rates 488 

Pardee,  Arthur  A.,  dead 5 

Parlsen,  Qeorg:e  W.,  Perth  Am- 

^  boy,  N.  J.,  home  of 231 

Parke.  Davis   &   Co.,   celebration 
of  2l8t  anniversary  of  London 

branch  of  48 

Parker,  W.  a,  Lisbon,  N.  D.,  home 
0' 496 


Paste,  face  powder  in  the  form  of  862 
for  sticking:  labels  on  tin...  294 
for  wall  paper,  cold  water..   264 

Patel,  K.  B.,  store  of 235 

Patent  medicines  in  Eng:land. . . .  398 
statistics  on  the  sale  of  4 
used  more  extensively 

than  ever 444 

Patents,  restricting:  their  prices.   134 
Patterson,    C.    H.,    portrait    and 

mention  of   11 

receives  Masonic  honors....     11 
Patton,  John  F.,  pharmacy  of . . .   435 
Payne,  Dr.  Georg:e  F.:   "Commis- 
sions in  the  Navy  Secured 

at  Last" 432 

portrait  and  mention  of 432 

Pearce,   J.   Y.,   Balling^er,   Texas, 

home  of 496 

Pease,  A.  V.,  portrait  and  men- 
tion of 873 

portrait  of 191 

Pember,  H.  H.,  store  of 274 

Pennsylvania  anti-narcotic  bill.  311 
drug:g:ists   at   variance   over 

legislative  matters 810 

Penny  cards,  handling: 426 

Pens,  advertising: 202 

Pepsin,     essence     of,     and     the 

variation  clause 222 

Percentag:e  of  expense  and  profit  376 

in  drug:  stores.   425 

problem,  a 218 

solution  of  ammonia,  making:     87 
Percolator,   reg:ulatlng:  the   flow 

of  (illustrated)  431 

Perfume    bottles    as    acid    con- 
tainers    : .   431 

Perfumery,    window    display   of 

(illustrated)    480 

Perfumes,  advertising: 17 

Permang:anate  pills,  a  method  of 

dispensing: 524 

Peroxide,  advertising 117 

Perrone  &  Glando,  store  of 818 

Persian  Insect  Powder,  advertis- 
ing       17 

Perry,  R.  J.,  portrait  and  men- 
tion of 192 

Perry,  R,  J. :    "The  Sale  and  Fit- 
ting of  Trusses" 192 

Personal  service  to  customers..     16 
Peterson,  Alex.  F.,  his  method  of 

markingprices  on  rubber  goods     88 
Peterson,  Alex.  F.:  "My  Personal 
Experience      with      Show 

Cards"    162 

"Writing  Show-cards  with  a 

'Glaseptic  Nebulizer*  " 478 

"Writing  Show-cards  with  a 

Nebuliser"   881 

Petrolatum,     filling     Jars     with 

(illustrated)    209 

Pfeiffer,  G.  A.,  portrait  of 100 

Pfender,  G.  W.:   "Hair  Tonic" .. .   238 
Pharmaceutical  conventions  crit- 
icized       138 

Faculties,   CQnference   of   in 

Denver 871 

Pharmacy,  the  future  of 504 

Ph.B.  degree  in  pharmacy 3 

Phenolphthalein,   a  g  a  1  e  n  i  cal 

preparation  of 181 

Philadelphia     Weather     Bureau 

taxes  soda  fountains 225 

Philippine  drug  store,  picture  of  236 
Phonographs   and   records   as   a 

side  line 827 

Phosphorus  rat  paste 894 

Photographic  supplies,   building 

business  on 161 

Phylacogens 226,  463 

Physician,  cultivating  the 469 

Pill  opium,  strength  of  discussed  181 

Pills,  dispensing  difficult 624 

Pipe,  a  history  of  the  calabash.     79 
Pladson,     I.     S.:       "Prize     Hair 

Tonic"  237 

Plating,    nickel,    for   brass   auto 

parts 439 

Plaut,  Albert,  elected  president 
of  the  National  Wholesale 
Druggists'  Association  . . .   442 

portrait  and  mention  of 442 

Pluto    water    appearing    in    the 

window 126 

Pneumonia  Phylacogen 226 

Polish  for  brass 439 

for  marble 440 

for  russet  shoes 220 

Polishes  for  shoes 263,  396,  438 

for  silverware 438 

Polishing  brass 351 

celluloid   220 

cloths 262 

Political  advertising 216 


Politics,  druggists  in 184,  185, 

407,  441.  452.  479,  493,  497 

MacDonald,  Fred.  T.,  In 68 

Porterfleld.  W.  P.,  portrait  of...   452 

Post  card  display 114 

sales,  record  of 424 

cards,  advertising 202 

as  a  side  line 424 

the  purchase  of 424 

Posters,  bill-board   347 

Potassium    citrate    and    nitrous 

ether  incompatible 176 

nitrate,  how  to  make  satur- 
ated solution  of 44 

Poultry  powders 180 

remedies  as  a  side  line 286 

Powder  papers,  holding 164 

Powders,  an  easy  method  of  dis- 
pensing     478 

a  quick  method  of  dispens- 
ing     520 

Powell,  William  C,  portrait  of. .   233 

Pratt,  A.  B.:    "Post-cards" 424 

Premium  plan,  advertising  a. . . .   245 

fruits  of 244 

of     exploiting     store 

specialties 417 

plans   242 

Prerequisite  idea  under  discussion  310 

in  New  Jersey 180 

law  enacted  in  North  Dakota  442 

laws 882 

in  4  States 442 

requirement    by   the   Wash- 
ington Board 91 

requirements  in  New  Jersey  298 
referendum  vote  on  the  402 

under  discussion 370 

wins  in  Illinois 266 

Prescription  advertisement 216 

an  amusing 267 

check  used  by  R.  A.  McDon- 
ald, Green  Bay.  Wis 28 

department,  booming  the. ...   416 

label,  a 302 

open  to  criticism,  a 264 

prices,  schedule  of 346 

pricing  a 126,  211,  389 

record   38 

work,  rules  to  be  followed  in  197 

Prescriptions,   advertising    128 

exhibited  in  the  window. . . .   416 

filing    .'...     76 

symposium  on  dispensing. . .   148 

Preserving  cider 484 

rubber  against  cracking. ...  87 
Presidential  election,  nationaL . .  441 
Prest-O-Lite  gas  lamp,  druggist 

agent  for 268 

Preventing  shortages 885 

Price  cards,  making 126 

marks,  coins  used  as 473 

of  patents,  restricting 134 

protection 177 

and  the  N.  A.  R.  D 5 

progress  of 862 

the  status  of 270 

regulation,  Mr.  Watters  on.   398 
Price.  W.  E.:    "Show-Card  Writ- 
ing"       74 

Prices,  advancing 3 

f prescription,  schedule  of . . . .   346 
ng  a  prescription 211,  389 

goods,  rules  for 427 

Prison  pharmacy 321 

Prize  announcement 415 

contest,  conducting  a 415 

offers   7,  51,     96 

Profits  and  earnings 

9.  165.  295,  316,  386.  491,  449 

how  to  figure 426 

net  and  gross 377 

of  Frank  Farrington 287 

surprising  variations  in 375 

the  bearing  of  inventory  on 

the    426 

Propaganda  movement  discussed 

by  Henry  P.  Hynson 182 

work 363 

Proper  estimations  are  based  on 

the  selling  price 426 

Prophylaxis  in  medicine 506 

spreading  knowledge  of 818 

Proprietary    medicine    industry, 

extent  of 443 

preparation,  marketing  a...   396 

Prosecuted  by  State  board 156 

Prosperity  and  good  crops 485 

Protesting  against  the  food  and 

drugs  act 5 

Public  Drug  Co.  in  Minneapolis.   225 
health.  Federal  need  of  bu- 
reau of 49 

Pure  drug  laws 4 

food  and  drug  reform 49 
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Quassia  chips  or  poker  chips....  889 
Questions,  catch,  in  State  phar- 
macy examinations 490 

Quimby.  Georg^e  A.,  his  souvenir 

opening:  day 508 

Quinine  mixtures,  licorice  prep- 
arations for 262 

pills,  advertising: 59 

precipitated 176 

by  salicylates 220 

R 

Racks  for  post-cards 425 

Raiding:  cocaine  plants 422 

Ramsperger.  Gustav,  death  of. . .   225 
Rating:   in   Dun   and  Bradstreet, 

importance  of 227 

Rat  paste,  phosphorus 894 

poison 626 

Raubenheimer,  Ph.  G.,  Otto: 
"Carefulness  in  Prescrip- 
tion Work" 197 

"Corks"    514 

portrait  and  mention  of 198 

portrait  of 515 

Ray  mo,     Owen,     Wayne,     Mich., 

home  of 142 

Razors,  displaying:  in  the  window  208 

in  the  window 384 

Read,  H.  E. :    "How  I  Obtained  a 

Mailing:  List" 415 

portrait  and  mention  of 415 

Reciprocal   exchang:e   of   certlfl- 

'  cates 358,  370 

Reciprocity    between    boards    of 

pharmacy 86 

Record  of  prescriptions 33 

Recording  sales,  a  graphic  meth- 
od of 338 

the    sale    of    habit-forming: 

drug:s 380 

Records  as  a  side  line 327 

of  purchase,  marked  on  g:oodB    75 

Red  castor  oil 628 

Reese,    J.    C:      "A    Device    for 

Handling:  Barrels" 123 

"Optical  Goods"  291 

portrait  of 291 

Referendum  in  California 486 

votes  on  the  g:raduatlon  pre- 
requisite       402 

Refraction,  books  on 291 

Reg:istered  pharmacists  and  the 

ownership  of  stores 397 

Registration  fees 370 

reciprocal,  between  New 
York  State  and  Massa- 
chusetts     400 

examination  require- 

ments  for 370 

requirements   883 

Reid,  Archie  M.,  portrait  of 407 

Reid,     Hug:h     M.;       "A    Flreless 

Cooker  for  the  Pharmacy" 339 

Reid,    James    A.:      "A    'Souvenir 
Opening:'    as    a   Trade-Winner 

(illustrated)   608 

Reimann,  Georg:e,  Buffalo,  N.  Y., 

home  of 280 

Reitzke.  H.,  elected  president  of 

the  St.  Paul  Drug  Club 11 

Remington,  A.  L.:     "A  Safe  Way 

to  Distribute  Samples" 76 

Remington,    Elsie    Bailey,    mar- 
riage of 494 

Remington,  Joseph  P.,  a  dinner 
given     him     on     his     65th 

birthday   185 

portrait  and  mention  of 185 

Remlrez,  Dr.  Francisco,  picture  of  369 

Remittance  blank,  a 302 

Removing  ink  stains  from  cloth- 
ing        43 

iron  stains 484 

silver  nitrate  stains 349 

walnut  stains  from  the  hands  211 
Requirements,  educational,  rais- 
ing the 90 

Reser,  W.  C,  portrait  of 497 

Resllvering  mirrors 808 

Resorcin  compound,  ointment  of.     88 
paste,  stronger,  Lassar's. ...     84 

Restlessness,  the  spirit  of 95 

Restoring  yellow  wood  alcohol.   339 

Returned  goods  evil 157 

Rexall  agency 285 

remedies 287 

Reynolds,  E.  C:     "Trusses  as  a 

Side  Line" 606 

Richardson  and  other  bills.. 221,  222 

bill 46 

a  monstrosity 178 

discussed 89 


Richardson,    Frank,    Cambridge, 

N.  Y.,  home  of 230 

portrait  and  mention  of 229 

Rickert  W.  M.:     "Hair  Tonic"..  239 
Rldgway,  F.  H.,  his  artistic  soda 

menu   480 

Riechel.  Henry,  appeals  to  Mich- 
igan State  Pharmaceutical  As- 
sociation    400 

Riesen,  D.  V.:  "To  Wash  Show- 
cases"    77 

Riker  Company  and  the  United 

Drug  Co 47 

Riker-Hegeman  Co.  incorporated 

for  fifteen  millions 46 

Roach  powders 264 

Robertson,  A.  B.,  portrait  of....  407 
Robinson,   William   J.,   on  phar- 
maceutical conventions 138 

Rogers,  Alexander  P. :  "Gathering 

Crude  Rubber"   (Illustrated)  . .  409 
RogofT,    Julius    M,    on    venereal 

diseases 356 

Root  beer  extract,  formulas  of. .  349 
Rosengarten,     Dr.     George     D., 

stricken  with  typhoid  fever. . .  488 
Roses,  annual  tournament  of  in 

Pasadena,  Cal 99 

Rouge,  liquid  face 528 

Rouse,  E.  H.:     "Automobile  Sup- 
plies as  a  Side  Line" 253 

portrait  and  mention  of 253 

Rubber,  crude,  source  of 247 

gathering  crude 409 

shipping  and  marketing  248 

goods,  advertising 58 

guaranteed 22 

marking  prices  on 33 

window  displays  of 249 

manufacture  of 248 

preserving  against  cracking  87 

price  increasing 248 

source  of 409 

tree   (illustrated)    247,  412 

Ruete,  T.  W.,  portrait  and  men- 
tion of 228 

Rules  for  drug  clerks 513 

for  pricing  goods 427 

Rupert,  J.  F.:   "Marking  Records 

of  Purchase  on  Goods". ...  75 
"Relieving  the  Crowded  Cel- 
lar"     419 

"Removing  Lye  Stains  from 

the  Nails" : 341 

"Water-proofing  Labels  with 

Collodion" 338 

Rupture,  different  kinds  of 506 

Rusby,  Dr.  H.  H.,  and  the  broken 

senna  case 869 

on   the  legal  aspects  of  the 

Pharmacopoeia    869 

portrait  and  mention  of 372 

to    establish    a    pharmacog- 

nostical  laboratory 224 

Rusby- Wiley  episode,  echoes  of.  1 

Russet  shoes,  paste  dressing  for  220 

Russian  reader  heard  from 168 

Ryan,  Frank  G.,  given  an  honor- 
ary degree 228 

portrait  and  mention  of....  229 

portrait  of   100 

Ryan,  J.  D.,  portrait  of 144 

S 

Saccharin  ruling 224 

Sale,  a  February 171 

announcement  of 171 

annual  talcum 203 

Sale,  L.  D..  portrait  of 232 

Sales,   a   graphic  method   of  re- 
cording    338 

of  habit-forming  drugs,  rec- 
ord of 380 

price,  fixing  the 427 

special 16 

Salvarsan,     detecting     defective 

packages  of 124 

substitution  for 356 

Sambucus  ebulus   352 

Samples,  a  safe  way  to  distribute  76 

Sanatogen  litigation 134 

Sander,  Dr.  Enno,  death  of 92 

Sarsaparilla,  Hood's,  reduced....  362 
Sass.  S.   K.:     "Improvements  in 

Ofilcial  Formulas" 413 

Saturated  solution  of  potassium 

nitrate,  a  method  of  making. .  44 
Sayre,    Prof.    L.    E.,    Lawrence, 

Kansas,  home  of 12 

member    of    the    A.    Ph.    A. 

Council   47 

Schafer,  Dr.  A.  F.,  of  Bakersfield, 

California,  mention  of 226 

Schieffelin,  Dr.  William  J.,  por- 
trait of 232 


Schlotterbeck,  Dr.  J.  O.,  goes  to 

Rochester 228 

on  questions  of  degrees 3 

portrait  and  mention  of 228 

Schlup,  Samuel,  Ph.G.:     "A  News 
Bulletin  Board  in  Front  of 

the  Store" 119 

portrait  and  mention  of 119 

Scholarship    fund    of    Tennessee 

Pharmaceutical  Association  ..  269 
Scholtz,   E.  L.,  addresses   the  A. 
Ph.  A.  on  commercial  pharmacy  372 

School  books,  advertising 17 

children,  interesting  the. 118 

of  Pharmacy  of  the  Univer- 
sity of  Illinois,  group  pic- 
ture of  the  Junior  class. . .  42 

trade,  cultivating 69 

Schott,  J.  J.,  store  of 305 

Schrodt,  Jacob,  mention  of 310 

portrait  of 191 

Schrodt,  Jacob.  Ph.G.:    "Sale  and 

Fitting  of  Trusses" 195 

Schurr,   David   M.,   of  Brooklyn, 

commits  suicide 401 

Schwartz,    Henry    K.:      "Filling- 
Jars  of  Petrolatum" 209 

Scott,  J.  A.:    "To  Restore  Yellow 

Wood  Alcohol" 339 

Scruggs,  R.  H.,  store  of 453 

Sealing  preparation  for  bottles. .  439 
Sears,  Charles  B.,  on  commercial 

training >  . .  311 

portrait  of 191 

Seasickness,  a  remedy  for 352 

Seat,  a  movable  for  druggists'  use  255 
Secretaries,  boards  of  pharmacy, 

list  of 528 

Seidlitz  powders  below  weight..  50 
Senna  case  discussed  in  the  Den- 
ver convention 369 

controversy  in  New  York...  265 

Serial  number,  how  obtained 352 

Serum,  antidlphtheric,  manufac- 
ture of 459 

antivenimeux    462 

given  away  by  the  State. ...  91 

manufacture   459 

the  standardization  of 460 

Sewing  machine  oil 350 

Shampoo,  advertising 163 

denatured  alcohol  in 350 

dry 176 

soap,  liquid 39 

Shane,  Frank,  in  politics 479 

portrait  of 407 

Shannon,  T.  J.,  portrait  of 497 

Shaving-brushes,  dye  for 433 

dyeing 396 

Shaving  supplies  in  the  window.  208 

Sheep  dip 808 

picture  of 113 

Sheldon,  A.  F.:     "A  Talk  About 

Business  Building" 29 

Shelving   In    the   cellar,    how    to 

build 419 

Sherley  bill 221 

passed 355 

Sherman  act,  amendment  of 177 

an  amendment  to — .  46 

anti-trust  law 364 

Sherman,     Charles     R.,     on     the 

question  of  profit 429 

Shields,  Improvised  vaccination.  124 
Shoemaker,  Clayton  F.,  portrait  of  144 

Shoe  polishes 263,  395,  438 

Shortages,  preventing 385 

Shorter  hour  movement  in  Aus- 
tralia    518 

hours 211 

discussed 6 

Shorts,  cards  announcing  a  new 

supply  of  such  goods 481 

Show  card  specimens 74,  341 

writing 162,  331 

cards,  a  support  for   (illus- 
trated)     162 

in  the  window 81 

mounting  of 162 

specimens  of 261 

value  of 162 

writing  with  a  "Glaseptic 

Nebulizer" 477 

Show-cases,  washing 77 

Shuptrine,  H.  C,  on  pharmaceu- 
tical legislation  363 

portrait  of 186 

Savannah,  Ga.,  home  of 187 

store  of 187 

Side  lines,  best  paying 109 

objected  to  by  physicians.  49 

some  unusual 200,  447 

the  growing  demand  for..  446 

Signs,  how  made 162 

soda,  in  the  window 484 

out-door 201 
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Signs,  whiting  for 339 

Silver  nitrate  stains,  removin£r<*   349 

Silverware  as  a  side  line 467 

as  premiums 245 

polishes  for   488 

Smith.    Arthur    Irwin,    his    book 

Smith,  Frank  W.:     "Hair  Tonic"  239 

Smith.  Jacob  W..  in  politics 441 

Snow,  Prof.  Clyde  M..  picture  of.   369 

Snowed  in 170 

Soap,  liquid  shampoo 39 

Soda,  advertisingr 216 

beveragre,  solicltingr  a  name 

for 260 

beveragres,  window  display  of  832 

formulas 213,  216,  268 

prize   343 

fountain,   how  to  operate  a 

small   299 

the  function  of  the 214 

fountains  taxed  by  Philadel- 
phia Weather  Bureau 226 

menu    260 

of  James  S.  Gleghorn....   801 

servingr  cold 116 

trim  in  the  window 246 

water  window  displays 391 

Solderlner  tubingr  in  fountains. . .   264 

Solicltingr  mail  orders 347 

prescriptions 38 

Some   people   who   come   to   my 

store 474 

Sour  milk  at  hlfirh  altitudes 43 

Southern  delegation  at  the  N.  A. 

R.  D.  meetlngTt  picture  of 364 

Souvenir  opening:  day  as  a  trade- 
winner  608 

Special  agrencies 285 

lines 285 

offers,  some  fraudulent 472 

sales 16 

Specials  for  the  soda  fountain..   269 
Specialties  displayed  In  the  win- 
dow     41T 

pharmaceutical,  exploiting. .   418 
Speculation  in  real  estate,  risky.       2 

Speechley,  E..  store  of 236 

Spire,  Wm.  Burton :   "Implements 

for  Looseningr  Glass  Stoppers"  386 
Simmons-Horn  Drug-  Co.,  store  of  318 
Sines.    George:      "An    Ingenious 

Cork  Remover" 209 

Siseon,    Ray    S.:      "Selling    Corn 

Pads"   209 

8Un  affections,  remedies  for. ...   438 

games  I  have  met 470 

Slip  for  ordering  "shorts" 339 

Smallidge,  Frank  E.,  against  cut- 
rate  methods 621 

store  of 621 

Smallpox  vaccine,  the  manufac- 
ture of 462 

Spirit  of  camphor,  adding  water  to    60 

Sponges,  advertising 17 

Sprague.  O.  N.:     "A  Good  Clean- 
ing Cloth" 77 

Spray  for  catarrh 220 
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THE  MONTH'S  HISTORY 


ECHO  OP 

WILBY-RUSBY 

INCIDENT. 


Of  sensational  developments 
in  the  drug  trade  there  have 
been  none  of  late.  Every- 
body must  have  been  too  busy  buying  Christ- 
mas presents— or  in  collecting  the  money 
necessary  for  the  fulfilment  of  this  annual 
habit.  The  incidents  and  events  which  have 
kept  us  on  the  qui  vive  for  the  last  few  months 
have  now  become  matters  of  history,  although 
there  was  an  echo  last  month  of  the  Wiley- 
Rusby  episode. 

Dr.  Rusby  finally  got  very  weary  of  having 
his  good  name  impugned,  and  he  brought  suit 
for  libel  against  one  Alvin  H.  Warth.  Warth, 
it  seems,  is  a  chemist  who  lives  at  Stapleton, 
on  Staten  Island,  and  he  is  charged  with 
writing  a  letter  to  Secretary  Wilson  several 
months  ago  reiterating  some  of  the  accusa- 
tions against  Dr.  Rusby  which  were  brought 


out  in  the  congressional  investigation.  The 
letter,  however,  was  not  printed  at  the  time, 
but  only  turned  up  in  the  newspapers  several 
months  later. 

Dr.  Rusby  thought  it  was  a  good  chance  to 
hit  a  head  that  was  plainly  in  sight,  so  he 
went  after  Warth  and  began  a  prosecution 
for  criminal  libel.  Warth  says  he  didn't  write 
the  letter,  and  Secretary  Wilson's  presence  in 
court  may  be  necessary  before  the  fact  is 
proved.  Anyway,  even  if  he  did  write  it,  the 
general  opinion  is  that  he  was  merely  acting 
as  a  stool-pigeon  for  somebody  else.  In 
other  words,  some  people  who  disliked  Wiley 
and  Rusby  were  using  this  means  of  venting 
their  spleen  under  cover. 

It  strikes  us,  however,  that  Dr.  Rusby  has 
taken  the  matter  rather  too  seriously.  No- 
body who  knows  him  believes  any  of  the  silly 
intimations  and  innuendoes  which  have  been 
uttered  regarding  his  work  for  the  govern- 
ment. If  he  tries  to  run  down  every  fool 
rumor,  he  will  find  himself  spending  money 
and  time  in  an  effort  to  clear  a  reputation 
which  doesn't  need  any  clearing.  People  who 
are  in  the  government  service  will  apparently 
have  to  do  what  politicians  very  early  learn — 
ignore  and  forget  a  whole  lot  of  things ! 


CONCENTRATE      The    proposcd    Journal    of 
LOCAL  the  American  Pharmaceutical 

ASSOCIATIONS!         ^  •   a*        •  u  i*  i. 

Association  is,  we  believe,  to 
make  its  appearance  during  the  present  month, 
but  in  the  meantime  Editor  James  H.  Beal  is 
beginning  to  use  the  constructive  wisdom 
which  caused  him  to  be  elected  to  his  position 
at  the  Boston  meeting  last  August.  In  a 
recent  issue  of  the  old  "Bulletin  of  the  A.  Ph. 
A."  he  had  an  editorial  pointing  out  the  direc- 
tions in  which  the  local  branches  might  be  de- 
veloped in  the  interests  of  the  organization  as 
a  whole. 

Inasmuch,  he  declared,  as  the  A.  Ph.  A.  is 
the  one  all-embracing  body  in  which  every 
branch  of  the  drug  trade  is  represented,  every 
city  of  any  size  should  have  a  local  branch 


BULLETIN  OF  PHARMACY 


acting  as  a  sort  of  parent  to  other  local  drug 
associations.  Thus,  for  instance,  the  local  re- 
tail druggists*  association,  so-called,  might 
well  be  the  commercial  section  of  the  A.  Ph. 
A.  branch,  an4  other  bodies,  if  there  were 
such,  could  similarly  be  brought  under  the 
same  aegis.  The  meetings  could  be  held  on 
the  same  or  on  alternate  evenings,  but  the 
policy  of  concentration  would  make  for  more 
effective  and  united  work. 

The  get-together  meetings  with  physicians, 
which  have  become  such  regular  features  of 
association  work  during  the  last  few  years, 
could  be  handled  much  more  efficiently  by 
such  an  amalgamation.  And  in  cities  where 
there  was  a  college  of  pharmacy,  it  would  be 
advantageous  to  so  arrange  the  meetings  as  to 
encourage  the  attendance  of  senior  students. 
'This  would  swell  the  size  of  the  meetings, 
increase  their  interest,  and  tend  to  make  asso- 
ciation workers  of  the  young  men  who  are  to 
be  the  pharmacists  of  to-morrow.  An  impor- 
tant factor  in  successful  branch  work,  too,  is 
to  keep  in  touch  with  the  local  newspapers  by 
sending  them  announcements  of  reports  of  the 
meetings — and  in  a  number  of  ways,  readily 
apparent  to  the  thoughtful  mind,  such  a  policy 
of  concentration  as  Professor  Beal  outlines 
commends  itself  most  heartily.  It  is  worth 
thinking  about  seriously. 

♦       4t      ♦ 

THE  NEW  "^he  extent  to  which  power 

"  coNPEBENCE  "    is  frittered  away  by  the  divi- 

IN  NEW  YOEl.  r      •  •  ;     •    i.      4. 

sion  of  pharmacists  into  too 
many  associations  is  well  illustrated  in  Greater 
New  York.  There  are  probably  eight  or  ten 
organizations  in  that  city.  They  vary  in  the 
number  of  members  from  75  to  perhaps  more 
than  500.  Quite  frequently  they  are  at  log- 
gerheads with  one  another,  and  always  they 
fail  to  work  with  skill  and  effectiveness  when 
something  important  needs  to  be  done — like 
heading  off  inimical  legislation  or  modifying 
the  decisions  or  regulations  issued  by  the  city 
board  of  health. 

This  truth  has  been  realized  for  years,  and 
now  we  find  that  some  sort  of  a  Conference 
has  been  or  will  be  organized.  This  is  to  be 
a  delegate  body,  consisting  of  three  members 
from  each  of  the  local  associations.  A  con- 
stitution is  being  voted  upon  and  approved  by 
the  various  bodies.  The  proposed  Conference 
can  act  promptly  in  time  of  emergency — that 
is,  if  .the  delegate  associations  won't  be  vested 


with  too  much  power  as  autonomous  and  in- 
dependent states.  Our  friends,  the  druggists 
of  Greater  New  York,  have  never  shown  any 
great  capacity  to  get  together  and  to  stay  to- 
gether, but  we  trust  that  the  new  movement 
promises  something  definite  in  this  direction. 

Work  for  the  Conference  to  do  is  immedi- 
ately at  hand.  The  New  York  and  New  Jer- 
sey Telephone  Company  announced  some  time 
ago  that  it  had  reduced  druggists'  commis- 
sions on  outgoing  calls  from  20  to  1 0  per  cent. 
A  meeting  of  the  Conference  was  at  once 
called  and  it  was  voted  to  ask  the  company 
for  a  30  per  cent  commission.  In  other  cities 
commissions  of  30  and  even  40  per  cent  are 
paid,  and  it  is  in  situations  of  this  kind  that 
a  united  drug  trade  can  get  what  it  wants. 
At  the  meeting  of  the  Conference  C.  O. 
Bigelow  showed  that  it  cost  the  average  drug- 
gist about  25  per  cent  to  do  business,  whereas 
he  would  be  getting  10  per  cent  under  the  new 
commission  offered  by  the  telephone  company ! 
We  hope  the  druggists  of  New  York  will 
fight  and  fight  hard. 


■ISKY 
SPECULATION. 


From  a  recent  copy  of  the 
"Bulletin    of    the    National 


Association  of  Credit  Men" 
we  find  that  the  merchants  of  Canada  have 
been  calling  the  attention  of  retailers  in  the 
western  provinces  to  the  "unfairness  of  specu- 
lating in  real  estate  with  money  which  right- 
fully belongs  to  those  who  have  supplied  them 
with  goods,  this  speculation  being  made  pos- 
sible through  the  holding  up  of  payments 
overdue."  The  retailers  are  being  urged  to 
dispose  of  such  real  estate  as  does  not  legiti- 
mately belong  to  their  business,  where,  that  is, 
the  speculation  in  it  means  that  their  interests 
are  spread  out  too  thinly  to  be  available  in 
case  of  unforeseen  conditions  which  might 
tend  to  contract  credit. 

This  sort  of  thing  has  been  experienced  in  a 
somewhat  lesser  degree  in  our  own  country, 
notably  in  Oregon,  Washington,  and  California. 
In  rapidly  developing  regions  there  is  always 
a  temptation  on  the  part  of  business  men  to 
spread  out  their  capital  beyond  the  point  where 
they  can  give  it  personal  attention,  and  this  is 
often  done  at  the  expense  of  their  creditors. 
If  a  druggist,  for  instance,  has  the  means  with 
which  to  make  wise  investments,  he  is  of 
course  justified  in  making  them.     He  may  be 
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even  justified  in  going  a  step  further  and  bor- 
rowing the  money  for  the  purpose,  providing 
he  has  ample  security.  But  to  indulge  in 
purely  speculative  enterprises,  and  to  thin  out 
his  money  so  far  that  he  puts  himself  in  great 
danger  in  case  of  reverses,  is  certainly  not 
excusable  except  he  has  ready  money  enough 
to  pay  the  bills  of  the  manufacturers  and  the 
jobbers  when  they  fall  due.  Otherwise  he  is 
practically  using  the  money  which  belongs  to 
the  latter  for  himself,  and  he  is  in  danger  of 
losing  his  credit  rating  entirely. 

The  credit  men's  organizations  can  scarcely 
be  blamed  for  taking  up  this  question  and 
sounding  a  note  of  warning.  They  have  to 
look  after  their  own  interests,  and  on  purely 
selfish  grounds  alone  it  pays  the  average  mer- 
chant to  heed  what  they  tell  him.  A  business 
man  without  credit  is  a  man  who  is  greatly 

crippled. 

*       *       * 


Ph.B."  DBOBBB 
IN   PHABMACY. 


At  the  last  meeting  of  the 
Conference  of  Pharmaceu- 
tical Faculties,  held  in  Bos- 
ton during  August,  the  assertion  was  made  in 
the  address  of  President  J.  O.  Schlotterbeck 
that  the  use  of  the  degrees  Ph.D.  and  Ph.B. 
in  pharmacy  were  fraudulent  and  should  not 
longer  be  tolerated.  This  point  of  view  was 
unanimously  approved  after  some  discussion. 
It  was  repeatedly  declared  that  both  degrees 
have  a  well-established  meaning  in  educational 
circles,  and  that  to  use  them  for  relatively 
short  courses  in  pharmacy  was  entirely  with- 
out excuse.  It  ought  to  be  explained,  how- 
ever, that  approval  was  given  to  the  use  of 
the  degree  of  Doctor  in  Pharmacy,  provided 
the  title  of  "P.D."  or  "Phar.D.''  is  employed, 
so  that  there  would  be  no  confusion  with  the 
well  known  "Ph.D.,"  which  of  course  means 
Doctor  of  Philosophy. 

We  are  reminded  of  this  discussion  by  the 
receipt  of  a  letter  from  one  of  the  Middle 
Western  States.  The  writer  is  a  man  who 
received  the  degree  of  Ph.B.  from  the  Uni- 
versity of  Michigan  in  1893.  He  was  given 
it,  of  course,  after  the  completion  of  four 
years  of  academic  training,  and  it  stood  for 
Bachelor  of  Philosophy.  He  tells  us,  how- 
ever, that  in  his  section  a  number  of  pharma- 
cists have  received  a  degree  of  Bachelor  in 
Pharmacy  instead  of  Ph.C.  or  Ph.G.,  and  that 
the  abbreviation  used  is  identical  with  that 
belonging  to  Bachelor  of  Philosophy,  namely. 


Ph.B.  So  general  is  this  custom  that  he  has 
often  been  asked,  by  people  who  observe  his  use 
of  Ph.B.  after  his  name,  what  particular 
college  of  pharmacy  he  graduated  from ! 

This  is  just  the  point  brought  out  in  Dr. 
Schlotterbeck's  address.  "Ph.B."  stands  for 
something  definite  to  those  who  know  about 
university  education.  It  means  four  years  of 
strict  university  work,  and  it  can  only  be  used 
in  technical  institutions  like  pharmacy  schools 
fraudulently.  "Phar.B."  is  a  different  thing 
— "Phar."  is  plainly  a  contraction  of  phar- 
macy. But  Ph.B.  should  mean  nothing  but 
Bachelor  of  Philosophy.  To  try  to  make  it 
mean  Bachelor  of  Pharmacy  is  to  indulge  in 
ambiguity  and  fraud. 


ADVANCB 


A   paper    was    read   before 

YOUB^PBiCBSi  ^"^  ^^  ^^^  State  pharmaceu- 
tical associations  last  sum- 
mer (we  do  not  recall  which  particular  one  it 
was)  in  which  the  thesis  was  proved  that  the 
druggist's  profits  have  not  kept  pace  with  the 
increased  cost  of  living.  Quite  a  collection  of 
statistics  was  given  to  point  the  moral.  Now 
we  find  that  the  members  of  the  Chicago  Re- 
tail Druggists*  Association  are  waking  up  to 
the  fact  that  they  are  even  selling  certain 
drugs  at  the  same  old  figure  despite  their  quite 
appreciable  increase  in  cost.  At  a  recent 
meeting  of  the  C.  R.  D.  A.,  for  instance,  Mr. 
Sandkoetter  pointed  out  that  a  number  of 
drugs  had  well-nigh  doubled  or  trebled  in 
cost  within  a  few  months,  and  yet  they  were 
still  being  retailed  by  most  druggists  at  a  price 
based  on  the  former  cost.  So  important  does 
this  point  seem  to  be  that  it  was  decided  to 
print  a  series  of  articles  in  C  R.  D,  A.  News. 
From  the  first  article  in  this  series  we  find 
that: 

Oil  of  Cloves  has  risen  from  90c  to  $1.40;  Oil  of 
Cubebs,  $2.50  to  $4.50;  Oil  of  Peppermint,  $2.50  to 
$3.75;  Oil  of  Spearmint,  $2.50  to  $4.50;  Menthol,  $3.00 
to  $7.25 ;  Golden  Seal  Root  or  Powder,  $2.50  to  $6.50 ; 
Fluid  Extract  of  Golden  Seal.  $8.00  list  to  $16.00  list; 
Fluid  Extract  of  Ergot,  $3.00  to  $6.00;  Codeine  Phos- 
phate, $3.75  to  $6.40  per  ounce ;  Powdered  Opium,  $7.25 
to  $10.25  per  pound;  Larkspur  Seed,  45c  to  $2.00; 
Fluid  Extract  of  Larkspur,  $3.00  list  to  $6.00  list; 
Buchu  Leaves,  90c  to  $1.60  per  pound. 

The  wise  druggist,  of  course,  should  care- 
fully watch  fluctuations  of  this  kind  and 
should  change  his  selling  prices  accordingly. 
Otherwise  he  will  be  losing  a  lot  of  mon^ 
and  wondering  where  it  goes. 
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Several  times  in  this  journal 
^^"mmMm^    we  have  made  it  plain  that  a 

physician  who  prescribed 
liquor  illegitimately  could  not  hope  to  escape 
punishment,  and  that  a  druggist  who  dispensed 
such  a  prescription  would  find  that  the  law  did 
not  protect  him.  This  point  was  very  clearly 
and  interestingly  brought  out  in  a  Pennsylvania 
case.  A  druggist  and  a  physician  were  jointly 
indicted  for  conspiracy.  They  set  up  in  de- 
fense that  a  physician  had  a  perfect  right  to 
prescribe  whatever  he  chose  for  his  patient, 
and  that  a  druggist,  acting  under  the  Penn- 
sylvania liquor  act,  had  a  right  even  in  dry 
territory  to  furnish  liquor  on  a  physician's 
prescription.  The  judge  held,  however,  that 
both  men  had  two  personalities.  The  physician, 
for  instance,  was  a  doctor  on  the  one  hand, 
and  he  was  a  mere  man  on  the  other.  He 
might  do  certain  things  as  a  doctor,  discharg- 
ing the  duties  of  his  profession  properly,  which 
he  might  not  do  as  a  man.  The  point  in  this 
case  was :  was  he  acting  as  a  physician  or  as  a 
mere  citizen? 

The  judge  went  on  to  express  himself  as 
follows : 

The  act  of  assembly  [under  which  the  case  was 
brought]  means  that  a  prescription  honestly  given  by 
a  regularly  registered  physician  shall  be  a  perfect  pro- 
tection to  a  druggist  "You  give  me  a  quarter  and  I 
will  write  (in  the  form  of  a  prescription)  an  order  for 
you  to  get  a  pint  of  whisky."  Is  that  a  prescription 
given  by  a  regularly  registered  physician  within  the 
meaning  of  the  act  of  assembly,  or  is  it  simply  an 
order  given  by  the  maUf  not  the  physician,  on  a  certain 
drug  store  to  furnish  the  bearer  liquor?  You  can  see 
the  distinction.  The  act  of  assembly  had  a  purpose, 
and  it  evidently  was  to  allow  druggists  to  sell  liquor 
as  a  medicine  only. 

If  the  physician  writes  a  note  to  the  druggist: 
"Give  this  man  a  quart  of  liquor/'  and  the  druggist 
takes  that  order,  or  so-called  prescription,  and  sells 
the  liquor,  knowing  that  it  is  a  fake  prescription,  then 
they  are  both  guilty.  If  a  druggist  knows  he  gets  an 
order  from  another  man  advising  him  to  do  a  certain 
thing  that  is  criminal,  and  he  does  it,  he  is  guilty  if 
he  never  spoke  to  the  other  man  at  all.  He  is  guilty 
because  he  did  the  act,  and  the  other  man  is  guilty 
because  he  advised  it. 

Fine  and  imprisonment  was  the  outcome  for 
both  men.  A  second  case  similar  to  the  fore- 
going was  tried  in  the  Allegheny  court,  and 
both  the  physician  and  druggist  were  sentenced 
to  pay  a  fine  of  $250.  All  of  which  proves 
a*gain,  that  a  prescription  is  no  defense  either 
to  physician  or  pharmacist  unless  it  is  honestly 
given  and  honestly  dispensed.      It  has  often 


been  declared  that  physicians  may  violate  liquor 
and  narcotic  laws  with  impimity,  simply  by 
writing  prescriptions,  but  this  is  not  true. 


PATENTS " 


Everybody  knows  that  many 
STiLL%uuNO.  magazine  assaults  on  the  pat- 
ent-medicine business  have 
been  made  during  the  last  decade.  So  vigor- 
ous and  so  systematic  have  these  been, 
and  so  apparently  successful,  that  we  should 
be  prepared  to  believe  that  the  sales  of  patent 
medicines  had  greatly  fallen  off  in  the  mean- 
time. But  what  are  the  facts?  The  Census 
Bureau  in  Washington  has  recently  gotten  out 
a  comparative  statement  showing  how  the 
patent-medicine  industry  compared  in  1909 
with  1904.  The  number  of  establishments  had 
increased  from  2777  to  3642.  The  capital 
had  increased  from  $75,607,000  to  $99,942,- 
000.  The  value  of  the  products  had  in- 
creased from  $117,436,000  to  $141,942,000. 

This  doesn't  look  much  like  a  reduction, 
does  it? 

Apparently  the  patent-medicine  makers  have 
increased  in  number,  and  in  the  size  and  scope 
of  their  business,  quite  as  much  as  have  manu- 
facturers in  other  lines  of  trade.  In  one  re- 
spect, however,  the  conditions  in  1909  differed 
quite  materially  from  those  in  1904.  The 
number  of  salaried  officials  and  clerks  in- 
creased by  62  per  cent,  whereas  the  amount  of 
business  done  increased  by  only  21  per  cent, 
and  the  number  of  establishments  by  81  per 
cent.  In  other  words,  it  apparently  took  more 
people  proportionately  to  do  a  given  volume 
of  business,  and  it  cost  more  in  the  way 
of  advertising  and  so  on.  The  business  was 
a  little  harder  to  get,  and  had  to  be  gone  after 
more  vigorously.  This  much,  then,  may  per- 
haps be  conceded  as  the  result  of  the  anti- 
patent  medicine  crusades. 

♦     ♦     ♦ 

The  pure  food  and  drug 
authorities  of  the  different 
States  are  getting  more  and 
more  active  every  year,  and  it  behooves  drug- 
gists to  stay  in  out  of  the  wet.  Alive  to  the 
situation  in  South  Dakota,  the  Secretary  of 
the  State  Pharmaceutical  Association  recently 
sent  the  following  notice  to  the  members  of 
the  organization : 

Fellow  PHARMAasTS: 

The  Secretary  is  requested  by  the  Board  of  Phar- 
macy to  urge  again,  most  earnestly,  every  member  of 


DBUO  LAWS. 
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our  Association  to  be  active  in  complying  with  the 
PURE  FOOD  AND  DRUG  LAW  and  the  features 
specified  from  time  to  time  by  Commissioner  Gook. 
We  would  especially  call  your  attention  to  the  require- 
ment that  only  U.  S.  P.  Alcohol  (Cologne  Spirits) 
should  be  used  in  U.  S.  P.  and  N.  F.  preparations.  If 
you  do  not  have  the  facilities  for  manufacturing  the 
more  potent  and  official  preparations  and  for  knowing 
that  they  are  up  to  standard,  would  advise  that  you 
purchase  in  small  quantities  from  some  reliable  phar- 
maceutical manufacturing  concern  or  jobber  who  will 
guarantee  U.  S.  P.  strength.  The  additional  cost  is 
so  small  that  you  cannot  afford  to  do  otherwise.  Any 
information  you  desire  relative  to  standardization  will 
be  cheerfully  given  by  Commissioner  Cook  or  the 
Board  of  Pharmacy. 

One  other  matter — retail  prices  have  not  advanced 
in  proportion  to  the  increased  cost  of  supplies.  Not 
only  in  our  line  do  we  pay  more,  but  this  is  also  true 
of  nearly  everything  we  purchase  in  general.  The 
Board  recommends  that  an  advance  be  made  in  the 
price  of  prescription  work  and  on  all  other  articles 
where  additional  cost  is  included.  Let  us  purchase 
only  the  purest  of  drugs  and  chemicals,  and  then  a 
good  reasonable  profit  no  one  will  deny  us.  Let  the 
pharmacists  get  together  in  every  county. 

Very  respectfully, 

F.  W.  BROWN,  President. 

E.  C.  BENT,  Secretary. 


N.  A.  B.  D.      The  chief  subject  of  import- 
AND  PMCB         ance  discussed  last  month  at 
PBOTBcnoN.       ^^  mid-winter  meeting  of 

-the  Executive  Committee  of  the  N.  A.  R.  D. 
was  price  protection.  A  whole  day  was  de- 
voted to  deliberation  on  this  important  topic, 
and  those  were  heard  who  had  particular 
panaceas  to  advance.  It  was  finally  decided 
that  the  Miles-Freeman  plan  and  the  Boehm 
coupon  method  were  perhaps  the  best  avail- 
able, but  that  neither  in  its  present  form  could 
fill  the  bill.  Mr.  Frank  H.  Freericks,  who 
was  called  into  consultation  by  the  committee 
in  view  of  the  lamentable  illness  of  Judge 
Errant,  argued  that  these  two  plans  might  be 
combined  effectively,  chiefly  for  the  purpose 
of  doing  away  with  the  bookkeeping  required 
of  the  jobber  by  the  Miles-Freeman  serial 
numbering  method.  Mr.  Freericks  was  there- 
fore authorized  by  the  committee  to  draw  up 
such  a  plan  and  to  submit  it  to  the  committee 
for  consideration.  It  will  then  be  published 
in  iV.  -^.  R.  D.  Notes  and  thrown  open  for 
general  discussion.  The  redeemable  coupon 
feature  of  the  Boehm  plan,  drafted  on  to  the 
Miles-Freeman  method,  will,  it  is  hoped,  ob- 
viate the  necessity  of  record  keeping  to  which 
the  wholesalers  object  so  strenuously. 


Wilhelm  Bodemann  of  Chi- 
EB™  w  twA.     cago  is  very  much  interested 

in  the  idea  of  establishmg  a 
cooperative  death  benefit  plan  among  pharma- 
cists. He  has  sent  us  two  or  three  letters 
on  the  subject  which  have  appeared  in  the 
Bulletin  from  time  to  time,  and  other  drug- 
gists have  responded  with  approval.  We  gave 
space  last  month,  for  instance,  to  a  communi- 
cation from  John  C.  Endress.  It  strikes  us 
that  the  idea  is  worth  developing.  The  plan 
would  be  simply  for  each  member  to  be 
assessed  50  cents  or  $1.00,  say,  whenever 
there  was  a  death,  and  the  amount  so  collected 
would  be  sent  to  the  widow  to  help  defray  the 
funeral  and  other  expenses.  Oftentimes  the 
best  of  men  die  without  leaving  very  much  in 
the  way  of  money,  and  four  or  five  hundred 
dollars,  or  even  less  than  that,  becomes  almost 
a  godsend.  If  a  thousand  men  would  go  into 
the  scheme,  and  the  assessment  were  modestly 
set  at  50  cents,  this  would  make  $500 — a  very 
tidy  sum  in  cases  of  emergency.  The  logical 
organization  to  push  this  thing  is  the  N.  A. 
R.  D.,  and  we  commend  the  proposition  to 
Major-General  Charles  Mylert  Carr,  soldier, 
propagandist,  and  penman-in-chief  of  the  or- 
ganization. 

♦     ♦     ♦ 

Ever  since  the  food  and 
drugs  act  went  into  effect,  we 
have  heard  occasional  com- 
plaints that  important  decisions  had  been 
made,  and  bulletins  published,  before  hearings 
had  been  granted  by  the  government  to  affect- 
ed parties.  It  has  been  urged  that  manufac- 
turers have  thus  been  subjected  to  much  loss 
of  business  and  reputation  without  being  given 
any  opportunity  to  defend  themselves.  Pro- 
tests have  been  made  in  vain,  however,  until 
now  we  find  that  Secretary  Wilson  has  sanc- 
tioned a  tentative  plan  to  give  those  concerned 
an  opportunity  to  be  heard  before  the  final 
approval  and  publication  of  decisions  and 
bulletins.  On  the  face  of  it,  this  looks  like  a 
very  fair  proposition,  and  it  is  to  be  hoped 
that  it  will  work  out  satisfactorily. 


Arthur  A.  Pardee,  one  of  the  pioneer  drug- 
gists of  Madison,  Wisconsin,  and  one  of  the 
old  guard  who  helped  organize  the  N.  A.  R.  D. 
in  St.  Louis  in  1898,  died  a  few  weeks  ago  as 
the  result  of  a  paralytic  stroke. 
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NONE  SO  BLIND  AS  THOSE  WHO  WONT 

SEE. 

Yes,  this  is  another  screed  on  that  shop-worn 
and  hackneyed  theme — the  Shorter  Hour 
Question.  We  have  discussed  it  for  years 
from  every  angle  and  repeated  ourselves  the 
Lord  knows  how  often!  At  conventions  we 
have  listened  while  others  talked  about  it,  and 
sometimes  (in  moments  of  indulgent  leisure) 
we  have  even  read  what  others  besides  our- 
selves have  written  about  it.  Time  and  again 
our  weariness  of  soul  has  caused  us  to  threaten 
never  again  to  talk,  or  think,  or  write  on  the 
subject — and  this  may  be  our  farewell  sermon. 

What  is  our  excuse  for  approaching  the 
topic  again?  Have  we  anything  new  to  say? 
No--rperhaps  not.  But  there  is  one  conviction 
which  has  slowly  been  forming  in  our  minds 
during  all  these  years  of  futile  discussion, 
namely,  that  the  shorter-hour  and  Sunday- 
closing  question  for  the  druggist*  is  purely  an 
individual  question,  and  that  it  will  never  be 
solved  except  as  the  individual  solves  it  for 
himself. 

The  love  of  money  may  not  be  the  root. of 
all  evil,  but  it  is  the  root  of  this  one.  So  long 
as  a  druggist  wants  to  squeeze  every  last  cent 
from  his  business  he  will  keSp  his  store  open 
all  night  long  and  all  day  on  the  Sabbath.  He 
will  hide  behind  the  stock  excuse  that  drugs 
are  needed  by  the  sick  at  any  and  all  hours, 
when  he  knows  perfectly  well  that  the  legiti- 
mate sales  of  this  character  after  seven  or 
eight  o'clock  in  the  evening  won't  pay  the  gas 
bill,  and  when  he  realizes  thoroughly  that  the 
emergency  wants  of  the  sick  are  supplied  by 
the  physician  from  his  case.  If  he  is  too 
honest  to  advance  this  argument,  he  will  plead 
the  sacred  nature  of  Custom,  and  say  that  the 
public  expects  drug  stores  to  be  open  when 
other  shops  are  closed,  shutting  his  eye  to  the 
fact  that  the  public  formerly  expected  the 
same  thing  of  grocery  stores,  but  quickly 
adapted  itself  to  a  changed  situation  when  the 
grocers  developed  self-respect  and  refused 
any  longer  to  make  slaves  of  themselves. 

Sometimes  the  druggist  will  frankly  con- 
fess the  truth  and  admit  that  he  is  after  the 
soda,  the  candy,  and  the  cigar  business  which 


comes  to  him  in  the  evening  and  on  Sunday. 
This  is  the  nub  of  the  question — the  very 
heart  of  the  whole  matter.  The  druggist 
frankly  wants  to  extract  every  last  cent  from 
the  business — and,  by  the  Eternal,  he  is  going 
to  do  it!  The  indignant  editorials  on  the  sub- 
ject, the  association  papers,  the  committee  re- 
ports, the  eloquent  debates  at  meetings — these 
all  slide  of£  his  back  -more  easily  than  a  duck 
sheds  water.  He  listens  calmly — and  then 
does  as  he  pleases. 

We  do  not  flatter  ourselves  that  even  this 
preachment  will  effect  a  revolution,  but  any- 
way we  need  the  exercise,  and  we  are  deter- 
mined for  once  to  lay  bare  the  essential  truth 
of  the  matter  before  we  resolve  forever  after 
to  keep  our  peace. 

This,  then,  is  the  core  of  the  situation.  The 
druggist  simply  wants  to  make  all  the  money 
he  can,  regardless  of  how  much  time  or 
energy  or  effort  it  requires.  In  this  he  is  per- 
haps not  unlike  others.  There  are  many  busi- 
ness men  who  never  rest — who  make  slaves 
and  drudges  of  themselves  in  a  mad  scramble 
after  wealth.  There  are  many  physicians  who 
take  every  case  they  can  get,  and  who  work 
all  day  and  all  night  in  an  effort  to  reap  as 
large  an  income  as  possible.  There  are  many 
lawyers  who  load  themselves  up  with  much 
more  than  they  can  accomplish,  and  who  burn 
the  midnight  oil  in  a  nerve-racking  endeavor 
to  accomplish  what  three  men  could  scarcely 
do. 

» 

For  some  years  we  have  personally  had 
two  physicians  under  observation.  They  are 
about  the  same  age.  Their  training  and  equip- 
ment have  been  nearly  alike.  They  have  much 
the  same  sort  of  practice;  their  reputajtions 
are  very  similar;  and  in  short  the  conditions 
which  surround  them  are  practically  identical. 

One  of  these  men  has  been  ceaselessly  on 
the  jump;  he  has  slaved  in  season  and  out 
of  season ;  he  has  often  been  out  all  night  on 
troublesome  cases;  he  has  denied  himself 
pleasure;  he  has  robbed  himself  of  rest  and 
relaxation;  and  now  at  45  or  50  years  he  is 
suffering  from  a  severe  breakdown.  The 
other — what  of  him?  He  has  been  just  as 
conscientious  a  student;  he  has  made  himself 
just  as  able  a  practitioner;  but  he  has  taken 
time  for  his  family,  for  recreation,  for  pleas- 
ure; he  has  extracted  something  from  life  be- 
yond ceaseless  toil;  he  has  kept  his  mind  and 
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his  body  fresh ;  and  now  at  the  same  age  he  is 
looking  and  feeling  in  the  pink  of  condition 
with  many  years  of  happiness  and  strength 
ahead  of  him. 

What  does  it  profit  a  man  who  gains  money 
if  he  lose  all  the  zest  of  life  and  health  in  the 
process  ? 

The  druggist  who  is  in  his  store  until  10  or 
11  o'clock  at  night,  and  who  works  all  day 
Sunday — ^what/eal  pleasure  is  there  for  him 
in  this  vale  of  tears?  He  has  no  time  for  his 
family.  He  has  no  time  for  recreation.  He 
is  a  stranger  to  the  great  out-of-doors  which 
refreshes  the  spirit  of  man  and  sends  him 
back  to  his  work  with  renewed  inspiration.  He 
loses  all  the  sweet  richness  of  life,  all  the  deep 
friendships,  all  the  real  joys.  He  becomes  pale 
and  bloodless  and  anemic,  and  even  the  work 
to  which  he  dedicates  himself  so  unreservedly 
loses  its  pleasure.  He  doesn't  realize  that 
ideas,  and  the  energy  to  execute  them,  come 
only  to  the  man  who  drops  his  business  cares 
every  day  and  rests  his  brain  and  his  body. 
Thus  he  defeats  his  own  purpose.  He  wants 
to  make  the  most  of  his  business,  but  in  the 
very  effort  to  do  so  he  makes  the  least  of  it. 

Does  it  pay? 

The  wise  druggist  is  the  man  who  doesn't 
care  what  his  neighbors  do.  He  doesn't  care 
what  custom  is.  Without  waiting  for  any- 
body else  he  closes  his  store  early  in  the  even- 
ing. He  likewise  closes  it  all  day,  or  nearly 
all  day,  on  Sunday.  He  knows  there  are 
deeper  pleasures  than  mere  money-grubbing. 
He  knows  there  are  some  things  which  money 
cannot  buy  nor  wealth  secure.  He  realizes 
that  he  can  only  live  his  life  once,  and  he  de- 
termines to  live  it  fully  and  joyously  and  hap- 
pily. H  it  costs  him  anything,  well  and  good 
— he  is  prepared  to  pay  the  price.  It  is  worth 
it.  He  is  going  to  live — whether  other  people 
have  sense  enough  to  or  not. 


THREE  PRIZE  OFFERS  FOR  BULLETIN 

READERS! 

We  have  been  busy  for  several  weeks 
making  plans  for  the  Bulletin  during  the 
coming  year.  We  do  not  want  to  say  very 
much  about  them  now — ^performance  is  some- 
what better  than  promise.  Suffice  it  to  re- 
mark at  this  time  that  we  have  sent  out  more 
than  150  personal  letters  in  search  of  special 
articles  and  illustrations  of  different  kinds,  and 


we  honestly  believe  that  as  the  result  of  these 
efforts  we  shall  be  able  to  lay  before  our  read- 
ers during  1912  a  magazine  full  of  novel, 
interesting,  and  helpful  things — things  you 
cannot  afford  and  will  not  desire  to  miss. 

Our  chief  object  in  writing  this  editorial, 
however,  is  to  say  that  we  are  depending  upon 
our  readers  in  general  for  certain  classes  of 
material.  We  are  anxious  to  solicit  their  co- 
operation and  assistance,  and  we  are  therefore 
making  the  following  prize  offers : 

1.  We  shall  pay  $5.00  at  once  for  every 
accepted  article  on  "My  Best  Paying  Side 
Line,"  and  we  can  use  quite  a  number  of 
them! 

2.  We  shall  pay  $10.00  for  the  best  article, 
and  $5.00  for  the  second  best  article,  on 
"My  Experience  in  the  Sale  and  Fitting  of 
Trusses.'*  Only  the  two  papers  winning  prizes 
can  be  accepted  on  this  subject. 

3.  We  shall  pay  $10.00  for  the  best,  and 
$5.00  each  for  the  two  next  best,  formulas  for 
a  hair  tonic. 

So  there  you  are !  Now  please  let  us  hear 
from  you — the  more  the  merrier.  We  can 
say  honestly  that  the  material  we  get  from 
readers  of  the  Bulletin  themselves  is  highly 
valued  by  us.  It  is  always  practical,  gets 
right  down  to  brass  tacks,  and  has  those 
money-making  elements  in  which  every  live 
druggist  is  vitally  interested. 

As  for  the  papers  on  side-lines,  we  may 
say  that  we  are  anxious  to  discuss  this  sub- 
ject quite  at  length  during  1912.  The  faet 
of  it  is,  competition  has  gotten  so  severe  in 
the  drug  business — and  in  all  lines  of  trade 
for  that  matter — that  the  resort  to  side-lines 
has  become  a  matter  of  vital  necessity  with 
the  great  rank  and  file.  We  want  to  know 
what  goods  energetic  druggists  have  handled 
with  the  greatest  amount  of  success — and  we 
want  to  know  what  methods  they  have  used  in 
exploiting  them.  If  the  lines  carried  have 
been  out  of  the  ordinary — so  much  the  better. 
Perhaps  we  can  develop  something  new  in 
this  agitation  of  the  subject.  In  the  mean- 
time let  us  caution  our  writers  to  get  right 
down  into  the  heart  of  the  matter  and  describe 
costs,  profits,  the  volume  of  sale,  the  advertising 
methods  used,  the  talking  points  employed, 
the  display  methods  utilized,  the  results  mani- 
fested in  the  increase  of  business,  and  all  of 
the  practical,  money-making  details  of  the 
proposition.     Facts — that's  what  we  want! 
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As  for  trusses,  not  every  druggist  handles 
them,  but  some  druggists,  as  we  know  from 
observation,  have  made  them  one  of  their 
most  successful  lines.  They  have  specialized 
on  them.  They  have  even  devoted  one  or  two 
rooms  to  the  fitting  of  trusses.  Usually  where 
close  attention  is  given  to  trusses  it  is  easy  to 
work  up  a  very  satisfactory  and  profitable 
business  on  them.  We  want  at  least  two 
cracking  good  articles  on  the  subject  of  trusses, 
and  in  these  articles  we  want  druggists  to  tell 
just  how  they  have  gone  about  the  task  of 
building  up  their  trade  on  the  line.  Please 
get  right  down  to  the  details  so  that  other 
druggists  in  other  towns  can  follow  the  same 
methods. 

It  isn't  necessary,  is  it,  to  say  much  about 
our  prize  offer  for  hair-tonic  formulas  ?  Near- 
ly every  druggist  puts  out  a  product  of  this 
kind  under  his  own  label.  If  you  have  been 
proud  of  your  own  hair  tonic;  if  you  have 
pushed  it  to  any  extent;  if  you  have  built  it 
up  into  a  nice  seller — then  we  want  to  know 
about  it.  Give  us  the  formula;  tell  us  what 
it  costs;  tell  us  what  it  sells  for;  send  along 
sample  advertisements  which  may  have  been 
used  to  exploit  it;  and  if  a  carton  is  used, 
mail  us  one  of  these,  too.  Ten  dollars  for  the 
best  formula,  and  $5.00  each  for  the  two  next 
best. 

This  is  about  all — ^now  please  get  busy  and 
send  us  a  whole  lot  of  contributions  under 
these  three  heads !  We've  got  a  few  five-  and 
ten-dollar  checks  that  we  are  anxious  to  pass 
out — they  take  up  a  lot  of  extra  room  here 
in  the  office  and  we  want  to  get  rid  of  'em! 


REGARDING  INFUSION  OF  DIGITALIS. 

While  one  rarely  hears  criticism  nowadays 
of  the  preparation  of  tinctures  by  dilu- 
tion, it  is  quite  customary  for  the  statement 
to  be  advanced  that  infusion  of  digitalis  ought 
never  to  be  made  in  this  manner,  and  that  it 
should  invariably  be  prepared  direct  from  the 
drug.  This  idea  is  based  on  the  supposition 
that  water  extracts  certain  principles  from 
digitalis  which  an  alcoholic  or  hydro-alcoholic 
menstruum  will  not  extract,  and  that  the  pe- 
culiar virtue  of  the  infusion  over  the  tincture 
or  fluidextract  resides  in  these  qualities.  Is 
this  supposition  correct? 

In  this  connection  an  article  by  C.  Focke 
{Arch,  der  Pharm,,  249,  323)  has  proved  of 


considerable  interest  to  us.  The  author  finds 
that  if  an  infusion  of  digitalis  leaves  is  pre- 
pared in  the  usual  way,  and  has  a  strength, 
say,  of  10  per  cent,  it  will  contain  only  about 
74  per  cent  of  the  active  constituents  of  the 
drug.  A  further  infusion  of  the  marc  will 
result  in  the  extraction  of  about  11  per  cent 
more,  or  in  other  words  it  is  possible  only 
to  extract  about  85  per  cent  of  the  total  activ- 
ity of  the  drug  with  the  utmost  care.  No 
matter  how  the  infusion  is  made,  or  what 
strength  it  may  be,  it  is  impossible  by  the 
ordinary  infusion  method  to  extract  the  total 
activity  of  the  leaves.  Finally — ^and  this  is 
the  point  we  are  coming  io — the  author  de- 
clares that  a  fluidextract  of  digitalis  leaves, 
when  made  with  a  35-per-cent  alcoholic  men- 
struum, and  when  diluted  to  the  strength  of 
an  infusion,  will  be  found  at  least  to  possess 
the  same  activity  as  an  infusion  made  from 
the  drug  itself,  or,  if  anything,  to  be  slightly 
more  active. 

In  other  words,  there  would  seem  to  be 
little  ground  left  standing  under  those  phar- 
maceutical doctrinaires  who  hold  that  water 
extracts  one  set  of  active  constituents  from 
digitalis  leaves,  and  that  alcohol  extracts  still 
another  and  different  set  of  constituents.  The 
plain  inference  is  that  the  properly  selected 
alcoholic  menstruum  will  exhaust  the  virtues 
of  the  drug,  and  that  when  one  part  of  the 
product  so  made  is  diluted  to  any  desired 
strength  needed  for  an  infusion  by  the  use 
of  boiling  water,  a  preparation  is  obtained 
which  is  fully  as  active  as  the  infusion  made 
in  the  good  old  way,  if  not,  indeed,  more 
active. 

Is  our  European  friend  correct?  Is  it 
possible  that  all  this  invective  hurled  at  the 
"non-scientific"  druggist  for  years  past  has 
no  basis  except  in  the  imagination  of  his 
critics  ? 

Waiving  this  point  for  the  present,  it  is 
quite  apparent  that  there  is  a  good  deal  of 
confusion  about  the  whole  digitalis  question. 
At  the  last  meeting  of  the  American  Phar- 
maceutical Association,  for  instance,  a  warm 
discussion  developed  over  the  use  of  alcohol 
in  the  infusion  of  digitalis.  Experienced 
pharmacists  like  Joseph  P.  Remington, 
Charles  M.  Ford,  M.  I.  Wilbert,  Henry  P. 
Hynson  and  two  or  three  others  were  abso- 
lutely unable  to  agree  on  the  reason  for  the 
addition  of  alcohol.     Some  of  the  speakers 
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held  that  it  was  used  purely  as  a  preserva- 
tive; others  insisted  that  this  was  all  tommy- 
rot,  and  that  it  was  employed  to  give  flavor 
and  palatability  to  the  infusion;  while  still 
others  decared  that  its  purpose  was  to  correct 
the  influence  of  the  drug  on  the  stomach. 

So  there  you  are!  It  is  quite  evident  that 
we  don't  know  everything  yet  that  is  to  be 
known  about  infusion  of  digitalis,  and  it 
might  therefore  be  wise  to  withhold  judg- 
ment awaiting  a  thorough  study  of  the  sub- 
ject. 


PROFITS  AND  EARNINGS 


A  LEAKING  BXTSINESS. 

A  California  druggist  sends  us  the  follow- 
ing statement  of  his  business  with  the  request 
that  we  comment  on  it: 

Inventory  Jan.  1,  1910 $  3,677  37 

Inventory  Jan.  1,  1911 4,200  68 

Fixtures  after  deducting  10  per  cent  depreciation  1,626  11 

Cash  sales  19,656  90 

Credit  sales  less  $50.00  for  doubtful  accounts.  742  94 

Cash  on  hand  Jan.  1,  1911 618  58 

Cash  on  hand  Jan.  1, 1910 1,504  55 

Note  payable   1,600  00 

Credit  balance  with  jobber 25  00 

Purchases 11,187  04 

Transportation  charges  323  50 

Cash  discounts 173  49 

Personal  withdrawals 3,787  39 

Expenses .  :.i 4,816  97 

There  are  two  sets  of  figures  that  can  be 
drawn  from  any  proper  statement  of  a  man's 
business.  One  set  pertains  to  assets  and  liabili- 
ties, while  the  other  set  applies  to  his  loss 
and  gain.  But  if  you  take  the  difference  be- 
tween net  assets  at  the  ends  of  certain  periods, 
that  difference,  plus  the  amount  withdrawn  for 
profits,  will  agree  with  the  profits  of  the 
following  year. 

In  1910  this  druggist's  assets  were  $6988.69. 
At  the  end  of  1911  his  assets  were  $S613.31, 
showing  a  reduction  in  assets  of  $1375.38. 
Instead  of  a  gain,  there  was  a  loss  in  assets. 
The  owner  either  has  not  reported]  all  the 
expenses  or  the  amounts  submitted  represent- 
ing assets  are  incorrect,  being  too  small.  He 
may  have  been  robbed.  He  hasn't  the  goods. 
It  would  be  well  to  see  whether  the  sale 
tickets    agree    with    the    bank    account.      It 


would   pay   our   correspondent   to   have   his 
books  audited  and  know  where  he  is  at. 
Here  are  our  figures : 

ASSETS  AND  LIABILITIES. 

1910  1911 

Fixtures    $1,806  77        $1.626  11 

Inventory    .3,677  37  4,200  68 

Accounts  receivable  25  00 

742  94 

Cash  1,504  55  618  68 

« 

$6,988  69        $7,213  31 
Note  payable X.600  00 

Present  worth $6,988  69        $5,613  31 

6,988  09 

«  , 

Loss,  1911 $1,375  38 

The  assets  ought  to  be  $6996.88,  as  may 
be  seen  from  the  following  figures: 

Assets,  1910  r. . . . .  $6,988  69 

Profits,   1911   , 3,795  53 

$10,784  22 
Personal  withdrawal  3,787  39 

1911  assets  should  be $6,996  83 

Assets  according  to  statement . . .     5,613  31 

$1,383  52  short. 

Our  friend  is  shy  $1383.52.  He  had  better 
get  busy  and  see  what  the  trouble  is.  We 
take  into  account  everything  reported  spent. 

PROFIT  AND  LOSS,  1910. 

Cost  of  merchandise  sold $10,813  74 

Purchases $11,187  04 

Transportation   323  50 

$11,510  54 
Less  for  cash  discount  earned 173  49 

$11,337  05 
Less  for  gain  in  inventory,  1910 
over  1909 523  31 

$10,813  74 

Expense  $  4,816  97 

Depreciation,  10  per  cent  on  fixtures 180  66 

Depreciation,  on  accounts  receivable  to  cover 
doubtful  debts 50  00 

$15,801  37 
Cash  sales 19,656  90 

Year's  profit $3,795  53 

Personal  withdrawals 3,787  39 

Balance  of  1911  profit  remaining  in  business        $8  14 

It  is  evident  therefore  that  our  California 
friend  ought  to  have  a  profit  of  $8.14  instead 
of  suffering  a  loss  of  over  a  thousand  dollars. 
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THE  HALL  OF  FAME 


DEATH  OF  DR.  HUIR. 
The  death  of  Dr.  William  Muir,  of  Brook- 
lyn, removes  one  of  the  sturdy  and  courage- 
ous figures  in  the  drug  trade.    Without  polish 
or    ornamentation,    his    convention    speeches 


bristling  with  inaccuracies  and  infelicities,  he 
nevertheless  convinced  everybody  of  his  rug- 
ged honesty  of  character  and  his  great  sin- 
cerity of  motive.  He  was  always  to  be  found 
fighting  for  the  right  as  he  saw  it,  and  for 
years  and  years  he  was  the  leading  repre- 
sentative of  the  dnig  trade  in  New  York 
State  in  looking  after  legislative  matters  at 
Albany. 

The  somewhat  astonishing  success  of  the 
Brooklyn  College  of  Pharmacy,  too,  can  be 
largely  traced  to  the  initiative,  the  determina- 
tion, and  the  thick-and-thin  loyalty  of  Dr. 
Muir.  The  feat  performed  by  this  institution 
in  erecting  a  new  building  at  considerable 
cost,  in  paying  for  it  within  a  surprisingly 
few  years,  and  in  burning  the  mortgage  in  a 
spectacular  and  dramatic  manner,  aroused  a 
good  deal  of  admiration.  Dr.  Muir  was  the 
leading  spirit  behind  the  college,  as  he  was 
the  leading  spirit  also  behind  the  parent  of 
the  college — the  Kings  County  Pharmaceutical 
Society. 

He  was  a  strong  figure  generally   in  all 


matters  touching  on  local  and  State  phar- 
macy. He  served  one  or  two  terms  as  presi- 
dent of  the  State  Association.  He  was  a  mem- 
ber of  the  various  boards  of  pharmacy  for  a 
considerable  period.  He  was  always  in  the 
thick  of  every  fight,  and  among  other  things 
it  may  be  pointed  out  that  he  was  one  of  the 
leaders  who  carried  the  graduation  prerequi- 
site bill  in  New  York  State  through  to  a  suc- 
cessful culmination  some  years  ago.  In  per- 
forming this  achievement  he  did  little  less 
than  usher  in  a  new  era  in  the  educational 
development  of  the  calling. 

Dr.  Muir  was  61  years  old  and  should  have 
been  vouchsafed  many  more  years  of  useful 
service.  He  had,  however,  some  heart  trouble 
which  had  caused  his  intimate  friends  con- 
siderable worry  for  a  number  of  years.  Re- 
turning from  his  summer  home  at  Lake  Dun- 
more,  Vt.,  last  September,  he  had  been  con- 
fined to  his  Brooklyn  home  ever  since.  He 
had  retired  from  active  business  a  number  of 
years  before,  but  had  never  ceased  to  devote 
himself  with  single-hearted  loyalty  to  the  bet- 
terment of  pharmacy. 

Dr.  Muir  will  be  missed ! 


DEATH  OF  CHARLES  E.  DOHME. 

While  the  death  of  Mr.  Dohme  had  been 

expected  for  some  time,  it  was  none  the  less 


a  shock  to  the  drug  trade  of  the  country. 
He  had  long  been  a  man  held  in  high  estima- 
tion in  all  branches  of  the  trade.    One  of  the 
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founders  of  the  house  of  Shaqj  &  Dohme, 
he  had  distinguished  himself  in  that  industry, 
and  he  was  so  conspicuous  in  the  work  of  the 
American  Pharmaceutical  Association  that  he 
had  been  elected  to  the  presidency  in  addition 
to  many  other  offices  of  lower  rank.  When 
the  Pharmacopceial  Convention  was  incorpo- 
rated ten  or  twelve  years  ago,  he  was  elected 
a  member  of  the  Board  of  Trustees  and  was 
subsequently  made  chairman.  Mr.  Dohme 
was  always  a  man  of  generous  impulses  and 
of  decided  charm  of  manner.  His  health  had 
been  gradually  failing  him  for  several  years, 
so  much  so  that  he  had  practically  withdrawn 
from  business  a  long  time  since. 


A  DRUGGIST  HIGHLY  HONORED. 

We  are  presenting  this  month  the  portrait 

of  a  pharmacist  attired  in  the  unusual  splen- 


who  was  crowned  with  the  33d  degree  at 
Saratoga  Springs  last  September,  Mr.  Pat- 
terson is  the  only  druggist  in  the  State  of 
Michigan  to  carry  this  honor,  and  possibly 
the  only  one  in  the  United  States.  If  there 
are  any  others,  the  Bulletin  would  be  very 
glad  to  hear  from  them. 

Mr.  Patterson  is  only  87  years  old.  His 
record  of  achievements  and  honors  in  the 
Masonic  fraternity  is  quite  impressive.  He 
was  made  a  Master  Mason  August  12,  1897, 
in  Jackson  Lodge  No.  17,  F.  and  A.  M.  He 
is  a  Past  Master,  Past  High  Priest,  Past 
Thrice  Illustrious  Master,  and  Past  Eminent 
Commander.  He  is  a  member  of  Moslem 
Temple,  A.  A.  O.  N.  M.  S.,  and  a  member 
of  Michigan  Sovereign  Consistory,  A.  A.  S. 
R.,  32d  degree.  He  is  Past  Grand  Master  of 
the  Grand  Council  of  Royal  and  Selected 
Masters  of  Michigan,  and  Grand  Sword 
Bearer  of  the  Grand  Commandery  of  Knights 
Templar  of  Michigan. 


Treasury  Decision  32035  of  the  United 
States  Court  of  Customs  Appeals  has  defined 
a  chemical  compound  to  be  "not  simply  a 
mingling  of  components,  but  a  combination  of 
them  resulting  in  their  destruction  as  distinct 
entities,  and  in  the  development  by  chemical 
reaction  of  a  new  substance  possessing  proper- 
ties radically  different  from  those  of  its  con- 
stituent elements."  "The  word  mixture  [on 
the  other  hand]  implies  that  the  corporeal  in- 
tegrity, the  separate  chemical  nature,  and 
individual  properties  of  the  mixed  ingredients 
have  been  preserved,"  This  is  in  accordance 
with  the  well-known  nomenclature  of  chem- 
istry. .     *     * 


dor  and  dignity  of  a  33d  degree  Mason,  As 
everybody  knows  who  is  familiar  with  the 
Masonic  fraternity,  the  33d  degree  is  purely 
appointive;  only  a  very  few  members  ever 
attain  it;  and  the  honor  is  therefore  one  of 
great  distinction.  Our  portrait  shows  Charles 
H.  Patterson,  a  druggist  of  Jackson,  Mich., 


Friends  of  Judge  Joseph  W.  Errant  havp 
been  pleased  to  know  that  the  Judge  has  so 
far  recovered  that  he  and  Mrs,  Errant  have 
been  able  to  go  to  California  to  spend  the 
remainder  of  the  winter  in  that  more  agree- 
able climate. 

«     *     « 

The  St.  Paul  Drug  Club  of  St.  Paul,  Min- 
nesota, has  recently  been  organized  with  a 
charter  membership  of  96.  The  purpose  is, 
of  course,  social  in  nature,  and  it  is  hoped  to 
establish  permanent  club  quarters  later  on.  H. 
Reitzke  is  president  of  the  club. 
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].  H.  Bickford.  of  St«IiBg.  In.,  faailt  ihis  cotUac  on  tht  Here  we  hive  Mr.  Bickford  with  hli  w[fe  and  Iwo  dtuthter* 

■horei  of  Torch  Lake  in  Uichigaa  tail  aprina.  aod  Ipeot  a  monib  on  the  porch  of  the  coHaae.    Alter  (pendina  a  monlh  id  thia  de- 

there  durloa  the  ittmnier  with  hii  funilr.    The  Gih  itoriei  he  liahtfuL  relreit  Mr.  Bickford  wrote  ui  Ihit  "II  i»  like  pulliaa 

told  ifterwird  were  little  leai  th*D  ititltina  teeth  to  (o  back  to  work  aaain  " 


ThJ(  ia  a  winlet  view  of  the  home  of  Profeuor  L.  £.  Sajre.  Thia  picture  luaieati  the  pi 

of  Lawrence.  Kaoau.  Dean  of  the  Schod  of  Fhitmicy  of  the  and  will  be  mucb  appreciated  b 

UniTCriity  of  Kaniat.  Prolenor  ud  hii  wile. 


The  bowered  retreat  here  ibovn  repreienti  the  deliahlfnl 
home  of  Erneal  Beraer,  of  Tanpt,  Fla.  Hr.  Becacc  ia  preu- 
deol  of  the  Slate  Board  of  Plurmicr. 


A  patfa  of  laturmattai  Plctur«s> 
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em  of  the  droff  trade  wont  deer  hn 
Inc  to  tbe  Adirondackt  Ust  October,  uid  here  the;  &re  h 
harlnc  k  Ddmoalcx)  repast  far  from  tbe  maddloc  crowd.  Bo 
aeem  to  ba  the  lUple  article  la  diet. 


ThlflpLctareflhowA  thethreeffuimlsmen  iffaln.  Intheoenter 
I  Wm  B.  Kjen.  manarer  o(  the  Raeden  Fbarmai?.  Cedarhnnt. 
.  I.,  while  the  other  two  flenrei  are  Charlea  Osden  and  William 
iaofnuuin,  Lone  Island  retmaeDtatlres  of  Parke.  DavU  A  Co. 


The  three  valiant  hnnt«ra  are  now  rettlnc  In  camp.  Ocden 
B  Uie  oenter  la  cJeanlnff  hb  put  with  Eqthjmol.  and  Kaol- 
lani)  1>  mal'^"g  a  pretetiM  oC  chopplov  wood. 


■' The  lut  drop"  la  beln*  mneeied  out,  and 
)eliixvatched  wlthnareatdealof  atuletr.  Ooe  ol  the  Buldea 
I  at  the  left  of  the  picture. 


Thli  ptctnre  abowa  how  a  tntvellnc  laliwiian  In  Colombia, 
Oentral  America  Bets  tram  lown  to  town.  The  flgnre  on  the 
Mt  1*  P.  B.  Blanoo,  one  of  the  tiavelliic  repreaentatlvea  ot 
Parke.  Davla  A  Co. 


Here  we  have  another  photocraph  ol  Hr.  Blanoo,  who  baa 
temporarilr  found  a  aomewhat  better  atrip  of  road.  Most  ot 
the  tTavellnc  In  Colombia   la  done  on  mule- back.  a<  theee 


Aaolhar  pmi*  of  PlclnrBS. 


HOW  I  BUILT  UP  A  DRUG  BUSINESS. 

An  Autobiography  of  an  Average  Druggist,  Intended  for 
the  Profit  and  Entertainment  of  Other  Average  Drug- 
gists— ^The  Story  of  how  a  Small  Store  in  a  Country  Town 
was  Gradually  Developed  into  Something  Pretty  Good. 

By  FRANK  FARRINGTON, 

Delhi,  N.  Y. 


There  have  been  a  good  many  instances  chronicled  of  the  success  of  men  in  building  up 
great  mercantile  institutions.  Some  of  these  have  been  notable  drug-store  enterpriseis.  It  is 
not  uncommon  to  read  of  the  development  of  these  larger  achievements,  but  it  is  the  story  of 
the  moderate  success,  the  success  possible  to  the  average  man,  that  does  not  often  get  told. 

The  big  successes  look  impossible  to  the  small  dealer.  He  says :  "Oh  yes,  that's  all  right, 
but  my  store  is  small,  my  town  is  small,  my  capital  is  small.  I  can't  be  a  Riker-Jaynes  or  an 
Evans.  I've  got  to  dig  out  a  living  right  here  in  this  town,  and  the  things  those  big  fellows 
have  done  won't  help  me  any." 

Well,  this  is  to  be  a  story  of  a  moderate  success — of  a  success  such  as  the  average 
druggist  can  achieve.  Since  it  is  autobiographical  it  will  of  necessity  contain  a  good  many 
first  personal  pronouns,  and  it  will  probably  sound  rather  egotistical  in  spots,  but  I  am  going 
to  say  right  here  that  I  realize  that  there  is  mighty  little  in  the  story  to  be  egotistical  about 
because  whatever  the  success  has  amounted  to,  the  chances  missed,  the  things  left  undone,  the 
opportunities  allowed  to  slip  past,  have  amounted  to  more,  and  any  man  might  have  done 
better  than  I  under  similar  circumstances  without  possessing  any  exceptional  qualifications. — 
Frank  Farrington. 


CHAPTER  I. 

BEGINNING   AT   THE   BOTTOM. 

Most  fellows,  before  they  get  out  of  high 
school,  have  some  idea  of  what  they  want 
to  do,  what  they  want  to  be.  I  did.  I 
wanted  to  be,  or  at  least  I  thought  I  wanted 
to  be,  a  civil  engineer. 

But  like  most  fellows,  I  have  found  that 
what  I  thought  I  wanted  at  sixteen  or  eigh- 
teen I  would  not  have  had  at  any  price  ten 
years  later.  If  I  had  succeeded  in  getting  a 
civil  engineering  education  I  would  probably 
have  ended  as  a  section  hand,  because  what- 
ever my  head  may  be  for  Cimicifuga  Race- 
mosa  or  Opodeldoc,  it  is  certainly  not  strong 
for  logarithms. 

FALLING  INTO  THE  DRUG  BUSINESS. 

Anyway,  a  man  who  owned  the  oldest  and 
poorest  drug  store  in  our  town  owed  my 
father  quite  a  bunch  of  money,  and  as  soon 


♦Copyright,  1912,  by  Frank  Farrington. 


as  I  finished  at  the  academy  in  June  I  was 
handed  a  second-hand  dispensatory  and  in- 
vited to  read  it  through,  because,  so  they 
said,  some  day  I  might  have  a  chance  to  be 
a  druggist. 

All  the  summer  and  all  the  fall  I  pored 
over  that  big,  uninteresting  book,  usually  with 
some  small  but  much  more  interesting  book 
inside  of  it,  until  at  last  the  day  came  when 
the  man  who  owned  the  drug  store  had  to 
give  up  and  father  took  it  off  his  hands. 

I  hadn't  really  any  time  to  think  whether 
I  wanted  to  be  a  druggist  or  not.  I  was  not 
asked.  And  anyway  I  don't  remember  that 
I  cared  particularly.  There  was  no  money 
to  send  me  to  college,  and  I  didn't  see  why 
I  couldn't  have  a  pretty  good  time  working 
at  the  drug  business — for  my  father. 

Father  did  not  stay  in  the  store.  He  had 
other  work.  A  nice  old  physician,  who  was 
also  a  druggist  because  he  had  been  in  the 
business   when   the   pharmacy   law   was  first 
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adopted,  made  the  store  his  office,  and  he  and 
I  ran  or  tried  to  run  the  business — except  the 
buying,  which  was  done  by  my  father,  with 
our  recommendations. 

You  know  what  kind  of  a  store  this  was — 
old-fashioned  front  with  small  panes  of  glass 
— wooden  steps  and  platform  clear  across  the 
front,  making  a  first-class  place  for  idlers  to 
idle — dingy  paint  and  paper  inside — show- 
cases on  one  side  with  tops  that  lifted  up 
to  give  entrance — show-cases  on  the  other 
side  that  had  been  nickel-plated  in  their  day — 
prescription  desk  that  was  possessed  of  a  pair 
of  scales  sensitive  to  a  grain  or  two  (some- 
times, depending  upon  the  weather) — weights 
that  weighed  what  they  were  marked,  more 
or  less — running  water  only  in  the  cellar, 
reached  by  a  trap-door  through  the  floor  back 
of  the  counter. 

There  was  no  awning.  It  wasn't  needed, 
because  there  was  nothing  in  the  windows 
that  the  sunlight  would  injure,  and  then,  any- 
way, awnings  cost  money,  and  that  store  had 
not  had  any  money  spent  upon  it  in  many  a 
moon. 

The  inventory  showed  a  stock  of  about 
$1500,  much  of  which  was  as  unsalable  as 
last  year's  birds'  nests. 

$15.00  A  BIG  day! 

For  a  few  years  we  hung  on  without  creat- 
ing any  great  commotion  in  local  business  cir- 
cles. There  were  other  drug  stores,  and  tlie 
population  of  the  town  was  (and  is)  less  than 
2000.  Some  days  we  did  as  much  as  three 
dollars  in  cash  receipts.  We  didn't  do  any 
credit  busiftess,  and  it  was  a  big  day  when 
the  sales  ran  up  to  fifteen  dollars. 

The  old  doctor  who  started  with  us  was 
not  in  line  with  progressive  methods,  and  a 
good  pharmacist  was  finally  gotten  to  instruct 
me  in  the  technical  details  and  to  supervise 
my  studies — for  it  was  ordained  that  I  should 
learn  the  business  without  going  to  a  college  ■ 
of  pharmacy. 

Whether  a  kind  fate  impelled  the  Board 
of  Pharmacy  (one  member  of  which  was  the 
owner  of  one  of  the  competing  stores  in  my 
town)  to  ask  questions  to  which  I  knew  the 
answers,  or  whether  I  learned  something 
about  the  drug  trade  in  spite  of  youthful  pref- 
erences for  having  a  good  time,  I  am  not 
sure,  but  at  all  events,  when  my  four  years 
of  experience  were  up,  and  I  went  before  the 


board,  I  passed  the  examination,  though  to 
be  sure  the  member  from  my  town  took  pains 
afterward  to  intimate  to  me  that  he  saw  to  it 
that  everything  was  all  right. 

It  was  not  long  after  this  that  my  father's 
financial  affairs  assumed  a  stormy  aspect,  and 
since  the  plan  was  then  for  me  to  take  the 
business  as  soon  as  I  could  swing  it,  it  was 
decided  that  the  sooner  I  took  it,  the  better. 
It  was  turned  over  to  me  for  an  inventory  of 
about  $2500,  and  I  assumed  obligations  of 
my  father's  to  the  amount  paid  for  the  busi- 
ness. His  credit  being  still  good,  and  his  name 
being  behind  my  own,  I  had  no  trouble  in 
establishing  credit  relations  with  our  whole- 


sale houses,  and  while  I  did  not  have  a  cent 
to  pay  down  in  cash  for  the  business,  I  did 
assume  enough  responsibility  then  to  start  a 
better  financial  system.  I  found  it  possible 
to  save  money  when  it  became  necessary. 

My  salary  had  not  been  exactly  munificent 
while  working  as  a  clerk,  and  naturally  my 
savings  could  not  have  been  great.  I  received 
$1.50  a  week  and  board  the  first  year,  then 
$2,  and  later  $2.50  and  board  until  I  was 
licensed,  when  I  was  paid '  $5  and  board, 
which  by  comparison  looked  pretty  good. 

EAULY   NEWSPAPER   ADVERTISING. 

Even  before  taking  the  store  myself  I  had 
begun  to  put  into  practice  some  advertising 
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ideas,  and  the  accompanying  specimens  of 
newspaper  ads.  show  what  we  did  in  the  be- 
ginning to  attract  business.  Our  newspaper 
space  was  about  three  inches,  single  columii, 
and  that  did  not  give  room  to  say  a  great 
deal,  but  I  always  tried  to  make  what  I  did 
say  pointed  and  readable. 

After  ail,  that  is  what  makes  a  good  adver- 
tisement. Say  no  more  than  the  public  will 
be  willing  to  read,  and  say  it  in  such  a 
way  that  after  reading  it  a  point  will  be  left 
impressed  on  the  mind. 

It  will  be  noticed  that  these  small  adver- 
tisements said  almost  too  little,  and  that  some 
of  them  were  not  much  more  than  a  catchy 
heading.  They  omitted  prices,  too,  in  a  way 
that  a  few  years  of  experience  showed  me 
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was  poor  policy.  Still,  they  did  get  read,  and 
the  emphasis  placed  upon  the  "money-back" 
idea  was  the  means  of  interesting  the  public. 

ADOPTED  THE   MONEY-B.^CK   PRINCIPLE. 

This  plan  o£  refunding  people's  money 
whenever  they  have  been  dissatisfied  I  have 
followed  steadily.  It  means  that  whenever 
the  buyer  thinks  I  ought  to  give  him  back 
his  money  I  do  so  without  any  ifs  or  ands. 
Of  course,  there  are  some  goods  that  we  do 
not  guarantee,  but  these  are  sold  with  that 
fact  distinctly  understood  and  mentioned  at 
the  time.  Under  such  conditions  no  fair- 
minded  person  will  expect  a  refund,  and  I 
have  found  that  humanity  in  the  long  run  is 
decidedly  fair-minded. 

There  are  occasional  mistakes.  It  is  not 
entirely  rare  for  a  customer  to  come  in  and 


want  money  back  on  goods  bought  at  some 
other  store.  I  have  even  given  back  the 
money  in  such  a  case,  though  usually  there 
is  no  trouble  in  proving  to  the  customer  that 
the  article  came  from  somewhere  else. 

The  instance  referred  to  was  where  a  cus- 
tomer brought  back  a  defective  hot-water 
bottle  and  asked  for  a  new  one  in  exchange. 
The  article  was  of  a  brand  we  had  never  had 
in  the  store,  but  even  after  my  explanations 
were  made  the  customer  still  insisted  that 
there  was  no  doubt  the  bottle  had  come  from 
us,  so  I  gave  her  a  new  one.  In  about  six 
months  she  came  in  and  paid  for  the  new 
bottle,  saying  that  she  had  just  found  the  one 
that  came  from  our  store  and  that  the  boxes 
had  got  mixed,  etc.  The  woman  was  per- 
fectly honest  and  the  family  were  customers 
I  could  ill  afford  to  lose.  It  paid  me  to  make 
the  exchange,  even  if  the  goods  did  come 
from  some  other  store. 

THE  IMPORTANCE  OF  PERSONAL  SERVICE, 

It  is  in  the  matter  of  personal  service  to 
customers  that  the  small  druggist  has  the  big 
advantage  over  the  chain  stores.  When  cus- 
tomers are  few  and  far  between  there  is  time 
for  the  proprietor  to  give  each  one  his  own 
individual  attention. 

People  like  this  kind  of  service,  especially 
in  a  drug  store.  They  want  their  drugs 
right,  and  oftentimes  if  they  are  waited  upon 
by  a  young  clerk  or  by  a  new  clerk,  they  do 
not  feel  sure  they  are  getting  just  the  same 
kind  they  had  the  last  time. 

Then,  too,  there  is  nothing  like  the  atten- 
tion of  the  proprietor  himself  to  straighten 
out  misunderstandings,  and  to  prevent  them. 
Qerks  rarely  have  enough  patience.  If  some 
one  comes  in  and  asks,  as  one  of  my  cus- 
tomers did,  for  "Fly-bite  food  for  babies," 
the  clerk  is  apt  to  say,  "We  haven't  got  any," 
and  then  go  behind  the  prescription  case  and 
laugh,  rather  than  try  to  find  out  in  a  tactful 
manner  just  what  is  wanted  and  then  sell  it. 

BEGINS  SPECIAL  SALES. 

I  had  not  been  running  the  business  very 
long  before  I  began  to  want  to  have  some 
kind  of  a  special  sale.  I  noticed  that  the  city 
stores  were  all  the  time  advertising  something 
special,  and  I  seized  upon  the  occasion  of  a 
"teachers'  institute,"  a  good  sized  convention 
of  school  teachers,  as  my  opportunity. 
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The  night  before  the  institute  opened  I 
distributed  all  over  town  a  lot  of  dodgers, 
part  of  which  were  headed  "Found"  and  part 
"Lost,"  and  each  went  on  to  tell  of  a  special 
sale  of  stationery  for  that  week  with  a  5 
per  cent  (  ! )  discount. 

Needless  to  say,  there  was  no  great  rush 
for  that  discount!  I  displayed  the  goods 
well  and  put  up  big  cards  in  the  windows, 
but  I  don't  remember  that  any  sales  were 
made  as  a  result  of  the  plan — and  yet  I  have 
no  doubt  that  there  were  a  good  many  people 
reminded  of  the  store  and  drawn  there  for 
stationery  some  time  because  of  that  "sale," 
so  while  it  was  something  of  a  joke  on  me, 
still  it  was  a  start  in  the  right  direction  and 
its  evident  failure  did  not  discourage  me. 

In  this  connection  I  might  add  that  subse- 
quent experiences  and  trials  of  various  plans, 
when  the  annual  school  teachers'  institute  is 
held,  have  proved  that  about  the  only  line 
that  will  interest  them  much  at  that  time  is' 


cheap  books.  Stationery,  confectionery,  per- 
fumery, toilet  specialties  and  all  the  rest  of 
the  drug  and  stationery  articles  they  pass  by 
unheeded,  but  put  a  line  of  bargain  books  into 
the  window  and  they  will  all  stop  and  look 
them  over. 

/  made  it  a  point  from  the  first  to  have 
something  special  doing  whenever  anything 
was  scheduled  that  might  bring  a  few  or 
many  people  into  town.  In  a  small  village 
the  big  celebrations  are  few  and  far  between, 
but  every  little  while,  there  is  something  that 
brings  a  few  people  in  from  outside  points, 
and  they  are  pretty  apt  to  wander  along  the 
main  business  street  and  look  at  the  store 
windows  and  make  a  few  purchases. 

The  principle  of  going  after  the  transient 
trade  in  a  small  place  is  the  same  as  in  the 
city.  The  profit  that  comes  from  such  busi- 
ness is  so  much  "velvet." 

The  expenses  of  handling  my  business  were 
pretty  light  in  those  days,  and  it  is  well  they 


Do  You  Like 
That  Kind  ?l 


Boggy  Bflgi 


■nallhvbMlqMli^ 


(Tmv 


bMkify«a«Mlit) 


IfyeiaratraobM 

lisr 
•far 
iPanlu 


If*  50c.  p«  Ita. 
Furiagtoa't  Dng  Stora. 


irouB  ifojfxr  back  tr  roo  want  itj 


Your  Money 


bMktffMwuftit. 
HuftUiapriadpal 


or  paracwlc,  pUto 


Puilagtoa'*  Dng  Stank 


f 0  im  Mes. 


ThaUttte 
Tte 


ThaMf 


OKnm  Moonr  back  if  too  wamt  rrj 


School  Books  Right 


W«  an  pr«p«r*d  to 

Mp^yochool  books. 

aowond  ■ocood-boaJ, 

for  ttc  coniag  fat. 

If  TOO  kovo  oM 
books  that  «•  coo 


oxchoaco  IkooL 
Farriagtoo'i  Dmf  Store 


nrqim  mo>iy  back  ir  rou  waxt  itj 


Id  Selotiiig  a  TooU) 


•00%  Drat 


bo«hll;o««MIIL) 


and  Blood. 


Tkat'sbooCiroai 
wloo. 
ThUisthoi 
isrlt. 
For  tbk  MAth  «• 
will  ooU  tbs  Uigo 
riso  isr  90c  s  bottle 
Pofni«te«'s  Drag  Storo.  - 


(YouaMoitxr  back  it  rou  wamt  R) 


WE  SAY 


Yoar  nmmr  back  U 

yoa  waat  it,  aotf 

wo  oMoa  Jaot  tbat. 

ParriaKtoa's  Dng  StOfSu 


Glauber's  Salt 


(■01 


•AI.1B) 


bays 

oeeaaloaallr.    Wo  ioD 

t  Ik.  Iw  5C. 

S  Ibo.  isrsoe. 

ralb&isrjjc. 

Fafriagtoa'oDnvJ 


(TOUB  MONBY  BACK  V  rOV  WANT  IT 


Books ! 


Toaana 


rfvohofo 
vhatfM 

ftiriagtoal*  Drag  BloNL 

~bMk  H  yoa  vast  tt.) 


The  Bliiiil  Caol  See  Fai, 


Economy  Gone 
Wrong. 


fi  tha 


boaHhkpour 


r* 


Is  It  Pure  1 


ArajDaaaro 
fooaio  got* 
UagpiroonaB 
lariat  t    Wo  aro 


Keep  on  CooghiBg 


Most  People  Dye 


UjoarnnttL) 


k  If  joa  «aol 
lOk  bat  gMcbo  boat  . 
drafo  thai  700  oao  tmj. 
Too  will  fiadlboBai 

IbiiiBgtaB^  Dng  Btan. 
(Toor  MM7  baok  If  yoa  vaal  ft) 


fbU  110007  Oaa 
baj  tot  Bth.  Ih, 


(Toor 


baok  if  JOB 


H.) 


if  yoo  waat  to. 

bat  yoo  caa 
ttop  iff  tryiag 

MOO   COOf  b 

iBOdlciao  frooi 

FuTiiilii^  Drnt  ShiR 


lYOUK  MONRY  BACK  IT  YOC  WA.VT  IT 


>o«ory  Siirii^. 
ToaoiBgot  09017 
lbii«ioiballeo«f 
d/a^aA.  at 

FkrHagloa'a  Drag  BMBi 
(Tow  ■oaajf  hook  If  700  waai  it) 


A  group  of  the  small  newspaper  ads.  written  by  Mr.  Farrinffton  when  he  began  to  push  things.    They  are  pretty  good,  bat  he  tells 
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were,  for  a  business  whose  receipts  average 
perhaps  ten  dollars  a  day  some  of  the  time 
does  not  do  well  if  handicapped  by  heavy 
expenses.  In  the  first  June  that  I  owned  the 
store  I  took  in  $281.47. 

A   WORD  TO   CLERKS. 

In  those  days  I  was  able  to  run  the  store 
without  any  clerk,  doing  all  the  work  myself 
and  calling  my  father  in  usually  to  stay  while 
I  went  to  my  meals.  There  were  plenty  of 
days  at  that  when  I  had  abundant  time  to 
sit  down  back  of  the  prescription  case  and 
read  when  I  might  better  have  been  cleaning 
up  the  store  or  the  stock.  It  took  me  a  good 
while  to  awake  to  a  realization  of  my  oppor- 
tunities, just  as  it  does  a  good  many  boys. 
If  there  is  one  thing  I  would  like  to  impress 
upon  the*  youngster's  mind  as  he  starts  out 
in  the  drug  business,  it  is  that  he  can  accom- 
plish wonders  if  he  will  try. 

Just  so  long  as  the  clerk  is  satisfied  with 
being  a  clerk,  and  doing  his  work  as  it  comes 
along,  just  so  long  he  will  advance  only  as 
his  gain  in  actual  years  of  experience  ad- 
vances him. 

Take  your  own  case — ^yes,  you !  You  think 
you  are  giving  your  employer  good  service, 
and  probably  you  are.  You  are  doing  what 
he  hired  you  to  do,  and  to  that  extent  you 
are  a  successful  clerk.  I  have  no  object  in 
urging  you  to  do  more  for  your  employer's 
sake.  It  is  up  to  him  to  see  that  you  earn 
your  money  and  enough  more  to  pay  him  a 
profit  upon  your  services. 

But  on  your  own  account — what  do  you 
want  to  do?  What  do  you  want  to  become? 
Are  you  doing  anything  to-day  to  fit  yourself 
for  that?  If  you  want  to  own  a  store'  of  your 
own,  are  you  studying  the  methods  of  store 
management  used  by  the  men  who  are  suc- 
ceeding? Are  you  reading  the  trade  journals 
and  filing  away  in  a  book  of  clippings  or  in 
your  head  the  items  in  them  that  will  be 
valuable  some  day? 

USING  TPIE  DRUG  JOURNALS.' 

One  of  the  first  things  I  did  was  to  look 
up  the  matter  of  trade  papers  and  to  sub- 
scribe to  some  of  them,  and  then  I  took  pains 
to  read  those  papers  because  I  believed  that 
the  people  who  got  them  out  drew  upon  the 
best  pharmaceutical  brains  in  the  country  to 
make  their  papers  worth  reading. 

Just  as  soon  as  I  heard  of  the  Bulletin 


OF  Pharmacy  I  subscribed  for  it,  and  I  have 
never  been  without  it  since.  It  hits  my  case 
every  month  with  ideas  I  can  use — and  it 
always  has. 

I  did  not  stop  with  perusing  the  regular 
reading  matter.  I  went  right  through  the 
advertising  pages,  and  in  those  pages  I  have 
found  as  much  of  value  as  elsewhere.  I  have 
picked  up  many  new  lines  of  goods  in  this 
way  that  I  would  not  give  up  for  several 
times  the  cost  of  the  journal.  The  druggist 
who  can't  make  it  pay  him  handsomely  to 
buy  and  read  the  trade  papers  is  sadly  behind 
the  times,  and  needs  them  more  than  he 
realizes. 

For  the  fir^t  year  or  two  I  did  not  succeed 
in  boosting  my  business  appreciably.  My 
store  was  pretty  small  potatoes.  The  other 
fellows  were  getting  the  cream  of  the  trade, 
though  to  be  sure  it  was  not  very  thick  cream. 

AS  TO  HIS  CREDIT  BUSINESS. 

From  the  first  I  discouraged  much  credit 
business,  and  accepted  that  only  from  people 
considered  as  "good  as  the  wheat."  Further- 
more, and  it  was  a  good  thing,  I  needed  the 
money  so  badly  all  the  while  that  1  was 
obliged  to  make  prompt  collections. 

This  very  thing  lost  me  a  little  business, 
because  there  are  in  every  town  a  few  fami- 
lies who  think  they  ought  to  be  allowed  to 
run  as  big  a  bill  as  they  like  for  as  long  as 
they  like,  merely  because  they  are  what  we 
like  to  call  "our  oldest  families."  With  me 
it  did  not  make  any  difference  how  old  a 
family  might  be  if  it  could  not  pay  its  bills 
promptly. 

I  believe  that  more  independence  of  this 
sort  would  result  in  a  much  more  satisfactory 
condition  of  the  average  druggist's  finances. 

When  a  man  buys  goods  from  you  or  from 
me  he  owes  us  money.  The  money  for  them 
is  ours  and  we  are  entitled  to  it.  He  has  no 
excuse  for  being  disgruntled  if  we  ask  for  it, 
or  even  if  we  insist  upon  having  it. 

The  cash  basis  is  the  right  basis  and  the 
comfortable  basis. 

In  the  next  chapter  I  am  going  to  deal 
with  plans  that  got  the  ball  started  to  rolling. 
It  is  always  harder  work  to  get  it  started 
than  to  keep  up  the  momentum  after  it  gets 
going,  but  hard  work  has  killed  mighty  few 
people — in  the  drug  business  or  in  any  other. 

(To  he  continued  in  February.) 
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By  E.  C.  FINCH. 


If  we  were  to  soliloquize  as  did  my  friend 
Hamlet,  "To  be  or  not  to  be/'  and  finally 
decide  to  be  strictly  ethical,  I  am  afraid  we 
would  not  be  very  long.  There  was  perhaps 
a  time,  a  good  many  years  since,  when  phar- 
macy was  practiced  on  ethical  lines,  but  I  am 
glad  I  did  not  live  in  those  days.  The  drug 
store  was  then  commonly  called  an  "apothe- 
cary shop,"  and  I  am  informed  by  the  jour- 
nals and  some  of  my  muchly  traveled  friends 
that  in  England,  Germany,  and  some  of  the 
other  and  older  countries  pharmacies  are  still 
run  somewhat  along  those  lines. 

There  seems  to  be  a  prevailing  idea  that 
those  who  conducted  the  old  apothecary  shops 
were  more  scientific  than  we  are  at  the  pres- 
ent time,  but  I  am  inclined  to  think  that  the 
people  who  cherish  this  notion  are  themselves 
living  in  the  past,  for  I  am  not  willing  to 
admit  that  we  are  retrograding  scientifically. 
I  don't  think  there  was  ever  an  age  when  our 
profession  was  so  far  advanced  scientifically 
as  it  is  at  the  present  time. 

We,  of  course,  have  keener  competition, 
and  more  of  it  than  ever  before.  But  I  am 
glad  to  say  this  has  had  a  tendency  to  elevate 
the  profession  as  well  as  to  sharpen  our  wits. 
Competition  has  made  the  competent  man 
either  post  himself  or  seek  new  fields  and 
pastures  green,  as  'tis  a  case  of  "the  survival 
of  the  fittest." 

Another  consideration  is  that  there  was 
never  a  time  when  there  was  so  much  pre- 
scription business  done  as  at  present,  although 
it  seems  to  some  critics  that  the  profession 
is  now  commercializing  itelf.  There  is  no 
comparison  between  the  present  time  and 
that  a  few  years  back  when  I  first  went  into 
the  business.  The  pharmacist  then  made 
nearly  all  his  elixirs,  tinctures,  plasters,  pills, 
etc.,  with  no  degree  of  certainty  as  to  their 
strength,  for  he  prepared  them  frpm  such 
crude  drugs  as  he  happened  to  have  on  his 
shelf;  or,  if  he  purchased  them  from  the 
jobber,   they  had  never  been  assayed.     We 
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all  know  now  that  in  order  to  get  a  product 
of  the  required  strength,  we  either  have  to 
assay  it  after  manufacture,  or  we  have  to 
use  a  drug  that  has  been  recently  assayed, 
for  even  assayed  drugs  lose  their  strength 
after  a  reasonable  length  of  time,  and  we  * 
have  no  certainty  whatever  of  the  amount  of 
active  ingredients  unassayed -goods  contain. 

It  is  not  that  we  are  less  competent  to  make 
these  pharmaceuticals  than  our  forefathers 
were,  for  we  are,  and  perhaps  more  so,  but 
the  manufacturing  pharmacist  has  centralized 
this  part  of  the  business,  making  it  possible 
for  the  druggist  to  buy  standardized  and 
assayed  preparations  almost  as  cheap  as  he 
could  make  them.  By  virtue  of  the  volume 
of  business  done  by  him,  the  manufacturer  is 
enabled  to  be  much  better  equipped  for  such 
processes  than  the  average  pharmacist  could 
possibly  be.  Furthermore,  the  druggist,  by 
allowing  the  manufacturer  to  look  after  this 
branch  of  the  business,  has  a  chance  to  devote 
his  attention  to  the  front  of  the  store  (the 
place  where  he  is  most  needed),  and  he  also 
saves  the  salary  of  one  or  more  expensive 
clerks.  This  saving  alone  will  more  than 
over-balance  the  manufacturer's  profit  on  the 
preparations  we  purchase  of  him. 

But  since  most  of  the  particular  and  pros- 
perous pharmacists  are  patronizing  the  manu- 
facturer, there  are  a  great  many  who  claim 
that  the  drug  store  of  the  present  day  has 
evolved  into  a  commercial  proposition  strictly. 
This  I  am  not  willing  to  admit  or  believe. 
As  long  as  I  remain  in  the  business  I  intend 
to  conduct  my  prescription  department  along 
purely  ethical  lines,  no  matter  what  the  pres- 
sure of  competition  may  be.  I  must  admit, 
however,  that  I  am  in  favor  of  commercializ- 
ing the  front  of  the  store  as  much  as  possible. 
And  why  not?  No  matter  what  our  business 
is,  we  have  to  pay  the  same  rent,  the  same 
taxes,  and  put  in  the  same  number  of  hours, 
so  why  shouldn't  we  add  to  our  shelves  such 
articles  of  commerce  as  we  are  justified  in 
carrying  ? 

The  dry  goods  store  has  branched  out  to 
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such  an  extent  that  it  is  impossible  to  know 
,   what  to  name  it,  and  the  hardware  store  has 
sometimes  developed  into  a  drug  store. 

It  is  a  well-known  fact  that  if  a  pharma- 
cist should  try  to  conduct  his  business  strictly 
along  professional  lines,  he  would  not  be 
bothered  with  it  very  long,  for  the  high  sheriff 
would  soon  have  an  inning,  then  the  coroner, 
and  finally  the  undertaker — for  he  would 
be  a  dead  one,  sure  enough!  And  I  am 
afraid  we  should  be  able  to  inscribe  on  his 
monument  what  a  promoter  did  on  a  shaft 
down  in  Texas.  A  friend  of  mine  had  a 
splendid  formula  for  an  ague  cure,  but  he 
had  no  money.  So  he  took  into  partnership 
with  him  a  hustling  chap  who  had  a  few 
hundred  dollars.  My  friend  was  to  stay  in 
New  Orleans  and  make  "West's  Celebrated 
Ague  Cure,"  and  the  young  promoter  was  to 


be  the  salesman.  The  latter,  being  a  versatile 
artist,  could  make  signs  almost  at  the  rate 
of  one  a  minute.  He  went  through  Louisiana 
and  Texas  painting  ads.  and  selling  the  nos- 
trum right  and  left.  While  riding  along  a 
road  in  Texas  one  day  he  came  to  a  family 
graveyard.  There  was  one  fine,  tall  shaft 
which  especially  attracted  him,  and  being 
quick  to  see  a  good  thing,  he  got  out  his 
black  paint  and  brush  and  painted  on  the 
shaft:  "This  man  would  not  be  here  if  he 
had  used  West's  Celebrated  Ague  Tonic!" 

The  family  sued  the  company,  and  my 
friend  told  me  that  the  courts  had  never  quit 
allowing  damages.  So  we  could  easily  in- 
scribe on  the,  monument  of  our  brother  who 
conducted  a  purely  professional  store:  "This 
man  would  not  be  here  if  he  hadn't  been  so 
ethical !" 


A  PHARMACY  IN  A  PHYSICIANS'  BUILDING. 

That  of  E.  A.  McDonald  In  the  Mlnahan  Block*  Green  Bay»  Wisconsin — Somethlnfi  of  the 

Owner  and  How  He  Went  After  the  Business  of  Physicians* 

NarseSi  and  the  General  Pnbllc. 

By  FEANK  GANNON  EBNEE. 


R.  A.  McDonald  was  doing  a  very  fair 
drug  business  in  a  small  Wisconsin  town. 
But  Mr.  McDonald  is  one  of  those  fellows 
who  is  not  satisfied  with  doing  a  satisfactory 
business.  He  wanted  a  big  trade.  His  for- 
mer location  lacked  possibilities.  So  he 
looked  for  a  better  place. 

In  1907  Mr.  McDonald  received  a  tip  that 
a  physician'^  office  building  was  being  erected 
in  Green  Bay,  .a  city  of  30,000,  located  in 
northern  Wisconsin.  He  went  to  Green  Bay, 
looked  the  field  over,  talked  it  over  with  a 
few  influential  men,  and  in  July,  1908, 
launched  an  apothecary  shop  on  the  ground 
floor  of  the  new  building  with  a  stock 
amounting  to  $8000.  The  store  was  fitted 
up  with  mission  style  furniture  and  every- 
thing was  put  in  neat  trim  to  inspire  con- 
fidence. 

The  McDonald  store  is  located  on  the 
ground  floor  of  a  handsome,  white  tile,  six- 
story  structure.  The  building  is  situated  in 
the  heart  of  the  business  district,  within  easy 
reach  of  the  many  physicians'  offices,  making 
it  convenient  to  cater  to  prescription  trade. 


Mr.  McDonald  had  his  ideal  set  upon  a  pre- 
scription pharmacy.  It  was  necessary  to  get 
the  prescription  business,  and  to  get  that  pat- 
ronage Mr.  McDonald  had  to  gain  the  con- 
fidence of  the  doctors.  With  that  idea  in 
mind,  he  called,  personally,  upon  every  med- 
ical man  in  and  about  Green  Bay.  He  out- 
lined his  policy.  He  was  sincere  in  his  talk 
with  the  physicians.  Mr.  McDonald's  policy 
appealed  to  them.  A  number  of  them  were 
dispensing  at  the  time.  McDonald  got  busy. 
After  three  years  of  honest  service,  there  are 
only  two  out  of  thirty  that  are  dispensing 
their  own  medicine. 

Outlining  a  policy  and  living  up  to  it  are 
two  different  things.  Unlike  many,  Mr.  Mc- 
Donald made  good  on  his  assertions  to  the 
physicians  on  his  first  visit,  and  that  is  what 
has  counted  him  a  success  in  catering  to  the 
wants  of  medical  men. 

GAINING  THE  SUPPORT  OF  THE  NURSES. 

Mr.  McDonald  knew  that  the  professional 
nurse  had  a  great  deal  to  say  in  determining 
where  the  prescription  was  to  be  filled.     He 
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obtained  a  mailing  list  of  all  the  nurses  in 
his  county.  He  wrote  them  a  neat,  type- 
written letter  on  the  establishment  of  a  pre- 
scription drug  store.  He  asked  them  to  come 
to  his  store  to  enter  their  names  on  his  nurses' 
directory. 

The  nurses'  directory  consists  of  a  bulletin 
board  with  spaces  for  their  cards.  The  board 
is  divided  into  two  parts,  an  "in"  and  "out" 
division.  When  the  nurses  go  out  on  a  case, 
they  telephone  or  call  at  McDonald's  and  their 
cards  are  placed  under  the  "out"  division,  and 
vice  versa. 

Mr,  McDonald  knew  that  the  professional 


letters,  of  the  establishment  of  a  nurses'  direc- 
tory where  they  could  obtain  the  services  of 
a  professional  nurse.  This  plan  made  a  de- 
cided hit,  both  with  the  nurses  and  physicians. 
The  nurses  not  only  bought  their  supplies 
but  diverted  prescription  trade  to  the  McDon- 
ald store  whenever  they  could. 

HIS   ADVERTISING. 

Mr,  McDonald's  advertising  centers  about 
his  prescription  department.  It  dwells  on 
the  importance  of  quality  in  filling  prescrip- 
tions. 

Mr.  McDonald  believes  in  keeping  his  name 
before  the  people  all  the  time,  whether  it  be 
before  a  physician,  veterinarian,  dentist,  nurse, 
or  a  layman. 

He  supplies  the  physicians  with  their  pre- 


scription blanks.  He  submits  several  colors 
of  a  best  quality  paper  and  asks  them  how 
they  want  their  names  to  appear  and  whether 
they  want  the  name  of  a  drug  store  printed 
on.  Everything  is  left  to  the  discretion  of 
the  physician. 

Every  Christmas  he  presents  the  medical 
men  with  something.  It  may  consist  of  a 
hypodermatic  syringe,  a  call  list,  a  pocket 
leather  prescription  pad  case,  or  something 
that  will  keep  McDonald's  name  before  the 
prescription  writer  all  the  time. 

He  supplies  nurses  with  "record  sheets." 
Each  record  sheet  carries  with  it  the  Mc- 
Donald name,  so  McDonald's  name  enters 
every  home  the  nurse  visits  in  the  course  of 
her  work. 

The  newspaper,  street-car,  billboards,  a 
monthly  store  paper  called  "McDonald's 
Hustler,"  all  carry  the  McDonald  message. 
McDonald  also  makes  use  of  theatrical  pro- 
grams and  lantern  slides  in  driving  home  the 
reasons  why  they  should  deal  at  McDonald's 
drug  store. 

When  asked  what  medium  gave  the  best 
returns,  he  quickly  answered :  "McDonald's 
Hustler,  our  little  monthly  paper,  I  find  the' 
best  paying  advertisement." 

The  store  paper  is  made  interesting  by 
virtue  of  its  printed  matter,  which  consists 
of  jests,  toilet  suggestions,  special  sales  and 
topics  that  appeal  to  the  housewife. 

Mr.  McDonald  winds  up  most  of  his  adver- 
tising talks  with  the  catch  phrase,  "If  you 
can't  come,  telephone,"  There  are  mornings, 
at  times,  when  it  keeps  two  people  busy  an- 
swering the  phone  calls.     He  says: 

"There  are  times  when  people  want  drugs 
in  a  hurry,  and  the  telephone  is  the  means  of 
transferring  the  goods  from  where  they  are 
to  where  they  ought  to  be. 

"The  telephone  business  must  be  backed  up 
with  good  delivery  service,  or  it's  a  failure, 
and  all  the  advertising  in  the  world  will  not 
make  it  pay." 

Mr.  McDonald  has  boys  deliver  goods  on 
bicycles. 

The  fame  of  McDonald's  as  a  prescription 
store  has  spread  into  the  surrounding  country 
until  its  prescription  business  has  reached 
large  proportions.  He  makes  use  of  an  en- 
velope with  the  name  "McDonald's  Drug 
Store,"  Green  Bay,  Wis.,  marked  RUSH 
for  those  desiring  their  prescriptions  filled  in 
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a  hurry.  All  goods  are  sent  C.  O.  D.  As  a 
matter  of  fact,  there  is  very  little  credit  busi- 
ness done  in  the  McDonald  store. 

The  prescription  department  occupies  the 
rear  part  of  the  store.  A  small  window  in 
the  center  of  the  case  admits  a  view  of  the 
workers.  All  prescriptions  are  filled  by  reg- 
istered men,  of  which  there  are  three.  When 
a  prescription  comes  in,  the  customer  is  given 
a  check.  The  original  check  has  three  num- 
bers, all  alike ;  one  check  goes  to  the  customer, 
the  other  is  pasted  on  the  prescription,  and 
the  last  is  placed  on  the  package  when  corn- 


Mr.  McDonald  advertises  quality  and 
makes  good  on  his  advertising  copy  by  de- 
livering the  goods.  Mr.  McDonald  spares 
no  pains  and  expense  in  obtaining  the  best 
chemicals  and  pharmaceuticals  on  the  market. 
Mr.  McDonald  is  a  quality  man  through  to 
the  backbone,  whether  it's  in  buying  fruit 
syrups,  stationery,  or  selecting  help.  Quality 
counts  with  him. 

.  Mr.  McDonald's  first  day's  prescriptions 
numbered  three.  Now  they  reach  the  large 
sum  of  45,000  a  year.  His  sales  amount  to 
$40,000  a  year. 


pleted.  Whether  the  customer  waits,  calls,  or 
has  the  package  delivered,  he  gets  the  right 
one. 

All  prescriptions  are  filled  precisely  in 
conformity  with  the  obvious  intentions  of  the 
prescriber.  If  any  article  called  for  on  a 
prescription  is  not  in  stock,  the  doctor  is  con- 
sulted and  under  no  circumstances  is  substi- 
tution in  any  form  tolerated  by  the  rigid  Mc- 
Donald policy.  All  solutions  intended  for 
the  eyes  are  filtered.  Eye  ointments  are 
strained  and  placed  in  collapsible  tubes.  Every 
bottle  or  box  is  wrapped  in  white  paper  and 
sealed  with  sealing  wax.  Particular  atten- 
tion is  paid  to  putting  out  neat  packages. 


loteiior  view  ol  the  HcDonald  pbarmacj  in  Green  Bay,  Wis.  • 

SICK-ROOM    SUPPLIES. 


Mr.  McDonald  gets  a  big  share  of  this 
business  of  the  city  because  he  carries  the 
most  complete  line  of  good  goods,  and  sec- 
ondly, because  he  has  a  lady  attendant,  which 
makes  buying  more  agreeable  to  those  who 
would  rather  have  one  of  their  own  sex 
serve  their  wants  on  certain  supplies.  Mc- 
Donald furnishes  the  three  hospitals  of  the 
city  with  drugs  and  sick-room  goods. 

All  rubber  goods  are  sold  under  a  positive 
guarantee  that  they  will  give  good  service  or 
can  be  returned.  Of  course,  nipples,  breast- 
pumps,  etc,  are  not  exchangeable  for  sanitary 
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reasons.  All  buyers  are  told  so  before  the 
goods  leave  the  store.  "The  customer  is  al- 
ways right"  is  the  attitude  of  McDonald,  and 
rather  than  have  a  buyer  leave  the  store  dis- 
satisfied, he  makes  it  right.  For  instance,  a 
short  time  ago  a  lady  returned  several  nipples, 
saying  that  they  were  not  the  kind  wanted. 
Mr.  McDonald  explained  the  policy  of  the 
house  regarding  the  exchange  of  rubber  goods, 
tore  up  the  nipples  in  front  of  the  customer 
and  gave  her  what  she  wanted. 

SODA  TRADE. 

Notwithstanding  the  fact  that  Mr.  Mc- 
Donald centers  his  advertising  on  his  pre- 
scription department,  he  gets  a  good  share  of 
the  soda  business.  In  fact,  he  does  the  best 
soda  business  in  the  city.    Cleanliness  is  spelt 
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Prescriptioii  check  used  in  the  McDonald  store. 

in  everything  you  look  at  in  the  McDonald 
store;  from  the  door-knob  to  the  money  they 
hand  out  in  change. 

Every  drink  is  served  ice-cold  in  thin 
glasses  previously  sterilized  with  boiling  water. 
Every  utensil  around  the  soda  fountain  is 
sterilized  before  a  second  usage.  Every  soda 
concoction,  from  a  lemon  phosphate  to  an 
^gg  malted  milk,  represents  the  best  quality 
of  material  served,  as  he  states  in  his  little 
soda  menu,  "with  that  touch  of  loving  care." 
He  puts  out  a  two-paged  little  brown  menu 
booklet  which  is  the  best  of  its  kind.  It 
covers  the  complete  line  of  soda  concoctions 
and  is  printed  in  a  way  that  will  make  any 
mouth  water.  The  booklet  is  within  easy 
reach  of  any  one  who  happens  along  at  the 
fountain. 

The  fact  that  he  made  $2500  during  the 
season  of  1910  on  his  soda  fountain  is  an 
index  to  the  business  done. 

A  good  line  of  cigars  is  handled,  but  the 
trade  is  not  encouraged,  largely  because  of 
the  large  women  patronage  the  McDonald 
store  enjoys. 

The  candy  business  in  the  McDonald  store 


is  limited  to  a  box  trade.  He  enjoys  a  good 
business  in  candy.  Mr.  McDonald  does  not 
believe  in  sticking  to  one  line  of  goods,  but 
changes  often  for  the  reason  that  people  tire 
of  the  same  kind. 

Owing  to  a  large  women  patronage,  Mc- 
Donald enjoys  a  good  toilet  trade.  His  store 
being  located  close  to  the  city  theater,  he  gets 
a  big  share  of  the  theatrical  trade  in  grease 
paints  and  general  toilet  articles. 

The  working  force  consists  of  the  proprie- 
tor, two  registered  men,  one  bookkeeper,  one 
soda  dispenser,  and  a  delivery  boy. 

McDonald's  name  has  never  been  attached 
to  any  patent-medicine  advertisement,  nor  has 
he  ever  handed  out  any  such  advertisement. 
He  does  not  allow  any  patent  medicine  in 
his  window,  nor  does  he  display  any  signs 
for  cure-alls.  This  iron-clad  policy  of  the 
McDonald  store  has  gained  for  the  man  be- 
hind  it  a  prestige  that  means  much  to  him 
in  his  business. 

There  is  no  counter-prescribing. 

Those  seeking  advice  for  ailments  are  re- 
ferred to  their  family  physician.  Prescrip- 
tions are  not  refilled  unless  otherwise  specified 
by  the  physician. 

To  convey  the  latter  message  to  the  people, 
use  is  made  of  a  sticker  which  is  placed  on 
every  prescription  which  is  filled. 

The  sticker  cautions  the  patient  not  to 
have  the  prescription  refilled  unless  otherwise 
specified  by  the  physician. 

Everybody  is  given  exactly  what  he  calls 
for.  Courtesy  is  the  password  among  the 
workers  of  the  store  when  dealing  with  the 
public.  Courtesy  is  long  remembered  even 
after  the  price  of  the  goods  is  forgotten. 
Courtesy  has  been  a  leading  factor  in  enrich- 
ing the  trade  of  this  store. 

R.  A.  McDonald,  who  has  popularized  this 
drug  store,  is  a  genial,  good  appearing  chap 
of  about  thirty-five  years.  He  belongs  to 
several  fraternal  organizations,  goes  to  church 
on  Sundays,  and  stands  high  in  the  esteem 
of  his  fellow-men.  He  is  on  the  job  every 
day,  but  manages  to  get  away  long  enough 
to  look  up  a  new  doctor  in  the  town  and  con- 
vert him  to  the  McDonald  faith.  His  heart 
and  soul  are  in  his  work.  The  very  store, 
the  clerks,  the  advertisements  all  reflect  the 
brilliancy  of  the  personality  behind  the  insti- 
tution. 


This  trim  has  one  feature  which  I  can 
claim  is  original,  namely,  the  background.  It 
may  be  used  as  a  setting  for  any  variety  of 
things  other  than  the  rubber  goods  and  sick- 
room supplies  shown  here.  If  I  remember 
rightly,  I  never  saw  such  an  arrangement 
before. 

The  top  of  the  background  is  formed  by 
puffing  white  tissue-paper  and  allowing  it  to 
drape  as  shown  in  the  illustration.  The  back 
of  the  window  is  covered  with  heavy  white 
paper.     With  a  heavy  crayon  outline  the  tree 


is  now  quite  real  and  the  effect  is  certainly 
line.     Try  it  and  see. 

The  side  wall  of  the  trim  is  covered  with 
white  tissue-paper,  and  a  drape  of  the  grand 
old  flag  adorns  the  extreme  top. 

On  the  other  side  the  syringes  are  arranged 
in  the  order  of  size  and  have  price  tags  at- 
tached in  full  view.  Baby  pacifiers  are  set 
in  the  extreme  back  of  the  trim.  The  base 
of  the  window  is  white,  to  carry  out  the  gen- 
eral scheme. 

The   articles  exhibited  are  hcrt-water  bot- 


and  branches  on  the  heavy' paper.  Take  a 
sharp  knife  and  cut  around  the  outline.  The 
tree  effect  is  easily  formed,  presenting  a  very 
realistic  appearance  to  the  onlooker,  both  near 
by  and  at  a  distance. 

Next  obtain  a  can  of  black  paint,  dip  a 
piece  of  cotton  into  it  and  proceed  to  daub 
over  the  outline  with  the  wet  cotton,  using  a 
drawing  motion.  A  bark  effect  is  easily 
formed. 

Over  the  back  of  the  trim  cover  the  out- 
line with,  say,  green  tissue-paper.      The  tree 


ties,  fountain  syringes;  ear,  ulcer,  nasal,  and 
bulb  syringes;  breast  shields,  nipples,  breast 
pumps,  medicine  droppers,  throat  bags,  ice- 
bags,  eye  pipettes,  etc.  These  are  all  neatly 
arranged  to  show  to  the  best  advantage  over 
"Onken  Younits"  that  we  purchased  last 
year  from  the  makers  in  Cincinnati.  Price 
tags  were  good  and  clear.  Almost  any  ar- 
rangement can  be  made  over  the  "Onken 
Younits."  They  are  certainly  worth  the 
money.  We  are  at  present  using  this  trim, 
and  the  sales  are  very  satisfactory. 


A  POTENT  TESTIMONIAL. 

It  Oav«  Saccess  to  a  Ijnlment  that  waa  Headed  Straight  for  the  Patent* medicine  Grave* 

yard— The  Whole  Story. 

By  ARTHUR  L.  BUZZELL. 


One  who  depends  on  his  wits  and  a  rented 
typewriter  for  his  daily  bread  is  sometimes 
at  a  loss  for  a  theme  on  which  to  employ 
such  a  combination.  For  days  the  air  seems 
sterile  of  story  essence,  and  meditate  though 
he  may,  the  luckless  attic-dweller  is  left 
stranded  on  a  barren  bar  of  uncertainty,  to 
wear  out  his  spirit  in  vain  endeavor.  When 
such  calms  strike,  it  is  my  custom  to  cut. 
loose  and  whistle  lustily  for  a  wind;  in  other 
words,  to  hustle  around  and  see  what  I  can 
find.  On  Wednesday  of  last  week,  while  on 
such  a  mission  bent,  I  chanced  to  meet  Dr. 
Pemlico  Knox,  who  took  me  over  to  the  Occi- 
dental and  introduced  me  to  a  friend  of  his, 
a  Mr.  Harris.  The  three  of  us  sat  at  a  small 
table  in  the  Peacock  room  and  exchanged 
pleasantries  over  a  weak  brew  for  a  time. 
Then  Dr.  Knox,  pleading  pressure  of  profes- 
sional business,  took  his  leave. 

"A  natural  born  advertiser,"  I  ventured, 
nodding  my  head  toward  the  retreating  figure. 

"Not  necessarily,"  corrected  Harris.  "He 
has  made  the  right  moves,  to  be  sure;  but  he 
may  have  made  them  accidentally." 

"To  my  mind,  that  would  be  impossible," 
I  combated.  "What  happens  is  the  result  of 
something;  the  wise  man,  or  the  successful 
man,  in  other  words,  looks  after  the  some- 
thing." 

"Or  has  it  looked  after  him,  by  accident? 
But  let  me  illustrate.  Have  you  the  patience 
to  listen  to  a  long-winded  and  not  very  inter- 
esting story?" 

My  heart  bounded  loudly,  almost  audibly. 
Listen  to  a  story!  Would  I!  Visions  of  an- 
other $250  payment  on  my  Mexican  planta- 
tion stock  dimmed  off  into  azure  hues.  I 
assured  Mr.  Harris  that  nothing  would  please 
me  more  than  to  give  rapt  and  close  atten- 
tion. Glancing  at  the  clock  and  remarking 
that  there  was  just  about  sufficient  time  if  he 
hustled,  he  began.  As  nearly  as  possible  I 
will  follow  his  faultless  style. 

"Fifteen  years  ago,"  he  said,  "I  was  a 
beardless  and  anemic  drug  clerk,  and  through 


an  advertisement  in  a  daily  paper  I  secured 
employment  with  a  man  by  the  name  of 
Frederick  Donnelly — F.  H.  Donnelly. 

"Like  most  men  who  run  drug  stores,  Mr. 
Donnelly  never  got  the  idea  of  'putting  out 
a  patent'  quite  out  of  his  head.  At  times  the 
obsession  seemed  to  lie  dormant  like  a  winter 
snake,  but  later  it  w^ould  break  forth  again 
with  all-consuming  intenseness.  Time  and 
time  again  he  had  tried  to  launch  a  Peruna, 
a  Wizard  Oil,  or  a  Jayne's  Expectorant,  and 
each  time  had  sworn  by  the  moon,  the  soft 
east  winds,  and  several  myriads  of  pale  blue 
stars  that  he  would  never  sink  any  more 
money  in  that  particular  manner.  But  with 
periodical  frequency,  a  mysterious  something 
seemed  to  breathe  a  disquietude  into  his  soul 
which  could  be  antidoted  in  no  other  way 
but  the  thumbing  of  printer's  ink,  the  studying 
of  label  catalogues,  and  the  estimating  of  a 
vast  fortune  on  a  corner  of  the  desk  blotter. 
Such  orgies  often  ended  in  an  addition  to 
the  drug  family,  and  for  days,  perhaps  weeks 
and  months,  Mr.  Donnelly  was  one  of  the 
busiest  men  on  the  western  hemisphere. 

"On  the  same  day  that  I  entered  his  em- 
ploy, Mr.  Donnelly  launched  Kilpatrick's  Lini- 
ment. Late  in  the  afternoon  of  the  day  pre- 
ceding my  arrival  he  had  received  a  large 
consignment  of  cartons  and  labels  from  Chi- 
cago, and  most  of  the  sleep  of  the  night  had 
been  sacrificed  that  the  matter  of  assembling 
what  he  sanguinely  believed  was  destined  to 
become  a  celebrated  liquid,  and  its  accom- 
panying bottle,  cork,  label,  wrapper,  and  car- 
ton, might  not  be  delayed  a  moment  longer 
than  was  absolutely  necessary.  A  morning 
sunbeam,  slanting  carelessly  in  through  an 
east  window,  added  an  intenser  yellow  to  the 
goldenness  of  a  row  of  'Kilpatrick*  standing 
in  military  formation  on  the  top  of  a  show- 
case. 

"Mr.  Donnelly  cuddled  his  latest  progeny 
with  a  parent's  fondness  during  many  hours 
of  the  ensuing  day,  talked  'Kilpatrick'  inces- 
santly, and  sold  one  bottle.     The  following 
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day  he  sold  one,  the  following  day  one,  and 
the  next  day  none.  He  then  bought  a  small 
square  of  space  in  the  evening  paper  and 
launched  what  he  denominated  his  advertising 
campaign.  A  few  bottles  of  'Kilpatrick'  were 
sold  as  a  result  of  newspaper  publicity,  but 
the  daily  balance  was  far  from  gratifying. 

"He  had  contracted  for  the  space  in  the 
daily  paper  and  felt  that  it  must  be  made  to 
yield  all  it  would  in  the  way  of  returns.  To 
increase  its  potency  he  mailed  out  a  hundred 
dollars'  worth  of  what  he  called  'back-ups.* 
Yet  in  spite  of  all  his  efforts,  the  waning  of 
the  first  gross  of  'Kilpatrick*  found  him  $300 
to  the  bad.  This  showing  troubled  him  great- 
ly, and  his  enthusiasm  began  to  go  the  way 
it  had  often  gone  before.  He  ceased  to  dream 
'Kilpatrick'  and  merely  talked  it.  However, 
as  a  stand  in  the  last  ditch,  he  resolved  to 
amass  a  bunch  of  testimonials,  have  them 
printed  in  neat  folder  form,  and  have  these 
folders  mailed  out  also,  aiming  to  place  one 
in  each  family  in  the  city  and  adjacent  coun- 
try districts.  He  had  read  somewhere  that  a 
testimonial  often  took  the  message  to  Garcia 
when  other  forms  and  fashions  had  failed. 

"He  needed  to  consult  no  record-book  to 
ascertain  who  had  bought  'Kilpatrick' ;  the 
tablets  of  his  mind  carried  the  names,  indeli- 
bly impressed.  -  To  each  purchaser  he  sent 
an  appeal  for  a  word  of  commendation;  and 
here  again  he  met  with  disappointment,  for 
not  a  soul  responded.  Nevertheless,  being 
a  man  of  determination,  he  did  not  give  up. 
Setting  his  jaw,  he  went  after  the  testimonials 
personally,  and  in  the  end  accumulated  thirty- 
seven,  all  written  by  himself  and  signed  by 
the  purchaser.  These  were  edited  carefully, 
turned  over  to  the  printer,  and  in  due  time 
the  neat  little  booklets  were  delivered. 

"Now,  I  am  just  an  ordinary  individual, 
exempt  from  the  workings  of  no  fundamental 
law,  and  I  am  free  to  confess  that  my  em- 
ployer's attempt  to  hitch  his  cart  to  the  tail 
of  a  strange  god  had  produced  in  me  a  con- 
dition little  short  of  nausea.  There  is  some- 
thing in  human  nature  which  causes  the  on- 
looker to  ridicule  the  efforts  of  any  fellow 
mortal  who  strives  to  put  something  new  into 
the  world.  A  feeling  of  resentment  wells  up 
and  gives  birth  to  an  irresistible  desire  to 
make  the  way  of  the  transgressor  hard.  Let 
this  be  the  excuse,  as  far  as  it  will  carry. 


"To  me  fell  the  task  of  mailing  out  the 
booklets.  It  was  a  disagreeable  undertaking. 
Had  I  had  my  choice  I  would  hav^  much 
preferred  to  have  made  a  half-million  zinc 
valerianate  pills  or  to  have  stocked  an  arsenal 
with  aloes  horse-balls.  I  was  supersaturated 
with  disgust  and  hoped  never  to  hear  or  see 
the  name  'Kilpatrick'  again,  outside  a  history 
of  the  Civil  War. 

"The  little  pamphlet  was  altogether  too 
dull,  anyhow.  The  testimonials  were  all  alike, 
worded,  perhaps,  a  little  differently,  but  nev- 
ertheless all  alike.  They  all  began:  'Mr. 
Frederick  Donnelly,  Def^r  Sir:  I  have  used 
•your  celebrated,'  etc.,  etc.  Or,  to  vary  this 
somewhat,  about  every  third  number  led  off 
with  'Having  used  one  bottle  of  your  cele- 
brated,' etc.,  etc.  Not  a  glint  of  humor,  a 
convincing  clincher,  or  a  point  of  originality 
in  the  entire  layout. 

"I  began  to  revolve  the  subject  of  the  testi- 
monial in  my  mind.  It  seemed  to  me  that 
the  game  must  be  nearly  played  out — or  at 
least  played  so  long  that  a  testimonial  must 
be  out  of  the  ordinary  to  gain  worth-while 
attention.  I  wrote  a  few  and  tore  them  up; 
and  then  suddenly  an  idea  occurred  to  me, 
an  idea  which  caused  me  to  sit  back,  stroke 
my  chin  with  a  forefinger,  and  grin. 

"The  fate  of  'Kilpatrick'  lay  entirely  in 
my  hands.  Unseen  and  unsung,  I  could  give 
it  a  whack  over  the  head  with  a  testimonial 
which  must  its  quietus  make.  Why  not  do 
it  and  end  its  agony  ?  Why  not  turn  humani- 
tarian and  save  my  employer,  who  at  heart 
w-as  by  no  means  a  bad  man,  from  a  fate 
worse  than  death? 

"Far  into  the  night  I  labored  and  perspired, 
but  in  the  end  I  conquered.  The  next  morn- 
ing I  had  my  testimonial  printed  on  a  sheet 
of  proper  size  to  make  a  nice  little  insert; 
and  during  the  next  few  days  I  mailed  out 
the  booklets.  The  thirty-eighth  testimonial 
ran  like  this: 

Good  Mister  Frederick  Donnelly,  Son 

In  answer  to  yer  letter 
I  take  me  |)en  in  hand  to  say 

That  Pat,  I  hope,  is  better — 
He's  dead. 

Yer  medicine  no  doubt's  all  right 

For  a  certain  kind  of  caseys, 
But  Pat  he  couldn't  stand  it,  quite, 

It  knocked  out  all  his  braces. 
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"Kilpatrick's  Liniment"  in  black — 
Faith,  that  was  on  the  label. 
And  to  kape  its  word  it  surely  proved 
That  it  was  amply  able. 
Oh,  werra,  werra. 

— Biddy  O'Brien. 

"Did  'Kilpatrick'  die  also?  It  did  not. 
During  the  next  three  weeks  we  sold  fourteen 
gross.  Man  after  man  and  woman  after 
woman  brought  in  the  insert,  passed  it  over 
the  counter  with  a  face  cracked  from  ear  to 
ear  and  called  for  'a  bottle  o'  that  stuff.*  The 
humor  appealed  to  them,  and  'Kilpatrick's 
Liniment'  was  headed  straight  for  the  Book- 
man's list  of  the  ten  best  sellers.    We  found 


it  absolutely  impossible — ^but,  pardon  me. 
There  comes  the  man  with  whom  I  have  an 
appointment;  the  man  for  whom  I  have  been 
waiting." 

"One  moment,  please!"  I  cried,  grasping 
him  by  the  coat-sleeve.  "Your  unfinished 
sentence  implies — " 

"That  for  a  time  we  found  it  absolutely 
impossible  to — " 

"And  then?" 

"Donnelly  fired  his  advertising  man.  But 
permit  me  to  introduce  Mr.  Hendricks." 

Five  minutes  later  Harris  and  Hendricks 
were  banking  for  shot.  And  five  hours  later 
I  dropped  this  story  into  a  corner  mail-box. 


**  MY  BEST  ADVERTISING  SCHEME. 


ff 


One  DmMlA^  fklim  vpon  a  Good  Plan  off  Developing  a  Demand  ffor  His  Own  Toilet  Lotion 

— Another  Consigns  Ooode  Syetematlcally  to  Hia  Gvatomera*  Collecting 

Later  ffor  the  Artidea  Uaed— How  These  Ideas  Worked  Oat. 


DEVELOPING  A  SALE  ON  A  TOILET 

LOTION. 

By  Stanley  Cairns,  Forest,  Ontario. 

Your  "Best  Advertising  Schemes"  are  very 
interesting,  and  I  wish  to  describe  one  \^e 
have  used  to  push  our  own  preparations  by 
forcibly  drawing  to  the  minds  of  people  the 
prospects  of  a  bargain. 

The  scheme  centered  about  a  toilet  lotion 
which  we  had  recently  made  up  and  put  on 
the  market.  We  were  confident  that  our 
product  was  as  good  as  any.  The  package 
was  ver}'  neat,  consisting  of  a  special  shaped 
bottle  with  an  artistic  label  and  capping. 
Nevertheless,  we  saw  it'  was  going  to  sell 
slowly  with  the  aid  only  of  newspaper  adver- 
tising and  our  pushing  it  behind  the  counter. 
So  we  had  1000  cards,  about  the  size  of  a 
postal  card,  printed,  announcing  that  each  one 
was  worth  10  cents.  Rather,  we  said  that  in 
order  to  introduce  this  new  toilet  lotion  to 
the  public,  we  would  give  any  one  who  signed 
the  card  and  presented  it  at  our  store  a  full- 
sized  25-cent  bottle  of  our  toilet  lotion  for  15 
cents.  We  made  it  plain  that  this  offer  was 
good  for  two  weeks  only,  or  as  long  as  the 
goods  were  displayed  in  our  windows. 

We  had  a  facsimile  of  the  above  card 
printed  in  both  local  papers,  permitting  the 


readers  to  cut  it  out.  This  we  did  more 
for  the  advertising  and  to  catch  the  country 
people.  We  allowed  only  one  bottle  for  each 
family.  We  made  an  enormous  quantity  of 
the  lotion,  arranged  a  handsome  display  of  it 
in  our  window  and  part  of  a  show-case. 

It  is  surprising  how  the  majority  of  people 
will  take  advantage  of  a  bargain,  however 
small  it  may  be.  I  am  always  ready  for  one 
myself,  and  storekeepers  everywhere  say  that 
the  wealthy  people  are  keener  bargain  fiends 
than  even  the  poorer  class. 

We  placed  our  cards  in  plain,  unsealed 
envelopes  and  mailed  one  to  the  lady  of  each 
family  in  town.  The  result  was  very  gratify- 
ing to  ourselves,  for  at  the  end  of  two  weeks 
we  had  sold  462  bottles.  Nearly  one-half  of 
the  cards  were  returned.  Now  the  whole 
cost  of  each  bottle  when  sold  .did  not  amount 
to*  11  cents.  So  we  had  quite  a  little  money 
to  show  for  our  two  weeks*  work.  But 
when  we  started  out  we  did  not  intend  the 
scheme  should  be  a  money-maker.  We  just 
wanted  to  break  even.  Needless  to  say,  we 
have  sold  hundreds  of  bottles  of  toilet  lotion 
since  at  25  cents  a  bottle. 

If  we  had  continued  to  advertise  in  the 
papers  instead  of  sending  out  cards;  or  if 
we  had  marked  the  price  15  cents  in  our  dis- 
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play,  I  don't  suppose  we  would  have  sold  a 
hundred  bottles.  But  placing  the  card  in  their 
hands  made  them  thinR,  "This  is  worth  a 
dime,  and  as  I  need  a  lotion  I  may  as  well 
get  it."  So  they  bought  it,  and  when  it  was 
satisfactory  they  bought  more.  We  could 
often  make  a  sale  by  merely  mentioning  the 
bargain  to  a  customer  while  shopping,  and 
thus  interesting  him. 

We  have  used  the  samt  scheme  for  several 
other  preparations  of  our  own,  and  one  that 
was  most  satisfactory  was  a  "condition  pow- 
der" for  animals,  a  regular  50-cent  package 
which  we  sold  for  30  cents.  Nearly  every 
farmer  for  miles  around  secured  one. 

In  conclusion,  I  may  say  that  whatever 
preparation  of  your  own  you  are  trying  to 
market,  make  sure  that  it  is  as  good  or  a 
little  better  than  those  being  sold  already. 
A  customer  can  be  fooled  once,  but  not  twice. 

We  also  find  that  a  neat  and  attractive 
package  is  necessary  for  a  quick  sale.  Most 
people  buy  a  specialty  the  first  time  on  the 
strength  of  the  external  appearances,  but  the 
quality  of  the  goods  determines  the  second 
purchase.  A  handsome  label,  of  course,  al- 
,  ways  gives  a  good  impression. 

Another  thing,  we  never  advertise  our 
goods  as  being  of  our  own  manufacture. 
Rather,  we  give  our  customers  the  impression 
that  we  are  a  favored  agency  for  distribution 
of  certain  goods.  We  find  that  we  cannot 
push  our  own  make  of  preparations  as  well 
as  those  made  elsewhere.  The  customer  sees 
our  purpose,  which  is  to  make  more  money 
for  ourselves.  Most  people,  or  rather  a  lot 
of  them,  have  the  impression  that  if  a  product 
is  made  in  Toronto  or  a  big  city,  it  must  be 
good.  They  have  in  mind  the  immense  fac- 
tories seen,  for  instance,  on  the  front  of 
Penina  calendars  as  being  the  source  of  the 
goods. 

A  NOVEL  PLAN  FOR  PUSHING  SEASON- 
ABLE  GOODS. 
By  O.  p.  McPhebson,  Gloster,  Miss. 

We  all  admit  that  to  push  an  article  it  is 
necessary  to  keep  it  before  the  people.  The 
question  then  arises :  "How  can  that  be  done 
to  the  best  advantage?"  I  found  this  plan 
worked  nicely,  and  it  may  prove  beneficial  to 
others. 

All  druggists  have  more  or  less  dislike  for 

mg  called  out  of  bed  on  a  cold,  rainy  night. 


So  one  cold,  rainy  afternoon  when  business 
was  slack,  I  conceived  a  plan  whereby  I  could 
avoid  being  summoned  out  that  night  for  any 
cases  of  croup  or  cough  that  such  an  evening 
usually  brought  forth.  Calling  my  clerks 
together,  I  set  them  to  wrapping  up  bottles 


O.  p.  McPheraoD. 

of  cough  medicine  of  my  own  make.     In  each 
package  I  enclosed  a  note: 

Dear  Madau  ;  Realizing  that  this  is  an  excellent 
night  for  the  children  to  suffer  with  coughs  and  croup, 
I  am  sending  you  one  of  our  bottles  of  cough  medi- 
cine. Please  put  in  a  convenient  place,  and  if  you 
have  an  occasion  to  use  it,  do  so.  Otherwise,  let  the 
package  set  there  in  your  house  until  I  send  for  it.  Or 
you  may  return  it.  As  a  method  of  keeping  our 
records  straight  we  have  charged  the  medicine  to  your 
husband's  account,  and  when  it  is  taken  up  we  shall 
give  him  proper  credit. 

Thanking  you  in  advance  for  the  kindness,  we  are. 
Yours  very  truly. 

Well,  we  sent  out  three  dozen  bottles  that 
afternoon.  Since  it  was  only  a  few  days 
until  the  first  of  the  month,  we  delayed  send- 
ing back  for  the  goods  until  our  collector  had 
an  occasion  to  go  into  that  neighborhood. 
When  he  went,  we  had  him  take  along  a 
basket  upon  which  was  written  Cough  Syrup. 
But  to  our  surprise,  when  he  came  in  that 
evening,  he  had  only  one  bottle  of  medicine 
returned  for  credit.  However,  in  the  collec- 
tion of  accounts  we  found  some  who  thought 
we  intended  giving  them  the  medicine.  In 
such  cases  we  compromised  on  a  half-price, 
We  sold  three  dozen  bottles  and  created  a  nice 
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demand  for  our  cough  cure.  And  I  was  not 
called  out  that  night  for  any  cases  of  croup, 
either ! 

The  plan  worked  so  well,  I  determined  to 
try  it  more  scientifically.  So  I  took  empty 
cigar  boxes,  cut  them  in  shape  to  make  a 
pretty  decent  little  case  or  box,  and  asked 
permission  to  tack  one  in  each  home  near 
the  telephone.  On  the  front  of  each  box  I 
wrote:  "For  Results,  Phone  85,"  and  each 
month  I  would  watch  the  weather,  time, 
places,  and  social  functions,  and  have  my 
corps  of  boys,  dressed  in  white  and  blue,  make 
the  rounds  and  leave  something  new  and 
needful  in  each  box,  after  taking  up  the  old 


articles,  if  any  was  left.  If  the  weather 
turned  cold,  I  sent  cold  cream,  cough  syrup, 
etc.  If  there  was  an  entertainment,  I  sent 
face  powders,  perfume,  etc.  If  it  was  Sat- 
urday evening,  I  sent  toilet  soap  or  shoe  pol- 
ish, and  so  on. 

Our  sales  amounted  to  $85  the  first  month 
on  this  plan  alone.  The  expense  was  about 
ten  per  cent  of  the  sales.  And  while  these 
little  fellows  made  the  trips,  we  always  had 
them  take  from  the  store  all  surplus  adver- 
tising matter  for  the  children.  I  foimd  it 
was  a  magnificent  plan  for  unloading  any 
article  that  was  not  staple  and  was  liable  to 
become  stock  worn. 


A  TALK  ABOUT  BUSINESS  BUILDINGo 

By  A.  F.  SHELDON. 

Formnlator  of  "Th«  Setose*  of  &■•!■•••  BsUdUitf"  ^nd  Editor  of  TA#  Business  Phiiosophtr. 


An  important  success  injunction  is,  Know 
the  other  fellozv! 

Thousands  of  dollars  have  been  made  by 
knowing  how  to  handle  the  other  fellow. 

Thousands  of  dollars  have  been  lost  by  not 
knowing  the  other  fellow  and  by  putting  him 
in  the  wrong  place. 

Thousands  of  dollars  have  been  expended 
by  fond  parents  in  their  attempt  to  make 
doctors  and  lawyers  of  sons  that  nature  never 
intended  for  such  professions. 

Thousands  of  hours  of  honest  effort  have 
been  wasted  by  those  who  have  been  advised 
to  go  into  lines  of  business  for  which  they 
had  no  abilitv. 

Thousands  of  lives  have  been  ruined  by 
persons   of  jarring   temperaments   marrying. 

Thousands  of  parents  have  quarreled  with 
their  children  and  turned  them  adrift — simply 
because  they  did  not  understand  their  chil- 
dren. 

Thousands  of  children  have  quarreled  with 
their  parents  for  the  same  reason. 

Thousands  of  men  on  the  road  fail  as  sales- 
men simply  because  they  don't  understand  the 
other  fellow. 

Thousands  of  merchants  become  bankrupt 
because  they  do  not  understand  men  and 
women.     Instead  of  securing  and  retaining 


patrons,  through  their  want  of  tact  they  lose 
those  who  come  to  them  with  their  trade. 

I  put  the  question  to  you,  Mr.  Employer: 
How  can  you  handle  the  men  under  you  if 
you  do  not  understand  them? 

I  put  the  question  to  you,  Mr.  Salesman: 
How  can  you  sell  goods  to  persons  you  do 
not  understand? 

Since  the  greatest  statesmen  and  the  great- 
est professional  men  owe  their  success  largely 
to  their  skill  in  handling  men  and  women, 
can  you  afford  to  be  without  this  knowledge? 

Can  directors  of  banks  and  railroads  and 
corporations,  in  whose  power  it  lies  to  select 
men  for  executive  offices,  afford  to  put  the 
wrong  man  in  the  high  place? 

Such  a  mistake  may  involve  a  railroad  or 
corporation  in  bankruptcy  because  of  the 
incompetency  of  the  man  selected.  A  man 
may  be  elected  president  of  a  bank,  who  is 
by  nature  a  defaulter. 

There  was  an  excuse  for  this  before  char- 
acter analysis  had  become  a  science.  Now, 
however,  this  science  has  been  formulated  and 
developed  to  a  high  degree  of  accuracy  by 
Dr.  KatherineM.  H.  Blackford,  of  Boston. 
The  man  who  would  be  progressive  must 
master  it  to  keep  up  with  the  age. 

There  is  a  story  told  of  a  doctor  being 
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called  to  treat  a  shoemaker  who  was  thought 
to  be  dying.  The  shoemaker  craved  salmon. 
The  doctor  thought  the  man  was  in  such  a 
desperate  state  that  he  might  as  well  let  the 
fellow  have  what  he  wanted,  as  at  the  worst 
the  salmon  would  kill  him  a  few  moments 
earlier  only.  However,  to  the  doctor's  sur- 
prise, the  salmon  cured  him. 

Later  the  doctor  was  called  to  cure  a  black- 
smith suffering  from  the  same  complaint.  As 
the  salmon  had  been  so  efficacious  in  the  case 
of  the  shoemaker,  the  doctor  thought  it  would 
be  equally  so  in  the  case  of  the  blacksmith. 
The  result,  though,  was  different.  The  black- 
smith died.  So  the  doctor  wrote  down  in  his 
memorandum  book:  "Salmon  cures  dying 
shoemakers,  but  not  dying  blacksmiths." 

"What  is  sauce  for  the  goose  is  sauce  for 
the  gander,"  is  not  true  in  the  business  world. 
You  can't  cure  the  blacksmith  with  the  same 
medicine  that  cures  the  shoemaker. 

Different  temperaments  must  be  treated 
differently.  Different  methods  of  appeal  must 
be  made  to  them.  The  same  things  strike 
them  differently. 

If  all  men  were  alike,  salesmanship  would 
not  be  an  art. 

You  know,  you  must  handle  the  quick- 
tempered man  with  gloves;  the  lethargic  per- 
son you  must  urge  to  action.  This  much  the 
novice  knows.  But  mankind  is  not  divided 
simply  into  the  quick  and  the  slow.  There 
are  many  types  and  variations. 

The  art  of  analyzing  character  scientifically 
is  not  as  simple  as  the  alphabet.  Before  you 
can  judge  a  person  you  must  take  into  account 
his  coloring,  the  shape  of  his  features,  hi§ 
manner,  the  tone  of  his  voice.  In  fact,  quite 
a  few  little  points  that  only  the  student  of 
human  nature  can  know  must  be  remarked. 
You  must  be  able  to  do  it  quickly,  too. 

The  value  of  such  study  I  am  sure  you 
must  feel.  If  you  are  looking  for  commer- 
cial or  professional  success  master  it.  It  will 
repay  you  largely. 

Equally  important  is  another  success  in- 
junction, Know  your  business. 

This  means  more  than  know  your  job, 
though  you  should  make  sure  you  know  that 
first.  After  that,  however,  you  should  get 
busy,  and  know  the  job  above  yours.  Yes, 
even  the  job  above  thaf.  For  the  fellow  just 
above  you  may  not  be  able  to  fill  the  job 
above  him.    If  you  can,  there  is  your  chance. 


While  it  is  the  doing  that  counts  in  the 
battle  for  success,  it  is  not  the  doing  that 
starts  the  battle  for  success.  It  is  your  prep- 
aration to  do  the  things  that  should  be  done 
when  the  opportunity  arrives  that  enables 
you  to  "make  good"  at  the  supreme  moment. 

Make  the  world  need  your  service,  and 
the  world  will  pay  you  for  your  service.  The 
more  you  make  the  world  need  it,  the  better 
it  will  pay  you. 

Who  is  the  man  who  is  always  looking  for 
a  job? 

The  efficient  man  or  the  inefficient  man? 

Is  it  the  fellow  who  brings  in  the  weather 
report,  or  is  it  the  salesman  who  hustles  and 
gets  the  orders?  Is  it  the  bookkeeper  who 
strikes  his  balance  "first  pop,"  or  the  fellow 
who  adds  the  year  of  our  Lord  in  his  col- 
umns and  then  takes  a  week  to  discover  the 
result  of  his  mind- wandering  ?  Is  it  the 
aspirant  for  histrionic  honors  who  thought 
"shuffling  off  this  mortal  coil"  in  Hamlet's 
soliloquy  meant  "to  take  off  your  clothes,"  or 
the  actor  who  has  mastered  his  art  to  per- 
fection— the  Garrick,  the  Siddons,  the  Booth, 
the  Bernhardt,  the  Irving,  the  Mansfield — 
that  takes  the  world  by  storm  ? 

The  man  who  takes  the  world  by  storm 
must  be  able  to  do  something  worth  while. 

Is  it  the  railroad  clerk  "who  gets  his  traffic 
charges  mixed"  and  charges  you  passenger 
rates  on  a  car-load  of  pigs,  or  the  Harriman 
or  the  Hill,  who  masters  railroad  technique 
to  perfection,  that  becomes  the  president  of 
the  road? 

Is  it  the  one-hundred-and-fifty-words-a- 
minute  stenographer  or  the  graduate  of  the 
"four  weeks*  course  in  shorthand,"  whose 
notes  are  as  undecipherable  to  him  as  a  chop- 
suey  bill  of  fare  in  original  Chinese  would 
be  to  us,  who  is  always  looking  for  a  job? 

Why  are  so  many  men  always  looking  for 
a  job?    Why  are  not  more  filling  the  job? 

I  will  tell  you  the  reason.  It  is  because  the 
world  is  always  looking  for  competent  ser- 
vice. It  is  not  going  with  a  searchlight  look- 
ing for  the  man  who  wants  a  job — ^but  the 
man  who  can  Ull  the  job  is  always  sure  of  the 
job.  The  job  wants  him — more  jobs  than  he 
can  fill.  Job-hunters  are  not  job-fillers,  and 
job-fillers  are  not  job-hunters. 

To  be  a  job-filler ,  you  must  be  a  man  whose 
positive  or  success  qualities  are  developed. 
The  world  doesn't  want  sick  men,  but  well 
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men ;  not  moral  wrecks,  but  reliable  men ;  not 
timid  men,  but  bold  men. 

Obey  the  laws  of  health;  develop  the  pow- 
ers of  your  mind,  your  thinker,  your  feeler, 
your  rememberer.  Give  these  three  the  proper 
exercise,  and  the  world,  because  of  the  ef- 


Hcient  service  you  can  render,  will  recognize 
you  as  a  competent  man.  Then  develop  your 
"imaginer"  and  your  "wilier,"  and  it  will 
recognize  you  as  an  exceptional  man — a  man 
of  initiative. 

You  will  stand  at  the  threshold  of  Success. 


"  WE  SELL  EVERYTHING  BUT  LIQUOR." 

t  Wayaaslmrtf.  Pa..  Dra^lat  Has  Hade  Ihia  Slorfan  Tell  la  Brinjiai  Him  BepvUMoi 
and  Sapport  !■  m  Locality  whera  Ilia  Saloona  liava  faaan  Voted  ObI. 


James  S.  Gleghorn,  of  Waynesburg,  Pa.,  is 
a  druggist  who  has  made  himself  quite  famous 
locally  by  refusing  to  handle  liquor  in  any 
form  and  for  any  purpose.  He  displays  a 
sign  conspicuously  in  his  store  bearing  this 
legend :   "We   Sell   Everything  but  Liquor." 


Pr<ait  pace  of  tha  Wa*hlnglon  Otnerner  contalnlnB  the  Interview 
with  Hr.  aiecbom  printed  In  a  consplcnoiu  muuier  SBd  BCCODi. 
ptmled  with  Ilr.  Oleshom't  portrait. 

Waynesburg,  and  the  near-by  town  of  Wash- 
ington, are  in  "dry"  territory,  and  the  Hquor 
drinker,  denied  satisfaction  in  saloon  or  hotel, 
brings  pressure  to  bear  upon  the  druggists, 
who  are  supposed  to  sell  intoxicants  for  legiti- 
mate medicinal  purposes  only.     Thus  an  un- 


fortunate situation  has  arisen  like  that  which 
has  been  witnessed  all  over  the  country  dur- 
ing the  last  few  years  with  the  spread  of  the 
temperance  movement.  It  is  in  order  to  keep 
his  own  skirts  clear,  and  to  prevent  any  stigma 
from  attaching  to  him,  that  Mr,  Gleghorn  has 
refused  to  keep  liquor  even  for  dispensing  on 
prescriptions.  And  he  is  clever  enough  to 
make  some  advertising  capital  out  of  the  con- 
ditions so  that  the  public  may  know  where 
he  stands. 

Recently  the  Washington  Observer  sent  a 
reporter  to  interview  Mr.  Gleghorn,  and  the 
resulting  article,  printed  on  the  front  page  of 
the  paper,  may  be  seen  in  our  reproduction, 
with  Mr.  Gleghorn's  portrait  embellishing  the 
story.   The  published  interview  was  as  follows : 

Waynesburg  coaies  to  the  front  with  a  druggist  who 
absolutely  refuses  to  sell  liquor  under  any  circum- 
stances. This  druggist  is  James  S.  Gleghorn,  manager 
of  the  Quality  Drug  Storf . 

On  entering  the'Quality  Drug  Store  one  is  greeted 
with  the  conspicuous  sign:  "We  sell  everything  but 
liquor," 

This  sign  means  exactly  what  it  says,  as  not  even  a 
physician's  prescription  is  sufficient  to  produce  the 
"goods,"  for  liquor  is  not  even  kept  in  the  store. 

In  discussing  the  question  of  liquor  Mr.  Gleghorn 
said  to  a  representative  ot  The  Observer: 

"I  think  it  is  best  not  to  handle  liquor  in  any  form- 
not  even  for  medicinal  purposes — because  a  druggist 
who  sells  liquor  even  on  a  doctor's  order  furnishes  the 
public  a  chance  to  give  the  druggist  an  unjust  reputa- 
tion. 

"I  think  if  the  public  must  have  some  place  where  it 
can  purchase  liquor  it  should  furnish  that  place — but 
it  should  not  be  the  drug  store.  It  is  my  opinion  that 
druggists  would  do  more  business  and  make  more 
money  if  they  would  let  the  rum  business  alone  and 
devote  their  time  and  energy  to  honest  efforts  along 
other  lines. 
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'The  illegal  selling  of  liquors  is  just  as  bad  as  the 
illegal  selling  of  narcotics,  and  with  the  prohibition 
craze  sweeping  the  country,  all  eyes  are  turned  upon 
the  druggist,  especially  in  dry  territory,  and  no  drug- 
gist who  values  his  reputation  can  really  afford  to 
handle  it  It  is  advisable  not  even  to  dispense  it  on 
prescription  for  strictly  medicinal  purposes,  as  the 
medicinal  value  of  liquor  is  decidedly  overestimated. 

"It  is  this  particular  feature  of  our  business  which 
is  mainly  responsible  for  bringing  odium  and  disfavor 
upon  our  profession  in  dry  territory,  for  unfortunately 
the  world  does  not  judge  people  or  a  profession  by  its 
highest  type,  preferring  to  cast  the  lot  of  the  whole 
with  the  few,  which  is  entirely  wrong  and  unjust,  as 
there  are  thousands  of  honorable,  upright,  conscientious 
men  engaged  in  the  practice  of  pharmacy,  and  it  is  but 
a  small  minority  who  indulge  in  this  debasing  and 
nefarious  practice  that  brings  the  entire  profession  into 
disrepute." 

Another  Washington  newspaper,  the  Re- 
porter, noticed  the  interview  in  the  Observer, 
and  published  an  editorial  on  it  under  the  title 
of  "A  Model  Drug  Store."  Mr.  Gleghorn 
was  lauded  for  his  honorable  attitude,  and 
the  dignity  of  true  pharmacy  came  into  its 
own  in  gratifying  measure. 

From  a  personal  letter  to  the  Bulletin  of 
Pharmacy,  describing  the  situation,  Mr. 
Gleghorn  has  these  things  to  say : 

"I  have  been  endeavoring  to  show  the  peo- 
ple since  coming  here  that  it  is  not  necessary 
to  sell  liquor  in  order  to  make  a  success  of  our 
calling,  and  that  a  druggist  is  on  a  higher 
level  than  a  saloon-keeper.  I  am  forced  to 
admit  it  has  cost  me  money  to  carry  out  this 
idea,  but  the  gradual  growth  of  our  business 
shows  that  we  are  winning  the  fight.  My  ef- 
forts are  being  closely  watched,  and  now  the 
newspapers  have  taken  up  the  subject,  as  you 
will  note  by  The  Observer. 

"I  tell  you  what,  the  Bulletin  of  Phar- 
macy has  taken  the  right  stand  about  selling 
liquor  in  drug  stores,  and  I  -feel  sure  you 
would  take  a  still  firmer  one  could  you  but 
meet  conditions  face  to  face  as  they  exist  in 
dry  territory  such  as  we  have  here.  This  store, 
before  I  bought  it,  was  a  noted  booze  joint. 
Ladies  scarcely  ever  traded  here,  but  to-day, 
in  less  than  a  year  and  a  half,  we  have  a  very 
exclusive  trade,  and  most  of  our  customers 
are  women  at  that.  This  is  the  third  time  I 
have  taken  such  a  store  and  turned  it  into  a 
legitimate  pharmacy,  but  I  have  decided  that 
it  is  the  last  time  I  shall  ever  attempt  such  an 
undertaking.     A  fellow  has  a  double  job  on 


his  hands,  you  see — ^that  of  living  down  the 
past  bad  reputation  of  the  store,  and  also  that 
of  building  up  a  new  reputation,  which  in  dry 
territory  is  no  easy  matter,  I  can  assure  you. 

"I  am  not  a  temperance  fanatic  at  all,  and 
I  have  no  objection  to  a  man  taking  a  drink, 
providing  of  course  he  knows  how  to  handle 
it,  but  I  do  think  that  the  spread  of  the  tem- 
perance movement  is  working  untold  injury  to 
our  calling.  Unfortunately  there  are  always 
those  who  are  willing  to  take  advantage  of 
such  a  situation  for  personal  gain,  regardless 
of  its  moral  effect  on  themselves  or  their  call- 
ing. The  consequence  is  we  are  made  to  suf- 
fer as  a  profession  for  the  failings  and  short- 
comings of  a  few.  It  is  and  always  has  been 
so,  and  that  is  why  I  think  our  associations 
should  go  on  record  as  being  opposed  to  the 
liquor  traffic  and  to  those  members  of  the  call- 
ing who  are  in  the  drug  business  mainly  for 
the  liquor  end  of  it. 

"I  have  so  often  heard  things  that  cast  dis- 
favor on  our  calling,  even  from  the  pulpit, 
that  at  times  I  am  almost  ashamed  that  I  am  a 
druggist!  To  my  mind  this  is  a  serious  ques- 
tion and  one  that  will  have  to  be  settled  either 
one  way  or  the  other  by  every  druggist  all 
over  the  country,. but  the  question  that  con- 
cerns us  most  is:  What  kind  of  a  stand  will 
the  majority  take?  The  stand  we  should  all 
take  is  to  refuse  to  handle  the  stuff — in  fact, 
the  only  thing  left  for  us  to  do  is  throw  it  out 
entirely. 

"This  is  the  very  thing  I  have  done.  I  don't 
believe  in  waiting  for  the  other  fellow  to  act — 
I  act  for  myself." 


The  New  Elements. — 

»  Sir  William  Ramsay  says  that  the  discovery  of 
radium  and  radioactivity  has  indicated  the  existence  of 
no  less  than  26  elements  hitherto  unknown.  Besides 
the  new  gases,  helium,  neon,  etc.,  there  are  a  number 
of  elements  which  are  so  unstable  that  their  properties 
have  not  yet  been  determined.  Considering  the 
time  in  which  an  element  becomes  half -changed  into 
other  bodies,  one  of  these  new  elements  has  a  half- 
life  of  35^  minutes,  another  19  minutes,  another  27 
minutes,  another  2^  minutes,  a  fifth  4  days,  a  sixth  5 
days,  a  seventh  40  days,  an  eighth  16 V6  years,  and 
radium  itself  has  a  half-life  of  1760  years.  The  diffi- 
culty of  studying  elements  which  change  into  something 
else  in  a  few  minutes  is  apparent  Probably  all  of  the 
new  elements  are  derived  from  uranium,  which  has  the 
highest  atomic  weight  (238.5)  of  any  known  element. 
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DOLLAR  IDEAS 


MR.  MINTON'S  FORMULA  FOR  BASHAM'S 

MIXTURE. 

P.  L.  Stanton,  Jamestown,  N.  D.,  says  that 
the  following  formula  of  Basham's  mixture 
contributed  some  time  ago  to  this  department 
by  P.  I.  Minton  does  not  make  a  strictly  U.  S. 
P.  preparation:  ^^  ^ 

Ammonium  carbonate 12.5  6.25 

Acetic  acid*  280.0  140.0 

Tincture  of  ferric  chloride...  20.0  10.0 

Simple  elixir  60.0  30.0 

Glycerin 60.0  30.0 

Aqua  q.  s 500.0  250.0 

To  this  criticism  Mr.  Minton  replies:  "I 
surely  intended  acid  acetic  dilute  to  be  used  in 
my  Basham's  formula.  This  mistake  should 
be  corrected.  The  formula  then  yields  a 
product  that  is  strictly  U.  S.  P.  as  may  be  seen 
from  the.  following  comparison : 

U.  S.  p.  FORMULA. 

Tincture  of  ferric  chloride 20.00  Cc. 

Diluted  acetic  acid 30.00  Cc. 

Solution  of  ammonium  acetate..  .250.00  Cc. 

Aromatic  elixir  60.00  Cc. 

Glycerin 60.00  Cc. 

Aqua  enough  to  make 500.00  Cc. 

MY  QUICK  FORMULA. 

Ammonium  carbonate  12.50  Cc. 

Acid  acetic  diluted 280.00  Cc. 

Tincture  of  ferric  chloride 20.00  Cc. 

Elixir  aromatic 60.00  Cc. 

Glycerin    . . . . : 60.00  Cc. 

Aqua  enough  to  make 500.00  Cc. 

"By  comparing  the  two  we  find  that  solu- 
tion of  ammonia  acetate  is  5-per-cent  ammo- 
nium carbonate  in  diluted  acetic  acid.  There- 
fore in  the  500  Cc.  of  Basham's  mixture  there 
should  be  12.5  grammes  of  ammonium  carbon- 
ate as  per  my  formula.  Five  per  cent  of  250  Cc, 
equals  12.5  grammes.  The  250  Cc.  of  diluted 
acetic  acid  contained  in  the  solution-  ammo- 
nium acetate,  plus  30  Cc.  in  the  U.  S.  P., 
equals  280  Cc.  as  in  my  formula.  By  simply 
figuring  out  the  amounts  it  surely  can  be  seen 
that  the  two  formulas  are  exactly  the  same. 
The  only  diflFerence  is  in  the  combining  of 
ingredients." 

A  PRESCRIPTION  RECORD. 

H.  F.  Goodrich,  Anoka,  Minn,:  Customers 
who  maintain  charge  accounts  frequently  give 

*This  should  be  dilutt  acetic  acid,  as  Mr.  Minton  explains  in 
his  comments. 


trouble  when  settling  for  prescriptions,  claim- 
ing that  the  goods  charged  must  have  been  for 
some  one  else  as  they  did  not  use  any  medi- 
cine at  the  time.  Most  of  these  complaints 
can  be  easily  settled  if,  when  the  prescription 
is  charged,  the  number  is  noted  at  the  same 
time.  Then  when  the  customer  insists  that  he 
has  not  purchased  any  medicine,  it  is  an  easy 
matter  to  look  up  the  original  prescription  and 
describe  the  preparation  to  him.  Nine  times 
out  of  ten  he  will  recall  it  at  once  and  pay  his 
bill  without  further  question.  This  method, 
too,  gives  a  convenient  means  of  reference 
when  the  customer  wishing  a  refill  has  forgot- 
ten his  bottle  with  number  attached. 


BOOK  SALES. 

Arthur  Irwin  Smith,  Fulton,  Ky,:  Do  you 
handle  books  as  a  side-line  and  find  their  sale 
slow?  The  following  plan  will  be  a  business 
booster:  Advertise  that  you  will  accept  any 
book  you  have  sold,  plus  ten  cents,  in  return 
for  any  other  book  in  your  stock.  This  will 
attract  many  new  customers  who  will  readily 
see  the  endless-chain  possibility  of  getting 
cheap  reading  matter.  You  will  realize  the 
usual  profit  on  the  first  sale,  and  each  extra 
ten  cents  will  be  "velvet."  Of  course,  all 
books  returned  must  be  in  first-class  condition. 

Try  this  plan,  and  you  will  find  that  it  beats 
letting  the  stock  lie  idle. 


LUBRICATING  BARREL  SPIGOTS. 

Charles  K,  Stotlemeyer,  Hancock,  Md,:  In 
order  to  prevent  the  spigots  which  are  attached 
to  syrup  barrels,  coca-cola  kegs,  etc.,  from  be- 
coming so  tight  that  they  cannot  be  turned, 
smear  them  with  a  little  glycerin  before  put- 
ting them  in;  and  every  few  weeks  put  in  a 
little  more  glycerin  around  the  turning  part  of 
the  spigot.  This  will  save  many  an  annoying 
fifteen  minutes  in  trying  to  turn  a  spigot  that 
is  cemented  fast  with  crystallized  sugar. 


MARKING  PRICES  ON  RUBBER  GOODS. 

Alex,  F,  Peterson,  Missoula,  Montana:  For 
marking  prices  on  cutlery,  mirrors,  rubber 
combs,  etc.,  tincture  of  benzoin  applied  with  a 
small  cameVs-hair  pencil  produces  a  surface 
that  can  be  written  on  with  ink  of  desired 
color.  This  plan  obviates  any  possible  risk  of 
blurring  or  scratching,  and  the  writing  is  much 
more  legible  than  when  done  with  bezoin  itself 
in  the  ordinary  way. 
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LETTERS 


OH,  YOU  ADVERTISING  MANAGERS! 

To  the  Editors : 

By  the  way,  it  just  strikes  me  that  I  can 
give  you  a  tip  in  your  capacity  as  editor.  It's 
all  right — I  expect  no  fee  for  it! 

Remember  my  telling  you  that  I  am  busy 
preparing  for  my  anniversary?  Well,  in  con- 
nection therewith  I  wrote  to  a  number  of 
manufacturing  firms  for  free  samples  for  dis- 
tribution on  this  occasion.  Now  this  is  what 
I  mean:  roast  the  advertising  managers  of 
these  manufacturers! 

In  answer  to  most  of  my  letters  I  received 
a  slip  with  a  request  to  send  in  an  order  for 
goods  running  all  the  way  from  $10.00  to 
$50.00.  Does  it  ever  occur  to  these  fellows 
that  the  man  who  has  to  ask  them  for  samples 
must  be  a  small  man?  The  big  fellows  are 
selling  advertised  goods  in  large  quantities  and 
therefore  get  the  samples  thrown  at  them. 
Naturally,  however,  they  feel  that  they  don't 
need  to  bother  with  another  man's  samples. 
Besides,  their  trade  is  such  that  samples  are 
hardly  necessary.  What  is  the  consequence? 
In  nearly  all  of  the  big  stores  you  can  find 
manufacturers'  samples  flying  around  all  over 
— under  the  counters,  down  in  the  cellar,  in 
the  garret,  and  finally,  when  the  porter  gets  a 
cleaning  fit,  he  fires  them  out  into  the  ash 
barrel ! 

Along  comes  the  small  druggist  with  the 
small  clientele.  His  trade  would  appreciate 
such  a  thing  as  a  free  gift.  If  he  is  an  adver- 
tising man  he  will  make  good  use  of  samples, 
for  with  his  trade  a  sample  day  would  be 
looked  upon  as  an  inducement.  It  would  be 
a  day  that  would  bring  dollars  into  his  till,  but 
the  advertising  manager  will  tell  him :  no  sam- 
ples except  with  a  $10.00  order! 

Now  where  does  the  sense  come  in?  Do 
the  advertising  men  think  the  small  fellow 
wants  to  employ  these  samples  for  his  own 
use  ?  Wouldn't  it  be  a  good  deal  more  profit- 
able to  give  the  man  who  goes  to  the  trouble 
to  ask  for  them  a  limited  number  of  samples, 
and  thus  be  reasonably  sure  of  their  distribu- 
tion, and  judicious  distribution  at  that,  than  to 
send  them  promiscuously  to  those  who  buy  the 
'Quantities  but  actually  have  no  use  for  sam- 


ples ?     But  that  seems  to  be  too  much  for  the 
great  advertising  manager  to  understand. 

Maybe  if  they  see  an  editorial  on  such  a 
question  they  will  wake  up,  so  I  hope  you  will 
do  your  ugliest.         Sonst  nichts. 

Otto  P.  M.  Canis. 

Ozone  Park,  Long  Island,  N.  Y. 

[Note  by  the  Editors. — We  have  never  conducted 
an  expert  inquiry  into  the  sanity  of  the  advertising 
managers  of  the  country,  and  we  do  not  know  just  how 
much  they  deserve  this  vigorous  and  indignant  protest 
against  their  autocratic  attitude.  We  suppose,  though, 
that  they  adapt  expenditures  to  receipts,  and  estimate 
that  so  many  dollars  in  sales  will  justify  so  many  dollars 
in^  samples.  Otherwise  they  might  spend  more  of  their 
employers'  money  than  they  made  for  them,  and  thus 
find  themselves  out  of  a  job.  Their  attitude,  then, 
seems  merely  a  scheme  to  hold  their  places.  It  would 
be  heartless  to  turn  a  lot  of  advertising  managers  loose 
on  the  street  looking  for  new  positions.] 


WANT  TO  JOIN  THE  "SOCIETY  OF  NON- 
WORKERS?" 

Dear  Billie  and  the  rest  of  the  "Boys" : 

I  don't  know  that  your  name  is  Billie,  but 
it  sounds  sort  of  friendly  to  use  that  word. 

The  main  fault  I  find  with  all  pharmaceu- 
tical publications  is  the  great  stress  they  put 
on  work. 

You  must  get  down  to  the  store  before  the 
other  fellow  does.  You  must  keep  open  a 
little  later  at  night. 

You  must  hustle  like  the  very  devil  while 
you  are  there  to  keep  the  other  fellow  off 
your  heels. 

You  must  dress  your  window  twice  as 
often.  You  must  have  twice  as  much  light 
in  your  store.    You  must  smile  twice  as  much. 

You  must  be  a  joiner — a  member  of  the 
Cuspidor  Club,  secretary  of  the  Golden  Stars, 
Chaplain  of  the  Bibbers,  Chief  Cook  and  Bot- 
tle Washer  for  the  Capsule  Clique,  and  so  on. 

Work,  work,  work,  give  *em  h — 11,  set 
your  clock  to  get  up  at  four  and  then  beat  it 
by  an  hour  or  two !  Don't  shut  up  your  store 
till  morning.  When  you  see  a  customer  com- 
ing in,  don't  stop  if  you  are  bleeding  at  every 
artery.  Jump  for  him  as  though  he  were  the 
last  rat  you  ever  expected  to  eat. 

Follow  the  Bible  doctrine — ^be  accommodat- 
ing. If  the  customer  asks  for  five  stamps  for 
a  nickel,  give  him  six,  and  if  he  wants  a 
match,  give  him  a  box  with  your  name  em- 
bossed in  gold  on  the  lid. 

Advertise,  give  away  souvenirs,  throw  in 
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a  house  and  lot  with  every  tenth  sale,  put  a 
twenty-dollar  gold  piece  in  the  box  every 
Sunday,  and  vote  for  the  "Anti's"  during  the 
week. 

Eat  your  dinner  with  one  hand  and  put  up 
medicine  with  the  other.  If  you  can  just  get 
one  lap  on  the  other  fellow,  it  will  soon  be 
two,  and  then  you  will  have  him  going. 

Work,  work;  for  God's  sake,  work!  This 
is  the  everlasting  cry!  Work  so  you  can  get 
money  to  buy  food  to  give  you  strength  to 
work  some  more! 

When  you  take  a  vacation,  the  whole  idea 
is  to  get  strength  to  give  the  other  fellow  a 
better  run  for  his  money  when  you  get  back. 

The  Song  of  the  Shirt — did  you  ever  read 
it?  Have  you  felt  the  tragedy  in  every  line? 
Poor  Hood,  facing  inevitable  death  in  the 
near  future,  felt  the  sarcasm,  the  irony,  the 
bitterness  of  it  all! 

Would  that  a  cyclone  might  come  along 
and  wipe  off  the  face  of  the  earth  once  more 
— ^grind  every  building  and  every  pavement 
and  vestige  of  civilization  to  impalpable  pow- 
der and  scatter  it  to  the  four  winds !  Let  us 
be  Hottentots  once  more!  With  one  suit  of 
God-given  clothes,  and  the  natural  fruits  of 
the  earth,  let  us  wander  forth  in  the  morning 
with  no  fear  of  approaching  night! 

Now,  dear  editor,  please  publish  a  lot  of 
pieces  about  how  to  get  out  of  work.  Show 
us  how  two  drug  stores  in  a  little  town  can 
run  alternately — one  the  first  day,  and  the 
other  the  next,  so  that  each  man  can  loaf  with 
his  soul  for  half  the  time. 

Or,  better  still,  have  some  corporation  law- 
yer tell  us  how  we  can  frame  up  a  law  to 
keep  one  drug  store  from  being  nearer  than 
ten  miles  to  another. 

Let  us  quit  talking  about  the  "higher"  re- 
quirements of  our  "profession"  so  long  as  a 
gray-headed  man  with  the  cares  of  a  family 
on  his  mind  has  to  march  clear  back  to  the 
prescription  case  to  put  up  ten  cents'  worth 
of  calomel  in  a  beautifully  decorated  box. 

Will  some  one  write  a  piece  about  how  to 
get  out  of  work?  How  to  enjoy  the  scenery 
around  us — ^the  woods  and  fields,  the  flowers 
and  birds,  the  sky  and  sea? 

Why  must  we  work  to  get  money  to  buy 
admission  to  some  art  gallery  to  see  base  imi- 
tations of  what  all  out-of-doors  offers  us  free 
of  charge? 

Why  pay  to  see  Romeo  and  Juliet  parade 


before  our  vision,  when  we  can  stand  on  the 
street  corner  and  watch  the  whole  tragedy 
being  enacted  every  day? 

And  I  tell  you,  Billie,  if  I  could  tear  loose 
from  this  drug  store  and  ride  up  the  Detroit 
river  on  an  early  September  mom  when  the 
lifting  fog,  chased  away  by  the  rising  sun, 
presents  that  beautiful  imagery  to  the  eye,  I 
would  be  willing  to  give  away  a  bottle  of  pat- 
ent medicine  with  every  mile! 

What  we  need  is  a  Society  of  Non- workers. 
I  want  to  be  the  first  charter  member.  Will 
you  be  the  next?  .  Geo.  W.  Staple. 

Meridian,  Miss. 


HOW  MUCH  DID  I  MAKE  LAST  YEAR? 

To  the  Editors: 

At  this  season  of  the  year  all  of  us  are 
thinking  more  or  less  about  the  financial  re- 
sult of  the  year's  operations.  I  wonder  how 
many  retail  druggists  are  really  in  a  position 
to  know  this  most  important  feature  of  their 
business  ? 

I  am  reminded  of  a  certain  pharmacist  who 
was  in  a  state  of  great  anxiety  owing  to  the 
records  that  he  had  kept  showing  a  profit  of 
$3500  on  his  year's  sales,  whereas  his  assets 
showed  a  marked  depreciation  over  the  pre- 
vious year,  without  his  apparently  having 
drawn  from  the  business  any  of  the  profit 
mentioned.  And  well  might  this  be  the  cause 
of  anxiety,  although  it  is  very  probable,  in 
this  particular  case,  that  the  discrepancy  was 
due  to  inaccurate  or  incomplete  records,  and 
not  to  any  actual  loss  of  capital. 

Proprietors  of  drug  stores  are  not  expert 
accountants.  This  cannot  be  expected,  nor  is 
it  necessary.  Every  business  man,  however, 
should  at  least  be  conversant  with  the  basic 
principles  of  a  simple  system  of  bookkeeping 
that  will  show  at  the  end  of  stated  periods 
the  results  of  his  business  transactions.  This 
knowledge  is  not  nearly  so  difficult  to  absorb 
as  many  may  think.  Principles  of  bookkeep- 
ing are  much  more  easily  instilled  into  the 
minds  of  business  men  than  other  students, 
owing  to  the  close  relationship  of  such  prin- 
ciples to  common  business  practice,  with 
which  the  former  are  thoroughly  familiar. 

My  suggestion  to  the  tradesman  who  has 
no  adequate  system  of  bookkeeping,  and 
whose  business  does  not  warrant  the  employ- 
ment of  a  bookkeeper,  is  that  he  seek  the  ser- 
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vices  of  a  good,  experienced  accountant  to 
install  a  simple  and  practical  method  of  re- 
cording financial  transactions.  With  some 
instruction  from  the  accountant,  and  by  the 
subsequent  devotion  of  a  little  time  each  day, 
Mr.  Businessman  can  easily  keep  his  books 
written  up,  and  when  the  end  of  the  year 
comes  he  will  have  the  satisfaction  of  know- 
ing to  a  certainty  where  he  is  at.  The  amount 
paid  for  the  accountant's  services  should  not 
be  large,  whereas  the  benefits  derived  would 
undoubtedly  warrant  such  an  expenditure 
manv  times  over. 

Detroit,  Mich.        NORMAN   H.   F.   McLeOD. 


MAKING  MEN  OF  CLERKS. 

To  the  Editors: 

Just  to-day  I  picked  up  a  drug  journal  and 
on  one  page  saw  a  picture  of  a  poor  druggist 
eating  his  dinner  behind  a  prescription  case 
surrounded  by  pills,  extracts,  lotions,  etc. 
In  the  accompanying  article,  all  the  tortures 
that  go  with  the  pill  business  were  outlined. 

Let  me  say,  however,  that  the  conditions 
are  just  what  the  druggist  himself  makes 
them.  I  prefer  eating  dinner  at  home,  with 
at  least  one  hour  to  spend  with  my  family. 
Good  help  is  not  so  hard  to  find  as  that 
writer  would  have  us  believe.  He  seems  to 
be  unwilling,  indeed,  to  trust  his  business  to 
hired  help.  He  must  be  on  the  job  at  all 
hours,  or  things  will  go  to  pieces.  No  one 
knows  how  to  handle  the  trade  but  himself. 
And  surely  no  one  knows  how  to  handle  it 
worse  than  himself! 

Why  don't  such  a  man  get  out  in  the  fresh 
air,  shake  the  moss  off  his  back,  soak  up 
some  of  the  sunshine,  and  replace  that  weary 
look  with  a  smile?  If  he  hires  help,  why 
doesn't  he  have  more  confidence  in  it,  turn 
the  store  over  to  the  clerks  occasionally,  ask 
their  opinions,  let  them  use  their  ideas  in 
stock  arranging  and  window  dressing?  Quite 
often  they  have  good  notions  in  their  heads. 

There's  nothing  that  kills  the  good-will  and 
ambition  of  a  clerk  quicker  than  a  grouchy 
and  suspicious  boss. 

I  don't  think  the  average  clerk  is  guilty  of 
one-tenth  the  neglect  he  is  accused  of.  Show 
him  what  to  do  and  what  is  expected  of  him. 
Be  sociable  and  friendly  to  him,  discuss  your 
plans  with  him.     Above  all,  give  him  your 


confidence,  and  you  will  get  good  service  in 
return. 

The  druggist  who  is  constantly  looking  for 
faults  in  his  help,  who  keeps  his  business  to 
himself  and  always  has  a  grouch,  certainly 
has  a  hard  row  ahead  of  him.  If  he  were 
farming,  his  plow  would  not  be  scoured  until 
the  weeds  had  his  crop. 

Spalding,  Nebraska.     NICHOLAS  Fox,   Ph.C. 


SHE  WAS  IN  TROUBLE. 

To  the  Editors: 

Having  been  a  subscriber  to  the  Bulletin 
OF  Pharmacy  for  many  years,  I  take  the  lib- 
erty of  enclosing  an  amusing  order  for  repro- 
duction in  your  journal,  if  you  see  fit  to  use  it. 
Apparently  the  lady  had  been  having  some 
trouble  with  a  wandering  husband!  Is  there 
any  sovereign  remedy  for  such  difficulties  ?    In 


m 
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any  event  it  may  prove  of  interest  to  other 
readers,  and  in  the  meantime  I  would  like  to 
say  that  I  think  the  Bulletin  of  Pharmacy 
is  the  greatest  journal  published!  I  would 
not  be  without  it  at  any  price.  I  look  forward 
to  its  coming  with  almost  as  much  interest  as 
I  do  to  pay-day.  J.  Draper, 

Corinth,  Miss.     ^^^^  ^^^  «'  ^  ^^^^^^  ^^"^  ^- 


To  the  Editors: 

"To  us  the  Bulletin  is  our  "Family  Bible. 

Kalamazoo,  Mich. 


If 


M.  E.  Luther. 
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BUSINESS  HINTS 


TeU  it  to  us 

on  the 
Telephone 


window.     The  articles  exhibited  consisted  in  the  main 
of  perfumes.    Holly  leaves  and  crepe  paper  were  used 


Soliciting  Telephone  Orders. — 

The  telephone  business  is  worth  going  after,  Messrs. 
Wilkinson  &  Co.  of  Keokuk,  la.,  distribute  a  four-page 
folder,   used  especially  to  cultivate  buyers  who  order 


by  way  of  ornament,  while  several  window  signs  bore 
on  the  nature  of  the  goods  in  the  trim.  Aside  from 
perfumes  there  were  soaps,  toilet  waters,  and  a  few 
tooth  preparations.  In  the  rear,  somewhat  elevated, 
were  seen  several  pieces  of  cut  glass.  The  display 
caused  no  little 


A  Retail  Druggist's  Catalogue. — 

The  Jacobs'  Pharmacy  Co.,  of  Atlanta,  Ga.,  is  ihe 


goods  over  the  phone.    The  cover  is  seen  in  the  ac- 
companying etching.    The  inside  pages  read  as  follows: 

TELL  IT  TO  us  ON  THE  TELEPHONE. 
Tell   di   what  you   want— tell  ui  wfaelher  you   want  it   in  a 
hum  or  not. 

'  '      o  helpful  in  Isldag  care  of  many 


Thos. 


It  would  DtherwiK  ■ 


,lephone 


In  tddiKon  to  oiling  for,  filling 
we  will  deliver  kit  oltaer  drug-store  t 
It  makes  no   difference   wbelber   th( 


orth  of  oi 


WlLKl>fSON  &  CO., 

J.  Fred  KiediiKh,  Manager. 

KeakuVt  Biu'».  Baiiiit  and  Beit  Dng  Stori, 

tM  HaiH  St.,  Kwiue,  Iowa. 

The  paper  is  of  a  light  lavender  color,  the  ink 
being  a  dark  purple— a  very  good  color  combination. 

A  Pretty  Easter  Window.— 

Jewell  A.  Still,  manager  of  Dedman's  Drug  Store, 
Arkansas  City,  Arkansas,  has  found  the  display  illus- 
trated in  the  accompanying  engraving  a  good  Easter 


Tbe  DUitorder  attalocoe  ot  Jacobs'  Phurnac;  Co.  of  AtUutk. 

well-known    retail   drug   house   established   by  Joseph 
Jacobs.     The  company  now  owns  and  conducts  a  chain 
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of  ten  or  twelve  stores,  having  recently  taken  over  the 
three  pharmacies  of  T,  H.  Brannen.  Among  other 
things,  quite  a  large  mail-order  business  is  done — so 
much  so  as  to  justify  the  publication  of  an  illustrated 
catalogue  containing  no  fewer  than  144  pages.  Here  are 
listed  proprietary  medicines,  toilet  articles,  brushes, 
combs,  stationery,  leather  goods  and  salable  material  of 
a  thousand  and  one  kinds.  The  illustrations  are  mostly 
devoted  to  the  line  of  specialties  bearing  the  label  of  the 
Jacobs  Pharmacy  Co.  From  the  preface  of  the  book 
we  find  that  5  per  cent  rebate  checks  are  given  with 
every  purchase  made  in  person  or  by  mail.  These 
checks  are  accepted  in  payment  for  any  of  the  Jacobs 
laboratory  products  or  for  anything  in  the  art  and  gift 
department.  ^ 

A  second  and  much  smaller  catalogue  is  gotten  out 
for  the  illustration  and  description  of  rubber  goods  and 
sick-room  supplies.  This  is  of  such  size  that  it  can  be 
slipped  into  an  ordinary  envelope  or  enclosed  in  pack- 
ages leaving  the  counter.  It  contains  36  pages  and 
cover. 

A  Candy  Order  Blank. — 

Often  a  customer  comes  into  the  store,  buys  a 
box  of  candy,  and  asks  the  druggist  to  send  it  out 
of  town.     Here  is  a  blank  that  will   be   found   very 


iltoke  tt(e  Wottt  tftiing  W 

YOU  CAN  HAVE  A  BOM  OF  HAZELWOOD 
CANDY  EXPRESSED  TO  ANY  OF  YOUR 
FRIENDS  IN  UNHID  STATES  OR  CANADA 
BY  nUJNG  our  THE  ORDER  BLANK  BELOW 
AND  LEAVING  IT  AND  THE  REQUIRED 
AMOUNT  OF  MONEY  WHTI  THE  CASHIER 


MBaMHt^ 


9da  •(  C^Kdtfal  SOi,  75c  fl^  A- 

9rftt  St  Pn  PMi  8Qc  pn  tt. 


CANDY  Omm  BLAffK 


.1*1. 


toteyaU 


tercMrfr>- 
ToHlS. 


Nmm«< 


Dm*. 


RECEIPT 

191 »- 


hr  e&utf  n  faa  •wt  lo- 


A  candy  order  blank. 

useful  in  handling  such  orders.  It  may  be  attached 
to  the  soda  menus  by  way  of  advertising.  Such  a 
blank  should  encourage  customers  of  a  store  to  send 
candy  to  their  out-of-town  friends.  This  specimen 
was  sent  to  us  by  Joseph  Hart,  chief  prescriptionist 
of   Powers  &  Estes,   Portland,  Oregon. 


A  Bodemannian  Announcement. — 

Everybody  knows  who  Wilhelm  Bodemann  is.  He 
needs  no  introduction  to  any  audience — least  of  all  to  a 
Bulletin  audience.  This  is  enough,  then,  by  way  of 
explanation.     For  the  rest  we  leave  the  accompanying 


I  Of  Interest  to  Hyde  Parkers  | 

When  you  retain  an  attorney  for  an  important  case 
— ^you  select  the  best.  When  yoii  buy  a  piece  of  real 
estate — you  go  to  the  most  painstaking  abstract  firm,  one 
you  have  confidence  in.  When  you  or  one  of  your  family 
are  seriously  ill — no  one  but  the  most  skilful  physician 
13  called  in. 

Do  you  use  the  same  care  in  selecting  the  careful, 
competent,  reliable  Druggist  for  your  Prescriptions  and 
your  Household  Remedies? 

To  the  newcomer  in  this  section  it  may  be  welcome 
news  to  know  that  on 

Lake  Avenue  and  50th  Street 

is  such  a  Pharmacy. 

W.  Bodemann  has  been  engaged  in  Pharmacy  in 
Chicago  since  1867.  Has  in  this  span  of  years  been 
called  into  service  where  pharmacy  was  concerned  by 
the  National,  State,  and  Qty  government  Lived  in  Hyde 
Park  in  his  own  home  since  1880.  Never  "  tubstiiuted^* 
never  allowed  Bar  Practice,  cuad  conducts  a  Pharmacy 
without  the  disturbing  Soda  Fountain  nuisance. 

If  you  aie  in  doubt  where  to  buy  your  medicines, 
ask  the  older  residents  or  any  physician  in  this  city — who 
know  that  we  don't  substitute — inferior  for  genuine — 
Drugs.    You  always  get  what  you  pay  for. 

Julius  H.  Schroeder,  who  has  been  with  me  since 
1834,  is  on  hand  when  I  am  not,  and— who  doesn't 
know  Julius? 

Phone  your  orders.  We  call  for  cuid  deliver  pre- 
scriptions promptly. 

W.  Bodemann, 

The  Hyde  Park  Pionoer  Druggist. 
Telephone  Oakland  561. 


announcement  to  tell  its  own  story.  Wilhelm  got  this 
out  recently  in  his  constant  search  for  more  business. 
We  venture  to  say  that  the  Hyde  Parkers  flocked  to  the 
Bodemann  pharmacy  in  droves  after  getting  the  circular 
and  reading  it. 


By-products. — 

Naphtha  acid  is  an  ill-smelling  by-product  obtained 
in  the  manufacture  of  kerosene  and  lubricating  oils.  It 
has  been  used  to  a  small  extent  in  cheap  soaps,  .but  its 
disagreeable  odor  has  caused  most  of  it  to  be  thrown 
away.  Recently  a  method  has  been  found  of  eliminat- 
ing this  odor,  and  the  "acid,"  which  has  strong  deter- 
gent properties,  is  now  an  important  substance  for  soap- 
making. 
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PRACTICAL  PHARMACY 


New  Formulas  for  the  N.  F.~- 

Here  are  some  of  the  proposed  formulas  for  the 
forthcoming  edition  of  the  National  Formulary: 

LIQUOR  PICIS  CARBONIS. 

(Liquor  Carbonis  Detergens.     Coal  Tar  Solution.) 

Coal  tar   200  Gm. 

Quillaja  in  No.  20  powder 100  Gm. 

Alcohol,  a  sufficient  quantity  to  make..  1000  Cc. 

Mij(  the  coal  tar  and  quillaja  with  700  Cc.  of  alcohol  and 
macerate  during  seven  days  in  a  closed  vessel  with  occasional 
agitation.  Then  filter  and  wash  the  contents  of  the  filter  with  a 
sufficient  quantity  of  alcohol  to  make  the  product .  measure 
1000  Cc. 

SYRUPUS  AMMONII  HYPOPHOSPHITIS. 

(Syrup  of  Ammonium  Hypophosphite.) 

Ammonium    hypophosphite 85.5  Gm. 

Diluted    hypophosphorous    acid 2  Cc. 

Distilled  water    100  Cc. 

Glycerin   •.*•;>, 100  Cc. 

Compound  spirit  of  vanillin 2  Cc. 

Syrup,  a  sufficient  quantity  to  make..  1000  Cc. 

Dissolve  the  ammonium  hypophosphite  in  the  distilled  water, 
add  the  diluted  hypophosphorous  acid,  filter,  and  then  add  the 
glycerin,  compound  spirit  of  vanillin,  and  sufficient  syrup  to 
make  the  product  measure  1000  Cc. 

TINCTURA  DELPHINII. 

(Tincture  of  Larkspur.) 

Larkspur  seed,  in  No.  80  powder 100  Gm. 

Alcohol,  a  sufficient  qiuntity  to  make..  1000  Cc. 

Moisten  the  powdered  larkspur  seed  with  a  sufficient  quantity 
of  the  alcohol  and  pack  it  firmly  in  a  cylindrical  percolator  and 
pour  on  enough  alcohol  to  saturate  the  dru^  and  leave  a  stratum 
of  liquid  above  it.  When  the  liquid  begins  to  drop  from  the 
percolator,  close  the  lower  orifice,  cover  the  percolator,  and 
macerate  for  six  hours.  Then  allow  the  percolation  to  proceed 
slowly  until  1000  C^.  of  tincture  is  obtained.  Rarely  used  in- 
ternally, but  is  commonly  employed  externally  to  destroy  para- 
sites. 

OLEUM  RICINI  AROMATICUM. 

(Aromatic  Castor  Oil.) 

Saccharin    0.6  Gm. 

Oil  of  cinnamon 1.5  Gm. 

Vanillin    1  Gm. 

Cumarin    0.1  Gm. 

Alcohol     40  Cc. 

Castor  oil,  a  sufficient  quantity  to  make.  1000  Cc. 

Dissolve  the  oil  of  cinnamon,  saccharin,  vanillin,  and 
cumarin  in  the  alcohol  and  all  the  castor  oil  and  mix  thoroughly. 

A  Liquid  Shampoo  Soap.— 

P.  Henry  Utech  told  the  members  of  the  Pennsyl- 
vania Pharmaceutical  Association  convened  at  Bedford 
that  he  has  found  a  "Liquid  Aromatic  Shampoo  Soap'' 
a  good  seller. 

"The  formula,"  said  Mr.  Utech,  "is  one  suggested 
by  Wilbert  some  years  ago,  with  but  a  slight  modifica- 
tion. Numerous  experiments  were  carried  out  with 
the  ordinary  fixed  oils,' such  as  linseed,  sesame,  Malaga 
olive  oil,  and  mixtures  of  these  with  cottonseed  oil. 
but  all  were  found  to  be  objectionable  for  some  reason 
or  6ther. 

"The  formula  now  used  is  as  follows: 

Sodium    hydroxide 80  grammes. 

Potassium  hydroxide 80  grammes. 

Cottonseed   oil    1000  Cc. 

Alcohol    500  Cc. 

Water,  sufficient  to  make 2500  Cc. 

Dissolve  the  hydroxides  in  600  Cc.  water.  After  solution 
has  been  effected,  add  the  alcohol,  and  finally  the  cottonseed 
oil,  in  several  portions,  and  shake  thoroughly.  Allow  to  stand 
for  several  hours,  shaking  the  mixture  occasionally,  until  thor- 
oughly saponified.    Finally  add  water  sufficient  to  make  S500  Cc. 

To  the  soap  liquid  thus  prepared  add: 

Potassium    carbonate 50  grammes. 

Terpineol 12  Cc. 

Evergreen    "A"    sufficient   to    produce    a    grass 
green  color. 

"This  soap  can  be  made  at  a  cost  of  about  75  cents 


per  gallon.  Disp'ense  in  four-ounce  bottles  at  25  cents. 
The  trade  packages  of  similar  products  seldom  contain 
more  and  retail  at  50  cents,  a  good  talking  point  By 
putting  a  little  personal  push  back  of  this  product,  it 
can  be  made  into  a  very  profitable  specialty." 

Incompatibility  Between  Internal  and  External  Ap- 
plications.— 

"Quite  a  little  attention,"  says  the  Practical  Druggist, 
"is  directed  by  the  medical  press  at  present  to  the 
recently  proved  fact  that  there  is  sometimes  an  epi- 
dermal manifestation  caused  by  the  incompatibility  ex- 
isting between  a  medicine  given  internally  and  one 
applied  externally.  Reference  is  made  to  a  case  in 
which  hydrogen  peroxide  was  applied  externally  while 
potassium  iodide  was  given  internally.  The  result  was 
a  severe  burning  in  the  skin,  the  cause  of  which  was  not 
at  once  discernible.  In  another  instance  a  colorless 
tincture  of  iodine  taken  internally  while  an  ointment  of 
ammoniated  mercury  was  applied  externally,  caused 
severe  skin  irritation  attributed  to  the  toxic  action  of 
mercuric  iodide.  Again,  sulphur  internally  and  a  solu- 
tion of  mercury  used  externally  may  be  expected  to 
cause  a  deposit  of  black  mercuric  sulphide  in  the  skin. 

"These  and  numerous  other  instances  should  be 
sufficient  to  impress  both  physician  and  pharmacist  with 
the  importance  of  avoiding  such  incompatibilities." 

Cleaning  Plate  Glass.— 

At  the  last  meeting  of  the  Pennsylvania  Pharma- 
ceutical Association  Charles  S.  Herron  treated  briefly 
the  subject  of  cleaning  plate  glass.     He  said: 

"Most  pharmacists,  who  are  located  in  regions  where 
the  illuminating  medium  is  natural  or  artificial  gas,  have 
experienced  considerable  difficulty  with  a  peculiar 
greasy  deposit  on  plate-glass  windows,  mirrors,  etc., 
which  gives  to  them  a  bluish  appearance  regardless  of 
the  amount  of  energy  expended  in  the  cleaning. 

"If  after  having  followed  the  ordinary  procedure  of 
cleaning  a  piece  of  glass,  a  small  sack  be  made  of 
coarse  cheese-cloth  and  filled  with  lampblack  and  the 
glass  thoroughly  polished  with  this,  and  then  polished 
with  a  clean  cloth,  it  will  assume  a  brilliancy  unobtain- 
able by  any  other  means." 

Aromatic  Elixir.-^ 

Thos.  A.  Egan  suggested  a  new  method  of  making 
aromatic  elixir  at  the  last  annual  meeting  of  the  Penn- 
sylvania Pharmaceutical  Association. 

"This  elixir,"  said  Mr.  Egan,  "may  be  made  accord- 
ing to  the  U.  S.  P.  But  with  the  following  exceptions 
a  more  elegant  aroma  can  be  obtained:  Take  of  the 
oils  the  required  amount  to  make  compound  spirit  of 
orange,  U.  S.  P.,  and  dissolve  them  in  the  alcohol.  Put 
this  solution  in  a  refrigerator  (the  fountain  may  be 
used)  and  allow  the  solution  to  remain  forty-eight 
hours.  I  find  the  oils  blend  with  a  more  fragrant 
aroma  than  when  strictly  following  the  U.  S.  P. 

"Remove  the  solution  from  the  refrigerator  and  let 
it  stand  at  the  temperature  of  the  room  for  twelve 
hours.  Now  follow  the  directions  as  given  in  the 
U.  S.  P. 

"The  preparation  when  made  this  way  retains  the 
same  aroma  for  a  longer  time  than  when  made  by  any 
other  process  I  have  ever  tried." 
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CAPSULES  OF  SCIENCE 

Prepared  by  Prop.  W.  L.  Scovii,i,k. 


Nuggets  of  News.— 

During  convalescence  from  typhoid  fever  there  is 
considerable  loss  of  muscle  tissue. 

Barley  and  malt  contain  no  less  than  eight  different 
enzymes,  including  rennin  and  tyrosinase. 
•   Light    reduces    mercuric    chloride    solutions    when 
weak.     They  should  be  dispensed  in  amber  bottles  to 
prevent  this. 

The  oldest  perfume  recorded  is  Ladanum,  a  resin- 
ous exudation  of  the  purple  rock-rose  of  Crete. 

Alcohol  has  been  produced  from  waste  paper-pulp 
at  a  cost  of  10  cents  per  gallon. 

A  chemically  active  nitrogen  is  produced  by  electric 
sparks  which  combines  with  other  substances  much 
more  readily  than  ordinary  nitrogen. 

Typhoid  fever  is  much  more  prevalent  in  the  United 
States  than  in  Europe,  due  to  more  careful  water-treat- 
ments in  the  latter  country. 

It  is  estimated  that  the  number  of  electrons  in  an 
atom  is  eight  times  the  atomic  weight. 

A  thunderbolt  is  supposed  to  consist  of  0»  formed 
by  the  electric  discharge  from  the  clouds. 

It  is  estimated  that  the  water-power  of  the  United 
States  amounts  to  fourteen  and  a  half  millions  of 
horse-power. 

German  chemists  have  demonstrated  that  iridin  and 
euonymin  have  no  effect  on  the  secretion  or  composi- 
tion of  bile. 

Morphine  reduces  the  digestive  power  of  the  stom- 
ach and  also  delays  digestion. 

Rattlesnake  poison  is  thought  to  be  a  body  of  phen- 
olic character.  It  is  free  from  nitrogen  and  forms  only 
a  very  small  part  of  the  liquid  venom. 

A  volcano  in  the  Philippines  emits  a  lava  which 
makes  glass  by  the  simple  addition  of  lime.  A  factory 
has  recently  been  started  for  making  glass  articles. 

Ours  are  Brass  and  Wood. — 

The  high  and  increasing  price  of  platinum  has 
caused  a  search  for  substitutes  therefor  in  standard 
weights  and  measures.  Tantalum  has  been  found  a  sat- 
isfactory substitute  for  weights,  and  silica  for  measures. 
The  marked  ends  of  the  silica  are  coated  with  a  thin 
layer  of  platinum,  on  which  the  terminal  marks  are 
made. 

The  Enduring  Sour  I — 

Glycerophosphates  are  not  easily  changed  to  phos- 
phates and  glycerin,  particularly  in  the  presence  of 
acids.  A  high  temperature  (100°  C.)  favors  the  change, 
and  a  very  slight  acidity  also,  but  with  a  marked  acidity 
and  a  low  temperature  the  glycerophosphates  are  quite 
stable. 

Dott  Sasrs— 

Strychnine  hypophosphite  is  one  of  the  most  soluble 
of  strychnine  salts.  It  dissolves  in  about  3.3  parts  of 
water  at  ordinary  temperature.  It  crystallizes  with 
three  molecules  of  water.    Dott's  sol 


It  Forms  the  Habit- 
In  the  rusting  of  iron,  not  only  is  the  iron  chem- 
ically changed,  but  all  the  impurities  in  the  iron  are 
also  changed.  Sulphur  and  phosphorus  are  oxidized  to 
acids,  carbon  to  carbon  dioxide,  in  part,  and  to  graphite 
in  part,  etc.  Hence  when  rusting  commences  the  acid 
products  formed  promote  its  extension. 

Artificial  Sponges.— 

A  new  kind  of  artificial  sponge,  which  swells  and 
softens  in  water  like  the  natural  animal,  is  made  by 
treating  cellulose  with  zinc  chloride  until  a  pasty  mass 
is  formed,  then  mixing  this  with  salt,  pressed  in  a 
spiked  mold,  and  removing  the  salts  by  washing. 

Ureal  Combination.— > 

Hydrogen  peroxide  combines  with  urea,  yielding  a 
powder  which  is  soluble  in  alcohol  and  in  water.  On 
heating  the  solution  to  60"  C.  it  is  decomposed,  and 
oxygen  is  liberated.  The  compound  is  now  in  the 
market  under  the  name  of  "Hyperol." 

The  Boy's  Appetite.— 

A  Philippine  chemist  says  that  a  growing  animal 
which  receives  only  sufficient  food  to  keep  up  its  body 
weight  or  a  little  more,  is  in  a  condition  of  severe 
starvation,  because  the  skeleton  grows  at  the  expense 
of  the  (est  of  the  body. 

Better  Left  Unsaid.— 

Indole,  which  is  one  of  the  chief  odorous  principles 
of  feces,  has  been  found  in  orange  and  lemon  blossoms 
and  in  one  species  of  coffee  flowers.  Skatol,  another 
intense  and  unpleasant  fecal  odor,  has  been  found  in 
nectandra  flowers. 

Infusion  of  Digitalis. — 

Focke  says  that  a  one-per-cent  infusion  of  digitalis 
leaves  represents  80  per  cent  of  the  activity  of  the 
leaves,  and  a  10-per-cent  infusion  extracts  74  per  cent 
of  the  activity.  He  recommends  the  latter  for  medici- 
nal use — complete  extraction  making  too  dilute  a  prep- 
aration. 

To  Boom  the  Soda  Fountain.— 

Soda  water  is  slightly  antiseptic  and  will  reduce  the 
number  of  living  germs  in  it  on  standing,  but  it  does 
not  become  sterile.  Typhoid  germs  are  more  sensitive 
than  most  others,  but  even  these  survive  in  part. 

The  Colloid  Dictionary.— 

Barry  defines  a  colloidal  solution  as  a  liquid  holding 
in  suspension  sponge-like  solid-liquid  particles,  the^  at- 
traction between  solid  and  liquid  being  balanced  against 
the  elasticity  of  the  solid  and  the  surface  tension. 

This  Applies  to  Water  Only. — 

A  number  of  investigators  unite  in  advocating  copi- 
ous water-drinking  during  meals.  They  iind  that  it 
stimulates  gastric  secretion  and  lessens  intestinal  putre- 
faction.   Digestion  is  better  for  it. 

Artificial  Boards.—* 

Sawdust  is  mixed  with  a  paste  of  magnesia,  mag- 
nesium chloride,  and  water,  and  pressed  into  boards. 
When  the  magnesium  cement  has  set,  semiartificial 
board  is  obtained  which  makes  a  superior  flooring. 
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BOOKS 


A  New  Edition  of  "Pharmaceutical  Formulas." 

Often  our  readers  ask  the  name  of  some  standard 
book  on  pharmaceutical  recipes.  We  therefore  em- 
brace this  opportunity  of  reviewing  an  excellent  work 
of  that  character.  Pharmaceutical  Formulas,  published 
by  the  Chemist  and  Druggist  of  London. 

This  book,  now  in  its  eighth  edition,  is  full  of 
up-to-date  information  on,  the  composition  of  pharma- 
ceutical and  toilet  preparations.  The  text  has  been 
carefully  revised.  There  are  450  alterations  and  anno- 
tations, while  new  formulas  to  the  number  of  400  or 
more  have  been  added.  The  chapter  on  toilet  prepara- 
tions is  itself  worth  the  price  of  the  book.  Many  pages 
are  also  devoted  to  insect  and  other  pests  that  infest 
plants.  This  chapter  has  been  rewritten,  the  purpose 
being  to  give  pharmacists  material  help  in  cultivating 
business  in  remedies  that  are  used  to  destroy  parasites 
on  plants.  Another  new  feature  is  a  monograph  on 
modern  skin  creams  with  abundant  formulas.  The 
section  on  perfume  treats  of  the  composition,  proper- 
ties and  blending  of  synthetic  perfumes,  which  should 
be  of  service  to  those  who  like  to  experiment  with  new 
odors. 

Many,  other  notes  of  interest  have  been  added 
bearing  on  the  subjects  of  cosmetics,  beverages,  cul- 
inary recipes,  miscellaneous  household  requisites,  var- 
nishes, polishes,  and  pharmaceutical  preparations.  The 
price  of  Pharmaceutical  Formulas  is  $3.50.  McKesson 
&f  Robbins,  of  New  York,  are  the  American  agents. 


Information  on    Mediqnal   Leaves  and  Herbs. 

The  Bureau  of  Plant  Industry  of  the  Department 
of  Agriculture  has  issued  Bulletin  No.  219  on  the  sub- 
ject of  "American  Medicinal  Leaves  and  Herbs.''  The 
author  of  the  Bulletin  is  Miss  Alice  Henkel,  who  has, 
it  will  be  remembered,  previously  prepared  two  or 
three  other  bulletins  of  the  same  general  character. 
One  of  them  treated  of  American  root  drugs,  and 
another  of  medicinal  barks.  Leaves  and  herbs  are 
considered  in  the  present  instance,  and,  as  before,  the 
Bulletin  discusses  such  practical  details  as  the  parts 
of  the  plants  employed,  the  places  where  the  plants 
may  be  found,  the  purposes  for  which  they  are  used 
in  medicine,  and  the  prices  paid  for  them.  The 
brochure  contains  descriptions  and  illustrations  of  36 
of  the  most  important  plants  yielding  medicinal  leaves 
and  herbs,  15  of  which  are  official  in  the  U.  S.  P.  The 
illustrations  are  chiefly  from  photographs  taken  from 
nature  by  C.  L.  Lochman.  Any  one  of  these  three 
Bulletins  may  doubtless  be  had  by  simply  dropping 
a  request  to  the  Secretary  of  Agriculture,  Washing- 
ton, D.  C 

PHYSiaANs'  Visiting  or  Call  Lists. 

We  have  received  copies  of  two  of  the  popular 
physicians'  visiting  or  call  lists,  gotten  out  for  use 
during  1912.  One  is  "The  Physician's  Visiting  List" 
published  by  P.  Blakiston*s  Son  &  Co.,  1012  Walnut 


Street,  Philadelphia,  and  the  other  is  "The  Physician's 
Perfect  Call  List  and  Record,"  published  by  E.  G. 
Swift,  Detroit,  Mich.  Both  of  these  books  have  long 
been  popular,  and  are  particularly  well  suited  to  those 
druggists  who  are  looking  for  something  to  present 
their  physician  friends  with  at  the  holiday  season. 


QUERIES 


L 


Information  is  given  in  this  department  under 
the  following  conditions  only:  (/)  No  queries  are 
answered  by  mail;  (2)  queries  must  reach  us  before 
the  isth  of  the  month  to  be  answered  in  the  Bui,i«E- 
TIN  of  the  month  follozving:  (j)  inquirers  must  in 
every  instance  be  regular  subscribers;  and  (4) 
names  and  addresses  must  be  affixed  to  all  com- 
munications. 


Deodorizing  and  Coloring  Benzine. 

H.  E.  L.  asks:  "How  do  you  deodorize  benzine? 
What  substance  will  color  gasoline,  say,  red,  green,  or 
blue?" 

Prof.  W.  L.  Scoville,  writing  in  the  Bulletin  some 
time  ago,  said  that  fibrous  or  spongy  aluminum  hydrox- 
ide was  recommended  for  purifying  benzine,  gasoline, 
etc.  The  benzine  is  shaken  from  four  to  six  hours 
with  the  fibrq^s  hydroxide  and  then  filtered.  The 
hydroxide  removes  the  acids  in  addition  to  deodorizing 
the  benzine. 

Benzine,  as  well  as  other  petroleum  distillates,  may 
be  purified  by  the  process  of  the  U.  S.  P.,  which  is 
given  in  Part  I  of  the  book.  The  following  is  another 
process:  Add  to  the  benzine  1  or  2  per  cent  of  oleic 
acid,  which  dissolves,  and  then  J4  per  cent  of  aqueous 
solution  of  tannin,  which  is  incorporated  by  thorough 
agitation.  A  quantity  of  solution  of  caustic  potash  or 
milk  of  lime  sufficient  to  combine  with  the  acids  is  then 
well  shaken  with  the  mixture  and  the  whole  allowed  to 
stand.  The  benzine  rises  to  the  top  of  the  aqueous 
liquid,  suffic'iently  deodorized  for  all  practical  purposes. 

The  following  process  has  been  patented  in  Germany 
for  disguising  the  odor  of  benzine  and  other  petroleum 
distillates:  Add  to  the  liquid  a  volatile  oil  containing 
a  terpene  such  as  oil  of  turpentine,  fennel,  caraway, 
lavender,  pine  needles,  eucalyptus,  etc.,  and  then  an 
alkali.  If  the  benzine  be  mixed  with  1  per  cent  of  oil 
of  fennel,  warmed  to  70**  C,  then  agitated  with  2J4  per 
cent  of  solution  of  soda,  specific  gravity  about  1.30,  and 
allowed  to  stand  till  the  benzine  separates  from  the 
aqueous  liquid,  the  former  will  have  merely  an  odor  of 
fennel. 

To  color  gasohne,  use  an  oil-soluble  dye.  It  can  be 
obtained  from  Theodore  Eaton  &  Son  of  Detroit  or  any 
dye  house.  Alkanet  root  has  also  been  recommended 
for  the  purpose. 

Elixir  Lactated  Pepsin,  80  Grains. 
J.  F.  R.  writes:    "I  want  some  information  about 
elixir  lactated  pepsin,  80  grains.  Suppose  a  prescription 
specifies  80  grains  of  lactated  pepsin  to  the  fluidounce  of 
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elixir.  Such  a  formula  will  call  for  far  less  pepsin 
itself  than  SO  grains,  as  several  other  ingredients  beside 
pepsin  enter  into  the  composition  of  laclated  pepsin. 
The  apparent  discrepancy  I  think  has  been  explained  by 
you  before,  but  I  have  forgotten  it.  How  is  it  that  so 
much  lactated  pepsin  appears  to  be  present?" 

Lactated  pepsin  is  a  compound  of  several  ingre- 
dients. For  use  in  an  elixir  it  may  be  made  after  the 
formula  of  compound  powder  of  pepsin  N.  F.,  in  which 
the  milk-sugar  has  been  omitted.  Having  made  this 
compound  powder,  leaving  out  the  milk-sugar,  take 
from  it  the  equivalent  of  80  grains  of  the  complete 
formula,  and  dissolve  that  equivalent  quantity,  in  proper 
proportions,  in  a  red  aromatic  elixir.  Use  the  elixir 
base  suggested  in  compoimd  digestive  elixir  N.  F. 
Having  made  both  the  lactated  pepsin  without  the  milk- 
sugar  and  the  vehicle,  one  can  prepare  elixir  of  lactated 
pepsin  of  anf  strength. 

Dehydrating  Alcohol. 
A  querist  asks;  "Can  alcohol  be  dehydrated  by 
copper  sulphate?  \i  so,  what  is  ihe  chemical  re- 
Anhydrous  copper  sulphate  is  used  to  detect  water 
in  alcohol.  Exposed  to  moisture  it  turns  blue.  But 
there  is  no  chemical  reaction.  The  salt  merely  takes 
up  water  of  crystallization.  While  copper  sulphate  is 
thus  used  in  a  test,  it  would  not  be  wise  to  conclude 
that  alcohol  can  be  dehydrated  in  this  way.  That' 
method  would  not  be  practical.  Betterlet  the  alcohol 
remain  in  contact  with  lime  over  night  and  then' distil 
carefully.  The  distillate  will  contain  less  than  one  per 
Copper  sulphate  would  not  prove 


any  more  e/Eci^*'t  Jn  fact,  while  more  expensive  it 
would  hardly  b*  as  effective.  No  chemical  short  of 
metallic  sodium  Would  remove  all  the  water. 

In  Squibb's  Materia  Medica  we  read  of  absolute 
alcohol  containing  only  0.3  per  cent  of  water,  although 
the  Pharmacopceia  admits  a  limit  of  one  per  cent.  In 
its  preparation,  the  purest  grade  of  alcohol  is  slowly 
percolated  through  dehydrated  lime  and  rectified  by 
redistillation,  giving  a  product  which  runs  about  99.8 
per  cent  strength.  It  contains  no  empyreumatic  im- 
purities and  complies  with  all  official  tests. 

Galenical  Preparations  of  Creosote. 
H.  W.  M.  has  been  having  trouble  with  a  creosote 
compound.     He  writes :    "Several  of  our  physicians  are 
prescribing  a  cough  syrup  of : 

Water  and  syrup,  enough  of  each 

"I  dispense  this  mixture  by  the  quart.  I  have  tried 
every  conceivable  way  to  make  a  clear  solution  without 
success.  I  have  tried  rubbing  it  with  magnesium  car- 
bonate, fihering  with  sodium  phosphate,  filter-paper, 
pulp,  albumen,  and  talc,  but  the  filtrate  is  turbid.  It  is 
clear  at  first,  but  turns  cloudy  again.  Can  you  suggest 
a  way  of  keeping  it  clear?" 

We  are  not  familiar  with  MorsOn  creosote.  But 
creosote  and  its  synthetics  resist  solution  in  water.  To 
make  a  galenical  preparation  calls  for  an  excessive 
amount  of  alcohol.  But  one  can  dispense  an  emulsion. 
In  fact  the  emulsion  offers  the  only  means  of  presenting 
creosote  or  its  synthetics  in  therapeutic  quantities  in  a 
permanent  fluid.     The  clear  preparations  are  not  apt  to 


Bomb  CoMura  Fhabhacibts.— This  iQtereatlng-  group  of  joaag  meo  reDnsenU  the  junior  clan  ot  the  School  ol  PhuiDftcr  ol  the 
UnlTenit?  ot  niinola.  The  picture  wm  taken  In  Qnnt  Pu-li  n«ir  the  school.  Qeneisl  Losui,  the  fitore  In  Imperishable  broTue  t«ck 
g(  UK]  above  the  elan.  Is  Bpturlna;  the  boTS  on  to  a  lite  of  eneiKetic  detennlnatloD  and  nlUmate  victor}.  Profesaor  W.  B.  Dar  maj  be 
nen  at  the  rear  ol  tlie  picture— the  fourth  slandlnc  Ovore  from  the  left. 
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contain  more  than  very  small  amounts  of  creosote.  For 
further  information  along  this  line  consult  the  annual 
index  of  the  December  Bulletin,  1911,  for  creosote 
elixir  and  emulsion. 


Almond  Lotion  and  Cream. 

L.  E.  S. — We  do  not  know  the  composition  of  the 
proprietary  mixture  which  you  mention.  The  following 
formulas  of  almond  toilet  preparations  have  been  sug- 
gested : 

ALMOND    LOTION. 

Blanched    almonds    4  ounces. 

Curd  soap    H  ounce. 

Oil    of  bitter   almonds 10  minims. 

Oil    of  bergamot 1  drachm. 

Rectified  spirit   4  ounces. 

Orange-flower  water   12  ounces. 

Dissolve  the  soap  in  the  water  by  warming,  and  add  it 
gradually  to  the  almonds  beaten  up  in  a  mortar.  Strain,  and 
add  the  oils  dissolved  in  the  spirit.     Mix  well. 

ALMOND  COSMETIC  CREAM. 

Blanched  almonds   1  ounce. 

Rose-water     4  ounces. 

Beat  the  almonds  to  a  paste  and  add  the  rose-water;  strain, 
heat  to  boiling  point,  and  add: 

White  wax    1  ounce. 

Almond   oil    2  ounces. 

White    Castile   soap 1  ounce. 

Mix  thoroughly  and  add: 

Saturated   boric-acid  solution 8  ounces. 

Eau  de  Cologne 1  ounce. 

Oil   of  bitter  almonds 4  minims. 

Oil  of  rose-geranium 6  minims. 

Glycerin    1  ounce. 


Removing  Scorch  Stains. 

A.  J.  J.  submits  the  following  query :  "Do  you  know 
of  any  liquid  which  will  eradicate  burnt  spots  from 
clothes  caused  by  tailors  while  ironing?  I  have  tried 
hydrogen  peroxide,  acetone,  ammonium  hydroxide,  and 
acids  with  imsatis  factory  results.  Still  there  is  a  liquid 
that  does  the  work  and  resembles  the  first  two  sub- 
stances in  taste,  odor,  and  appearance." 

Scorch  stains  are  sometimes  removed  as  follows: 
"From  silk  goods  with  potassium  permanganate  fol- 
lowed by  sulphurous  acid,  or  hydrogen  peroxide;  from 
woolen  goods,  by  hydrogen  peroxide;  from  cotton  and 
linen  goods,  by  hydrogen  peroxide  or  sodium  hypo- 
chlorite." The  foregoing  we  have  quoted  literally  from 
the  books,  but  it  would  seem  apparent  that  solutions 
of  these  chemicals  are  intended. 

Suppose  you  try  on  a  restricted  portion  of  the  cloth, 
in  an  experimental  way  first,  a  dilute  solution  of 
chlorinated  soda.  That  ought  to  be  eflFective.  Having 
removed  the  stain,  wash  with  water.  Of  course  care 
must  be  exercised  lest  the  dye  in  the  fabric  be  removed. 


Sour  Milk  at  High  Altitudes. 

L.  L.  submits  an  interesting  query.  He  writes : 
**Will  you  please  publish  a  formula  for  making  sour 
milk?  A  lady  customer  living  at  an  altitude  of  6000 
feet  claims  that  she  cannot  sour  milk  in  the  ordinary 
way  in  her  home," 

Of  course '  all  forms  of  life  diminish  as  we  go 
higher.  At  the  elevated  spot  where  the  querist  lives, 
there  may  be  an  absence  of  sour  milk  bacilli.  But  the 
germs  may  be  bought  in  tablet  form  from  certain  phar- 


maceutical houses.  Planted  in  milk  free  from  pre- 
servative, and  allowed  to  stand  in  the  room  over  night, 
they  produce  lactic  acid,  yielding  fresh,  pure  buttermilk. 
The  subject  is  too  big  to  discuss  further  here,  but 
houses  like  Parke,  Davis  &  Co.  will  be  glad  to  send 
literature  and  samples  for  trial. 


Clarifying  Lime  Juice. 

I.  X.  L.  complains  that  West  India  lime  juice  is 
shipped  in  large  hogsheads  very  dark  and  unfiltered. 
He  wants  a  process  for  clarifying  the  liquid. 

This  may  be  clarified  by  heating  it  either  alone  or 
mixed  with  a  small  quantity  of  egg-albumen,  in  a  suit-, 
able  vessel,  without  stirring,  to  near  the  boiling  point 
of  water,  until  the  impurities  have  coagulated  and 
either  risen  to  the  top  or  sunk  to  the  bottom.  It  is 
then  filtered  into  clean  bottles,  which  should  be  com- 
pletely filled  and  closed  with  pointed  corks,  so  that 
each  cork  has  to  displace  a  portion  of  the  liquid  to  be 
inserted.  The  bottles  are  sealed  and  kept  at  an  even 
temperature,  preferably  in  a  cellar.  In  this  way  the 
juice  may  be  satisfactorily  preserved. 


Making   Ten-per-cent  Sulphuric  Acid. 

S.   M.   M.  writes:     "Given   92.5-per-cent   sulphuric 
acid,  how  can  a  pint  of  ten-per-cent  acid  be  made? 
It  can  be  made  as  follows : 

1  pt.  =  473.2  Cc. 

Sp.  gr.  92.6%  sulphuric  acid  1.826  (U.  S.  P.). 
Sp.  gr.  10%  sulphuric  acid  1.067  (U.  S.  P.). 
473.2  Cc.  10%  sulphuric  acid  at  a  sp.  gr.  of  1.067=604.7  grammes 

=50.47  grammes  absolute  sulphuric  acid. 
60.47  divided  by     .025  =  64.66  grammes,  02.6%  sulphuric  acid. 
64.56  divided  by  1.826  =  20.88  Cc.  02.6%  sulphuric  acid. 

By  reference  to  the  table  of  weights  and  measures 
in  the  U.  S.  P.,  we  find  that  29.57  Cc.  =  1  fluidounce, 
and  the  difference  between  this  and  29.88  Cc,  which  is 
0.31  Cc,  can  be  calculated  from  this  table  as  approxi- 
mately 5  minims.  Therefore,  1  fluidounce,  5  minims, 
is  the  required  answer. 

For  all  practical  purposes  1  fluidounce  of  sulphuric 
acid  can  be  diluted  to  make  1  pint  of  10-per-cent 
acid,  the  exact  percentage  by  this  dilution  being  9.d 
per  cent. 


An  Ink  Eradicator. 

J.  E.  M.  wants  a  good  process  for  removing  ink 
stains  from  clothing.  We  have  published  several  for- 
mulas of  this  character,  but  the  following  method  is 
probably  the  most  practical: 

If  the  clothing  is  white  use  sodium  hypochlorite  so- 
lution with  acetic  acid.  If  the  clothing  is  colored  use 
a  solution  of  oxalic  or  citric  acid.  Sodium  hypo- 
chlorite, being  a  bleaching  agent,  is  apt  to  remove  the 
dye  in  the  fabric  as  well  as  the  ink. 

Consult  previous  issues  of  the  Bullehn  for  other 
processes. 


Softening  Celluloid. 
A.  S.  wants  to  know  how  to  bend  celluloid  so  that 
it  will  stay  bent. 

If  celluloid  is  warmed  in  a  bath  in  boiling  water  it 
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will  be  possible  to  bend  it  That  statement  is  made  in 
"Henley's  Book  of  Formulas/'  but  it  would  be  advisable 
to  write  some  manufacturer  of  celluloid  collars  or 
celluloid  novelties  for  further  information.  We  do  not 
know  what  process  is  used  in  the  factories  to  bend 
celluloid.  It  may  be  wise  to  add  that  when  celluloid 
is  exposed  to  a  flame,  it  undergoes  a  very  active  com- 
bustion* 


Saturated  Solution  of  Potassium  Nitrate. 

G,  H.  D.  asks:  "How  would  you  fill  a  prescription 
for  8  ounces  of  saturated  solution  of  potassium  ni- 
trate?" 

Take  1  ounce  of  the  salt,  dissolve  it  in  3.6  ounces, 
by  weight,  of  water,  for  the  Pharmacopoeia  says  po- 
tassium nitrate  is  soluble  in  3.6  parts  of  water.  Meas- 
ure the  resulting  volume  and  calculate  how  much  more 
of  this  salt  solution  is  necessary  to  make  8  fluidounces. 


An  Herb  Tablet. 

R.  E.  S.— We  do  not  know  the  composition  of  the 
proprietary  preparations  which  you  mention,  but  an 
herb  tablet  may  be  made  after  the  following  formula: 

Powdered  aloei    H  grain. 

Powdered  podophyllum   H  grain. 

Powdered  rhubarb    ^  grain. 

Powdered  senna    }i  grain. 

Powdered   gentian    ^  grain. 

Powdered  nux  vomica H  grain. 

Powdered  lappa   }i  grain. 

Powdered  taraxacum  i"H  grain. 

Powdered   berberis   aquifolium yi  grain. 

Powdered    licorice    root ^  grain. 

Powdered  xanthoxylum  bark H  grain. 

Powdered  buchu   leaves H  grain. 


Fluidextract  of  Black  Haw  Not  Aqueous, 

R.  L.  C  asks :  "Please  tell  me  how  I  can  mix  fluid- 
extract  of  black  hair  with  water.  What  proportions 
are  used?" 

We  presume  yoa  mean  black  haw.  We  know  of  no 
such  drug  as  black  hair.  We  do  not  consider  it  possible 
to  mix  fluidextract  of  black  haw  with  water  and  obtain 
a  clear  solution,  for  the  drug  is  made  with  an  alcohol 
menstruum.  Of  course  the  mixture  may  be  filtered 
clear,  but  we  doubt  whether  the  filtrate  would  be  of 
much  therapeutic  value. 


Unna's  Ointment, 

A.  B.  P.  wants  the  formula  of  Unna's  ointment. 

Unna  was  responsible  for  so  many  formulas  that 
we  hesitate  to  say  which  one  definitely  answers  to  the 
name  specified.  Unna's  Sulphurated  Zinc  Paste,  N.  F., 
has  an  ointment  base,  but  we  cannot  with  any  degree 
of  certainty  say  just  what  preparation  is  called  Unna's 
ointment 


R.  M.  S. — The  composition  of  phosphorous  rat  paste 
was  discussed  at  some  length  in  this  department  of  the 
November  Bulletin,  1910,  on  page  480.  Suppose  you 
consult  that  issue.  We  hesitate  to  take  the  subject  up 
again  so  soon  afterwards. 


ESSAYS  IN  BRIEF. 

"No  man  is  a  hero  to  his  valet."  Why?  Partly  be- 
cause, in  the  intimacy  of  this  relation,  the  hero,  who  is 
after  all  only  a  man,  discloses  many  traits  that  are  very 
commonplace  and  far  from  heroic,  but  more  particularly 
because  the  valet  is  a  valet  with  only  a  valet's  compre- 
hension. You  cannot  expect  him  to  see  elements  of 
greatness  which  are  utterly  beyond  his  grasp. 

Do  every  piece  of  work  the  best  you  know  how — 
strive  always  to  do  a  given  thing  better  than  anybody 
else  can  do  it.  Never  mind  if  you  aren't  getting  suffi- 
ciently paid  for  it  If  there  is  anything  that  gives  me 
an  attack  of  mental  colic  it  is  the  man — and  the  woods 
are  full  of  him — who  is  always  crying  out  that  he  isn't 
paid  what  he  is  worth  and  that  he  isn't  going  to  kill 
himself  until  his  employer  does  the  square  thing. 

A  man  should  always  do  his  level  best,  not  merely 
because  it  pays  in  dollars  and  cents,  not  merely  because 
it  will  increase  his  salary  and  in  time  get  him  a  better 
place,  but  because — and  this  is  far  more  important  in 
the  long  run — it  develops  power  and  ability  in  the  man 
himself.  Capacity  grows  by  what  it  feeds  upon.  Men 
grow  strong  by  using  their  strength.  Nothing  develops 
power  but  the  constant  exercise  of  it 

In  this  democratic  country  of  America  men  get  just 
what  is  coming  to  them — sooner  or  later.  The  reason 
why  most  of  them  don't  get  more  is  because  they  aren't 
worth  it — ^they  are  in  the  way — they  are  barnacles  on 
the  ship.  Let  a  man  make  good  and  he  will  land  on  his 
feet  every  time — ^he  needn't  worry  about  that  The 
country  is  looking  for  him — ^waiting  for  him  to  appear. 
Employers  are  up  in  the  conning  tower  scanning  the 
horizon  with  telescopes,  and  good  men  are  snapped  up 
so  quick  it  makes  them  dizzy.  h.  b.  ic. 


FOOT-RULES  FOR  MEASURING 
CHARACTER. 


In  New  England:    "What  do  you  know?*' 
In  New  York:    "How  much  y'^got?" 
In  the  South:    "Who  are  you?**^ 
In  the  West:    "What  can  you  do?"— Life, 

Not  one  of  these  foot-rules  will  take  the  measure  of 
a  man,  though  the  last  one  would  come  the  nearest  to 
it.  Here  is  a  yardstick  that  would  do  more  accurate 
work  than  all  of  them : 

'What  are  your 

Are  you  a  "decent"  man?  Do  you  act  the  square  deal 
in  every  relation  in  life?  Have  you  the  manners  of 
good  breeding?  Can  you  qualify  for  the  best  positions 
in  the  community?  Have  you  got  the  brains  and  the 
ability  and  the  character? 

Yes?  Then  it  doesn't  matter  in  the  least  what 
university,  if  any,  you  were  graduated  from,  whether 
you  know  your  Browning  or  not,  how  large  your  pile  is, 
who  your  great-grandfather  was  on  your  mother's  side, 
or  how  many  flabby  and  impecunious  dukes  are  after 
your  youngest  daughter. 

You  yourself—that's  What  counts.    IVhat  are  you? 

H.   B.    M. 
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The    Richardson    bill    to 

miCHARDaoN  Biu.  ^"^^nd  the  food  and  drugs 

act  has  caused  a  lot  of  dis- 
cussion lately  in  the  drug  trade.  It  will  be  re- 
called that  the  Supreme  Court  of  the  United 
States  held  last  year  that  the  present  act  could 
not  be  made  to  apply  to  false  and  misleading 
statements  regarding  the  therapeutic  claims 
made  for  medicinal  preparations.  Since  then 
there  has  been  a  wide-spread  desire  to  so 
amend  the  law  as  to  correct  this  omission  and 
shortcoming. 

The  Richardson  bill  is  one  of  several  meas- 
ures which  seek  to  remedy  the  situation.  It 
seems,  however,  to  go  farther  than  some  in- 
dividuals and  interests  in  the  trade  think  it 
ought  to  go.  Primarily,  of  course,  it  brings 
remedial  claims  within  the  scope  of  the  food 
and  drugs  act,  and  it  does  this  whether  the 


claims  are  made  on  the  label  or  even  in  adver- 
tisements, posters  or  circulars.  It  also  seems 
to  restrict  to  registered  pharmacists  and  phy- 
sicians the  manufacture  of  all  medicaments — 
which  would  apparently  give  the  two  profes- 
sions a  monoply  over  the  patent  medicine 
business.  Then,  too,  it  greatly  increases  the 
number  of  drugs,  the  content  of  which  must 
be  mentioned  on  the  label,  and  it  provides  that 
not  only  must  the  presence  of  these  be  indi- 
cated, but  the  names  must  also  be  given  of  the 
parent  substances  from  which  they  are  derived. 
As  we  have  intimated,  there  seems  to  be  a 
wide  diflference  of  opinion  over  the  merits  and 
desirability  of  this  bill.  Some  of  the  editorials 
we  have  seen  in  the  pharmaceutical  press, 
however,  have  manifestly  been  based  on  a 
misreading  of  the  measure.  From  a  gram- 
matical and  rhetorical  standpoint,  it  is  very 
loosely  and  poorly  drawn,  and  one  can  scarcely 
be  blamed  for  failing  to  know  what  it  all 
means.    We  aren't  perfectly  sure  we  are  right 

ourselves ! 

*     *     * 

TBE  ^  good  deal  of  discussion 

ANTi.NARCOTic     has  resulted,  too,  from  the 

DECISION.  ,  ,    ^   J  ,.  J 

contemplated  ruling  or  de- 
cision of  the  Board  of  Food  and  Drug  In- 
spection regarding  the  importation  and  sale 
of  opium,  morphine  and  cocaine.  This  was 
issued  tentatively  some  weeks  ago,  and  it  is 
generally  understood  that  it  will  become  of- 
ficial, though  perhaps  with  modifications,  after 
the  interests  involved  have  had  an  opportunity 
to  express  their  opinions  and  perhaps  utter 
their  protests.  In  a  word,  the  decision  would, 
if  officially  adopted  and  subsequently  upheld 
by  the  courts,  practically  be  tantamount  to  an 
interstate  anti-narcotic  law.  In  effect  it  would 
do  pretty  much  all  it  was  sought  to  accomplish 
by  means  of  the  Foster  bill  at  the  last  session 
of  Congress. 

It  provides  that  all  dealers  must  keep  care- 
ful records  of  their  sales  of  the  proscribed 
narcotics  except  when  dispensed  on  the  pre- 
scriptions of  authorized  medical,  dental  and 
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veterinary  practitioners.  It  limits  the  sale  of 
narcotics  absolutely  to  medicinal  purposes.  It 
declares  that  every  package  containing  any  of 
the  specified  drugs  shall  bear  a  red  label  con- 
taining the  word  "Poison"  and  the  skuU-and- 
crossbones  device.  The  revenue  feature  of 
the  Foster  bill  is  of  course  absent,  since  this 
could  not  be  incorporated  in  a  mere  decision 
or  ruling  of  a  governmental  bureau  or  de- 
partment. 

Offhand  this  document  would  seem  to  do 
little  more  than  take  one  of  our  numerous 
State  anti-narcotic  laws  and  make  it  national 
or  interstate  in  character.  It  does  go  a  step 
farther,  however,  in  compelling  the  keeping  of 
records  of  all  sales.  On  the  other  hand, 
though,  it  is  not  as  rigid  as  some  of  the  State 
laws  in  that  it  does  not  absolutely  restrict  the 
sale  of  narcotics  to  physicians'  prescriptions. 
Certain  it  is  that  we  need  something  in  the 
way  of  an  interstate  narcotic  law,  and  until 
we  get  it  the  State  acts  are  very  seriously 
nullified.  Whether  this  decision  will  provide 
a  remedy,  whether  the  Foster  bill  is  what  we 
want,  or  whether  something  quite  different 
from  either  is  indicated,  remains  to  be  worked 
out.  For  ourselves,  we  look  upon  the  keeping 
of  records  as  an  intolerable  nuisance,  especially 
to  the  large  manufacturers  and  jobbers,  and 
we  do  not  see  any  compensating  advantage. 

4e        4e        4e 

While  speaking  of  national 
mmniuSi^ACT.     legislation  and  contemplated 

national  legislation  we  are 
reminded  that  Frank  H.  Freericks,  who  in  the 
illness  of  Judge  Errant  is  doing  legal  work 
for  the  N.  A.  R.  D.,  has  drawn  up  an  amend- 
ment to  the  Sherman  anti-trust  law.  This 
strikes  us  as  being  exceedingly  sensible.  We 
went  on  record  editorially  a  month  or  two  ago 
as  believing  that  under  the  present  Sherman 
act  any  price  protection  plan  which  the  N.  A. 
R.  D.  might  devise,  no  matter  how  clever  or 
ingenious,  would  in  all  probability  be  declared 
invalid  by  the  courts.  The  only  sure  remedy 
is  to  amend  the  law  itself. 

We  are  not  able  at  this  writing  to  give  the 
provisions  of  Mr.  Freerick's  contemplated 
amendment.  It  will  not  be  published  until  it 
has  been  carefully  considered  by  the  different 
members  of  the  Executive  Committee.  Its 
probable  purpose,  however,  is  to  exempt  retail 
merchants  and  the  organizations  of  labor,  in 
their  cooperative  and  defensive  methods,  from 


the  application  of  the  Sherman  law.  The 
N.  A.  R.  D.  is  not  alone  in  asking  for  such 
an  exemption.  Organizations  in  other  lines 
of  retail  trade  have  taken  much  the  same  posi- 
tion. We  have  before  us,  for  instance,  an 
appeal  to  Congress  from  the  National  Feder- 
ation of  Retail  Merchants,  asking  relief  from 
the  hampering  influence  of  the  Sherman  act. 
From  all  these  directions  it  has  been  de- 
clared that  there  are  many  price-agreements 
and  restrictions  upon  trade  which  are  really 
beneficial  to  the  public  welfare;  that  they  serve 
to  protect  the  great  majority  against  the  ag- 
gressions of  a  powerful  and  selfish  minority; 
that  the  unbridled  Sherman  law  really  drives 
out  free  competition  while  it  seems  theoreti- 
cally to  protect  and  preserve  it ;  and  that  some 
concession  must  be  made  to  the  thousands  of 
retail  merchants  in  all  lines  of  trade  who  are 
seeking  to  protect  themselves  honestly  against 
destruction.  Whether  a  discrimination  in 
favor  of  retailers  or  laborers  would  be  con- 
stitutional we  leave  others  to  determine,  but 
it  seems  as  if  something  might  be  done,  by  one 
method  or  another. 


A  year  ago  our  readers  were 
"CHAIN"  STOKES,  fully  informed  of  the  amal- 
gamation of  interests  which 
had  been  agreed  upon  in  New  York  City  be- 
tween the  Hegeman  Corporation  and  the  Wil- 
liam B.  Riker  &  Son  Co.,  both  of  them  owners 
of  chains  of  retail  drug  stores.  Not  until  last 
month,  however,  was  the  consolidation  legally 
completed.  The  Riker-Hegeman  Co.  is  incor- 
porated under  the  laws  of  the  State  of  New 
York  for  $15,000,000— which  is  quite  an  in- 
vestment for  one  company  to  have  in  the  retail 
branch  of  the  trade! 

We  do  not  know  just  how  many  stores  are 
owned  by  the  corporation,  but  we  are  under 
the  impression  that  there  are  over  60  of  them, 
and  the  purpose  is  to  add  new  ones  to  the 
chain  from  time  to  time  as  strategic  points 
may  be  found.  It  was  said  some  months  ago, 
for  instance,  that  a  scout  for  the  company  had 
been  looking  over  the  field  in  Chicago,  but  in 
that  instance  had  decided  to  stay  out.  Most 
of  the  Riker-Hegeman  establishments  are 
located  in  New  York  City,  Brooklyn  and 
Boston,  but  new  ones  have  been  opened  during 
the  last  year  in  Paterson,  N.  J.,  Bridgeport, 
Conn.,  and  Worcester,  Mass. 

The  other  big  chain  of  retail  stores  is  that 
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conducted  by  Louis  K.  Liggett  and  the  United 
Drug  Co.  There  are  something  like  40  stores 
in  this  group.  The  original  plan  was  to  have 
these  included  in  the  Riker-Hegeman  amalga- 
mation, but  the  effort  fell  through.  Last 
month  it  was  rumored  that  the  Liggett  inter- 
ests had  finally  been  pacified  and  absorbed,  but 
this  was  vigorously  denied  by  Mr.  Liggett 
himself.  It  would  seem  that  those  two  big 
chains  of  retail  drug  stores  will  be  competitors 
of  one  another  instead  of  otherwise. 

In  the  meantime  the  United  Drug  Co.  has 
succeeded  in  getting  hold  of  its  own  stock 
formerly  held  by  the  Riker  Company,  so  that 
Mr.  Liggett  is  apparently  free  to  take  over  the 
sale  and  promulgation  of  Rexall  goods  in  New 
York  and  Brooklyn  himself.  He  will  do  this 
by  means  of  a  number  of  stores  which  he  pro- 
poses to  open  and  conduct  under  the  aegis  of 
the  United  Drug  Co. 


TBE  TIPPING 
NUISANCE. 


We  observe  that  the  com- 
mercial travelers  of  the 
country  are  at  last  making  a 
determined  stand  against  the  tipping  nuisance. 
They  have  been  muttering  and  growling  for 
years,  but  now  they  are  beginning  to  do  some- 
thing. Here  in  Michigan  an  organization  of 
traveling  salesmen  passed  some  pretty  strong 
resolutions  at  its  annual  meeting  a  few  weeks 
ago.  More  recently  the  Commercial  Travelers 
National  League,  meeting  in  New  York  City, 
definitely  decided  to  stop  tipping  hotel  help, 
barbers,  Pullman  car  porters,  and  everybody 
else.  P.  E.  Dowe,  president  of  the  League, 
declared  that  "from  now  on  the  crusade 
against  tipping  will  be  waged  in  earnest,  for 
we  realize  that  the  time  to  break  the  chains 
which  bind  is  now  or  never!" 

There  is  no  doubt  at  all  that  the  tipping  evil 
is  a  national  curse.  To  give  a  man  10  or  25 
or  50  cents  for  doing  something  for  you  which 
he  is  not  expected  or  otherwise  paid  to  do,  is 
not  only  a  pleasure  but  a  real  obligation.  On 
the  other  hand,  to  pay  a  horde  of  self-seeking 
hotel  and  railway  menials  for  services  for 
which  you  have  already  paid  their  employers 
handsomely,  is  in  the  abstract  a  rank  shame 
and  injustice.  There  is  no  real  excuse  for  it. 
The  worst  of  it  is,  many  of  the  proprietors  of 
the  very  best  and  most  expensive  hotels  pay 
their  help  little  or  nothing  on  the  supposition 
that  the  easy-going  public  will  do  it  for  them. 


Elsewhere  in  this  issue  of 
THE  A.  PH.  A.  the  Bulletin  we  are  re- 
porting upon  the  election  of 
Prof.  W.  B.  Day  to  the  presidency  of  the 
American  Pharmaceutical  Association,  and 
we  are  reproducing  Professor  Day's  portrait 
and  making  some  mention  of  the  man  himself. 
In  this  place  it  might  be  well  to  give  the 
names  of  other  officers  for  1912-13  elected  by 
the  recent  referendum  carried  on  through  the 
mails :  First  vice-president,  Charles  M.  Ford ; 
second  vice-president,  Caswell  A.  Mayo ;  third 
vice-president,  C.  H.  Packard ;  members  of  the 
council:  William  C.  Alpers,  F.  C.  Godbold, 
and  L.  E.  Sayre.  The  term  of  office  of  these 
men  does  not  begin  until  the  completion  of  the 
Denver  meeting  in  August. 

In  the  meantime  we  are  reminded  that  the 
first  issue  of  the  Journal  of  the  American 
Pharmaceutical  Association  made  its  appear- 
ance last  month.  Editor-Secretary  James  H. 
Beal  is  certainly  to  be  congratulated  on  the 
showing.  It  is  very  evident  that  we  are  going 
to  have  in  the  Journal  a  high-class,  carefully 
edited,  progressive,  thoroughly  representative 
organ  of  scientific  and  professional  pharmacy. 
But  it  will  be  no  academic  graveyard,  as  those 
who  know  Professor  Beal  can  well  believe. 
Red  blood-corpuscles  are  not  and  will  not  be 
found  wanting.  It  is  made  clear  in  the  lead- 
ing editorial,  however,  that  the  Journal  will 
not  attempt  to  enter  the  field  served  by  the 
general  pharmaceutical  press,  but  will  limit 
itself  to  the  discharge  of  its  mission  as  the 
official  organ  of  the  association,  and  to  the 
promotion  of  the  association's  various  and 
growing  interests.  Only  "aseptic"  advertising 
will  be  admissible,  and  if  subscribers  outside 
the  association  membership  are  secured,  it  will 
be  for  the  purpose  of  increasing  the  member- 
ship of  the  organization  itself. 


HISBMANDED 
CASTILB  aOAP. 


In  this  department  of  the 
Bulletin  for  December  we 
dwelt  briefly  on  some  of  the 
findings  which  had  been  made  by  Charles  M. 
Ford  in  his  capacity  as  drug  inspector  for  the 
State  of  Colorado.  We  spoke,  among  other 
things,  of  a  brand  of  Castile  soap  which  was 
largely  sold  in  the  Denver  market,  but  which, 
being  made  from  cocoanut  oilj  was  legally 
unsalable  under  the  pharmacopoeial  title  of 
"Castile  soap."    A  Denver  subscriber,  who  for 
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some  reason  does  not  attach  his  name  to  the 
communication,  asks  us  rather  belligerently 
why  we  did  not  mention  the  brand  of  the  soap 
and  the  name  of  the  manufacturer.  We  have 
since  taken  the  trouble  to  look  up  the  facts 
and  we  find  from  Mr.  Ford's  original  report 
that  the  product  he  had  in  mind  was  "Boca- 
belli  Castile  Soap/'  and  that  the  manufacturers 
were  Jones  &  Co.  of  New  York  City.  The 
point  is  that  Castile  soap  made  from  any  oil 
but  that  gotten  from  the  olive  is  not  in  ac- 
cordance with  the  pharmacopoeial  formula, 
and  is  therefore  misbranded  when  given  a 
pharmacopoeial  title.  It  may  be  legally  sold 
in  Colorado  under  some  other  name,  but  not 
under  that  prescribed  in  the  U.  S.  P. 


raOFESSOR 

CASPASI 
WATCH-ED. 


Charles  Caspari,  Jr.,  for 
nearly  20  years  general  sec- 
retary of  the  A.  Ph.  A.,  was 
very  pleasantly  surprised  a  few  weeks  ago. 
It  will  be  recalled  that  when  Professor  Caspari 
withdrew  from  the  secretaryship  at  the  Boston 
meeting  last  August,  and  refused  a  reelection, 
it  was  voted  by  the  Council  to  present  him 
with  a  set  of  handsomely  engraved  resolutions 
of  appreciation.  Professor  Remington,  chair- 
man of  the  Council  Committee  charged  with 
the  duty  of  getting  up  the  resolutions,  pre* 
sented  them  to  Professor  Caspari  not  long  ago 
at  a  little  meeting  held  at  the  Hotel  Stafford 
in  Baltimore.  This  part  of  the  programme, 
while  thoroughly  delightful,  was  after  all  ex- 
pected, but  the  surprise  to  Professor  Caspari 
came  when  he  was  afterwards  presented  with 
a  gold  watch  and  jeweled  fob.  These  were 
the  gift  of  20  friends — some  of  the  older 
members  of  the  association  who  had  done 
team  work  with  the  general  secretary  for  so 
many  years.  Charles  E.  Caspari  of  St.  Louis, 
son  of  the  Professor,  was  present,  and  the 
occasion  was  one  long  to  be  remembered. 


'PHONE 
CONDITIONS. 


At  this  writing  the  telephone 
situation  in  New  York  City 
does  not  seem  to  have  been 
corrected.  So  far  the  company  has  not  con- 
ceded what  the  druggists  want.  The  telephone 
people  have  annoimced  a  reduction  in  com- 
missions from  20  to  10  per  cent,  and  the  drug- 
gists are  insisting  upon  30  per  cent.  The 
newly  established  Pharmaceutical  Conference, 
representing  all  of  the  local  associations,  is 


making  a  systematic  canvass  to  get  every 
druggist  in  Greater  New  York  to  sign  a 
promise  to  make  no  contract  with  the  tele- 
phone company  until  the  completion  of  pend- 
ing negotiations  entered  into  by  the  Confer- 
ence Telephone  Committee.  There  has  even 
been  talk  of  throwing  out  the  'phones  unless 
the  company  came  to  terms.  If  the  druggists 
stand  together,  as  they  are  apparently  doing, 
they  can  certainly  get  what  they  want — or  at 
least  what  is  reasonable. 


Last  month  we  had  some- 

deuoVlubs.  ^^^^S  to  say  about  the  for- 
mation of  the  St.  Paul  Drug 
Club.  Now  we  find  that  a  similar  drug  club 
has  also  been  organized  in  the  Twin  City  of 
Minneapolis.  Both  of  these  clubs  were  pri- 
marily gotten  up  for  social  purposes,  and  each 
of  them  hopes  soon  to  be  able  to  support  club 
rooms  or  other  quarters.  Active  campaigns 
for  the  increase  of  membership  are  under  way. 
The  St.  Paul  Drug  Club  has  outlined  a  series 
of  dances,  card  parties,  and  the  like  to  follow 
one  another  every  two  weeks  during  the  win- 
ter, hoping  in  this  way  to  get  the  families  of 
the  druggists  together  and  to  develop  a  social 
spirit  among  them.  Ultimately,  of  course, 
both  organizations  will  be  in  position  to  under- 
take legislative  or  other  activities  if  such 
things  become  necessary.  Why  wouldn't  such 
a  drug  club  be  a  good  thing  in  every  city  ? 


p..  D.  ^  CO. 
IN  EUBOPE. 


We  observe  from  reports  in 
the  pharmaceutical  journals 
of  London,^  England,  that 
the  European  office  of  Parke,  Davis  &  Co.  in 
that  city  has  recently  been  celebrating  its 
twenty-first  anniversary.  From  the  speeches 
at  the  banquet  it  appeared  that  the  total  force 
of  employees  21  years  ago  comprised  Manager 
F.  M.  Fisk,  Assistant  Manager  H.  J.  Fisk, 
and  a  stenographer.  Now  the  force  boasts  of 
570  people,  housed  in  the  European  headquar- 
ters in  London,  in  the  laboratory  at  Hounslow, 
in  the  Russian  branch  at  St.  Petersburg,  and 
at  other  strategic  points  in  the  United  King- 
dom or  on  the  continent,  not  to  mention  the 
South  African  travelers,  who  are  also  under 
the  jurisdiction  of  the  London  office.  It 
would  seem  from  these  facts  that  the  Euro- 
pean business  of  this  American  house  has 
grown  to  considerable  proportions. 
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One  of  the  buying  clubs 
"™  «M™      a^ong   druggists   has   gone 

under.  We  refer  to  the 
Brooklyn  Consolidated  Drug  Co.,  which  has 
filed  a  voluntary  petition  in  bankruptcy.  It  is 
now  declared  that  the  business  of  the  club  has 
been  conducted  at  a  loss.  The  assertion  is 
made,  however,  that  the  assets  and  the  bills 
receivable  will  cover  all  the  indebtedness. 
Most  of  the  bills  receivable  consist  of  notes  of 
J.  C.  Wischerth,  former  manager  and  treas- 
urer of  the  organization,  and  Mr.  Wischerth 
is  now  being  sued.  The  method  of  the  club 
was  to  charge  its  members  wholesale  rates  for 
supplies,  plus  5  per  cent  for  handling,  and  it 
was  always  said  that  this  advance  was  suf- 
ficient in  view  of  the  fact  that  the  business 
was  carried  on  in  connection  with  the  mana- 
ger's own  store  and  therefore  at  a  relatively 
slight  expense.  It  would  now  seem  that  this 
was  not  the  fact.  Dr.  W.  C.  Anderson  was 
president  of  the  company. 

4(     ♦      ♦ 

To  satisfy  the  demands  of 
TBB  OWEN  BILL,  thosc  who  feared  the  cur- 
tailment of  medical  freedom 
in  the  establishment  of  a  Federal  bureau  or 
department  of  public  health.  Senator  Owen, 
the  sponsor  for  the  congressional  measure  pro- 
posing the  department,  has  included  in  the 
latest  draft  of  his  bill  a  provision  that  the  de- 
partment shall  have  no  power  to  regulate  the 
practice  of  healing  or  to  interfere  with  per- 
sonal rights  in  the  selection  of  medical  attend- 
ance, and  that  no  discrimination  shall  be  made 
among  medical  sects  in  the  appointment  of  the 
officials  of  the  department.  This  will  remove 
the  great  objection  of  most  of  those  organiza- 
tions and  individuals  who  have  protested 
against  the  establishment  of  a  department  of 
public  health  at  Washington. 

4c       ♦       4( 

Well,  well,  what  do  you 
A  JOEE?  know  about  this?    Here  are 

a  number  of  physicians  in 
Brooklyn  circulating  a  petition  asking  the 
public  not  to  patronize  drug  stores  where  side- 
lines are  carried !  The  names  of  57  physicians 
are  said  to  be  signed  to  the  petition,  and  it  is 
reported  that  50,000  copies  have  already  been 
circulated.  Where  is  the  man  who  once  said 
that  there  was  nothing  new  under  the  sun! 
It  strikes  us  that  this  is  a  novelty  par  ex- 


cellence. We  shall  not  spend  time  in  a  vain 
search  to  discover  any  good  reason  behind  this 
movement.  It  would  scarcely  be  worth  while, 
and  besides  we  are  quite  busy  this  morning. 
There  are  some  things  that  we  find  it  hard  to 
take  seriously,  and  we  hope  the  public  of 
Brooklyn  is  of  the  same  mind. 


EDITORIAL 


THE    DRUGGIST'S    PREPARATIONS    UNDER 

FIRE. 

In  this  era  of  pure  food  and  drug  reform 
the  druggists  of  the  country  may  just  as  well 
get  ready  to  expect  a  more  rigid  investigation 
into  the  character  of  the  medicaments  foimd 
in  their  stores.  Examinations  are  from  time 
to  time  being  made  in  practically  every  State 
in  the  Union,  and  in  some  instances  the  dis- 
closures are  not  wholly  complimentary  to 
pharmacists.  Down  in  Maryland,  for  in- 
stance, the  Pure  Food  and  Drug  Commissioner 
is  himself  one  of  the  conspicuous  leaders  in 
American  pharmacy — Charles  Caspari,  Jr.  It 
may  well  be  expected  that  Dr.  Caspari  will 
discharge  the  duties  of  his  office  with  friendli* 
ness  towards  the  druggist,  and  without  any  of 
the  narrowness  and  intolerance  sometimes  ex- 
hibited by  officials  ignorant  of  the  real  con- 
ditions. 

At  the  last  meeting  of  the  Maryland  Phar- 
maceutical Association,  Dr.  Caspari  talked  for 
a  couple  of  hours  on  the  conditions  as  he  had 
found  them  in  the  State  of  Maryland  since  his 
appointment  as  Commissioner.  Realizing  that 
it  is  often  an  injustice  to  the  druggist  to  take 
from  his  store  articles  which  have  been  made 
by  somebody  else,  and  then  hold  him  respon- 
sible for  their  character.  Dr.  Caspari  explained 
that  thus  far  he  had  for  the  most  part  been 
collecting  and  investigating  the  common  sub- 
stances and  galenicals  which  druggists  usually 
prepare  themselves — or  at  least  things  which, 
if  not  made  in  the  store,  are  easily  susceptible 
of  examination  by  the  druggist.  He  really 
wanted  to  see  just  how  far  druggists  were 
exercising  care  in  the  manufacture  and 
handling  of  their  supplies. 

Tincture  of  iodine  was  one  of  the  chief 
products  examined,  and  of  this  450  specimens 
were  collected.  The  net  result  was  the  dis- 
covery of  "an  unwarranted  degree  of  laxity  on 
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the  part  of  many  druggists  in  the  State/*  In 
some  cases  druggists  defended  themselves  by 
saying  that  they  did  not  know  that  tincture  of 
iodine  had  to  have  any  definite  content  of 
iodine  itself,  and  in  other  cases  they  did  not 
understand  anything  about  the  necessity  of 
using  potassium  iodide  in  the  product!  In  a 
few  cases  the  tincture  was  being  made  by  an 
old  formula  used  in  the  store  for  forty  years  I 
More  surprising  still,  however,  a  few  druggists 
got  sore  after  having  had  these  derelictions 
called  to  their  attention,  and  they  determined 
"to  get  even  with  the  Commissioner."  There- 
upon they  made  two  different  tinctures  of 
iodine,  one  three  or  four  times  stronger  than 
necessary,  and  this  they  supplied  the  inspector 
when  he  visited  the  store  again,  reserving  the 
other  for  the  ordinary  demands  of  trade.  How 
foolish  and  idiotic  this  was  need  not  be  pointed 
out.  Neither  is  it  necessary  to  explain  that  it 
is  quite  as  bad  to  have  a  product  too  strong  as 
too  weak. 

The  conditions  with  respect  to  spirit  of  cam- 
phor were  found  by  Dr.  Caspari  to  be  quite  as 
unfortunate.  Some  of  the  druggists  in  the 
State  are  still  adding  from  20  to  25  per  cent 
of  water  to  this  preparation.  This  makes  it 
depart  from  the  pharmacopoeial  standard,  and 
it  may  not  therefore  be  sold  under  the  phar- 
macopoeial title.  It  becomes  legal  only  when 
the  content  of  water  is  honestly  stated  on  the 
label.  As  for  the  content  of  camphor,  Dr. 
Caspari  had  found  that,  whereas  it  should  be 
10  per  cent,  it  often  ran  as  low  as  5J4  and  6 
per  cent,  although  in  one  case  it  was  as  high 
as  25  per  cent.  This  was  evidently  another 
instance  of  somebody  wanting  "to  get  square 
with  the  Commissioner.*' 

Altogether  a  total  of  174  specimens  of  spirit 
of  camphor  were  examined.  In  93  cases  the 
product  was  illegal.  There  were  also  examined 
70  specimens  of  laudanum,  and  49  of  these 
were  found  below  the  pharmacopoeial  standard. 

We  are  moved  to  point  out  one  other  con- 
dition of  things  disclosed  in  Dr.  Caspari's  talk. 
This  was  with  reference  to  Seidlitz  powders. 
On  page  486  of  the  December  Bulletin  we 
quoted  Charles  M.  Ford,  the  well-known  drug 
inspector  for  the  State  of  Colorado,  as  finding 
that  Seidlitz  powders  on  the  market  were  fre- 
quently much  below  weight.  The  same  thing 
was  touched  on  by  Dr.  Caspari,  and  it  would 
seem  that  druggists  all  over  the  country  need 
to  be  particularly  careful  about  this  product. 


■ 

Dr.  Caspari  explained  that  191  lots  of  Seid- 
litz powders  had  been  examined.  Of  these 
111  were  illegal — either  below  weight  or  above 
weight.  They  had  evidently  been  put  up  with 
a  good  deal  of  carelessness.  According  to  the 
U.  S.  P.,  the  blue  paper  should  weigh  lOJ 
grammes,  and  the  white  paper  2J4  grammes. 
In  many  cases  the  actual  weights  had  been 
found  to  run  from  20  to  25  per  cent,  and  in 
some  instances  even  50  per  cent,  below  the 
standard.  Occasionally  the  amount  of  tartaric 
acid  ran  as  low  as  1J4  grammes,  while  in  other 
instances  it  ran  up  above  weight  to  3J4 
grammes !  It  was  found  that  the  prices  varied 
accordingly.  They  ran  from  15  to  40  cents  a 
box,  and  Dr.  Caspari  contended  that  if  he 
were  back  in  the  drug  business  again  he  would 
weigh  his  Seidlitz  powders  accurately,  put 
them  up  neatly,  and  charge  50  cents  for  them ! 

Summing  it  all  up,  it  would  seem  from  these 
and  other  disclosures  that  many  druggists  are 
careless  about  the  preparation  of  their  own 
galenicals,  and  equally  careless  about  those 
which,  if  bought  from  others,  are  very  easy 
of  determination.  They  must  brace  up  if  they 
expect  to  avoid  trouble.  To  adopt  any  policy 
of  "trying  to  get  square  with  the  authorities" 
is  certainlv  absurd  and  ridiculous.  Most  of 
the  commissioners  want  to  be  lenient — and 
certainly  Dr.  Caspari  is  in  this  class.  So  far 
no  prosecutions  have  been  made  in  Maryland, 
and  the  work  has  been  purely  educational. 
Druggists  have  been  told  of  the  conditions  in 
order  that  they  could  improve  them — in  order 
that  they  could  get  in  out  of  the  wet.  When 
warned  in  this  way  they  should  profit  by  the 
information  and  put  their  house  in  order.  For 
the  lines  will  steadily  be  drawn  tighter  and 
tighter  as  the  years  roll  on. 


GIVE  THE  CANDIDATE  AN  EMULSION  TO 

MAKE. 

An  interesting  discussion  arose  at  the  last 
meeting  of  the  Missouri  Pharmaceutical  Asso- 
ciation on  the  importance  of  having  practical 
dispensing  work  form  a  part  of  the  examina- 
tions given  by  the  State  Board  of  Pharmacy. 
The  question  was  brought  up  by  Dr.  Francis 
Hemm.  He  argued  that  two  years  ago,  when 
the  new  pharmacy  act  was  placed  on  the 
statute  book,  the  drug  trade  had  been  led  to 
believe  that  an  era  of  higher  standards  had 
been  ushered  in.     He  had  failed,  however,  to 
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witness  any  particular  changes,  and  he  was 
strongly  of  the  opinion  that  the  Board  ought 
to  begin  stiffening  its  requirements.  He 
pleaded  particularly  for  the  introduction  of 
practical  dispensing  work. 

The  members  of  the  Board,  some  of  whom 
were. present  at  the  convention,  were  rather 
inclined  to  oppose  the  proposition.  They 
argued  that  it  would  take  some  time  to  arrange 
for  practical  examinations;  they  thought  that 
such  changes  should  be  approached  with  due 
solemnity  and  without  haste  and  speed;  and 
they  declared  that  dispensing  work  could 
scarcely  be  done  anyway  when  the  Board  was 
moving  about  from  place  to  place,  since  it  in- 
volved the  use  of  considerable  apparatus  and 
material. 

Several  speakers,  however,  were  warmly  in 
favor  of  the  Hemm  motion.  Dr.  Whelpley 
asserted  that  over  in  Illinois  practical  examina- 
tions had  been  conducted  for  many  years. 
Why,  asked  he,  should  a  mere  river  divide  two 
sections  of  the  country  with  such  different 
qualifications  and  requirements?  He  quoted 
the  late  Senator  Sherman  as  declaring  that 
"the  way  to  resume  specie  payments  was  to 
resume.*'  He  thought  the  way  to  have  prac- 
tical examinations  was  to  have  them.  As  for 
the  difficulty  of  giving  practical  work,  Pro- 
fessor Hemm  pointed  out  that  the  St.  Louis 
College  of  Pharmacy  would  be  glad  to  place 
its  facilities  at  the  disposal  of  the  State  board. 
He  believed  that  the  Kansas  City  College  of 
Pharmacy  would  be  willing  to  make  the  same 
offer,  so  that  in  these  two  cities  at  least  the 
Board  could  hold  meetings  for  the  examination 
of  candidates  where  the  equipment  for  doing 
practical  work  was  available  with  very  little 
expense  and  inconvenience. 

The  sentiment  was  so  generally  in  favor  of 
practical  examinations  that  a  resolution  was 
finally  adopted  in  which  it  was  recommended 
to  the  State  Board  that  the  work  be  instituted 
"as  early  as  possible  in  the  future."  There  is 
no  doubt  at  all  that  this  is  the  right  step  to 
take.  For  ourselves,  we  have  argued  over 
and  over  again  that  one  of  the  very  best 
methods  of  disclosing  the  shallowness  of  the 
average  quiz-compend  crammer  is  to  set  him 
actually  at  work  over  a  dispensing  problem. 
The  benefits,  however,  are  not  merely  nega- 
tive— they  are  strongly  positive.  The  best 
way  to  determine  a  candidate's  general  effi- 
ciency is  to  see  how  he  handles  himself  under 


those  conditions  which  actually  prevail  when 
he  is  doing  his  life-work  in  the  drug  store. 
He  should  be  surrounded  with  books  and 
allowed  to  consult  them;  he  should  be  given 
material  and  apparatus ;  and  the  atmosphere  of 
the  store  should  be  duplicated  so  far  as  possi- 
ble. He  should  be  required  to  make  emul- 
sions and  pills.  He  should  be  given  prescrip- 
tions to  compound.  He  should  be  given 
practical  problems  to  solve.  It  will  then  ap- 
pear pretty  quickly  whether  he  is  a  safe  and 
skilful  pharmacist  or  not. 

The  written  and  oral  examinations  should 
of  course  be  continued.  They  are  important. 
But  they  should  by  all  means  be  supplemented 
by  a  practical  examination.  Fortunately  this 
truth  has  been  generally  recognized,  and  to-day 
a  considerable  number  of  the  boards  of  phar- 
macy are  giving  practical  examinations  of 
greater  or  less  value.  It  is  gratifying  to  know 
that  the  Missouri  Board  is  going  to  get  in  line 
with  this  progressive  movement. 


OUR  THREE  PRIZE  OFFERS. 

We  have  had  a  number  of  contributions  to 
the  prize  contests  announced  in  the  last 
Bulletin,  but  we  want  a  lot  more.  Here  are 
the  offers : 

1.  We  shall  pay  $5.00  at  once  for  every 
accepted  article  on  "My  Best  Paying  Side 
Line,"  and  we  can  use  quite  a  number  of 
them ! 

2.  We  shall  pay  $10.00  for  the  best  article, 
and  $5.00  for  the  second  best  article,  on  "My 
Experience  in  the  Sale  and  Fitting  of  Trusses.*' 
Only  the  two  papers  winning  prizes  can  be 
accepted  on  this  subject. 

3.  We  shall  pay  $10.00  for  the  best,  and 
$5.00  each  for  the  two  next  best,  formulas 
for  a  hair  tonic. 

We  want  to  get  some  rattling  good  material 
in  all  three  classes — and  we  know  our  readers 
can  give  it  to  us  if  they  will  only  set  them- 
selves at  the  task. 

Let  us  hear  from  you ! 


What  rent  ought  a  druggist  to  pay — that  is 
to  say,  what  percentage  of  the  total  business  is 
it  proper  for  him  to  spend  for  this  item  of 
expense?  This  is  an  important  subject,  and 
we  should  be  glad  to  receive  the  opinions  of 
our  readers.     Please  give  us  your  views. 
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THE  HALL  OF  FAME 


THE  NEW  PRESIDENT  OF  THE  CANADIAN 
PHARMACEUTICAL  ASSOCIATION. 
The  Canadian  Pharmaceutical  Association 
is  a  body  somewhat  like  the  N.  A.  R.  D.  on 
this  side  of  the  line,  although  its  field  of  work 
is  more  extensive  on  the  one  hand,  while  its 
delegate  representation  is  smaller  on  the  other. 


perience  he  was  variously  occupied  in  different 
stores  between  1882  and  1886.  In  December 
of  the  latter  year  he  established  himself  in 
business  in  Vancouver,  and  in  1892  he  formed 
the  Nelson  Drug  Stores,  Limited.  In  1900  he 
became  a  member  of  the  firm  of  Nelson, 
Macpherson  &  Sutherland,  later  bought  out  his 
two  associates,  and  in  1909  disposed  of  his 
business  to  W.  M,  Harrison  &  Co. 

During  the  last  two  years,  since  his  retire- 
ment from  active  business,  Mr.  Nelson  has 
been  a  member  of  the  Board  of  Park  Commis- 
sioners of  Vancouver,  and  among  other  things 
has  devoted  considerable  time  to  the  perfection 
of  plans  for  the  improvement  of  Stanley  Park, 
which  is  said  to  be  one  of  the  finest  natural 
parks  on  the  continent. 


PROFESSOR  DAY  ELECTED  PRESIDENT 
OF  THE  A.  PH.  A. 

The  new  officers  of  the  American  Pharma- 
ceutical Association  were  announced  last 
month.  As  usual,  the  election  was  carried  on 
by  mail,  three  sets  of  nominees  having  been 
submitted  to  the  members.  Professor  Day 
won  out  for  the  presidency  and  will  therefore 
assume  the  reins  of  power  at, the  end  of  the 
Denver  meeting  in  August,  succeeding  John  G. 


C.  E.  Kelson. 

The  new  president  of  the  organization  is  C.  E, 
Nelson  of  Vancouver,  B.  C.  While  Mr. 
Nelson  has  retired  from  active  connection  with 
the  drug  business,  he  is  keenly  interested  in  all 
movements  looking  toward  the  elevation  and 
improvement  of  the  calling.  He  has  been  a 
delegate  at  every  meeting  of  the  C.  P.  A.  since 
its  formation  some  years  ago,  and  his  election 
to  the  presidency  at  the  Montreal  meeting  last 
year  was  a  tribute  to  his  zeal  and  ability.  The 
next  meeting  will  be  held  in  Mr.  Nelson's  own 
town  of  Vancouver  during  August  of  the 
present  year. 

Bom  in  England  in  1861,  and  serving  his 
apprenticeship  in  three  different  stores  in  Man- 
chester, Mr.  Nelson  came  to  Winnipeg  in  1882. 
During  the  Northwest  rebellion  of  1885  he 
acted  as  hospital  aid  and  dispenser  with  the 
rank  of  staff  sergeant.      Outside  of  this  ex- 


Godding  of  Boston,  who  is  the  president  for 
1911-13. 

Professor  Day  has  for  many  years  been 
Secretary  of  the  Faculty,  and  Professor  of 
Histological  Botany,  of  the  School  of  Phar- 
macy of  the  University  of  Illinois.  This  win- 
ter Dean  Goodman  is  away  on  a  leave  of 
absence,  and  Professor  Day  is  acting  in  his 
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place  both  as  executive  head  of  the  school  and 
lecturer  in  materia  medica.  The  Professor 
has  always  been  very  much  interested  in  asso- 
ciation work,  and  for  a  number  of  years  has 
been  secretary  both  of  the  Chicago  branch  of 
the  A.  Ph.  A.  and  the  Illinois  State  Pharma- 
ceutical Association.  As  a  faculty  associate 
of  the  late  C.  S.  N.  Hallberg,  he  was  in  close 
touch  with  the  latter's  work  and  assumed  tem- 
porary charge  of  the  "Bulletin  of  the  A.  Ph. 
A."  after  Professor  Hallbcrg's  death. 


is  well  qualified  for  his  new  position.  The 
promotion  of  Professor  Moerk,  however,  in 
nowise  affects  the  courses  presided  over  re- 
spectively by  himself  and  Dean  Remington. 


A  DRUGGIST  AS  COUNTY  TREASURER. 

Fred.  T.  MacDonald,  a  druggist  of  Kennett 
Square,  Pa.,  was  elected  county  treasurer  last 
fall.  Mr.  MacDonald's  candidacy  was  so 
popular  that  he  won  out  by  a  majority  of  4000, 


PROFESSOR  MOERK   MADE  ASSISTANT 
DEAN. 

Frank  X.  Moerk  is  now  assistant  dean  of 
the  Philadelphia  College  of  Pharmacy.  Pro- 
fessor Remington  became  so  occupied  with  the 
work  of  the  U.  S.  P.  Revision  Committee,  and 
with  other  duties  as  well,  that  it  was  necessary 
to  relieve  him  of  some  of  his  executive  respon- 
sibility at  the  college.  We  learn  from  the 
"Bulletin  of  the  P.  C.  P."  that  the  assistant 


Fbvd.  T,  HacDokald. 

even  though  there  were  three  tickets  in  the 
field.  For  several  years  he  had  been  a  mem- 
ber of  the  borough  council,  and  for  more  than 
fifteen  years  has  been  on  the  Republican 
County  Committee. 


Frank  X.  Hobbk. 

dean  has  already  "made  effective  a  number  of 
innovations  in  the  administrative  work  of  the 
dean's  office  which  promise  to  make  for  greater 
efficiency."  Professor  Moerk  has  long  held 
the  chair  of  Analytical  Chemistry  in  the 
college,  is  thoroughly  in  touch  with  the  needs 
Wh  of  the  students  and  of  the  institution,  and 


Several  druggists  in  San  Francisco  have  re- 
cently been  prosecuted  by  the  Farbenfabriken 
of  Elberfeld  Co.  for  the  sale  of  aspirin  not 
made  by  this  concern.  It  should  be  understood 
by  this  time  that  aspirin  is  protected  by  both 
trade-mark  and  patents,  and  that  under  this 
or  any  other  name  it  may  not  be  legally  sold 
at  all  unless  it  is  the  particular  product  of  the 
owners  of  the  patent.  This  of  course  applies 
to  the  sale  of  acetyl  salicylic  acid.  The  chem- 
ical itself  is  patented,  as  well  as  the  process 
for  manufacturing  it,  while  the  title  "aspirin" 
is  trade-marked. 
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The  moat  renuu'kable  odTertUlnc  "stnnt"  ever  "palled  It  ma  umoanaad  tliat  the  Mropluie  nuu  irould  drop  % 

Off"  by  >  drnc  flnn  wu  resentlj  worked  in  8ui  PruclKObr  paokace  for  th«  Oakland  mAnacer  of  the  Company  tTom  aboot 

the  Owl  due  OO:  ownera  of  aeverol  alorea.    Ther  employed  4000  feet  up  in  the  ali.  but  In  the  meantime  he  circled  aronnd 

arlator  Haason.  the  buaoua  French  bird  man,  to  make  a  fllibt  both  dtlea  and  flew  abont  90  mllea.    In  our  plctoie  the  cranrda 

over  their  atorea  in  San  Pranclaoo  and  Oakland.  are  shown  watchlnc  for  the  packace  to  be  dropped. 


U  ia  perpetual  aommer  oat  in  California,  and  ao  theae  plo-  TUa  li  a  picture  of  tbe  winnlns  team— the  San  Prandecana. 

tuwB  indicatlDS  a  ball  game  between  the  drnggista  of  San  "i*  J-  D.  Elliott  aa  manager,  and  "Jim"  Lidlej  aa  captain. 

1  tbe  one  hand,  and  those  of  Oakland  on  the  other,  The  Oakland  team  acrosa  tbe  coloum  waa  manaced  by  H.  B. 

>o  aurprtae  In  tbe  middle  of  winter.  Meader  and  captained  by  B.  J.  Cracker. 


'e  bare  tbe  two  manaceri  of  the  opposloi  baseball  WeflUoDtthislnlereatlncpacewIthaplctareottbeiieweodB 

B.  Ueader  on  the  left  and  J,  D.  Elliott  on  tbe  rlxht,  foontaln  inatalled  la  the  dmc  store  of  Neuendorf  A  Schmick  ol 

Oanon  Ansel,  a  well-known  Parke.  Daiia  A  Co.  man  on  the  Saelnaw.  Mich.    Tlie  fonnlaln  li  a  Walrus,  and  was  of  oonrae 

ooaat.  acted  very  sacceaafully  aa  ompire.  famished  by  the  Walnia  Mannfactarlnc  Co.  ot  Deoatur.  111. 

A  pmim  of  Odda  aad  Esda. 
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Here  m  han  the  Mae  view  o[  the  oulalde  of  the  stora  t«ken 
mt  alcht.  Tb«  eSect  !■  moct  brlllluit.  Bomethlnc  like  1000 
eleotrlo  bnlbi  wen  atmiit  alont  the  eversieeu  uid  attached 
alaa  to  tbe  white  coIddui.    The  ttora  itood  oat  ooiuplciioiulr 


This  Bhfnn  tba  lnt«tJor  of  Wlndmneller  &  GUch'B  Mtsbliah- 
ment.  d»bor«teIr  and  handBOmelj  deoorated  and  trlinined  for 
tbeannlTernuTaelebntlon.  Thedlwlarhotbliuldeaiidontalde 
waa  kept  op  for  a  inODth.  and  It  proved  to  be  a  neat  nuxnv. 


The  Arti  Dmc  Co..  Bed  Oak.  Iowa,  haa  a  ranarkable  stor 
lor  a  town  of  that  Blie.  The  Bxtniei  coat  aboDt  Moa.  and  tha 
laaitockoltlGJWO.  Theownenand  offlc«noltheb(uliMnar 
D.  Arts.  D.  W.  Caaar.  and  C.  B.  Arti. 


rhnrlw  H.  Jackaon  la  proioletor  ot  the  Cellua  Dnv  Store  In 
Cellna.  Tsxaa.  Ur.  Jaokaon  is  pnmmablr  Uu  sentJemaii  itand- 
InS  br  tbe  door. 


This  la  AD  Interior  view  ot  Mr.  Jaokaoo'a  atore.    Tbe  ea 

llahment  preaenta  a  neat  and  clean  appeuvnoe  and  is  a  ' 
niprtsentatlve  atore  for  a  amall  town. 


A  pmim  of  Drmi  Moras. 


'Ct  "X' v.^X^'A^S-fS';  I'  x';5^N«r:f J- i  C\'',ir>',I;;''S;^'i'c'5;s\S;'l'S^S- ^  i^i  mi^'^^^^^i^A^  •!  S-s  C  ^  I-;'  X4'S^ 


HOW  I  BUILT  UP  A  DRUG  BUSINESS. 

An  Autobiography  of  an  Average  Druggist,  Intended  for 
the  Profit  and  Entertainment  of  Other  Average  Drug- 
gists— ^The  Story  of  how  a  Small  Store  in  a  Country  Town 
was  Gradually  Developed  into  Something  Pretty  Good. 

By  FRANK  FARRINGTON, 

Delhi,  N.  Y. 

( Continued  from  January  Bulletin.  ) 


CHAPTER  II. 

STARTING  THE  BALL  ROLLING. 

During  the  years  that  I  had  been  working 
in  the  store  as  a  clerk,  I  had  been 
pushing  a  little  all  the  time  on  this  busi- 
ness ball.  For  the  first  year  or  two  after  I 
owned  the  place,  I  pushed  a  little  harder,  but 
thus  far  the  ball  had  not  started  any.  It 
seemed  as  if  it  was  uphill  in  every  direction. 
Subsequent  reflection  leads  me  to  believe  that 
the  trouble  was  not  so  much  the  grade  as  it 
was  the  lack  of  a  hard  enough  push. 

The  newspaper  advertising  that  I  had  been 
doing  was  of  the  smallest  sort;  three  inches, 
single  column,  once  a  week  in  two  weekly  local 
papers. 

I  decided  to  develop  this  kind  of  advertising 
farther,  and  I  wrote  advertisements  for  larger 
space  and  adopted  a  uniform  style  of  arrange- 
ment for  all  of  them.  This  was  a  single  line 
head  in  plain,  black  letters,  capitals  and  small 
letters  instead  of  the  all  capitals  often  used  in 
headings  by  inexperienced  ad.  writers.  I  used 
always  the  name  "Farrington's  Drug  Store-," 
and  under  this  I  wrote  "Book  Store  Too,"  and 
under  this  "Your  money  back  if  you  want  it." 
The  last  was  in  italics. 

The  enlarged  space  made  the  advertisements 
large  enough  to  attract  more  attention  and  the 
"Book  Store  Too"  and  "Money  back"  senti- 
ments seemed  to  catch  the  popular  fancy. 
Before  very  long  my  store  became  known  as 
the  Money  Back  Drug  Store.  I  cheerfully 
put  up  with  all  the  joking  about  it  because  of 
the  value  of  the  publicity. 

About  this  time  too  I  began  to  want  to  get 
to  the  people  direct  by  mail  with  other  adver- 
tising matter.  A  mailing  list  was  obtained  by 
writing  down  the  names  of  the  people  on  the 
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different  streets.  This  I  did  from  memory. 
A  better  way  of  getting  a  list  was  to  send  a 
man  or  a  boy  around  the  town  to  take  down 
the  names  of  the  families  in  every  house. 
Where  he  did  not  know  the  occupants  he  could 
ask  their  names. 

A  FOLDER  ON  BRUSHES. 

One  of  the  first  pieces  of  advertising  that  I 
mailed  out  was  a  four-page  folder  about 
brushes.  It  was  3J4  by  6  inches  in  size.  On 
the  top  of  the  first  page  was   the  caption 

Brush  Talk;"  at  the  bottom  my  signature 

Farrington's  Drug  Store,  Delhi." 

The  third  page  contained  a  full-page  half- 
tone of  one  of  the  most  attractive  local  scenes. 
As  this  was  before  the  day  of  post-cards,  the 
folder  was  valued  for  the  picture.  Opposite 
this,  on  page  two,  was  the  following  copy: 

ABOUT  HAIR  BRUSHES. 

If  hair  brushes  could  talk,  they  would  first  of 
all  say,  "Keep  us  dry.**  If  you  cannot  keep  your 
hair  brushes  dry,  keep  them  as  dry  as  you  can. 
They  will  last  twice  as  long  dry  as  they  will 
wet. 

Probably  the  brush  most  easily  kept  dry  and 
clean  is  one  with  a  solid  wood  back,  or  a  so- 
called  aluminum  back. 

Ordinarily,  the  more  you  pay  for  your  brush 
the  better  it  will  be,  and  what  is  more,  the 
cheaper  it  will  be,  too.  The  quality  advances 
more  rapidly  than  the  price. 

ABOUT   PRICES. 

The  best  way  to  get  prices  is  to  see  the 
brushes  and  ask  how  much  they  are. 

We  cannot  describe  them  well  enough  here. 
We  have  a  solid  back,  ebony  finish  brush  for 
25c.  It  is  a  cheap  brush  but  a  good  one  for 
the  price,  best  we  ever  had  in  fact.  We  have 
none  cheaper.  The  prices  are  25c,  30c,  35c, 
38c,  45c,  50c,  55c,  etc.,  up  to  $1.25. 

The   military   brushes   are  $1.25  a  pair,  of 
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first-class  quality,  with  ebony  or  light-colored 
backs.  The  aluminum-backed  brushes  sell  for 
50  cents  and  upward. 

{Money  back  if  you  want  it) 

On  the  fourth  page  the  following  copy  was 
used: 

TOOTH  BRUSH  FACTS. 

Tooth  brushes  are  meant  to  be  wet.  You 
cannot  wet  them  too  much  or  too  often.  Water 
will  not  affect  their  backs  or  make  their  bristles 
come  out.  Use  will  bring  the  bristles  out  if 
they  are  not  well  put  in. 

Do  not  think  that  all  the  bristles  that  come 
from  your  tooth  brush  come  out.  Some  break 
off.    In  a  good  brush  they  should  do  neither. 

If  you  buy  a  cheap  brush  you  may  be  cer- 
tain that  the  bristles  will  pull  out.  A  cheap 
tooth  brush  is  no  economy.  By  cheap  we  mean 
less  than  25  cents.  The  bristles  in  a  poor 
brush  may  get  into  your  throat  and  cause 
trouble. 

We  make  more  money  selling  cheap  bi'ushes, 
but  we  prefer  to  sell  good  ones.  We  want 
satisfied  customers. 

Our  25-cent  brush  is  a  four-row,  all-French- 
bristle  brush.  We  guarantee  the  bristles  not 
to  come  out. 

We  have  better  brushes,  better  and  cheaper 
because  they  last  so  much  longer,  at  30,  35,  40, 
45,  and^O  cents. 

For  ten  cents  we  will  sell  the  best  brush  ever 
sold  in  town  at  that  price. 

(Money  back  if  you  want  it) 

.  It  may  seem  that  my  ideas  of  hair  brushes 
were  not  very  high  in  point  of  prices,  and  they 
were  not  at  that  time;  $1.25  looked  like  a  good 
price  for  a  hair  brush,  and  it  was  seldom  we 
sold  one  for  more  than  60  cents.  It  topk  time 
to  get  away  from  the  cheap  idea,  and  it  took 


time  to  get  the  public  away  from  it.  But  the 
sale  of  a  dollar  hair  brush  looked  bigger  then 
than  the  sale  of  a  three-dollar  one  now.  Of 
course  I  am  speaking  of  plain  wood-backed 
brushes,  not  fancy  ones. 

There  are  in  nearly  every  town  people  that 
will  buy  the  best  if  they  can  get  it.  In  many 
instances  they  are  sending  away  for  high-class 
goods  while  the  local  druggist  erroneously 
supposes  there  is  no  demand  for  them. 

By  adding  better  goods  judiciously  and 
advertising  them  to  the  class  of  people  who 
can  afford  to  buy  them,  the  quality  of  business 
in  any  drug  store  can  be  elevated  indefinitely. 

Another  use  that  I  made  of  the  half-tone 
plate,  which  had  been  made  for  me  for  use  in 
the  above  folder,  was  as  follows: 

I  had  a  supply  of  cards  printed,  5J/2  by  7 
inches,  with  the  half-tone  at  the  bottom.  Un- 
der the  caption  to  the  picture  I  added  "This  is 
an  advertisement  of  Farrington's  Drug  Store." 
At  the  top  a  hole  was  punched  so  that  the  card 
could  be  hung  up.  *rhe  heading  said,  "For 
the  Housekeeper  to  Read." 

Under  this  were  four  paragraphs  of  reading 
matter.     Here  they  are : 

Our  Borax  Book  would  help  you.  Borax  has  a 
thousand  uses — more,  too,  probably.  It's  good  in  the 
kitchen,  good  for  medicine,  for  the  bath,  toilet,  com- 
plexion, hair. 

Book  free  telling  all  about  it. 

20  cents  a  pound,  5  cents  a  quarter. 

«    ♦    * 

Cream  of  Tartar  needs  to  be  bought  with  care.  Im- 
pure foodstuffs  are  bad  foodstuffs.  There  is  nothing 
in  our  cream  tartar  but  what  belongs  there.  .The  price 
is  the  best  possible  for  the  best  goods. 

50  cents  a  pound,  15  cents  a  quarter. 


THE  SAFE 

TOOTN  IRUSN 


Th«  only  Hit  looOi  bnMh  to  i 

th«  guMaatMd  bniBh. 

TImt*  I*  as  Moaomr  la  a  ekMB  OMw 

Tkach«ap  bciMk  will  tbad  lu  btte- 

Dm  aad  MOB  bccoma  werthlaM. 

Oar  gaaiaat— d  bwlt—  ntwMlnaal 

17  m  lapMfMt  bat  wa  will  raplaoa 

aaj  lapamet  aaa  a4th  a  aa«  oaa 

haa  of  aoat. 

Tha  food  aaoa  last  uatll  thay  voar 

oat.    Tha  dMap  aaaa  only  astll 

llMjIMIeai; 

UiiM  aca  a  alagaf,  doa't  raa  tba 

tlw  of  lavoat  ttaabla  Ikon  a  looaa 

briada  alaek  la  yoar  throats 

4ar  braah  wtlh  •*9arilBgiaa'k  Dniff 

aiafa"  itMapad  on  it.  la  all  right 

Wa  gaacaattD  aU  braihas  bOBfht  of 

aa.  enatlag  flrom  SOo  «ach  up. 

Tha  ohaapar  pnitf «a  «a  do  aot  wai^ 

raac   Wa  glva  yoa  tba  batt  valua 

wa  ma  for  tha  moMj  aod  oaa  do 


laar  tBat  tha  noia  y«a  paj 
lar  a  nraah  tha  obcapar  H  wlU  ba  la 
thaaad. 


nauBiM'S, 


WWLL  SAVE  YOUR  HAIR. 

Wa  kaap  avwylhlag  tha  hair  aaada. 

BraabM  ara  tha  Boat  tmporUat. 

Tha  prIoM  arc  from  tS  ota.  op. 

BniahM  lor  babioa'  hoadc  lor  bald 

hoado.  tor  all  aorta  of  haada.    M  elt. 

bays  a  aploadld  broBh.  mart  moaoy 

baya  a  batlar  oaa.    Srwy  brash  Is 

guaraatasd. 

Wa  hava  a  qalalsa  hair  toale  at  M  a 

It  is  oar  own  and  tt  la  wanmntad  to 

kaap  your  hair  In.    Try  It  thorough- 

ly.    It  naksa  tha  hair  olsan  and 

gleaay. 

Teu  Bosd  qpiabs  as  wall  aa  broshM. 

Oamb  priess  liagln  at  So.    Wa  sail 

tha  rubbar  oomba.  Roe  oomba. 

aoarsa  oomba,  barbar  oomba.  hen 

oomba,  roalal  baok  oomba  *,  any  sort 

offlomba  you  wish. 

Qsa  tar  soap  lor  shampooing  your 

hair,  fOo  andSSo. 

It  pays  to  oars  lor  tha  hair. 


Tba  host 
faotsat  mada  Is 
Chlorida  of  Uma^ 

It  Is  elaaa 
aasy  tousc 

This  Is  ths 
aoa  whaa  aa  ouaea 
af  dWnfsetant  la 
wacth  a  piiaad  of 
(atar  madldna. 

h  ZIno  Cans 


It  aumsa 
aallbair  pounds  tor 
JOSipoaadstorUc 
in  tha  othor  dialn- 
Italia  Qtsars  valua. 
hl«.  Somatlmss 
oac.or  thsffl  Is  bat- 
lar than  lima. 

Otpparsa    5o    a 
yooad. 


Do  you  maka  or 
Has  wnahiag  Baldr 

We  put  up  the 
aid  aaionla  and  pa^ 
ash  raoelpt  avaiy 
dsjr. 

The  hsst  lya  to 
osaiwChaaiploB* 

It  Is  aa  atrong  aa 
BabhIlB  and  aoaia 
I 


Champloe  Mo. 
BabbifO  ISO. 

It's  a  Ctoaaer 

aad  used  alona  la 
good  to  deaaac 
alaks  and  diafai 
Plp«i. 

Wa     gaaraatsa 
the  Champion. 


Fsrrlaatoa's  Drug 
Book  Btora  too. 


Stors. 


fchnol  books  ara 
a!ip«Bslve.  Wsoall 
tham  as  low  aa  wa 
aaaandll\a— joall 
admit  uor  right  to 
lira— but  tha  pob- 
llsheia  want  to 
BMka    toe    maeh 


Wall  taka  your 
saeoad-haad  books 
and  If  th^rs  la 
aood  condition  al- 
low  you  half  price. 
There's  moaey  In 
that  tor  you.  Old 
wheol  booha  ara 
«>oa  oat  of  data. 

U  It  la  a  ^adlal 

School  Book 

that  yon  wan^  wa 
will  order  It  tor  yon 
Wa  want  your 
school  book  trsda 
aad  will  Bsa  you 
wall. 


About  tabMs  tot 
school  use— that'a 
whers  wa  shtaa^ 
We  hare  tha  big. 
geat  and  beet 

SePMl 

oa  tha  market. 

Oar  aiork  of  last 
yaai^  Are  cent 
pada  'ta  loo  largo. 
We're  going  to 
doae  theoi  not 


Fa  4a 


Toa'va     a  ever 
asgoodublats 
Mi  tha  new  oees  ara 

Paper  Is  eheap 
now  aad  the  reeolt 
U  good  tahletefor 
little  mooey. 


Facrlnftoals  Drag  lloca. 
Book  Move  loo. 


Borne  of  Mr.  Farrinffton's  newspaper  ada.  when  he  was  bevinninff  to  etody  the  sabject  of  adyertlsinff  and  wae  endeavorinff  to  build 

np  his  buaineas. 
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Every  one  knows  the  value  of  Rochelle  Salts.  Don't 
be  without  son^e  in  the  house.  It  will  save  many  head- 
aches and  doctor's  bills.  It  is  the  simplest  of  home 
remedies.  No  danger  in  using  it.  Be  sure  you  get 
the  best.  We  buy  in  original  packages  and  we  know 
it's  pure.    The  price  is 

40  cents  a  pound,  10  cents  a  quarter. 

m    *    * 

Baking  Soda.  That's  a  common  enough  article.  It's 
common  enough,  too,  for  it  to  be  adulterated  with  sal 
soda.  Do  you  buy  from  a  dealer  who  can  tell  whether 
his  baking  soda  is  or  is  not  adulterated?  Ours  is  pure. 

10  cents  a  pound,  that's  the  price. 

These  cards  were  handed  out  flat,  and  it  was, 
intended  that  they  should  be  hung  up  in  the 
kitchen.     I  thought  the  picture  would  produce 
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Paper  Display 

Nesi  wMk  W9  Are  ftolog  to  iii«k«* 
Ju|)Uj  that  vtU  sImw  up  aU  U« 
vftrieilM  of  our  big  bot  PAffw 
•uick 

W*    lM«»   JUM    r«r«lv«^  *  tMCMHl 

Urge  fthlpiDtfiit  of  th«  Huribut  pft* 
p«r*  W«  •ball  dupla/  tham  to 
our  «iodo«fc  and  ta*Kli>  th«atora 
with  tb«  prlcaa  lo  pUin  Agur««i 
You  will  ba*o  a  cbajirr  w  icaall 
Uiai  u  new  kud  d<alraM«  lb  Ibat 
klud  of  gi»oJa 

Tbia  «>stia  dIaplajMa  ntort  with 
Qit  idaa  of  ahowiiig  people  what  la 
boat  la  tba  auuaoary  llnr  Uiao  of 
««lllDg  gooda  ac  Out  inut  la  par- 
ticular 

W«  w,ioi  cvarybiidj  to  kaow  wbat 
a  apleodM  lot  at  pap*r  wa  bava 
and  wf  waol  Ui«id  to  onne  aati 
a*«  iba  •look 

Tberu  la  oo  Uaa  tbat  ead  aqoal  ibo 
Huilbul  Una  a«d  va  arr  praad  of 
our  arlacUooa  froni  It 

FMfflneTM'S,    •    KIHI. 


Our  Rubber  Line 

oomprtMa  tba  beat  taloea  at  tba 
pilea  la  tvafj  I 
Ib  bol-  waM 
apleadld  guana 


J 


Tte  bujB  a 
aed  S  qoaitartl* 


•MO  boya  ose  tbbt  aoaa  eaa  beab 

FOoatalo  j^frtage  prioea  begla  at 

Me.    For  fl-M  we'll  ««U  one  tbat 

will  laat  for  jean. 

Tbe  ebeaper  ooea  an  bargalaa 

tkougb.     Bulb  ayitngee  an  fiOe, 

7te,  gLQO.  eta    Kvery  one  warw 

noted  perfect. 

Atowltew    B0c.75eaad  11.00.  Tbe 

75e  one  eeUa  beat  and  vean  ioag 

eaougb 

Zf  you  waat  b  good,  dunble  bath 

aponge.  get  a  rubber  apoDgeii 

rrtDM,neaiidgl.OO. 

ArrOiflMi'e  Qtug  Btr$ 


Two  more  of  the  early  newspaper  ads. 

that  result.  How  many  of  them  were  kept 
and  hung  up  I  do  not  know,  but  I  do  know  that 
the  sales  on  the  goods  mentioned  increased. 

MAKING  THE  MOST  OF  THE  WINDOWS. 

Along  with  all  of  my  advertising  I  used  the 
windows,  such  as  they  were,  and  made  displays 
in  them  of  the  goods  advertised.  At  first  I 
started  in  to  change  and  wash  the  windows 
every  two  weeks.  But  even  before  I  began  to 
have  glimmerings  of  intelligence,  I  saw  that 
they  must  be  changed  every  week  whether  they 
were  washed  or  not.  In  the  end  it  resolved 
itself  into  washing  and  dressing  each  window 
once  a  week  with  occasional  exceptions. 

I  believe  that  this  use  of  the  windows  has 
done  as  much  as  any  one  thing  outside  of  the 
newspaper  advertising  to  develop  the  business. 

My  store  was  on  the  wrong  side  of  the 
street.  My  hottest  competitor  was  located 
nearly  opposite  with  the  best  location  in  town. 
Most  of  the  travel,  too,  was  on  his  side,  but  he 
made  poor  use  of  his  windows.     Usually  they 


were  dressed  with  patent  medicine  dummies  or 
something  equally  imattractive,  and  people 
noticed  the  difference  between  the  trims  of  the 
two  stores. 

The  ball  was  beginning  to  roll.  People  were 
coming  in  who  had  never  come  in  before. 
They  were  beginning  to  find  that  I  had  the 
goods  and  that  I  sold  them  right.  The  adver- 
tising brought  them  in  and  the  service  held 
them.  I  made  no  play  for  personal  poularity. 
I  joined  no  lodges  and  did  not  work  my  church 
connections  for  business  purposes.  Many  of 
my  best  customers  in  the  end  were  people  who 
did  not  like  me  personally,  or  people  whom  one 
might  naturally  think  the  other  stores  would 
have  held  for  personal  reasons. 

The  success  of  the  store  was  a  direct  tribute 
to  good  advertising  and  proper  store  methods. 
The  public  cares  more  for  getting  its  money's 
worth  than  for  patronizing  its  friends  and  ac- 
quaintances or  the  members  of  its  own  lodge 
or  church. 

I  do  not  say  that  it  is  not  proper  for  a  man 
to  take  advantage  of  such  connections  to  ad- 
vance his  business,  but  I  do  say  that  that  is  not 
what  they  are  intended  for  and  it  is  not  neces- 
sary. A  man  who  joins  any  fraternal  or  re- 
ligious organization  for  the  money  there  is  in 
it  ought  to  be  kicked  out  forthwith. 

ONE  UNPROFITABLE  SCHEME. 

Among  the  advertising  plans  tried  and 
found  wanting  was  the  supplying  of  pay  en- 
velopes to  a  manufacturing  plant.  I  supplied 
the  envelopes  free  with  an  advertisement  im- 
printed on  them  for  a  dentifrice,  but  I  was 
never  able  to  trace  any  results  to  this. 

Of  course  there  is  no  end  of  advertising  that 
pays  but  produces  no  directly  traceable  results. 

But  I  am  pretty  well  convinced  that  adver- 
tising on  pay  envelopes  is  practically  a  waste 
of  money. 

Another  form  of  advertising  that  is  com- 
monly conceded  to  be  practically  valueless  is 
that  on  theatrical  and  fair  programmes  such 
as  the  village  merchant  is  often  besought  to 
buy.  However,  I  always  made  it  a  rule  to 
take  some  space  in  every  such  thing  that  came 
along  because  it  secured  the  good-will  of  the 
promoters.  And  if  only  a  small  space  were 
taken,  it  did  not  cost  much.  A  druggist  can 
ill  afford  to  offend  a  group  of  individuals  or 
an  organization  in  order  to  save  the  price  of  a 
small  advertisement  in  a  programme. 

And  one  might  just  as  well  refuse  to  help 
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the  programme  committee  along  as  to  take  the 
space  and  make  a  great  fuss  about  having  to 
do  it  and  send  away  the  promoter  digruntled. 
Whatever  you  do,  do  it  cheerfully  and  get  all 
the  credit  you  can  out  of  it. 

GOING  AFTER  THE  SCHOOL  TRADE. 

Practically  every  village  drug  store  and  most 
others  carry  a  line  of  stationery,  and  I  found 
it  profitable  to  go  after  the  school  trade  along 
that  line.  One  of  the  little  schemes  I  tried 
was  the  following: 

I  had  a  supply  of  3J4  by  6J4  cards  printed 
like  this: 

HERE'S  A  PENNY! 

Give  it  to  the  one  of  the  family  who 
starts  for  school  first.  It  will  buy  a  penny 
pencil  at  our  store. 

You  might  bear  in  mind,  too,  that  we 
sell  all  sorts  of  school  supplies. 

We  sell  new  and 

Second-Hand 

school-books  at  proper  prices. 

We  want  to  get  second-hand  books  in 
good  condition.  We'll  take  yours  in  ex- 
change if  they  are  books  we  can  sell. 
Bring  them  in  anyway.  No  harm  done 
even  if  we  can't  use  them. 

Farrington's  Drug  Store. 

I  attached  a  new,  bright  penny  to  each  of 
the  cards  and  mailed  them  to  the  woman  of  the 
house  wherever  there  was  a  child  of  school 
age.  The  list  of  "parents  or  guardians"  was 
easily  secured  from  the  secretary  of  the  board 
of  education. 

Most  of  the  pennies  came  back,  and  many 
others  with  them.  The  plan  was  a  great  suc- 
cess at  getting  the  children  coming  to  the  store. 
The  values  we  gave  them  kept  them  coming. 
Children  know  very  well  when  they  are  get- 
ting their  money's  worth,  and  they  are  always 
ready  to  tell  the  rest  about  the  store  that  gives 
the  most  for  the  price. 

A  folder,  6  by  3J4  inches,  that  brought  me 
some  good  business  about  this  time  was  one 
that  I  called  a  "Rough  Weather"  folder.  The 
display  lines  were  all  printed  in  what  is  known 
to  printers  as  "Powell,"  or  "Cheltenham  Bold," 
these  being  very  similar.  There  were  no  cap- 
itals used  except  in  the  body  of  the  text.  This 
omission  of  capitals  gave  the  job  a  rather 
unique  appearance  and  probably  attracted  a  lit- 
tle attention  to  it.     Here  is  page  1 : 


some 

rough  weather 

things 

farrington's  drug  store 
delhi 

Page  2  was  a  follows : 

what  they  are 

The  late  fall  months  add  many  discomforts  to  life. 
We  can  relieve  you  of  most  of  them. 

We  have  all  the  best  cold  cures.  If  we  brag  a 
little  here,  remember  that  we  are  talking  about  our 
own  preparations  mainly.  They  are  made  from  our 
formulas  and  we  know  what  is  in  them. 

white  pine  and  tar 

That  is  a  cough  medicine  that  really  stops  a  cough. 
If  it  fails,  you  get  your  money  back. 

Nothing  harmful  in  it.  Pleasant  to  take;  the  chil- 
dren like  it.  We  have  sold  it  for  years,  more  every 
year. 

It  doesn't  cost  much;  20c  2  for  35c.  Cheaper  to 
buy  than"  any  of  the  patent  cough  cures.  Better  to  use. 

Page  3: 

cold  cream 

Pure,  clean  and  fragrant  with  the  odor  of  the  best 
imported  rose-water.  Nothing  better  than  this  for 
chapped  lips  and  rough-weather  complexions. 

It  nourishes  the  skin.  Apply  it  at  night,  and  in 
the  morning  sun-burn  and  wind-burn  have  disap- 
peared. 

You  will  find  Parke,  Davis  &  Co.'s  name  on  this, 
and  that  means  that  there  can  be  none  better  at  any 
price.     Big  jars,  very  attractive,  25c 

velvet  cream 

It  isn't  sticky. 

You  can  use  it  on  your  hands  and  draw  on  a  glove 
almost  immediately  after.  It  is  a  liquid  and  more 
easily  absorbed  than  a  solid  cream. 

Fine  for  all  chafed  surfaces.    22c  a  bottle. 

quinine  ptlls 

Heard  of  them  before,  have  you?  Well,  we  won't 
bore  you  long  about  them  this  time? 

What  have  you  been  paying  for  them?  We  sell 
the  best  (P.  D.  &Co.'s)  for  5c  a  dozen,  35c  a  hundred. 

stop  dentists'  bills 

Here  is  a  dentifrice  that  makes  the  teeth  clean. 
No   harm  in  using  this.     It's  delightful   in   taste 
and  effective  in  cleansing. 
In  tubes,  easy  to  use,  easy  to  carry,  25c. 
The  name?     Euthymol  Tooth  Paste. 

Page  4: 

"Don't  shoot,"   says   Si,   "it  ain't   no   use. 
It's  Deacon  Peleg's  tame  wild  goose." 
Says  Ezra,  "I  don't  care  a  cent, 
I've  sighted  and  I'll  let  her  went." 

Have  you   "sighted"   some   other   drug   store   for 
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your  "rough- weather  stuff/'  or  do  our  arguments 
appeal  to  you?  If  you  are  ag*!!!'  us  after  reading 
this  little  folder,  we  shall  be  sorry  but  not  discour- 
aged. 

one  last  word 

Don't  forget  that  we  give  you  back  your  money  if 
you  want  it.     We  say  we'll  do  it  and  we  will. 
We  want  no  dissatisfied  customers. 

farrington's  drug  store 
delhiy         n.  y. 

This  folder  was  mailed  to  my  increasing 
mail  list,  which  now  numbered  some  600  fam- 
ilies in  Delhi  and  the  surrounding  farming 
country. 

We  often  had  calls  for  the  goods  advertised 
in  our  folders,  the  customers  mentioning  the 
folder,  but  a  careful  record  of  such  calls  never 
showed  enough  direct  returns  to  pay  for  the 
advertising.  Still  the  business  kept  increasing, 
and  after  all  that  is  the  true  test  of  the  success- 
ful advertising.  If  the  business  keeps  grow- 
ing the  advertising  must  be  paying. 

I  kept  on  the  counter  at  all  times  plenty  of 
neatly  printed  little  slips  for  insertion  into  par- 
cels. Here  is  the  style  of  one  of  them  that 
helped  build  up  the  demand  for  a  headache 

remedy : 

THE  MAN 

With  The  Head, 

or  the  woman   with   the  head,   either   is 
likely  to  have  aches  in  that  head. 


Headaches  are  of  frequent  occurrence  in 
every  family.    They  happen  in  your  family. 

They  don't  often  help  the  domestic  ma- 
chinery to  run  more  smoothly.  They  are 
not  as  a  rule  productive  of  much  happiness. 

It  is  a  good  plan  to  have  something  in 
the  house  to  stop  the  headache  before  it 
runs  away  with  the  head. 

Make  it  a  rule  to  have  Farrington's 
Headache  Tablets  in  such  cases.  They  are 
but  10  cents  a  package  and  are  guaranteed 
to  stop  any  and  all  headaches  and  neuralgic 
pains. 

H  they  don't  cure,  your  money  back  and 
no  questions  asked.  There  is  no  other 
"just  as  good." 

Farsington's  Drug  Store. 
Book  Store  Too. 

(Money  back  if  you  Tvant  it) 

This  matter  was  printed  across  (the  short 
way)  a  strip  about  10  inches  long,  and  so 
folded  that  before  opening  it  showed  only  the 
heading,  "The  Man.'*  Unfolded  once,  the  next 
line  showed,  and  finally  the  whole.  The  strip 
was  2%  inches  wide. 

My  annual  sales  were  crawling  up — $4823; 
$5530 ;  $6249 ;  $6748.  On  the  basis  of  the  last 
figure  my  store  expenses,  including  my  own 
salary,  which  I  figured  at  what  it  cost  me  to 
live  that  year  ($667),  were  $1718.  I  bought 
goods  to  the  amount  of  $4073.  My  inventory 
remained  practically  the  same. 

(To  be  continued  in  March.). 


A  MODERN  STORE  OPENING. 

Conducted  by  Newell  Brothers  of  Warren*  Pa.— Over  4000  People  Vlelted  Their  Beautlfal 

Pharmacy— A  Deecrliitlon  of  the  Event  and  the  Place  itself. 


Newell  Brothers  of  Warren,  Pa.,  recently 
had  their  pharmacy  remodeled.  Desiring  to 
call  attention  to  the  improvements  that  had 
been  made,  on  November  16  they  held  a  store 
opening.  The  event  proved  such  a  success 
that  we  feel  our  readers  will  be  interested  in 
the  details.  They  show  how  a  modern,  effec- 
tive opening  should  be  conducted. 

The  Newell  store  impresses  one  with  its 
richness  and  elegance,  but  unfortunately  the 
engraving  fails  to  show  adequately  the  beauty 
of  the  interior,  the  fixtures  being  designed  and 
supplied  by  Bangs.  It  would  be  a  difficult 
task  to  describe  in  cold  type  the  appearance  of 
the  establishment.    Newell  Brothers  are  said  to 


have  one  of  the  handsomest  pharmacies  in 
their  part  of  the  State.  At  the  opening  the 
beauty  of  the  pla.ce  was  enhanced  by  floral 
decorations  of  roses,  carnations,  chrysanthe- 
mums and  other  blooms  with  smilax  artisti- 
cally  arranged  and  potted  plants  filling  in 
between. 

On  the  day  of  the  opening  Newell  Brothers 
remained  open  until  11  o'clock  at  night.  '  The 
event  had  been  well  advertised  and  4000  people 
called.  Souvenirs  were  given  to  all.  The 
women  received  Whitman's  candy,  soda-water 
tickets,  and  perfumes,  while  a  choice  cigar, 
Euthymol  tooth-paste,  shaving  soap,  and  soda- 
water  tickets  were  presented  to  the  men.     To 
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describe  more  fuHy  the  inducements  held  out 
to    visitors,    a   thousand    souvenir   boxes    of 


Come  and  Cddbrate  WHh  Ua 


The  Grand  Formal 

OPENING 


Thursday,  November  16th 


Whitman's  candies  were  presented  to  the 
women  who  called.  Each  man  who  came  to 
the  opening  received  a  ten-cent  La  Preferencia 


cigar  from  the  regular  stock.  To  the  children 
and  grown-up  folks  as  well,  who  attended  the 
celebration,  were  given  free  tickets,  each  one 
good  for  a  glass  of  soda  water  any  time  after 
the  opening.  The  last  offer,  however,  was 
restricted  to  children  accompanied  by  an  adult. 

To  make  the  evening  hours  joyful  for  the 
visitors,  Newell  Brothers  arranged  a  special 
programme  of  popular  and  classical  music. 

A  few  special  gifts  were  distributed  to  honor 
the  big  reception.  The  newly  equipped  store 
had  been  photographed  at  its  best  and  a  large 
number  of  prints  ordered.  One  of  these  was 
given  to  every  adult  who  visited  the  opening. 

After  two  o'clock  in  the  afternoon  of  the 
gala  day,  the  first  hundred  women  callers  re- 
ceived a  full  25-cent  jar  of  Pura  Cold  Cream. 
All  of  these  offers  were  of  course  announced 
in  the  folder  distributed  by  Newell  Brothers 
before  the  opening. 

THE  INTERIOR  OF  THE  STOEE. 

The  Newell  Pharmacy  has  several  notable 
features.  The  store  fixtures  proper  consist  of 
ten  buffet  wall  cases,  made  of  solid  mahogany, 
with  mirror  backs  and  gold  trimmings.  The 
shelves  are  of  plate  glass,  three-fourths  inch 
thick  on  adjustable  nickel  brackets.  The  case 
doors  are  also  of  plate  glass,  sliding  on  roller 
bearings.  There  is  a  six-inch  base  of  green 
Italian  marble  extending  all  around  the  room. 

The  soda  fountain,  always  handsome,  was 
especially  beautiful  with  its  Boral  decorations 


Ths  (IS.OOD  pbknr 


V  at  Neirell  Brothsri  In  W&mn,  Pa.    The  flitQTBc  irere  deslrned  and  supplied  b;  Bknss. 
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and  art-glass  lights.  It  was  made  by  Bangs 
of  Boston.  The  fixtures  of  this  fountain  are 
of  glass  and  German  silver.  All  pipes  and 
coolers  are  made  of  pure  block  tin.  The  syrup 
jars  are  of  solid  porcelain,  and  the  pumps  are 
solid  silver. 

The  counter  of  the  fountain  is  made  of 
selected  Mexican  onyx,  inlaid  with  pieces  of 
other  onyx  in  various  colors.  The  back  bar 
and  refrigerator  are  of  marble  and  German 
silver.  Surmounting  the  back  bar  are  three 
large  mirrors,  and  above  is  a  heavy  cornice  of 
solid,  hand-carved  mahogany,  with  art-glass 
lights  and  lanterns.     The  top  part  is  supported 


by  four  h^^Vy  onyx  columns,  five  feet  high, 
tapering  from  six  inches  in  circumference  at 
base  to  three  inches  at  the  top.  A  beautiful 
art-glass  dome  surmounts  the  fountain  and  is 
a  suitable  finish.  The  rail  in  front  is  also  of 
Mexican  onyx,  and  the  latest  ideas  are  shown 
in  the  electric  mixers  and  carbonators. 

The  soda  tables  were  made  by  the  C.  H. 
Bangs  Co.,  of  Boston.  They  have  thick  bev- 
eled glass  tops  trimmed  with  solid  mahogany. 

When  the  reader  is  informed  that  the  total 
cost  of  this  store's  furnishings  and  soda  foun- 
tain and  signs  was  about  $12,000,  a  fair  idea 
is  given  of  the  place. 


FLEXIBLE  MIRRORS  FOR  SHOW  WINDOWS. 

Preferable  to  Olaee  In  Some  Reepecte— Can  Be  Handled  or  Bent  Wlthont  Breaking— Tii< 
Silvering  Proceea  with  Full  Directions  that  Any  Dratftftat  Can  Follow. 

By  H.  G.  BRADFORD. 
NashvlIU,  T«BB. 


It  would  seem  that  a  flexible  looking-glass 
is  an  im.possibility,  but  it  is  not.  The  produc- 
tion of  a  mirror  that  may  be  bent  into  any 
desired  shape  or  position  is  quite  possible,  nor 
is  the  process  either  difficult  or  costly. 

These  mirrors  will  prove  to  be  of  the  great- 
est possible  use  in  preparing  backgrounds  for 
show  windows,  and  in  other  ways.  The  ad- 
vantages of  a  mirror  back  are  well  known,  but 
with  the  ordinary  form  the  disadvantages  are 
so  many  and  so  great  that  they  are  used  but 
seldom.  With  this  variety,  however,  all  is 
changed.  The  mirrors  can  be  put  in  and 
taken  out  as  desired.  They  can  be  cut  or  bent 
into  any  size  or  shape,  and  as  they  weigh  but  a 
small  fraction  of  what  the  glass  ones  do,  they 
can  be  used  in  many  positions  and  places  where 
the  latter  would  be  impossible. 

HOW  THEY  ARE  MADE. 

To  produce  these  mirrors,  the  following 
materials  are  required:  Some  egg-white,  the 
highest  grade  varnish,  perfectly  transparent,  as 
nearly  water-white  as  possible,  and  flexible  or 
elastic.  One  of  the  high-grade  floor  varnishes 
is  excellent  for  this  purpose.  A  sheet  of  tin- 
foil, some  mercury  to  form  the  amalgam,  and 
lastly  some  paper  are  required.  A  good  qual- 
ity of  cement  is  also  needed. 

Having  obtained  these,  we  proceed  as  fol- 


lows: Take  a  sheet  of  good,  strong,  well- 
sized  paper,  of  about  the  size  of  the  finished 
mirror,  and  apply  three  to  four  coats  of  the 
egg-white,  giving  each  coat  time  to  get  thor- 
oughly dry  before  the  next  is  put  on.  Use  a 
soft  brush  in  doing  this,  and  make  it  as  smooth 
and  even  as  possible.  When  this  has  thor- 
oughly dried,  apply  the  varnish,  on  top  of  the 
c&g»  spreading  it  smoothly  and  evenly,  and 
giving  each  coat  time  to  dry  thoroughly  before 
the  next  is  put  on.  It  is  best  applied  by  flow- 
ing rather  than  brushing,  as  this  makes  it 
smoother.  Continue  to  put  on  coats  of  varnish 
until  it  forms  a  body  about  as  thick  as  a  piece 
of  ordinary  glass. 

Now  take  a  sheet  of  pure  tin-foil  (and  be 
sure  it  is  made  of  tin  too,  as  lead  will  not  do 
so  well),  and  smooth  it  out  on  a  flat  level 
surface  until  it  is  perfectly  smooth  and  free 
from  every  vestige  of  a  wrinkle.  Then  apply 
about  four  coats  of  varnish,  in  the  same  man- 
ner as  previously  described.  When  the  last 
coat  is  dry,  glue  it  with  good  strong  glue  to 
the  paper  that  is  to  form  the  permanent  back 
of  the  mirror.  Some  care  is  needed  in  select- 
ing this  paper,  as  it  is  necessary  that  it  be 
flexible ;  but  it  should  also  be  tough  and  capa- 
ble of  standing  usage,  otherwise  the  mirror 
will  soon  wear  out.  The  best  material  for 
this  purpose  is  "tag"  paper.      This  is  made 
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from  so-called  rope  stock,  which  is  nothing 
more  than  old  rope  and  twine,  and  is  very 
strong,  tough,  and  durable.  It  is  the  material 
used  for  the  back  of  the  small  advertising 
memorandum  books.  It  comes  in  a  variety  of 
colors — red,  green,  blue,  etc. 

When  the  glue  has  dried,  and  the  varnished 
foil  and  the  paper  back  are  by  that  means 
strongly  united,  turn  the  sheet  over  on  a 
smooth  level  table  and  apply  enough  mercury 
to  the  other  side  of  the  foil  to  make  a  smooth 
amalgam.  This  will  not  require  much.  Apply 
the  mercury  a  few  globules  at  a  time,  and  rub 
and  spread  it  out  with  a  small  piece  of  chamois 
leather,  rolled  up  into  the  shape  of  a  ball, 
taking  care  that  it  is  free  from  wrinkles  on 
the  outside.  The  mercury  is  best  applied  by 
rubbing  lightly  and  gently  with  circular 
strokes,  going  over  the  entire  surface  smoothly 
and  evenly. 

PREPARING  THE   CEMENT. 

With  the  amalgam  completed,  it  is  time  to 
set  up  the  mirror.  For  this  we  shall  need 
some  good  strong  cement  that  is  perfectly 
transparent  to  unite  the  various  parts.  For 
this  purpose  there  is  nothing  better  than  a 
saturated  solution  in  distilled  water  of  the  very 
best  quality  of  acacia  in  tears.  Select  those 
tears  which  are  clear  and  transparent  and  with 
no  signs  of  color.  Dissolve  them  in  the  water 
and  strain  the  latter  through  a  piece  of  wetted 
muslin.  It  is  a  good  plan  to  use  a  large 
excess  of  water,  filter  the  solution  through  a 
.  flannel  filter,  and  then  concentrate  on  a  water- 
bath.  This  will  insure  a  perfectly  colorless 
cement.  If  it  is  not  desired  to  do  this,  gelatin 
can  be  employed,  dissolving  it  in  the  usual 
manner.  But  the  acacia  is  preferable,  as  it 
gives  the  strongest  cement.  With  the  latter 
on  hand,  take  a  soft  brush  and  apply  a  very 
thin  coat  to  the  varnished  side  of  the  first 
paper,  take  it  up  carefully  and  lay  it  on  the 
amalgam  side  of  the  foil,  then  with  a  roller 
such  as  is  used  in  mounting  photos,  or  some 
such  instrument,  roll  it  down  until  it  sticks 
smoothly  and  evenly  at  all  points,  with  no  air 
bubbles  or  other  defects.  This  done,  it  must 
be  weighted  down  heavily  and  left  for  thirty- 
six  or  forty-eight  hours  until  the  cement  and 
glue  get  well  set  and  thoroughly  dried.  Pres- 
sure also  insures  a  good  contact  between  the 
varnish  and  amalgam;  and  since  it  is  on  this 
that  the  clearness  of  the  mirror  depends,  the 


heavier  the  weighting  is,  the  better  will  be  the 
results  attained. 

A  good  plan  after  the  varnish  is  applied  to 
the  amalgam  is  to  lay  a  smooth  sheet  of  paper 
over  all,  and  on  top  of  this  apply  a  frame  made 
by  nailing  smooth  boards  to  a  couple  of  pieces 
of  2  X  4  inch  timbers,  taking  care  that  the 
board  side,  which  goes  next  the  mirror,  is  per- 
fectly smooth  and  free  from  all  nails,  etc.  The 
timbers  will  make  it  stiff  and  strong,  and  any 
sort  of  weight  may  be  piled  on  top  of  it,  with 
the  certainty  that  the  pressure  will  be  alike  at 
all  points.  Were  the  timbers  omitted,  or  re- 
placed with  thin  boards,  the  latter  would  likely 
spring  or  give  under  the  weights,  thus  making 
the  pressure  unequal,  and  marring  the  beauty 
of  the  work. 

THE  FINISHING  TOUCHES. 

At  the  end  of  the  time  remove  the  weights, 
take  out  the  mirror  and  lay  it  down  flat. 
With  a  large  brush  or  sponge,  moisten  the 
upper  paper.  It  will  be  remembered  that  this 
paper  was  glued  on  with  white  of  eggs;  the 
moisture  will  soon  loosen  it  up,  when  it  can  be 
peeled  off,  and  reveal  the  mirror,  all  ready  for 
use.  If  the  work  is  carefully  done,  it  will  give 
results  that  will  be  surprising.  Beautiful 
results  may  be  also  obtained  by  coloring  the 
varnish  slightly  with  various  aniline  colors, 
taking  care  however  that  the  transparency  is 
not  lessened. 

To  read  this  article  it  may  seem  that  a  lot  of 
work  and  time  is  required,  but  in  reality  this 
is  not  the  case.  It  requires  some  time  to  com- 
plete the  job,  but  the  actual  time  employed  in 
the  work  on  it  is  comparatively  little,  since  the 
drying  and  other  such  matters  will  go  on  with- 
out any  attention  whatever. 

I  have  spoken  of  these  mirrors  as  an  adjunct 
of  the  show  window,  but  they  should  also 
prove  to  be  salable  at  good  prices  for  many 
different  purposes.  In  fact,  they  are  of  value 
in  many  ways  not  mentioned  here  at  all,  but 
which  will  suggest  themselves  to  the  progres- 
sive dealer. 

In  conclusion,  remember  that  all  things  re- 
quire some  experience  to  get  the  best  results, 
and  this  is  no  exception.  Don't  throw  the 
matter  aside  because  your  first  attempt  is  a 
failure.  The  material  used  costs  but  little,  so 
the  damage  is  not  great.  Try  it  over.  Suc- 
cess comes  only  from  effort,  and  the  results  in 
this  case  will  well  repay  a  considerable  expen- 
diture of  time  and  money. 


A  LIVE  ORGANIZATION  OF  CLERKS. 

What  the  California   Dratf    Clerks*  AssoclatloB    Has  Accomplished  In   Ten  Years  — The 
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Inspired  by  a  desire  for  closer  relationship 
with  their  fellow  clerks,  and  imbued  with  the 
hope  that  much  benefit  would  result  from 
better  acquaintance  and  fraternal  association, 
some  of  the  moving  spirits  among  the  drug 
clerks  of  San  Francisco  conferred,  and  in 
April,  1901,  sent  out  a  call  for  a  meeting  of 
drug  clerks  to  form  an  organization  of  the 
members  of  their  craft.  This  meeting  con- 
vened in  Pythian  Hall,  and  was  called  to  order 
by  Mr.  W.  H.  Adair,  who  presided  until  per- 
manent officers  were  elected.  Much  enthu- 
siasm was  manifested,  and  the  conference  re- 
sulted in  the  formation  of  what  was  for  some 
years  known  as  the  San  Francisco  Drug 
Clerks'  Association  and  the  election  of  Mr.  N. 
P.  Wynne  as  its  first  president. 

Gaining  by  the  experience  of  other  bodies 
which  had  been  organized  on  social  and  liter- 
ary lines,  the  drug  clerks  determined  to  make 
their  association  of  such  benefit  to  its  members 
as  would  insure  its  permanency.  That  its 
founders  reasoned  well  is  evidenced  by  the 
history  of  the  association.  While  others  of 
similar  character  in  various  parts  of  the  coun- 
try have  come  and  gone,  this  association,  after 
a  record  of  ten  years,  is  stronger  to-day  than 
at  any  previous  time  in  its  history,  and  is,  we 
believe,  the  only  association  of  its  kind  in  the 
United  States  that  has  been  permanent.  We 
have  our  own  hall  and  offices  as  permanent 
headquarters,  have  a  salaried  secretary  who 
devotes  his  entire  time  to  the  interests  of  the 
association,  and  our  treasury  is  in  excellent 
condition,  with  no  outstanding  obligations. 

SOME  EARLY  HISTORY. 

The  first  charter  issued  to  the  association  by 
the  Retail  Clerks'  International  Protective 
Association  adorned  the  walls  of  our  club 
rooms  located  early  in  our  history  at  No.  31 
Second  Street,  where,  owing  to  the  long  and 
late  hours  then  prevailing  in  the  business  in 
which  we  are  engaged,  many  largely  attended 
and  enthusiastic  meetings  convened  at  10  p.m., 
and  adjourned  in  the  "wee  small  hours  of  the 
morning." 

♦Reprinted  from  the  Drug  Clerks'  Journal. 


Shortly  before  the  catastrophe  which  visited 
San  Francisco  in  1906,  we  moved  to  more 
commodious  headquarters  in  Pioneer  Hall  on 
Fourth  Street,  where  many  of  the  valued 
archives  of  the  organization  were  destroyed  in 
the  great  conflagration  of  that  year.  Among 
these  records  was  our  first  charter.  However, 
upon  the  reissue  of  that  document  most  of  the 
original  signatures  were  procured,  and  we  find 
the  following  names  on  the  charter  under 
which  we  are  working  to-day :  E.  J.  Molony , 
C.  B.  Whilden,  A.  D.  Fretz,  Phil.  Weiss,  F.  A. 
Driscoll,  J.  H.  Hubachek,  F.  H.  Gray,  Will  E. 
Murphy,  Fred.  Graham,  W.  H.  Adair,  N.  P. 
Wynne,  P.  A.  Dubois,  A.  H.  Hoag,  A.  E. 
O'Neill,  George  Gerard,  W.  H.  Saey,  J.  A. 
Besby,  and  A.  H.  Mehrtens. 

The  following  members  have  served  the 
organization  in  the  capacity  of  President,  in 
the  order  named :  N.  P.  Wynne,  Paul  Dubois, 
E.  J.  Molony,  C.  B.  Whilden,  A.  D.  Fretz, 
Prof.  J.  H.  Flint,  and  at  present  J.  S.  O'Cal- 
laghan.  Two  of  these  gentlemen  are  no  longer 
residents  of  San  Francisco,  but  the  other  five 
are  still  actively  interested  in  the  work  of  the 
association,  and  have  been  largely  instrumental 
in  making  it  the  success  it  is  to-day. 

The  association  flourished  from  the  begin- 
ning, and  as  its  benefits  increased  and  the 
advantage  of  standing  together  was  mani- 
fested, its  membership  grew  until  the  hospita- 
ble hand  of  fraternalism  was  extended  to  our 
neighboring  cities.  So  ready  was  the  response 
in  this  direction,  that  the  advisability  of  mak- 
ing it  a  State-wide  organization  was  considered 
and  decided  upon,  and  in  1907  we  received 
authority  from  the  International  granting  us 
jurisdiction  over  the  entire  State  of  California, 
and  giving  us  the  right  to  change  the  name  of 
the  organization  to  that  of  the  California  Drug 
Clerks'  Association,  which  is  now  the  official 
designation,  and  which  has  enabled  us  to  num- 
ber among  our  members,  drug  clerks  through- 
out the  length  and  breadth  of  the  "Golden 
State." 

MORAL  TONE. 

While  our  association  welcomes  additions  to 
our  ranks,  under  no  circumstances  will  we  re- 
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ceive  into  our  membership  persons  who  are 
not  of  the  highest  integrity,  and  more  than  one 
application  for  membership  has  been  denied 
because  the  applicant  could  not  satisfy  the 
membership  committee  in  this  regard.  Should 
a  member  be  found  derelict  in  morality,  either 
by  reason  of  excessive  intemperance  or  nar- 
cotic habits,  dishonesty  or  other  cause,  his 
resignation  is  requested  or  he  is  expelled.  We 
desire  membership  in  the  organization  to  be 
synonymous  with  "character"  in  its  highest 
sense.  We  stand  for  the  proper  deportment 
of  our  members  and  for  the  enforcement  of  the 
laws  pertaining  to  our  profession.  We  are 
strong  advocates  particularly  of  the  laws  rela- 
tive to  the  dispensing  of  narcotic  drugs,  and 
the  officials  entrusted  with  the  enforcement  of 
these  acts  will  receive  our  .unqualified  assist- 
ance and  moral  support,  either  by  our  influence 
in  passing  proper  legislation,  or  in  the  execu- 
tion of  the  statutes. 

SOCIAL  FEATURES. 

Our  organization  has  not  been  derelict  in 
developing  the  social  side.  Our  dances  and 
picnics,  our  moonlight  excursions  and  trolley 
rides  have  all  been  features  of  special  enjoy- 
ment, and  one  of  the  crowning  events  has  been 
our  annual  "open  house"  on  New  Year's  Day, 
when  with  music  and  refreshments,  decora- 
tions and  entertainment,  our  headquarters  have 
been  thrown  open  to  our  friends  that  they 
might  participate  in  our  enjoyment  on  this 
particularly  festive  occasion.  Nor  are  the  sick 
or  infirm  forgotten  on  this  gala  day,  for  a 
committee  is  always  sent  to  them  with  good 
cheer  and  words  of  sympathy  and  encourage- 
ment to  brighten  their  weary  moments. 

PROPRIETORS. 

One  of  the  pleasantest  features  of  our  his- 
tory,  and  one  of  which  we  are  particularly 
proud,  is  our  very  harmonious  relations  with 
the  proprietors.  On  many  subjects  we  have 
sought  their  advice,  and  upon  all  occasions 
their  cooperation,  which  has  been  generously 
extended  to  us  in  each  instance,  and  we  are 
delighted  to  feel  that  our  relations  with  them 
are  so  cordial.  They  have  always  been  in- 
vited, and  have  participated  in  our  social 
events;  our  body  has  been  addressed  by  them 
on  subjects  of  scientific  and  commercial  inter- 
est, and  in  conference  with  them  on  business 
topics  we  have  always  found  them  ready  to 
assist  us  in  attaining   the  objects  which  we 


sought.  They  have  been  granted,  and  have 
accepted  the  use  of  our  headquarters  on  occa- 
sion, and  the  privilege  of  extending  them  such 
courtesies  will  always  be  our  pleasure. 

HELPING    EMPLOYERS. 

If  in  any  manner  it  lies  within  the  power  of 
this  organization  to  help  our  employers  to  in- 
crease the  values  received  for  the  commodities 
they  handle,-  we  wish  to  assure  them  of  our 
desire  to  heartily  cooperate,  for  we  realize 
that  their  interest  is  our  interest,  and  as  the 
clerk  of  to-day  may  be  the  proprietor  of  to- 
morrow, this  is  a  further  incentive  to  us  to 
improve  the  conditions  pertaining  to  the  busi- 
ness side  of  our  calling. 

BOARD  OF  PHARMACY. 

It  is  a  matter  of  great  pride  that  three 
governors  of  this  State,  viz. :  Governors  Gage, 
Pardee  and  Gillett,  have  honored  the  associa- 
tion, and  shown  their  confidence  in  us,  by 
appointing  to  membership  on  the  California 
State  Board  of  Pharmacy,  clerks  who  were 
active  members  of  our  association,  and  that  at 
the  present  time  three  members  of  this  im- 
portant commission  are  of  our  number. 
Brother  Molony  has  been  a  member  of  the 
board  since  1903,  and  Brothers  Whilden  and 
Sutherland  have  been  connected  with  the  board 
for  the  past  six  years.  All  of  them  have  been 
as  active  in  protecting  the  health  and  interests 
of  the  people  of  the  State  of  California  as  they 
have  been  in  promoting  the  welfare  of  the 
drug  clerks.  They  have  rendered  a  splendid 
account  of  their  stewardship,  and  we  are  proud 
of  them. 

BENEFITS. 

But  let  us  see  what  the  California  Drug 
Clerks'  Association  has  done  that  has  been  of 
real  tangible  benefit  .to  its  members,  and  first 
w^e  will  mention  our 

SICK  AND  DEATH  BENEFITS. 

A  Standing  committee  known  as  the  "Sick 
Committee"  is  always  ready  to  respond  to  the 
cairof  those  in  ill  health;  not  only  to  visit 
them  frequently  and  report  their  condition  to 
the  association,  but  also  to  see  that  their  neces- 
sary wants  are  attended  to,  and  to  make  pro- 
vision for  the  payment  of  the  sick  benefit, 
which  is  five  dollars  a  week  for  a  period  of 
twelve  weeks,  and  in  several  instances  aid  has 
been  continued  for  a  much  longer  period. 

Should  the  grim  reaper  visit  one  of  our 
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members,  his  widow  or  family  are  visited,  all 
aid  possible  extended,  and  if  he  has  been  a 
member  in  good  standing  for  six  months,  his 
family  receives  a  check  for  $25,  and  this  is 
graduated  according  to  the  length  of  his  mem- 
bership to  a  sum  reaching  $200 ;  the  majority 
of  the  present  membership  is  now  entitled  to 
this  benefit  in  case  of  death.  Should  a  mem- 
ber be  without  family  and  pass  away,  the  last 
sacred  rites  are  attended  to  by  the  association. 

EMPLOYMENT  BUREAU. 

This  feature  has  resulted  in  great  benefit  to 
cur  members,  and  to  employers  as  well.  It 
had  its  inception  early  in  the  history  of  the 
association,  its  object  being  to  aid  our  members 
out  of  employment  in  procuring  positions  and 
to  aid  the  employer  in  finding  reliable  help. 
This  is  done  without  expense  to  either  party, 
is  mutually  advantageous,  and  is  still  one  of 
the  features  of  our  organization  which  is  much 
appreciated.  But  never  were  its  benefits  more 
strongly  manifested  than  after  the  catastrophe 
of  1906.  Owing  to  the  destruction  of  so 
many  drug  stores  at  that  time,  the  number  of 
clerks  thrown  out  of  employment  was  very 
great,  and  the  bureau  proved  of  tremendous 
value  in  securing  positions  for  them  through- 
out the  State. 

THE  FIRE  AND  EARTHQUAKE. 

It  was  the  terrible  fire  and  earthquake  which 
visited  San  Francisco  in  1906  that  demon- 
strated the  spirit  of  f  raternalism,  that  cemented 
the  bonds  of  friendship,  and  that  gave  oppor- 
tunity for  the  development  of  that  great 
benevolence  which  has  knit  together  the  organ- 
ization into  a  solid,  united  whole  for  all  time. 
While  mother  earth  yet  trembled  and  the  fires 
crackled  and  surged  unchecked,  "the  boys" 
sought  each  other  to  offer  such  assistance  and 
relief  as  the  occasion  permitted.  It  was  the 
drug  stores  that  w-ere  invaded  by  the  author- 
ities, drugs,  medicines,  and  surgical  supplies 
were  needed  for  the  afflicted^  and  the  skilled 
services  of  the  drug  clerk  were  commandeered 
for  the  relief  in  hospital  and  camp.  While 
serving  willingly  and  faithfully  at  their  re- 
spective posts,  they  managed  in  their  moments 
of  relief  from  duty  to  organize  a  "clerks'  com- 
mittee." Through  the  activity  of  our  Inter- 
national Secretary  Brother  Max  Morris  of 
Denver  (since  gone  to  his  just  reward),  and 
the  generous  response  to  his  call,  and  also  from 
the  moneys  sent  to  the  State  by  the  drug  in- 


terests of  the  country,  a  very  considerable  sum 
was  raised,  which  enabled  us  to  help  our  many 
members  in  distress,  not  only  for  a  day  or  a 
week,  but  to  some  very  unfortunate  ones  it 
lasted  for  some  time  and  was  a  godsend,  for 
many  lost  their  all.  In  a  number  of  instances 
money  was  advanced  to  aid  a  sufferer  in  get- 
ting on  his  feet  again.  In  some  cases  this  was 
returned ;  in  others,  where  refund  was  impossi- 
ble, the  obligation  was  cancelled  with  a  hearty 
Godspeed. 

THE  TEN-HOUR  LAW. 

For  years  past  proprietors  as  well  as  clerks 
have  felt'the  burden  of  the  long  hours  required 
by  our  calling,  and  all  agreed  that  such  long 
hours  were  not  an  absolute  necessity.  No  one 
knows  better  than  the  clerk  behind  the  counter 
how  physically  exhausted  and  brain-weary  one 
grows  after  fourteen  or  fifteen  hours  of 
almost  consecutive  work  in  a  drug  store,  and 
that  these  long  hours  in  such  responsible  work 
become,  by  their  effect  upon  the  clerk,  a 
menace  to  public  health.  Our  organization, 
therefore,  determined  to  ask  legislative  aid  in 
procuring  relief.  After  advising  with  some  of 
the  older  heads  among  the  proprietors,  includ- 
ing Prof.  Wm.  M.  Searby,  Messrs.  S.  A. 
McDonnell,  E.  L.  Eschmann,  Isaac  Grant  and 
others,  and  receiving  their  sanction  and  moral 
support,  a  bill  was  drafted,  and  by  Hon. 
Edward  I.  Wolfe,  State  Senator  from  San 
Francisco,  was  presented  to  the  legislature. 
In  1905  the  legislature  passed  this  bill,  it  was 
signed  by  Governor  Pardee,  and  became  effec- 
tive in  April  of  the  same  year.  This  measure 
became  familiarly  known  as  "the  ten-hour 
law,"  and  from  the  date  of  its  enactment  the 
drug  clerks  of  California  were  required  by 
statute  to  work  "not  more  than  an  average  of 
ten  hours  a  day  or  sixty  hours  a  week  of  six 
consecutive  calendar  days;''  thus  in  helping 
ourselves,  we  were  able  to  extend  the  benefit 
of  shorter  hours  to  clerks  who  were  not  affili- 
ated with  us,  and  what  was  of  far  greater 
importance,  give  the  protection  to  the  public 
which  the  better  physical  condition  of  the 
dispenser  enabled  him  to  render. 

SUNDAY  CLOSING. 

In  the  history  of  pharmacy  it  has  been  the 
wonder,  not  only  to  the  proprietor  and  clerk, 
but  to  the  public  as  well,  why  druggists  should 
be  compelled  to  work  all  day  Sunday.  It  was 
left  to  the  California  Drug  Clerks'  Association 
to   make   the   investigation,   and   upon   their 
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initiative  the  problem  was  solved.  Some  of 
our  active  members  took  the  matter  up  with 
the  proprietors,  and  with  the  cooperation  of 
gentlemen  standing  high  in  the  pharmaceutical 
and  business  world,  such  as  Prof.  Frank  T. 
Green,  Messrs.  Val.  Schmidt,  J.  J.  Mahony, 
E.  L.  Baldwin,  Frank  Gay,  et  al.,  who  will- 
^"gly  gave  not  only  their  time  but  their  influ- 
ence, an  arrangement  for  Sunday  closing  was 
consummated  with  the  two  hundred  odd  drug 
stores  of  San  Francisco,  most  of  whom  close 
between  the  hours  of  1  and  5  p.m.,  and  some 
from  1  to  6  P.M.,  on  the  Sabbath.  It  did  not 
take  long  for  this  example  to  be  followed  by 
our  neighbors  across  the  bay,  and  in  Oakland, 
Alameda  and  Berkeley  the  same  rule  is  fol- 
lowed. Stockton,  Sacramento,  San  Jose,  and 
Los  Angeles  have  fallen  in  line,  and  in  many 
of  the  interior  cities  and  towns  those  who  are 
engaged  in  the  dispensing  of  drugs  and  medi- 
cines are  reaping  the  benefit  of  the  good  seed 
sown  by  our  association. 

INCREASED  COMPENSATION. 

With  the  increased  cost  of  commodities 
necessary  in  the  expenses  of  life,  which  has 
been  experienced  all  over  the  country,  it 
seemed  hardly  reasonable  to  ask  a  drug  clerk, 
who  has  to  devote  five  years  to  practical  ex- 
perience, also  a  vast  amount  of  time,  money 
and  mental  energy  in  acquiring  an  adequate 
knowledge  of  such  a  technical  business  as  phar- 
macy, to  accept  in  cqnsideration  for  his  ser- 
vices a  compensation  that  was  entirely  inade- 


quate to  meet  the  demands,  and  in  no  way 
proportionate  to  the  wage  paid  in  many  lines 
of  work  of  no  technical  character,  and  with 
little  or  no  responsibility  attached.  The  asso- 
ciation, therefore,  decided  to  make  an  effort  to 
procure  an  increased  compensation  for  those 
employed  in  a  clerical  capacity  in  pharmacy. 
Not  desiring  to  assume  a  dominant  attitude, 
however,  they  took  this  question  up  with  the 
proprietors,  enlisting  their  cooperation  and  re- 
questing their  yiews.  With  this  end  in  view, 
a  communication  was  sent  to  a  very  large 
number  of  proprietors  asking  their  ideas  on 
the  subject  of  compensation.  The  number  of 
replies  received  was  exceedingly  gratifying, 
and  upon  tabulation  it  was  found  that  78  per 
cent  were  in  favor  of  the  following  schedule, 
viz. :  for  Licentiates  in  Pharmacy  a  minimum 
of  $100  per  month;  for  Registered  Assistants 
a  minimum  of  $75  per  month;  for  relief  work, 
50  cents  per  hour.  This  schedule  was  adopted 
as  the  minimum  of  the  association,  and  has 
been  effective  ever  since  March  1,  1907. 

SUMMARY. 

To  briefly  summarize  the  benefits  accruing 
by  the  organization  of  the  drug  clerks  of  this 
State,  we  give  the  following : 

(1)  Shorter  hours.  (2)  Better  compensa- 
tion. (3)  Financial  sick  benefits.  (4)  Finan- 
cial death  benefits.  (5)  Sunday  closing.  (6) 
Employment  bureau.  (7)  Social  and  fraternal 
features.  (8)  Representation  on  the  Board  of 
Pharmacy. 


CONDUCTING  A  DRUG-STORE  OPENING. 

How  Lontf  Before  the  Event  Shoald  the  AdverUelntf  Be  StaHed?— What  Tone  Shoald  the 

Rnbllclty  Have?— Some  Ade.  which  Have  Been  Used  by  Retail 
Dratflstfl  to  Annoance  Their  Openings. 


A  store  opening  represents  a  means  of  mak- 
ing a  dramatic  and  eflfective  entrance  upon  the 
public  stage.  And  as  the  star  who  enters  a 
play  at  the  psychological  moment  has  the  way 
carefully  prepared  for  him,  so  the  audience  of 
a  store  must  be  worked  up  to  a  state  of  ex- 
pectancy before  the  event  occurs.  Continuing 
the  comparison,  druggists  who  would  make  the 
most  of  an  opening  must  have  the  stage 
dressed,  their  tableau  ready,  their  preliminary 
lines  spoken,  their  audience  expectant  if  the 
event  is  to  make  any  special  impression. 


This  confronts  us  with  the  question  as  to 
how  long  before  an  actual  opening  the  drug- 
gist should  begin  his  preliminary  advertising. 
Writing  in  Printers'  Ink,  George  Hough 
Perry,  a  prominent  advertising  expert  in  the 
East,  observes  that  too  long  a  preparation,  a 
suspense  too  long  drawn  out,  will  lose  one  the 
keen  attention  of  the  public.  On  the  other 
hand,  an  entrance  too  abrupt,  unexpected,  and 
too  early  will  find  the  public  unready  and  cold. 
No  definite  rule  can  be  laid  down.  Each  case 
must  be  decided  on  its  own  conditions,  but  the 
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time  should  be  long  enough  to  enable  the  pro- 
prietor to  deliver  his  message.  Four  days  may 
be  sufficient.  Often  two  days  will  do,  although 
some  take  a  week  for  the  preliminary  adver- 
tising. B.  S.  Cooban  &  Co.  begin  advertising 
ten  days  before  their  regular  annual  opening, 
as  do  many  other  firms. 

Having  determined  the  date  of  the  announce- 
ment, the  next  detail  to  be  considered  is  what 
tone  it  shall  take.  This  question  can  best  be 
answered  by  actually  reproducing  specimens  of 
advertisements  that  have  been  employed  by 
retail  druggists  for  their  openings. 

Mr.  Barrett,  of  Waukegan,  Illinois,  con- 
ducted a  grand  opening  in  which  he  gave  away 
prizes  of  candy  and  cigars.  The  conditions 
under  which  these  gifts  were  distributed  may 
be  seen  from  the  cover  of  their  four-page 
announcement.      It  read  as  follows: 


GRAND  OPENING 


ot 


!®arrEtt's;  ©rug  j^tore 

WAUKEGAN.  ILL 

on  Friday  and  Saturday 
Oct.  18tk  and  19tk 

A   COMMERCIAL   EVENT   THAT  IS   BOUND  TO 
CREATE    MORE    THAN    PASSING    INTEREST 


FREE  FLOWERS  |   |  FREE    C  AN  DT  |   |  FREL   CIGARS 


Great  Values 

on 

Openinf 

Day 

OCTOBER 

18th  C*  19th 

LADIES 
rVERY  iMh  «^ 

*^  call  M  ihc  Open* 
••  0«y  wiilNcan** 
blaa  ■ytwiiad  ixkcL 
Ok  Maod«y.  October 
2lil,  »ra  wj  opea  ih« 
Urft  Uut  tnvolopc 
dhpUjrcd  a  e«  mok 
•ad  pea  iIm  3  ■•• 
faMmm  avnbcn  which 
it  «Mt«M  Each  ol 
VIM  3  pwont  ptatcBi* 
•e  •  bhw  ticket  bear- 
mi  anc  of  thot  aaa* 
banwdl  rccefwea  faw 
liCHi  l*pouao  boa  ol 

CraftfiMii  Aiitl 

HoM-M«le 


YOU   MAY  WIN 


Surprise  Bag 
FREE 

To  e*ccy  calcr  apoa  ihs  Opea* 
•%  Day  wc  wfl  preieai  w«h  oia 
coatploMato  •  Soipnw  Baf  coa. 

(anait  aaay >     Ah.  tbai'i 

the  MBpniel  Doo'i  iaJ  to  fei 
oae  aad  you  wil  be  dcbfhtcd 
w«h  TOW  wipmc 


lb*  diy*  ol  iIm 
FRIDAY  aad  SATURDAY 

0<a.  i  8th  ^  i  9th 

SPECIAL  PRICES 
SPECIAL  FEATURES 

a  a  modem,  pro- 
rdnie  no** 


Barrett's  Drug  Store 

WAUKECAN   lU. 


Great  Value» 

on 

Opening 

Day 

OCTOBER 

18th  C*  19th 

GENTLEMEN 


EVERY 
who  cab 

(hcOpenmc  Day  wgl 
'eceiwf  a  mo  aum- 
beted  Hcket.  Moa* 
day. October  2 lit.  we 
wdl  opea  the  lacge  ted 
e«*chipe  a  our  More 
•ad  placard  the  in- 
kaown  aambei  theie- 
a  To  the  (eallemaa 
who  bnaet  a  the  red 
ticket  beata«  dm  ma- 
aag  nuDbet  we  wj 
preieDi  a  boi  ol 

Ben  Sep 

Qaar  Havaia 
YOU  MAY  WIN 


The  cover  of  a  four-page  folder  distributed  by  Barrett's  Drug  Store, 

of  Waukegan,  111. 


Every  visitor  received  a  surprise  bag  free, 
as  was  cleverly  announced  in  the  circular :  "To 
every  caller  upon  this  opening  day,  we  shall 
present,  with  our  compliments,  a  surprise  bag 
containing  many — ?  Ah,  that's  the  surprise! 
Don't  fail  to  get  one.     You'll  be  delighted." 


A  preliniinary  announcement  is  of  course 
advisable.  The  first  ad.  or  circular  should 
appear  about  ten  days  before  the  opening  after 
the  manner  of  the  following: 


WAIT  AND  WATCH 

for  the 

GRAND  OPENING 

of 

BARRETT'S  DRUG  STORE 

Waukegan,  Illinois. 

Thie  will  be  an  Opening  of 
far  more  than  pasnnv  interest. 
{Reparations  are  under  way  to 
make  this  atfair  an  assured  suc- 
cess. For  we  want  everybody 
in  Waukegan  and  vicinity  to  ap- 
preciate the 

New  Ideas,  New  Methods  and 
New  Atmosphere 

that  will^  make  this  a  first-class 
progressive  Drug  Store  in  every 
sense  of  the  word.  Your  money 
will  do  its  utmost  here— alwasrs 
with  goods  that  are  standard 
and  reliable,  and  on  the  Open- 
ipff  Day  there  will  be 

Free  Candy.  Free  Flowers 

Free  Cigars 

Free  Surprise  Bags 

And  the  date  of  die  Grand 
Opening  is 

October  18  and  19.  1907 

BARRETT'S  DRUG  STORE 

Waukegan,  Illinois 


COMING 


The  biggest  "Coming  Event** 
in  this  town — the  happening 
that  is  going  to  make  every- 
body **  sit  up  and  take  notice  " 
—the  one  occasion  you  mustn't 
nohow     IS 


Souvenir 
Day 


Saturday,  February  17th.  is  the 
date — put  a  big  mark  around  diat 
day  on  your  ealendar  so  you 
won't  forget  youTI  be  mighty 
sorry  if  you  do  forget. 


Specimen  ads.  or  circulars  to  be  sent  oat  about  10  days  before  tiie 

opening. 


Two  days  later,  or  about  the  eighth  day 
before  the  opening,  the  advertising  becomes 
more  specific,  the  following  text  being  very 
suitable : 


Mm  Ym  Unrt)  IpMt  lit    Makt  a  MtiMrtMlwi  Rtctv^U  ^^ 

BRMD  •PERIRa,  OeTRBER  IBHi  t  ifNht  1901 

urbett^s  BBpe  tfom,  wMKEaR  in, 

I  fro   gtowgft   |-|     Fwa  Ctiidf     H     fff  48t«rt^. 

^Kxlra  Prspafatiopi .  lOejng  Mide  ^f  ^i>  Eveet-^ 

la  Qrdt>  to  ratiDfely  pipve  to  the  public  of  t^^auke|rfta^4  ticbfty  that  (n 
B«rc«|t'i  Dmg-morf  Uiei'c  it  ft  butinefiS  ii\stUutiw  .Qj>era(ed  on  ths  very 
6r«c  pfiddpif^tbat  U  ia  ag^recifive ,  projr^tsitfc  itnd  ip  every  respect  *up 
to^^the  mhHite   #e  anall  On 

Obtbafett'ieTH  Af^pTttTK  H4i0A  IbHAND  QPBNINQ 
TO  WHICH  YOU  AWE  CCWIALLV  INVITED 

PKEI * 

Csndyi 
C||ar»/ 

Snfpl^fe. 
bi«a. 

mix 


There  will  b«r  af^al  pricfct  fpr  ibat  day  ac 
well  at. many  tptcisl  iekttfrei/ .  K  <you  want 
tojtte  sti  iJiu>estlq|^.iMrcantile  event  come; 
MTOuaii  if  veil  wisn'fo'irtMar.ve  h6w  a  atriCijy 
firtt-clasa  l>rug  Stare.'ik  operaicd,  pay  tia^'a 
csll.'  Jt^ob^wStaC  louve  aoMe  money  .lo 
Drei^  Store  poithaaei  don't  ovcrloek  ui  4ji^ 
day. 


1*^ 


■*^ 


BARRETT'S  DRUG  STORE, 

^01  GfcNE^CE  STAfcET.  MURRAY  BLlyGf  VTAtfJU^AH; 


A  newspaper  ad. 


T.  A.  Goodwin  on  purchasing  a  store  in  St. 
Louis,  Michigan,  observed  his  entrance  into 
the  new  place  with  a  formal  opening.      The 


BULLETIN  OF  PHARMACY 


69 


general  character  of  the  celebration  may  be 
seen  from  the  following  announcement,  which 
appeared  in  a  folder  printed  especially  for  the 


occasion : 


FREE  SOUVENIRS  FOR  ALL 

EVERY  VISITOR— tJd  and  youn*  of  both  MKet— who 
comes  to  my  new  atoro  on  Openins  D«y  will  receive  a  bemi- 
tifol  FREE  SOUVENIR.  There  will  be  wmvenin  for  the 
Laidiee,  aouvenin  for  dte  Gentlemen  and  eouvenizs  for  dte 
Children.  There  will  be  Free  Candy,  Free  Perfume,  Free 
Toilet  Pkeparationa,  Free  Qffars,  Free  Qgar  Cutters,  Free 
Match  Bosea,  Free  Novdties,  Special  Otfers,  and  many  other 
features  ^frhich  will  make  this  Opening  Day  an  event  long 
renaembered  in  St.  Louis.    Do  come  in  on  Opening  Day. 


FieeCu^-Fi 
Frmagan— Fi 


Of  course,  Mr.  Goodwin  took  pains  to  im- 
press  upon  people  through  his  advertising  that 
the  store  had  been  overhauled  from  top  to 
bottom.  He  assured  his  customers  that  many 
changes  and  improvements  had  been  made,  and 
impressed  upon  them  the  completeness,  fresh- 
ness, and  superior  character  of  the  stock.  All 
this  was  accomplished  through  the  medium  of 
a  four-page  folder  7  by  IQi/^  inches  in  dimen- 
sions. The  paper  was  blue,  the  type  a  dark 
shade  of  the  same  color. 

A  formal  invitation  can  be  sent  out  to  a 
restricted  number  of  people,  one  on  this  order, 
for  example: 


Your 


iscofdiaDy  t 


at  our 


GRAND  OPENING 

FRIDAY  AND  SATURDAY 

October  18th  and  19th 

During  which  flowers,  sowenira,  special  sales  and 
unusual  attractions  wfll  be  in  order.   Particulars 
may  be  had  from  our  circular  of 


BARRETTS  DRUG  STORE 

Genesee  and  Madison  Sts. 
Waukegan,  Ulinob 


B,  S.  Cooban  &  Co.,  of  Chicago,  have  even 
used  a  huge  bill-board  ad.  2^  feet  wide  by  3i 


feet  high.      The  paper  was  white,  the  letters 
being  done  in  blue  and  red : 


OOOBAIN'S 

Fall  openinG 


OCT.   5-6-7 


Free  Somrenirs 
Free  Perfumery 
Free  Candy 
FreeCgars 


Spkndid 
Speciab 


Wonderful 
Vahes 


Be  Ss  COOBAN  &  COs 

459  W.  63d  Street, 


CHICAGO, 


ILLINOIS 


In  the  November  Bulletin,  1911,  we  de- 
scribed an  opening  conducted  by  the  Cahoon- 
Lyon  Drug  Co.  of  Buffalo.  Flowers  and 
toilet  articles  were  given  away  free  as  sou- 
venirs to  the  visitors.  At  the  soda  fountain 
a  popular  drink  was  served  free.  In  many 
departments  valuable  presents  were  given  to 
purchasers.  More  than  10,000  roses  and  asters 
were  given  away  throughout  the  day,  and 
toilet  souvenirs  were  distributed  liberally. 
The  various  sections  of  the  store  were  ar- 
ranged in  an  attractive  fashion,  and  the  clerks 
did  a  record-breaking  business.  This  only 
goes  to  show  that  an  opening  can  be  made  the 
means  of  stimulating  business. 

During  the  opening  of  the  new  Cahoon- 
Lyon  store  5000  hot-air  balloons  were  released 
on  the  roof.  Each  balloon  contained  a  check 
good  for  a  certain  sum  of  money  when  pre- 
sented at  the  new  drug  store.  These  checks 
ranged  in  value  from  ten  cents  to  $10,  and 
were  eagerly  looked  for  in  all  parts  of  the  city. 
Finders  of  the  checks  from  the  Cahoon-Lyon 
Company  balloons  could  exchange  them  for 
currency  or  merchandise,  according  to  the 
statement  contained  on  the  paper.  Checks 
were  received  at  the  store. 


STOPPING  LEAKS  IN  BUSINESS. 

A  Eetail  Dm^^t  of  Lonil  Ezperleaoe  Shows  How  Loflses  of  One  Kind  or  Anotkor 
Bo  Provoated— A  System  of  StockkooplAd  Whoroby  One  Gaa  Tell  tke  . 
Amomit  of  HercliaBdlee  on  Head  Eeoh  Day. 

By  JULIUS  DEETKEN.* 


Now,  what  I  am  going  to  tell  you  comes 
from  an,  old  druggist  who  has  been  in  active 
business  forty-one  years,  who  is  nearly  at  the 
end  of  his  active  business  life,  and  who  con- 
siders his  system  of  discovering  and  preventing 
leaks  and  losses  almost  perfect  for  a  small 
drug  business. 

This  old  druggist,  who  has  in  a  moderate 
degree  succeeded  after  many  reverses  and  some 
crushing  financial  disasters,  in  accomplishing 
that  for  which  we  all  put  forth  our  best  efforts, 
namely,  to  spend  old  days  in  peace  and  com- 
fort and  free  from  any  financial  worry,  gives 
you  now  his  experience  in  that  direction.  But 
this  is  not  in  a  spirit  of  boastfulness.  Far 
from  it.  He  has  no  doubt  that  some  of  you 
here  have  as  good  or  a  better  system.  He 
expects  that  his  system  will  be  criticized  and 
that  some  one,  at  some  time,  will  offer  you 
something  much  better. 

If  I  can  to-day,  by  giving  you  my  own  ap- 
proved system,  assist  any  of  you  in  making 
your  burden  lighter  and  your  bank  accoimt 
heavier,  I  shall  feel  amply  rewarded  for  my 
efforts. 

Many  of  the  losses  and  leaks  in  business 
which  we  see  occasionally  mentioned  in  our 
drug  journals  are  a  negligible  quantity  and  I 
shall  not  take  any  notice  of  them  to-day.  The 
leaks  and  the  losses  may  be  divided  into  two 
classes,  to-wit: 

First,  losses  and  leaks  caused  by  others. 

Second,  losses  and  leaks  caused  by  ourselves. 

Right  here  I  confess  that  I  failed  and  fell 
down  in  most  of  those  side-lines  of  which  some 
of  you  have  made  a  most  decided  success,  and 
that  the  volume  of  my  business,  with  the  ex- 
ception of  a  few  years  in  Dead  wood  from 
1877  to  1881,  was  distressingly  small. 

MAKING  A  SMALL  BUSINESS  PAY. 

I  soon  realized  that  the  problem  before  me 
was  to  make  the  most  out  of  a  naturally  very 

*A  paper  read  before  the  last  annual  meeting  of  the 
South  Dakota  Pharmaceutical  Association. 


small  business,  and  to  look  for  my  success,  not 
in  enlarging  my  business,  but  in  getting  every 
cent  out  of  this  five-  or  ten-cent  patronage 
called  the  drug  business.  I  had  to  squeeze 
that  lemon  dry  to  the  last  drop  to  make  a  good 
decent  living,  and  to  lay  up  a  few  dollars  for 
the  rainy  days  that  come  to  us  all. 

Very  early  in  my  career  I  ran  up  against  a 
very  dishonest  clerk,  and  I  at  once  began  to 
work  out  a  system  by  which  I  could  discover 
and  stop  a  stealing  clerk.  My  system,  which 
I  have  practiced  now  more  or  less  for  over 
thirty  years,  and  which  I  have  perfected,  so 
that  during  the  last  fifteen  or  twenty  years  I 
have  had  no  occasion  to  change  it,  is  an  abso- 
lute prevention  and  cure  for  this  evil.  It  is 
best  adapted  to  stores  with  one  or  two  clerks. 
For  those  of  you  who  have  a  larger  number  of 
clerks  I  would  say  this,  you  can  discover  the 
leaks,  but  you  cannot  fasten  it  on  the  thief. 
I  will  also  say  here  that  in  spite  of  my  system, 
you  cannot  stop  a  man  from  stealing  for  a 
short  time,  but  you  can  discover  the  leak  inside 
of  a  few  months  and  stop  it  then.  Then,  too, 
the  fear  of  discovery  will  stop  a  thief  from 
stealing  as  soon  as  he  gets  familiar  with  my 
system.  No  man  can  steal  in  my  store  for 
more  than  a  few  months  without  the  fact  being 
discovered  by  me.  You  are  all  familiar  with 
the  case  of  a  trusted,  confidential  clerk  in  a 
large  town  in  eastern  South  Dakota,  who 
carried  on  this  stealing  for  many  years  and 
robbed  his  employer,  during  that  time,  of 
many  thousands  of  dollars.  That  same  clerk 
was  working  for  Bent  &  Deetken  in  Deadwood 
long  before  he  was  discovered  to  be  a  thief  in 
the  eastern  part  of  the  State.  But  I  assure 
you  he  did  not  steal  when  he  was  working  for 
Bent  &  Deetken.  He  was  afraid  of  our 
system. 

My  system  answers  completely  the  following 
purposes : 

First,  you  always  have  cost  prices  of  goods 
at  your  finger-tips. 

Second,  at  the  close  of  each  business  day  you 
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know  to  a  cent  what  you  have  sold,  the  cost  of 
what  you  have  sold,  your  gross  profit,  and 
your  net  profit. 

Third,  at  the  end  of  your  business  day  you 
can  find  out  if  you  wish,  to  a  cent,  the  amount 
of  merchandise  on  hand  that  day. 

I  verify  the  correctness  of  my  system  by 
talcing  invoice  once  a  year,  generally  in  Jan- 
uary. I  balance  my  merchandise  account  and 
write  on  a  sheet  of  paper  the  amount  shown  in 
ledger  to  be  on  hand  that  day,  and  put  the 
paper  in  a  sealed  envelope.  I  let  two  men  take 
the  invoice  and  figure  it  up.  At  the  end  of  the 
work,  I  hand  them  the  sealed  envelope  to  com- 
pare their  footings  with  my  figures,  and  usu- 
ally the  discrepancy  is  not  more  than  $50  or 
$75.  If  you  have  a  leak  in  your  business  that 
has  not  been  detected  during  the  year,  it  must 
show  up  at  the  time  of  invoice.  The  key  to 
my  system  is  a  sales-book  ruled  with  three 
colimins,  one  for  cost,  one  for  selling  price, 
and  each  article  sold,  cash  or  credit,  is  entered. 
To  illustrate : 

You  start  on  January  1.     Your  sales-book  shows 

that  you  sold  that  day $20.00 

Your  day-book  shows  that  you  sold  $3.00  credit, 
so  you  deduct 3.00 

Leaving  a  balance  of $17.00 

Your  day-book  shows  you  collected  that  day 5.00 

Adding  this  gives  you  the  result  that  must  be  in 

the  till .$22.00 

Plus  a  few  minor  omissions  of  75  cents  to  $1.00. 

You  see  if  you  omit  to  enter  any  sales  on 
your  sales-book,  your  cash  must  over-run,  and 
in  place  of  $22  you  will  have  $23  or  $24  cash 
in  your  till.  This  is  normal.  If  you  run 
short,  then  look  out  for  leaks.  You  may  run 
short  once  in  a  while  by  making  a  sale,  say 
about  $1  or  $2,  on  credit,  entering  it  on  the 
sales-book  but  neglecting  to  charge  it  in  the 
day-book.  By  my  system  a  loss  of  that  nature, 
due  to  carelessness,  is  discovered. 

By  way  of  a  second  illustration,  I  submit 
the  following  figures.  They  are  hypothetical, 
of  course.  They  show  how  it  is  possible  for 
you  to  know  every  night,  to  a  cent,  what  you 
made  or  lost  that  day: 

January  1,  your  total  sales  I  suppose  to  be $20.00 

Cost  of  your  goods  as  per  cost  column 10.00 

Leaving  a  gross  profit  of $10.00 

Less  your  total  expenses 5.00 

Your  net  profit  is  plainly $  5.00 

Apply  this  rule  or  system  to  your  monthly 


or  annual  sales,  and  you  have  the  exact  result 
of  your  business,  provided  there  is  no  leak. 

Let  me  illustrate  a  third  time.  This  is  the 
most  important  and  gives  you  an  absolute 
check  on  amount  of  merchandise  you  have  on 
hand  each  day : 

January  1,  amount  of  merchandise  on  hand $1000.00 

Added  to  stock  during  the  twelve  months,  at  the 

rate  of  $300  per  month  for  new  goods 3600.00 

Add  these  and  they  amount  to $4600.00 

Now  deduct  (or  credit)  sales  $20  per  day,  cost 

$10,  or  $300  per  month  or  $3600  per  year. 

Carry  out 3600.00 

December  31,  on  hand $1000.00 

If  you  run  short  more  than  $50  there  is  a 
leak.     Some  one  robs  you  or  you  rob  yourself. 

My  rule  is  to  check  up  the  sales  every  day, 
figure  up  monthly  sales,  gross  profits,  net 
profits,  cost  of  goods,  credit  the  merchandise 
account  by  the  cost  of  goods  sold,  debit  the 
merchandise  account  to  the  amount  of  all 
goods  received  during  month,  and  strike  a  bal- 
ance to  show  the  amount  of  merchandise  on 
hand  on  the  last  day  of  each  month. 

LOSSES  DUE  TO  SELF-INDULGENCE. 

Now  we  come  to  losses  and  leaks  caused  by 
yourself  and  how  to  stop  them.  Suppose  you, 
Mr.  Druggist,  are  a  smoker  and  take  a  seven- 
cent  cigar  five  times  a  day  out  of  your  cigar 
case,  without  paying  for  it  because  it  is  such  a 
small  item. 

Five  cigars  per  day,  costing  seven  cents  each, 
amount  to  thirty-five  cents  a  day,  or,  in  the 
year,  to $127.75 

Your  family  eat  ice  cream,  drink  soda  water,  etc., 
"on  the  house,"  May  1  to  September  1,  135 
days  at  25  cents  per  day,  amounting  to,  during 
the  season 33.75 

Your  wife  and  children  take  hair  brushes,  tooth 
brushes,  soap,  toilet  articles  during  the  year 
that  cost  about 40.00 

Figuring  up,  these  things  cost  per  year $201.50 

Now,  you  are  short  $201.50  in  your  mer- 
chandise at  the  end  of  the  year,  and  you  can 
and  must  stop  that  by  charging  every  item 
taken  for  yourself  and  credit  your  merchandise 
account  at  the  end  of  the  year  by  $201.50  and 
charge  your  family  expense  account  $201.50. 
Or  still  better,  and  it  saves  you  a  lot  of  entries, 
do  as  I  do.  Pay  the  cash,  a  little  above  cost, 
into  your  till  every  time  you  and  your  family 
take  ice  cream  or  cigars,  or  whatever  it  may 
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be,  out  of  your  stock.      Then  this  leak  is 
stopped. 

Another  form  of  robbing  yourself  is  if  you 
allow  any  doctor  to  help  himself  to  cigars  or 
drinks  or  other  small  items  whenever  he  sees 
fit,  because  he  sends  you  two  or  three  prescrip- 
tions a  day.  Do  not  do  it.  It  is  easy  to  rob 
your  stock  of  fifty  cents  per  day  or  $182  per 
year  this  way,  and  it  is  a  big  mistake.  If  your 
doctor  is  entitled  to  any  such  benefits  and 
wants  them,  give  him  the  cigars  and  drinks, 
etc.  Pay  for  it  yourself  and  charge  it  up  to 
expense  account.  This  will  keep  your  mer- 
chandise account  straight. 

Now,  Mr.  President  and  Fellow  Druggists, 
I  will  say  to  you  before  I  close  that  if  I  had 
to  point  to  any  one  thing  to  which  I  owe  my 
moderate  degree  of  prosperity,  after  all  my 
ups  and  downs,  I  would  point  to  my  system  of 
discovering  and  stopping  losses  and  leaks.  It 
has  never  failed  me,  and  I  intend  to  keep  it  in 
use  to  the  end  of  my  business  life. 

My  system  of  sales-book  enables  me  to  know 
every  night  to  a  cent  what  I  have  made  or  lost. 
My  system  of  keeping  merchandise  account 
enables  me  to  know  every  day  of  the  year  the 
exact  amount  of  merchandise  I  ought  to  have 
on  h^nd,  and  in  two  days  I  can,  by  my  invoice, 
verify  the  figures  in  the  ledger  and  discover 
the  leak. 

There  are  many  other  ways  that  help  a 
druggist  to  detect  pilfering.  A  friend  of  mine 
discovered  stealing  in  this'  way :  He  left  just 
$5  change  in  the  till  at  the  close  of  business. 
Then  he  hired  a  person  next  morning  early  to 
buy  $3  worth  of  goods  in  his  store.  Then  he 
stepped  in  and  counted  the  money.  The  till  had 
just  $5,  and  the  guilty  man  was  discharged. 

Another  friend  of  mine  is  using  the  follow- 
ing tactics :  He  always  keeps  wrapping  paper 
and  twine  of  different  colors  from  any  of  his 
competitors.  If  he  is  on  the  street  and  meets 
a  person  with  a  white  paper  package  tied  with 
pink  twine,  he  knows  that  the  package  comes 
from  his  store.  He  goes  up  to  his  sales-book, 
and  if  he  finds  the  entry  he  knows  everything 
is  all  right.  If  not,  he  becomes  suspicious  and 
usually  discovers  the  leak  and  stops  it. 

Another  friend  of  mine  who  is  using  m)r 
system  discovered  a  big  leak  as  follows :  One 
of  the  help,  it  seems,  was  in  the  habit  of 
pocketing  money  that  came  in  after  the  pro- 
prietor went  home  at  night.  He  took  $3  one 
night.      Next  day  the  customer  brought  the 


goods  back,  as  it  was  not  what  he  wanted.  My 
friend  looked  at  the  sales-book.  There  was 
no  entry  of  a  sale,  and  there  was  no  over-run 
or  surplus  of  $3  the  night  before.  My  friend 
said  nothing,  but  stepped  out  of  the  store  for 
half  an  hour.  He  came  back,  looked  at  the 
sales-book,  and  found  that  in  his  absence  some 
one  had  attempted  to  "doctor"  the  sales-book 
in  a  bungling  manner.  The  guilty  man  was 
discharged. 

HANDLING  CREDIT  BUSINESS. 

Now,  in  regard  to  credit  business,  I  have 
succeeded  in  reducing  it  to  a  minimum.  It  is 
one  of  the  comforts  of  my  old  days.  I  have 
not  been  out  collecting  nor  sent  a  clerk  out  for 
the  past  four  or  five  years.  Now  I  think  every 
store  has  to  handle  this  branch  of  business  to 
the  best  possible  advantage,  according  to 
circumstances. 

The  druggist  who  lives  in  a  small  town 
where  he  knows  everybody  and  is  doing  a 
good,  prescription  business  can  hardly  avoid 
doing  a  big  credit  business.  But  a  druggist 
who  is  doing  a  very  small  prescription  business 
is  not  obliged  to  let  goods  go  out  of  his  house 
on  credit.  I  send  all  of  my  bills  or  statements 
through  the  mails.  I  have  always  a  few  lame 
ducks  on  hand,  and  I  use  very  plain  language 
when  I  am  telling  them  my  rules  about  credit. 
I  do  not  allow  my  clerk  to  give  any  credit 
except  to  good  people.  As  a  last  resort  I  give 
my  bills  to  a  justice  of  the  peace  and  usually 
collect  them  by  bluff,  hardly  ever  by  suits.  My 
net  losses  have  been  about  $30  per  year  for  the 
last  ten  years  on  bad  accounts.  I  try  to  be  a 
good  payer  and  a  good  collector.  There  is  no 
set  rule  about  collections  in  my  store.  I  con- 
sider each  case  by  itself  and  use  different  kinds 
of  strategy,  according  to  my  own  judgment, 
and  people  in  Deadwood  call  me  as  good  a 
collector  as  I  am  a  payer. 

Now,  in  Lead,  conditions  are  entirely  differ- 
ent. They  are  all  doing  a  big  credit  business 
and  everybody  promises  to  pay  on  pay-day. 
Nobody  pays  on  the  first  of  the  month.  The 
Homestake  Company  pays  off  their  three 
thousand  men  at  the  rate  of  about  200  per  day 
for  fifteen  days,  commencing  on  the  8th  and 
quitting  on  the  24th.  The  trick  in  Lead  and 
Brown  is  to  catch  the  debtor  on  his  pay-day; 
for  the  chances  are  that  one  or  two  days  later 
he  will  not  have  a  penny,  and  you  will  have  to 
wait  another  month. 

In  the  early  days  of  Deadwood,  we  had  an 
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entirely  different  custom  in  regard  to  credit 
and  pay.  We  sold  goods  on  credit  to  every- 
body who  wanted  them,  and  the  test  of  a 
man's  quality  as  a  payer  came  every  Monday. 


Monday  was  pay-day,  and  you  could  see  every- 
body go  around  collecting,  with  buckskin  sacks 
to  carry  the  gold-dust  in.  A  man  who  did  not 
pay  on  Monday  lost  his  credit  promptly. 


A  NEAT  VALENTINE  WINDOW. 


Last  February  I  arranged  a  very  pretty 
window  display  of  valentines.  It  was  simple, 
too.  I  took  pains  to  avoid  the  use  of  too 
much  material. 

Valentines  of  a  heart-shape  design  gave  a 
nice  effect  to  the  trim.  In  the  center,  arranged 
on  inclined  steps,  appeared  four  rows  of  beau- 
tiful post-cards  patterned  after  the  fashion  of 


They  were  cut  out  of  white  heavy  card- 
board and  hung  on  the  background,  and 
showed  up  very  well  against  a  somewhat  v^'ide 
red  border. 

Taking  it  all  in  all,  the  trim  proved  a  very 
profitable  one  from  a  financial  standpoint.  We 
do  not  expect  to  make  anything  great  from 
this  line.      Of  course  it  pays  a  profit,  but  the 


fancy  valentines.  They  were  of  the  better 
sort,  the  prices  ranging  from  one  to  25  cents. 
Some  care  was  given  to  the  background,  too. 
It  was  made  of  dark-red  paper  and  then 
trimmed  frith  white.  In  the  corners  was 
latticework  painted  white. 

At  the  top  of  the  trim  I  arranged  the  smaller 
valentines  on  cut-outs  that  resembled  hearts. 


main  point  in  the  whole  business  is  that  it 
brings  in  the  people,  and  that  is  what  counts 
in  the  small  store  as  well  as  the  larger  ones. 
Then  we  must  see  to  it  that  the  general 
arrangement  of  the  store  will  be  such  that  the 
customer  who  has  come  primarily  to  buy  val- 
entines will  be  led  to  consider  other  induce- 
ments that  we  have  to  offer  him. 


SHOW-CARD  WRITING. 
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I  have  read  with  much  interest  the  many 
articles  published  in  the  Bulletin  of  Phar- 
macy on  show-cards  and  show-card  writing. 
Personally  I  am  an  ardent  believer  in  the  effi- 
cacy of  show-cards,  as  I  am  in  all  forms  of 
advertising.  I  never  fail  to  have  show-cards 
displayed  from  every  available  point  of  van- 
tage in  my  store. 

I  am  one  of  the  poor  unfortunates  who 
never  had  a  lesson  in  drawing.  Nor  have  I 
ever  had  any  instruction  of  any  kind  in  the 
printing  or  writing  of  show-cards.  Further- 
more, I  am  one  of  the  nervously  constituted 
persons  who  have  not  the  patience  to  put  much 
time  or  trouble  in  .fussing  about  little  things. 
Consequently  I  presume  my  work  shows  the 
lack  of  painstaking  care.  However,  I  make 
my  cards  attract  attention,  and  that  is  what 
counts. 

LETTERING  IS  NOT  DIFFICULT. 

My  ordinary  lettering  is  not  prententious 
and  represents  something  any  one  can  do. 
When  completed  it  is  odd  to  the  layman  and 
really  neat.  I  make  a  backhanded,  downward 
stroke  for  each  letter,  ending  with  an  upward 
jerk  at  the  end.  The  first  appearance  of  the 
word  "letter"  would  look  like  Fig.  1.  When 
completed  it  would  represent  Fig.  2. 

By  placing  a  dash  of  a  contrasting  color  in 
the  bottom  angles  between  the  letters,  a  nice 
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effect  is  obtained.  This  style  of  lettering  can 
be  done  by  any  one  with  ten  minutes'  practice. 
It  is  surprising  to  see  how  neat  and  showy  an 


effect  can  be  obtained.  I  find,  too,  that  by 
making  block  letters  and  using  contrasting 
colors  for  the  top  and  bottom  halves  of  letters, 
a  striking  card  can  be  made. 

Again  let  me  state  I  have  never  taken  a 


nn 


lesson  in  drawing  and  never  until  this  year 
attempted  this  kind  of  work.  I  copied  in 
freehand  the  large  pictures  of  the  comic  sup- 
plement heroes — Hooligan,  Gus,  Hans  and 
Fritz,  etc.,  and  colored  the  copies  with  show- 
card  ink  and  water-colors.      I  will  venture  to 
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say  there  have  not  been  a  dozen  people  in  my 
store  who  have  not  noticed,  read,  and  spoken 
of  these  signs.  Most  of  them  inquire  for  the 
artist  and  refuse  to  believe  that  I  am  guilty. 
To  one  who  never  tried  anything  of  the  sort 
until   this  year,   and    did    fourteen  cards   in 
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spare  moments  in  two  days  without  spoiling  a 
piece  of  cardboard,  it  seems  ridiculously  easy 
indeed. 

I  am  sending  you  an  example  of  each  kind 
of  show-card  that  I  make.  If  I,  with  my 
limitations,  can  make  show-cards  which  pay, 
any  one  can. 

SOME  NOVEL  CHRISTMAS  ADVERTISING. 

Another  subject  of  interest  on  which  I 
should  like  to  see  more  articles  is  advertising. 
I  venture  to  say  I  spend  50  per  cent  more  on 
advertising  than  the  largest  general  store  in 
my  town,  and  I  have  carefully  classified  the 
results.  My  trouble  has  been  to  get  people 
to  read  what  I  have  to  say.  This  year  in  my 
Christmas  letter  to  my  patrons  I  placed  a 
number  in  an  inconspicuous  place,  made  with 
my  Bates  machine,  the  duplicate  of  which  I 
placed  on  a  small  piece  of  cardboard.  On  the 
outside  of  the  envelope  I  had  printed :  "This 
envelope   may   contain   a   $2.50   gold    piece. 
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Read  every  word.  The  National  Bank  will 
pay  some  one  for  the  trouble.*' 

I  submit  a  copy  of  the  letter.  The  banker 
drew  the  lucky  number  and  paid  the  man  who 
presented  it.  Two  days  before  I  mailed  my 
letters,  I  posted  streamers  all  over  town, 
"Who's  got  the  Lucky  Number?"  This  at- 
tracted more  attention  to  me,  caused  more  stir 
and  talk,  and  gave  better  results  than  any 
scheme  I've  ever  tried.  And  the  number  being 
almost  hidden  required  reading  and  search  to 
find  it. 

Would  not  some  letters  from  your  sub- 
scribers on  advertising  in  its  various  forms  be 
interesting  ?  I  for  one  should  be  glad  to  read 
of  others'  experiences  in  that  line,  as  I  have 
carefully  classified  my  advertising,  and  can 
answer  in  my  own  case,  so  far  as  one  is  able, 
what  pays  and  what  does  not. 


MARKING  RECORDS  OF  PURCHASE  ON  THE 

GOODS. 

/.  F.  Rupert:  I  notice  in  the  September 
issue  of  the  Bulletin  for  1911  an  account  of 
the  sticker  which  Sherman  &  McConnell  of 
Omaha  place  on  packages,  stating  the  con- 
tents, the  amount,  from  whom  purchased,  the 
price,  and  similar  data.  A  scheme  I  always 
use  is  to  stamp  every  article  with  the  date  of 
invoice.  Goods  like  tooth-brushes  upon  which 
it  would  be  hard  to  write  the  date  are  placed  in 
a  box  and  the  container  marked  with  suitable 
data.  This  enables  one  to  tell  how  old  an 
article  is,  or  at  least  how  long  it  has  been  in 
the  store.  And  on  this  information  one  is 
enabled  to  arrange  his  stock  so  as  to  dispose 
of  old  articles  first,  keeping  his  goods  as  fresh 
as  possible. 

While  I  always  placed  the  name  of  firm 
from  whom  purchased  on  the  original  pack- 
ages, boxes,  crates,  etc.,  I  did  not  make  such 
record  on  patents,  for  instance,  purchased  in 
broken  dozen  lots.  In  these  cases  the  dates 
on  the  individual  packages  assisted  in  deter- 
mining what  firm  was  responsible  when  it  was 
necessary  to  make  claims  for  defective  or 
deteriorated  goods,  as  we  must  often  do. 

Some  may  object  to  stamping  goods  with  a 
rubber  date  stamp  for  the  reason  that  cus- 
tomers may  get  onto  the  scheme,  but  the 
following  plan  overcomes  that  objection  : 

For  January  1  or  5  or  20  mark  as  follows : 
1x0111,  1x0511,  1x2011.  For  November 
or  December  5  we  may  write  110511,  120511. 
No  one  can  deciper  this  code.  The  last  two 
figures  indicate  the  year;  the  first  two,  the 
month.  The  second  figure  w-ill  be  an  "x"  or 
other  character  for  the  reason  that  only  the 
last  three  months  have  two  figures  in  the  num- 
ber of- the  month.  When  the  day  of  the 
month  is  less  than  two  figures,  the  third  figure 
of  the  date  number  should  be  an  "0"  or  other 
character — ^January  5,  1911,  1x0511, 

I  think  this  ought  to  be  clear.  It  will  take 
slightly  more  time  to  date  goods,  and  is  of 
much  value  in  conducting  business.  It  is  a 
little  job  for  one  of  the  junior  clerks  who  will 
be  on  the  job  of  checking  goods  and  marking. 
Any  ambitious  clerk  will  take  eagerly  to  such 
a  scheme  as  this. 
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A  METHOD  FOR  FILING  PRESCRIPTIONS. 

W.  A.  Brabrook,  North  Berkeley,  CaL: 
Here  is  a  convenience  I  use  in  my  prescription 
room.  It  will  save  time  for  those  who  use  the 
box  system  for  filing  prescriptions. 

On  the  face  of  each  box  appears,  of  course, 
the  numbers  of  the  prescriptions  contained 
within.  But  in  addition,  I  put  a  key  number 
on  the  side  of  the  box  corresponding  to  the 
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number  on  the  edge  of  the  cabinet.  So  with- 
out studying  the  numbers  to  see  where  a  cer- 
tain box  belongs,  I  simply  put  box  No.  6,  for 
instance,  in  the  compartment  marked  No.  6. 

In  this  way  we  discard  the  confusing  num- 
bers and  locate  the  place  simply  by  the  key 
as  shown  in  the  rough  illustration.  Boxes  are 
added  from  time  to  time  to  the  top,  so  that  the 
numbers  naturally  begin  at  the  bottom. 


CLEANING  A  PANE  OF  GLASS  WITH  WOOD 

ALCOHOL. 

W.  T.  Beam,  Moundsville,  IV,  Va,:  One 
evening  while  putting  some  tungsten  electric 
globes  in  our  windows,  I  noticed  that  the  glass 
was  very  dirty  from  a  deposit  of  grease,  etc., 
caused  by  the  gas  we  burn  for  both  fuel  and 
light  in  the  store. 

I  immediately  took  the  black  cotton  batting 
which  is  packed  around  the  light,  dampened  it 
with  wood  alcohol,  and  with  little  effort 
cleaned  and  polished   the  glass,   thus   doing 


away  with  Water  and  the  dirt  and  trouble 
caused  by  them.  As  we  must  go  over  our 
store  at  least  once  a  week  and  clean  all  glass, 
this  makes  the  work  about  one- fourth  as  much 
as  it  is  ordinarily. 


A  SAFE  WAY  TO  DISTRIBUTE  SAMPLES. 

A,  L,  Remington,  Silver  Springs,  N.  Y.: 
Many  towns  have  ordinances  against  the  dis- 
tribution of  samples  unless  they  are  placed 
directly  in  the  hands  of  an  adult.  In  my  town 
we  cannot  leave  a  sample  where  it  can  be 
picked  up  by  a  child.  I  use  a  special  slip, 
attaching  it  to  the  sample  with  a  rubber  band : 


The  village  board  does  not  allow  samples 
to  be  distributed  unless  they  are  placed  in- 
side of  the  houses.  This  is  our  only  excuse 
for  calling  you  to  the  door  to  receive  this 
sample.  It  has  merit»  and  we  hope  that 
you  will  be  so  well  pleased  with  its  use 
that  you  will  readily  forgive  us  for  any 
momentary  annoyance  we  may  have  caused 
.you. 

REMINGTON'S  PHARMACY. 


This  allows  me  to  distribute  my  samples  of 
foot-powder,  cold  cream,  etc.,  without  vio- 
lating the  law  or  provoking  the  housewife. 


A    CONTAINER    FOR    SMALL     STOCKS     OF 

FLAXSEED  MEAL. 

JV.  G.  Epplen,  Omaha,  Nebraska:  Many 
stores  buy  only  five  or  ten  pounds  of  flaxseed 
meal  at  a  time,  and  then  have  no  good  place 
to  keep  it.  A  container  can  be  made  by  re- 
moving the  top  hoops  of  a  ten-gallon  Dickin- 
son witch-hazel  keg.  Take  the  head  out  in 
one  piece,  replace  the  hoops,  drive  a  nail 
through  a  No.  8  cork  and  into  the  center  of 
the  head  of  the  keg.  This  serves  as  a  handle. 
Put  a  large  cork  in  the  bung-hole,  and  you 
then  have  the  best  possible  container  for  five 
or  ten  pounds  of  ground  flaxseed  meal.  The 
meal  retains  all  its  oil,  as  the  inside  of  the  keg 
is  coated  with  paraflftn. 


USING  OLD  CORKS. 


Stewart  T,  McGee,  South  Berkeley,  Califor- 
nia: Money  may  be  saved  in  corks  by  using 
the  old  ones  over  again,  especially  the  large 
corks  that  come  from  emptied  stock  contain- 
ers.    In  putting  up  an  order,  a  large  cork  is 
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often  needed.  I  mean  corks  from  number  10 
to  18,  and  the  many  sizes  of  flat  ones;  hence 
the  necessity  of  keeping  a  stock  on  hand. 

If  you  will  keep  a  box  for  large  corks  in- 
stead of  throwing  them  away,  they  can  be 
made  like  new  in  this  way:  Rinse  them,  put 
a  piece  of  paraffin-paper  beneath,  and  rub  the 
top  over  a  piece  of  No.  %  sandpaper.  The 
sandpaper  takes  off  the  dark,  dirty  layer,  leav- 
ing a  bright  new  surface,  while  the  paraffin- 
paper  gives  the  rest  of  the  cork  a  perfectly 
sanitary  and  at  the  same  time  neat  looking 
covering. 

TO  WASH  SHOW-CASES. 

Z).  V.  Riesen,  Ph,G.,  Marysville,  Kansas: 
The  washing  of  show-cases,  especially  the 
floor-case,  usually  requires  a  lot  of  time,  par- 
ticularly the  inside  glass.  This  work  can  be 
done  easily  by  employing  the  common  rubber 
window  mop.  Do  not  be  afraid  to  use  plenty 
of  good  water  with  a  little  ammonia,  and  then 
proceed  as  though  washing  a  large  window. 
In  a  little  while  one  will,  with  a  little  care,  be 
able  to  save  a  lot  of  hard  work,  and  what  is 
often  more  valuable,  time.  I  have  used  this 
method  for  several  years  and  find  that  it 
works  to  perfection.  I  would  not  think  of 
going  back  to  the  old  way. 


SELECTIONS 


A  GOOD  CLEANING  CLOTH. 

O.  N.  S Prague,  Pazvnee,  III:  Get  a  yard 
of  cheese-cloth,  moisten  it  with  benzine  or 
gasoline,  and  use  it  as  a  dust-rag  and  polisher 
on  glass,  nickel,  and  woodwork.  The  labor 
saved  and  the  polish  obtained  are  surprising. 
This  rag  makes  the  whole  store  look  like  new. 
Use  it  .once  each  day,  or  when  needed,  and 
you  will  cover  a  multitude  of  sins. 

Some  Stomachs  Have  This.— 

An  amylase  has  been  separated  from  pancreatin 
which  will  digest  400,000  times  its  weight  of  starch  in 
forty-eight  hours,  or  form  6000  times  its  weight  of 
maltose  in  twenty  minutes.  It  was  prepared  by  ex- 
tracting the  pancreatin  with  50-per-cent  alcohol,  pre- 
cipitating with  absolute  alcohol  and  dialyzing. 

Rhubarb.— 

Tutin  and  Gewer  say  that  rhubarb  contains  rhein, 
emodin,  aloe-emodin,  rheinolic  acid,  and  a  non-gluco- 
sidic  resin,  and  that  the  chief  purgative  principle  is  the 
non-glucosidic  resin.  Aloe-emodin  and  chrysophanic 
acid  have  purgative  properties,  but  the  other  constit- 
uents are  physiologically  inert. 


OPPORTUNITY  LOST. 

The  biggest  mistake  that  the  average  retail 
druggist  makes  in  his  effort  to  increase  his 
business  is  due  to  the  fact  that  he  absolutely 
fails  to  tie  his  store,  in  any  noticeable  way,  to 
the  well-placed  advertising  that  every  moment 
of  every  day  is  informing  hundreds  of  his 
"could-be"  customers  of  the  many  good  points 
in  favor  of  the  good  things  that  line  his 
shelves. 

Why  not  put  your  ear  to  the  ground  and 
heed  the  rumbling  of  the  business  that  is  being 
generated  by  the  tremendous  amount  of  money 
that  is  spent  on  advertising,  the  electric  spark 
of  the  business  world,  the  thing  that  molds 
public  opinion  ?  The  force  of  that  advertising 
is  greater  than  we  can  readily  grasp,  and  still 
the  average  retailer  goes  along  trying  to  be 
happy  and  successful  on  thirty  cents'  worth  of 
business;  when  a  bigger  trade  is  within  his 
grasp,  if  he  will  only  adjust  his  harness  and 
drive  out  of  the  rut 

Why  not,  as  a  beginning,  take  the  pages  of 
the  magazines  and  the  daily  newspapers,  con- 
taining the  advertisements  of  the  articles 
already  on  the  shelf,  and  paste  them  attrac- 
tively in  your  window,  with  an  appropriate 
catch  line,  indicating  that  you  have  the  very 
latest  fad  or  fancy  within  easy  reach?  Even 
passing  attention  to  details  of  this  kind 
would  soon  show  results,  and  to  persistently 
employ  such  tactics,  changing  them  as  condi- 
tions warrant,  would  certainly  work  wonders 
in  the  shape  of  good  business  the  effort  would 
create.  Try  this  suggestion  for  thirty  days, 
and  do  it  enthusiastically,  and  you  will  hear 
the  constant  tinkle  of  the  cash  drawer,  and 
the  ansv/er  will  always  be  "ready  money!" 

It  would  be  a  mighty  hard  matter  to  compile 
figures  that  would  even  approximate  the  total 
amount  of  money  that  is  being  spent  by  relia- 
ble manufacturing  concerns  to  establish  a  bet- 
ter understanding  of  their  goods  in  the  minds 
of  the  buying  public ;  but  for  argument's  sake, 
it  no  doubt  will  be  granted  that  it  is  a  mighty 
big  pile.  It  will  be  readily  granted,  too,  that 
the  business-producing  force  of  this  persistent 
advertising  is  something  that  must  be  reckoned 
with,  and  not  just  merely  passed  by  for  the 
want  of  a  personal  reason  to  investigate.     If 


78 


BULLETIN  OF  PHAR 


M^^ 


the  average  merchant  will  take  ten  minutes  by 
the  clock  to  reason  out  the  excuse  for  this 
advertising,  what  it  has  done  in  building  up  so 
many  concerns,  he  will  be  apt  to  realize  that  to 
tie  even  a  decimal  part  of  those  well-thought- 
out  business  announcements  to  his  individual 
store  would  not  be  a  half  bad  move,  after  all. 
Take  the  newspapers  and  magazines,  as  they 
all  come  out  from  day  to  day  and  month  to 
month,  study  the  advertising  pages  carefully, 
get  the  reason,  get  the  gist  of  things  that  you 
are  bound  to  have  calls  for.  Write  the  manu- 
facturer who  pays  the  bills  for  more  informa- 
tion ;  ask  for  his  selling  plans,  even  if  you  do 
not  contemplate  buying;  ask  for  those  well 
made  cuts  that  you  may  use  in  your  own  local 
advertising.  Question  the  manufacturer  from 
your  point  of  view,  from  your  knowledge  of 
local  conditions,  get  posted,  cultivate  a  bit  of 
optimism,  and  then  apply  one-tenth  of  what 
you  gain  to  your  own  business.  In  other 
words,  just  harness  your  store  to  the  other 
fellow's  noise  while  he  is  paying  the  bills,  and 
profit  by  the  degree  of  ingenuity  that  you 
employ  from  time  to  time. — W.  C.  D'Arcy  in 
the  Practical  Druggist. 


LIGHT  CIGARS  NOT  THE  MILDEST. 

Probably  there  is  not  one  smoker  in  a  thou- 
sand who  is  not  surprised  and,  in  fact,  incred- 
ulous when  he  is  told  that  the  color  of  a  cigar 
is  absolutely  no  guide  to  its  strength.  Yet 
such  is  the  case,  and  a  fact  well  known  to 
cigar  manufacturers  and  importers.  The  be- 
lief of  smokers  that  cigars  of  dark  color  arc 
strong  and  those  of  a  lighter  shade  are  milder, 
is,  in  point  of  fact,  as  fallacious  as  it  is  gen- 
eral.  This  is  but  one  of  many  delusions  har- 
bored by  consumers  of  tobacco,  and  which 
practical  cigar  men  smiled  at  and  indulged 
from  time  immemorial. 

But  of  recent  years  the  inclination  of 
smokers  toward  light-hued  cigars  has  assumed 
the  proportions  of  a  "craze,"  and  the  pro- 
ducers are  finding  much  difficulty  in  meeting 
the  demand.  The  manufacturers  and  Cuban 
tobacco  raisers  would  now  gladly  correct  the 
error;  but  after  having  carefully  classified 
their  products  under  the  style  of  claros,  col- 
orados,  maduros,  etc.,  for  decades,  they  find 
it  next  to  impossible  to  dispel  the  delusion. 

A  maker  of  Havana  cigars  uses  but  one 
grade  or  blend  of  tobacco  in  the  body  or  filler 
of  his  cigars.     Exactly  the  same  stock  is  used 


in  his  Conchas  as  in  his  Perf ectos ;  in  his  claros 
as  in  his  maduros.  After  the  cigars  are  made, 
however,  his  "selector"  takes  them  in  hand 
and  classifies  them  according  to  the  relative 
shades  of  the  wrappers.  This  is  done  to  effect 
a  uniformity  in  the  appearance  of  each  box  of 
cigars,  and  to  enable  the  dealer  to  readily 
indulge  the  whims  of  the  self -deluded  smoker. 

Inasmuch  as  the  wrapper  constitutes  not 
more  than  one-tenth  of  the  cigar,  it  will  readily 
be  seen  that  the  degree  of  its  strength  or  mild- 
ness is  very  inconsiderable  in  effect.  In  this 
connection,  however,  it  is  interesting  to  note 
that  tobacco  tradesmen  versed  in  the  intricacies 
of  the  industry  rigidly  bar  the  light-colored 
wrapper  from  their  own  smoking  tables,  know- 
ing that  it  generally  indicates  that  the  leaf  was 
prematurely  cut  and  improperly  cured,  and 
that  it  impairs  the  flavor  and  bum  of  the  cigar. 
Cubans,  who,  by  the  way,  are  notably  partial 
to  mild  tobacco,  avoid  smoking  light-colored 
cigars  just  as  they  avoid  eating  a  green  orange 
or  an  unripe  banana. 

The  prejudice  of  these  natives  and  of 
tobacco  tradesmen  is  a  logical  one,  and  serves 
to  throw  into  bold  relief  a  peculiar  misconcep- 
tion of  facts  which  is  both  amusing  and  em- 
barrassing to  venders  of  the  fragrant  weed. 

Whether  cigar  smokers  will  ever  awaken  to 
the  fact  that  a  dark  cigar  is,  if  anything, 
milder  and  invariably  sweeter  and  more  aro- 
matic than  a  light  cigar,  remains  to  be  seen. — 
Detroit  Free  Press. 


AN  EXPERIMENT  IN  SUNDAY  CLOSING. 

Our  much  revered  friend  and  co-worker,  the 
late  Brother  Redsecker,  presented  a  paper 
along  this  line  before  the  association  some 
years  ago,  and  prefaced  his  essay  with  one  of 
his  characteristic  aphorisms  as  follows :  "To 
the  avaricious  druggist  whose  sole  aim  in  life 
is  mere  money-getting,  any  remarks  which  I 
may  make  will  be  like  pouring  water, on  a 
duck's  back."  Viewed  from  a  moral  aspect, 
this  sums  up  the  whole  problem  in  a  nutshell. 
Greed,  avarice,  and  the  love  for  mammon, 
these  are  the  dominating  elements  which  un- 
fortunately characterize  the  sole  object  of 
many  a  pharmacist's  life. 

At  this  point  allow  me  to  present  to  you  a 
few  facts  within  my  own  experience  for  your 
consideration.  Although  still  a  comparatively 
young  man,  I  have  spent  upwards  of  a  score 
of  years  in  a  drug  store.      They  have  been 
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years  rich  in  experience  and  profit,  both  mental 
and  material,  and  I  am  proud  and  glad  indeed 
that  my  lot  has  been  cast  in  such  a  noble  call- 
ing. Having  labored  for  many  years  and 
being  still  unable  to  enlist  the  interest  and  co- 
operation of  my  brother  pharmacists  in  the 
Sunday  closing  scheme,  I  finally  resolved  to 
break  away  from  the  old  regime  and  close  my 
own  pharmacy  at  least  a  portion  of  each  Sab- 
bath Day. 

To  that  end  I  notified  each  physician  in  our 
city,  in  a  carefully  worded  letter,  of  my  inten- 
tions, giving  my  reasons  for  so  doing,  etc. 
Much  to  my  surprise  they  were  almost  unani- 
mous in  their  commendation  for  my  action 
and  not  a  few  congratulated  me  most  heartily 
for  taking  the  initiative.  Thus  my  first  and 
most  important  step  had  proven  entirely  suc- 
cessful. As  for  my  patrons'  attitude  in  the 
matter,  instead  of  complaints  from  customers, 
as  was  expected,  I  received  many  earnest 
words  of  encouragement.  Some  of  my  best 
customers  openly  indorsed  my  action  and  the 
clergy  of  the  city  passed  a  resolution  com- 
mending me  for  my  worthy  and  most  excellent 
example.  At  the  beginning  some  doubt  was 
expressed  lest  it  might  seriously  impair  the 
success  of  my  business.  The  result  of  the 
Sunday  closing  was  also  most  gratifying,  and 
after  three  years'  experience  with  the  plan  my 
total  sales  have  increased  each  year. 

My  candid  opinion  of  this  whole  plan  of 
Simday  closing  is  that  to  most  pharmacists 
the  objections,  if  any,  are  largely  either  im- 
aginary or  are  actuated  by  motives  of 
jealousy  and  selfishness.  The  real  need  for 
open  drug  stores  on  Sunday  is  very  little  in- 
deed, as  you  all  will  agree  when  you  recall  the 
comparative  number  of  sales  usually  made  of 
drugs  and  medicines  which  are  absolutely 
necessary  and  which  could  not  have  been  pur- 
chased previously.  In  short,  I  am  convinced 
this  matter  of  keeping  open  shop  is  largely  one 
of  habit.  And  I  should  be  happy  indeed  if 
through  our  grand  old  Pennsylvania  Pharma- 
ceutical Association,  which  has  always  stood 
for  the  highest  and  best  in  our  calling,  phar- 
macists could  be  so  inspired  with  zeal  in  this 
new  movement  for  the  advancement  and  up- 
lifting of  our  profession  as  to  make  of  them 
better  pharmacists,  better  men,  and  respected 
citizens. — P.  Henry  Utech  in  the  proceedings 
of  the  Pennsylvania  Pharmaceutical  Associa- 
tion. 


THE  HISTORY  OF  THE  CALABASH  PIPE. 

If  you  own  a  calabash  pipe,  you  have  reveled 
in  its  light  weight,  graceful  shape,  and  unusual 
smoking  qualities,  and  yet  you  probably  do  not 
realize  that  your  owning  a  calabash  is  due  to 
the  cleverness  of  an  English  soldier,  and  that 
the  article  you  prize  for  its  rich  color  and 
fragrance  is  an  own  cousin  to  the  cucumber, 
the  melon,  and  the  squash — ^a  gourd  of  the 
family  Lagenaria  vulgaris. 

A  British  soldier,  so  the  story  goes,  had 
broken  his  pet  brier,  and  all  that  remained  of 
it  was  the  hard  rubber  mouthpiece.  While 
crossing  a  field  one  day  he  stepped  on  a  .cala- 
bash gourd,  which  the  South  African  natives 
feed  when  green  to  cattle,  and  noticed  that  the 
crook  of  the  stem  resembled  his  pipe.  Picking 
the  gourd  he  cleaned  out  the  inside,  fitted  his 
mouthpiece  to  it,  and  the  first  calabash  pipe 
was  bom.  The  gourd  was  green  and  did  not 
bum  out,  and  it  did  color  beautifully;  so  when 
the  Boer  War  was  over.  Tommy  Atkins  re- 
turned to  England  with  his  pipe  and  a  number 
of  gourds. 

But  the  dried  gourds  bumed  out,  and  it  was 
necessary  to  line  them.  Zinc  was  first  tried 
and  proved  unsatisfactory,  and  then  meer- 
schaum and  the  compressed  meerschaum  sub- 
stitute were  employed,  as  they  are  to-day. 

The  calabash  gourd  can  be  grown  in  the 
United  States,  but  as  care  must  be  used  in 
shaping  the  neck  or  stem  while  it  is  growing  it 
will  never  be  largely  cultivated  here,  as  this 
work  can  be  far  more  cheaply  done  in  Africa. 
In  fact,  the  best  gourds  come  from  the  country 
along  the  edge  of  the  Karoo  Desert  in  South 
Africa,  where  a  temperature  of  120®  in  the 
shade  is  not  at  all  unusual.  The  vines  grow 
in  a  sandy  soil  and  flourish  like  the  bay  tree  of 
the  Scriptures,  sometimes  yielding  50  gourds 
to  a  vine,  but  their  cultivation  is  by  no  means 
easy — for  pipe  purposes — as  the  surface  of 
the  gourd  is  easily  bruised  or  scratched,  and 
the  plant  is  beset  by  insect  foes  and  worms. 

The  gourds  when  ripe  are  picked,  all  the 
imperfect  ones  thrown  out,  and  then  the  stem 
of  the  calabash  cut  off  at  about  the  proper 
length  for  a  pipe.  The  pulp  is  carefully  re- 
moved, and  the  outside  skin  scraped  off,  and 
then  the  gourds  are  boiled  and  cleaned  in  huge 
vats.  This  cleansing  is  repeated  several  times, 
after  which  the  gourds  are  placed  on  large 
trays  and  set  out  in  the  sun  to  dry  thoroughly. ' 
This,  too,  is  an  operation  that  must  be  con- 
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ducted  with  great  care,  as  extremes  in  temper- 
ature crack  or  distort  the  bowls  and  render 
them  unfit  for  use. 

The  manufacturers  first  polish  the  surface  to 
the  rich  golden  color  so  prized  by  smokers,  and 
extreme  care  must  be  taken  not  to  scratch  the 
bowls.  Then  the  bowl  is  mounted,  with  am- 
ber, rubber  or  composition,  depending  on  the 
quality  of  the  bowl,  and  the  fitting,  either  a 
loose  cup  bowl  or  one  set  flush,  is  placed  in 
position.  The  result  is  a  pipe  of  pleasing 
lines,  of  good  smoking  quality,  of  extreme 
lightness,  and  an  ability  to  color  like  to  that 
of  the  meerschaum,  but  without  the  disadvan- 
tages and  liability  to  "burn"  of  a  meerschaum. 
— Pharmaceutical  Era. 


WHAT  DRUGGISTS  SHOULD  NOT  TAKE 
BACK. 

The  druggist  should  take  back  any  bottles 
of  once  liquid  corn  cure  which  has  solidified, 
and  any  porous  plasters  which  will  not  stick 
for  the  big  show. 

He  should  take  back  gum  wrappers  and  give 
prizes  for  them.  He  should  also  take  the  cash 
at  night  and  put  it  in  the  safe.  He  should 
take  back  any  unkind  words  spoken  to  a 
traveling  man,  and  things  he  did  not  order 
from  the  wholesale  house. 

But  he  should  not  take  any  "back  talk"  or 
take  back  any  full  bottles  of  malted  milk.  He 
should  not  take  back  a  single  nipple  which  has 
been  used,  much  less  a  pair  of  outgrown  rub- 
ber gloves.  He  should  not  take  hack  post^e 
stamps  with  the  gum  licked  off,  nor  should  he 
take  back  things  he  says  which  are  the  truth. 

He  should  not  take  back  a  derby  hat  to  his 
next-door  haberdasher,  unless  he  can  prove 
that  it  did  not  get  broken  in  a  fight.  He 
should  not  take  back  a  quarter,  when  he  can 
just  as  well  get  a  half. 

He  should  not  take  back  the  rock-candy 
bottle  and  come  out  with  a  rye  face.  He 
should  not  take  back  a  hot-water  bottle  unless 
he  has  cold  feet.  He  should  not  take  back 
any  sponges,  for  fear  of  being  soaked. 

He  should  not  take  back  any  mirrors,  for 
they  cast  reflections.  He  should  not  take  back 
a  safety  razor,  even  though  his  customer  has 
had  a  close  shave  with  it.  He  should  not  take 
back  any  hair  tonic,  for  he  might  get  "bald 
up." 

He  should  not  take  back  any  hoarse  reme- 
dies, such  as  throat  gargle,  zymole  trokeys,  or 


liorehound  candy,  lest  he  be  made  to  cough  up. 
He  should  not  take  back  any  vasetin  or  greasy 
article  if  he  can  slip  out  of  it. 

He  should  not  take  back  any  dice  boxes  or 
playing  cards  or  poker  chips,  as  they  are  only 
a  gamble.  He  should  not  take  back  any 
opened  bottles  of  glue,  lest  he  should  get 
"stuck"  on  it  later.  He  should  not  take  back 
any  stale  toilet  waters  or  perfumes,  for  there 
is  not  a  "scent"  in  them. 

He  should  not  take  back  any  gauze  or  cotton 
bandages  unless  he  is  wrapped  up  in  his  busi- 
ness. 

It  has  indeed  been  a  pleasure  to  tell  "What 
a  Druggist  Should  Not  Take  Back,"  but  here 
is  a  customer  who  wants  to  bring  back  a  pair 
of  electropodes.  She  says,  "  *Pon  my  'sole,' 
they  did  me  no  good." — From  Charles  J. 
Sacksteder's  paper  before  the  Wisconsin 
Pharmaceutical  Association, 


LETTERS 


This  is  where  our  readers  exchange  opinions  and 
practicai  suggestions  with  one  another.  The  Editors 
are  alurays  glad  to  receive  short  Utters  on  subjects  of 
mutual  interest. 


WINDOW  DISPLAYS  AT  SPECIAL  TIMES. 
To  the  Editors: 

The  articles  and  illustrations  on  window 
trimming  in  the  Bulletin  have  interested  us. 
Having  gleaned  some  very  good  ideas  from 


them,  we  would  like  to  express  our  own  views 
on  the  subject. 

We  arrange  our  windows  to  conform  with 
our    newspaper    advertising,    trying    for    the 


BULLETIN  OF  PHARMACY 


81 


most  part  to  feature  one  line  of  goods  at  a 
time,  so  as  to  impress  the  fact  that  we  carry 
quantity  as  well  as  quality. 

Changing  the  trims  every  week  regularly  is 
another  custom  of  ours  which  we  adhere  to 
strictly.  Special  trims  now  and  then,  also 
holiday  exhibits,  are  of  great  value  in  that 
they  create  a  curiosity,  which  attracts  the 
attention  of  the  public  to  the  goods  displayed. 
Of  the  two  window  trims  we  offer  for  inspec- 


A  Tbuikadvinc  window  in  the  Red  Ctom  Dtoc  Btoie. 

lion,  the  Thanksgiving  display  was  the  easiest 
to  put  in.  It  was  given  unsolicited  newspaper 
comment,  and  we  received  many  compliments 
on  the  idea,  incidentally  selling  a  good  deal  of 
box  candy. 

OUR   CHRISTMAS  DISPLAY. 

The  Christmas  trim  which  occupied  the  win- 
dow is  another  original  idea  of  ours,  display- 
ing our  specialties  in  Christmas  presents.    The 


up  a  surface  with  boxes  to  answer  the  purpose, 
and  much  more  space  can  be  covered  with 
better  results. 

When  the  week  has  elapsed  the  goods  in  the 
window  are  displayed  inside  the  store,  where 
the  shopper  is  again  reminded  of  them.  The 
picture  of  the  store  will  show  the  space  we 
have  to  cany  out  this  plan,  though,  were  the 
room  smaller,  we  would  manage  in  some  way, 
for  the  system  works  wonders, 

THE  SHOW-CARDS. 

Show-cards  are  needed  in  a  window  just  as 
much  as  your  name,  and  the  name  of  your 
business,  is  necessary  on  the  front  of  your 
store.  We  never  start  to  change  a  window 
before  deciding  on  the  nature  of  the  new 
display.  After  that  is  settled  the  cards  are 
written. 

The  wording  on  all  of  our  cards  is  as  con- 
cise and  pointed  as  is  possible  to  convey  the 
meaning  intended.  Often  we  use  slang 
phrases,  bright  sayings  referring  to  the  goods 
on  display.  Many  of  these  expressions  being 
funny  are  taken  up  by  our  customers  and 
repeated  to  our  benefit.  For  such  publicity  is 
free.  The  use  of  the  cards  is  by  no  means 
over  at  the  end  of  the  week  as  in  the  case  of 
the  goods.  They  do  good,  steady  work  as 
silent  salesmen  distributed  throughout  the 
store,  Edward  Town, 

Window  trimmer  in  Campbell's  Red  Cross  Drug  Store. 

Bartlesville.  Okla. 


«w  diaplw  In  Mr.  Cunpbell'a  itoie. 

background  in  each  case  is  hand-painted  in  oil 
color,  on  canvas,  the  work  of  our  trimmer. 

The  fixtures  used  are  of  great  advantage, 
bringing  the  goods  up  from  the  floor  of  the 
window  into  plain  view  of  the  passer-by.  The 
stands  do  away  with  the  necessity  of  building 


AN     AMERICAN    PHARMACIST    WATCHING 
THE  REVOLUTION  IN  CHINA. 

To  the  Editors: 

I  am  sending  you  some  pamphlets  in  Chinese 
on  disinfection.  These  articles  deal  especially 
with  prevention  of  plague,  and  while  partly 
sent  out  as  an  advertisement  they  deal  largely 
with  sanitary  matters.  This  all  goes  to  show 
the  interest  taken  in  these  things  among  the 
Chinese.  China  is  awakening  to  modern 
ideas,  and  rapid  progress  may  be  expected  dur- 
ing the  next  twenty-five  years.  The  present 
revolution  reveals  the  dissatisfaction  of  the 
people  with  conditions  as  they  now  exist,  and 
no  matter  how  the  revolution  eventuates,  the 
result  will  be  a  more  modem  China.  As  I 
write  I  can  hear  the  boom  of  guns,  and  by 
looking  out  of  the  port  I  can  see  the  flash  of 
the  rival  batteries  on  opposite  sides  of  the 
Yangtse  River  at  Hankow  exchanging  compli- 
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ments.  The  revolution  has  spread  throughout 
the  entire  valley.  The  rebels  hold  everything 
for  a  stretch  of  over  1000  miles  with  the 
exception  of  Nanking,  200  miles  up  the  river. 
This  port  may  have  fallen  by  this  time. 

J.  F.  Rupert,  U.  S.  Navy. 

U.  S,  S.  Helena,  Asiatic  Station. 


HE  OBJECTS  TO  SOME  OF  THE  N.  F. 

FORMULAS. 

To  the  Editors: 

I  notice  in  your  article  in  the  December 
number,  "Comment  on  the  New  N.  F.  For- 
mulas," that  the  N.  F.  Committee  asks  for 
criticisms.  My  criticism  on  the  formulas 
published  in  your  journal  is  that  we  have  far 
too  many  formulas  for  vehicles  now,  without 
complicating  matters  and  still  further  loading 
druggists'  shelves.  Elixir  Aromatic,  U.  S.  P., 
and  Elixir  Lactated  Pepsin  are  both  so  widely 
used  as  vehicles  that  with  the  others  which  we 
already  have  in  the  National  Formulary  I 
think  we  have  plenty.  If  a  physician  wants 
something  special,  let  him  order  it.  We  don't 
need  any  more.  Walter  F.  Meyer. 

Colorado  City,  Colo. 


A  PRIZE  WINNER! 


To  the  Editors: 

I  am  enclosing  two  orders  which  I  received 
recently  and  which  I  hope  you  will  find  wor- 
thy of  reproduction  in  the  Bulletin.  One 
is  easily  deciphered,  while  the  other  is  a  reg- 
ular Chinese  puzzle,  pure  and  simple.  For- 
tunately,  there  happened  to  be  a  telephone 


/9  ^tU  (gtY  ^Or6r^i^  a^yvc 


close  to  the  customer  who  sent  the  latter  in, 
and  I  found  out  by  inquiry  that  blue  ointment 
was  desired!  Now  if  any  one  can  contribute 
a  more  difficult  specimen  than  this,  the  treats 
are  on  me!  G.  S.  Stovall. 

Lake,  Miss. 


SOUlEwHAT  SWOLLEN  UP. 

To  the  Editors  ; 

We  have  just  received  a  unique  request  from 
a  customer.  Thinking  it  might  be  of  some 
interest  to  other  readers  of  the  Bulletin  I 
am  submitting  it  for  publication  if  you  have 


^^-»i    /OtU-  -if^*^  3  /'TT^^-i-oC'  Oy^uJi  S 
?  Zt^^c^/Z^    AJR^     /9^^^l^    O^A*   ^ 


the  space  to  spare.  I  may  add  that  I  am 
always  overanxious  for  the  Bulletin  to  come 
each  month.     I  can't  get  along  without  it! 

Corinth,  Miss.       H.  E.  Walker  DruG  Co. 


THE  DIFFERENCE. 

To  the  Editors: 

The  thought  may  be  old,  and  again  it  may 
be  new  to  you,  regarding  the  wide  difference 
in  the  effect  of  medicine  due  to  its  method  of 
administration  —  whether  applied  internally, 
hypodermically,  or  otherwise.  Give  a  dog  30 
drops  of  turpentine  and  he'll  pass  a  ten-yard 
tapeworm.  Give  him  the  same  thing  as  an 
enema  and  hell  pull  a  six-cylinder  motor  at 
the  speed  limit !  W.  Bodemann. 

Chicago, 

A  WISE   NEW  YEAR'S  RESOLVE! 

To  the  Editors : 

I  am  going  to  start  the  New  Year  right  by 
making  an  investment  in  the  best  drug,  maga- 
zine published!  You  can  put  me  down  as  a 
warm  friend  of  the  Bulletin. 

Laurel,  Miss.  R-  H.  ScRUGGS. 


To  the  Editors: 

The  Bulletin  of  Pharmacy  is  my  re- 
frigerator in  summer  and  my  hot-water  bag 
in  winter.  E.  Jensen. 

England. 
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BUSINESS  HINTS 


Specimens  of  druggists'  advertising  are  solicited  for 
reproduction  or  cotument  in  this  department  of  the 
Bulletin. 


Another  Pull-page  Ad. — 

The  State  of  Illinois  seems  to  be  conspicuous  for  the 
number  of  druggists  who  run  fulUpage  newspaper  ads. 
In  an  edition  of  the  Illinois  State  Register  now  before 
us  appear  two  such  large  insertions.    Both  are  from 


A  Bid  for  Business. — 

J.   S.  Gleghom,  of  Waynesburg,  Pa.,  distributes  a 
store  paper.    The  make-up  and  style  resemble  that  of 


WMEIN  WE 
STARTED 

When  w*  MBtad  ih*  QuaUtr  Dra«  Sun  ■  bda  orcr 
■  Ttmr  BBo,  pcopla  wen  ID  ika  babk  of  bwina  ikar 
druc'iton  aoeii*  huc  stlia  plan.  Now  Atf  an  In 
tlw  hMt  ot  bnjio*  tkam  baia.    Ve  maka  il  prD&abta 


THE  QUALITY  DRUG  STORE 

Wkan  TOO  bojci 


ywa  dea'i  an  iL    But  it  ■•  ihen  all 

YOU  PAY  IT.     WE  SAVE  YOU  THAT.    And  aa 

w«  bara  DO  bad  balU  rou  don't  kava  to  '*"*'**if  anjtbiiiB 


faeililyand  adralilaaa  for makiiia tfai* itoratba placa I 
buy  cvosthiac  in  tba  dnig  lino.    Oura  ia  a  modani 
pbanna^»  with  nwdan  methoda  ol  doint  bttainoa. 
PtxHia  ua  and  we'll  delirar  an^  puzdiaflc.   Sand  tba  cbil- 

Gleghom's  Quality  Drug  Store, 

"The  Nyal  Store" 
111  AVvst  HIsh  Sti**«t, 


the  Saturday  Everting  Post.  On  the  back  cover  Mr. 
Gleghom  runs  an  ad.  in  which  he  advances  reasons 
why  the  reader  should  patronize  his  store. 

Advertising  in  Theater  Progrsmmes. — 

Messrs.  Wilkinson  &  Co.  of  Keokuk,  la.,  had  an  ad. 
in  the  theater  programme  of  the  Grand  Opera  House 
of  that  city.  It  was  of  a  character  intended  to  appeal 
to  the  people  who  attend  the  theater,  and  will  be  found 


Bright  E  jeS,  j^^  cbaab.  Paaily  T««h.  Paadir  Skin. 
AttnctiTa  Maniamd  HaDdaandapendanl  upnn  miait  toilrt 
nee  marie  1.  Our  alaek  e(  dtaaa  anidaa  ii  an  iarta  and.  aa 
Tariad  that  tou  wiU  find  bara  iuat  tba  rivbt  thiaa  for  rour  imt- 
tienlar  necifa.    Onl«t  br  rtnna  and  wa  iIibII  aand  an  aaaoR- 

""■  wnxiNsoN  *ca 

EMk^'i  Biuat,  BBiiMt,  —i  BmI  Drag  Stm. 
422  Main  Stnat 

suggestive  to  other  druggists  who  employ  this  medium 
of  advertising.  The  caption,  it  will  be  noticed,  is  a 
play  on  the  name  of  the  show,  as  the  performance  was 
known  as  "Bright  Eyes,"  a  musical  production. 


pharmacists,  one  inserted  by  Claypool's  Drug  Store,  the 
other  by  Mitchell's. 

The  Claypool  ad.  seen  in  the  illustration  shows  the 
general  character  of  the  large  ads.  They  are  well 
arranged,  being  divided  into  sections,  each  one  of  which 
is  surrounded  by  a  line  border, 

Canvusing  the  Market  Place. — 

Clarke  F.  Hess  of  Norristown,  Pa.,  is  not  letting 
any  business  get  away  from  him  if  he  can  help  it.  Not 
long  ago  he  distributed  a  little  folder  among  the  farm- 
ers and  merchants  who  have  stalls  in  the  market  place. 
Here  are  the  two  inside  pages : 


OktBmomAttitwW,, 

1  Wm  .  D.  h--  WU  Y. 

«Mii.-i^i.j>-a-» 

"""■-" 

The  paper  was  a  thin  chocolate -colored  stock,  the 
type  a  darker  shade  of  the  same  color. 

Mr.  Hess  says  that  by  canvassing  the  market  he 
secured  some  good  business.  Others  might  try  the 
scheme. 
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PRACTICAL  PHARMACY 


Some  Proposed  N.  F.  Formulas. — 

Here  are  some  more  of  the  formulas  proposed  for 
introduction  into  the  next  edition  of  the  National 
Formulary : 

MISTURA  FERRI  SALICYLATA. 

(Salicylated   Mixture   of  Iron.     Cohen's   Salicylated   Iron   Mix- 
ture.) 

Solium  salicylate   185.  Gm. 

Tincture  of  ferric  chloride 125.  Cc. 

Ammonium  carbonate  6.5  Gm. 

Citric  acid  14.  Gm. 

Oil  of  betula   4.  Cc. 

Glycerin   175.  Cc. 

Distilled  water,  a  sufficient  quantity  to 

make    1000.  Cc. 

Dissolve  the  citric  acid  in  200  Cc.  distilled  water,  add  the 
ammonium  carbonate,  and  then  dissolve  the  sodium  salicylate  in 
this  solution,  add  the  tincture  of  ferric  chloride,  glycerin,  and 
the  oil  of  betula,  mix,  and  then  add  sufficient  distilled  water  to 
make  1000  Cc.  and  filter. 

GARGARISMA  GUAIACI  COMPOSITA. 
(Compound  Gargle  of  Guaiac.     Cohen's  Guaiac  Gargle.) 

Ammoniated  tincture  of  guaiac 100.  Cc. 

Compound  tincture  of  cinchona 100.  Cc 

Clarified  honey    200.  Cc. 

Potassium  chlorate    40.  Gm. 

Oil   of  peppermint 2.  Cc. 

Distilled  water,  a  sufficient  quantity  to 
make    1000.  Cc. 

Place  the  clarified  honey  in  a  bottle  graduated  to  1000  Cc., 
then  gradually  add  the  mixture  of  the  oil  of  peppermint  and  the 
tinctures,  shaking  after  each  addition.  Then  add  in  divided 
portions  with  continuous  shaking  the  solution  of  the  potassium 
chlorate  in  500  Cc.  of  warm  distilled  water;  then  add  sufficient 
distilled  water  to  make  the  mixture  measure  1000  Cc. 

NEBULA  MENTHOLIS. 
(Menthol   Spray.) 

Menthol    2  Gm. 

Liquid  petrolatum,  a  sufficient  quantity 
to  make   100  Cc. 

Dissolve  the  menthol  in  the  liquid  petrolatum  by  agitation  in 
a  stoppered  bottle. 

NEBULA  MENTHOLIS  COMPOSITA 
(Compound  Menthol  Spray.) 

Menthol  1.    Gm. 

Camphor    1.    Gm. 

Oil   of   betula 5  Cc. 

Eucalyptol    2  Cc. 

Oil   of  cinnamon 2  Cc. 

Liquid  petrolatum,  a  sufficient  quantity 
to  make    100.  Cc. 

Agitate  the  ingredients  in  a  stoppered  bottle  until  solution  is 
obtained,  then  filter  if  necesary. 

PASTA  RESORCINOLIS  FORIIOR.  LASSAR. 
(Lassar's  Stronger  Resorcin  Paste.) 

Resorcinol    20  Gm. 

Zinc   oxide    20  Gm. 

Starch    20  Gm. 

Liquid  petrolatum  40  Gm. 

Thoroughly  triturate  the  zinc  oxide  with  sufficient  of  the 
liquid  petrolatum  to  make  a  thin,  smooth  paste.  Reduce  the 
resorcin  to  a  very  fine  powder,  mix  it  with  the  starch,  and  add 
the  mixture  to  the  zinc  oxide  paste  and  triturate  till  a  uniform 
smooth  mixture  is  obtained,  gradually  adding  the  remainder  of 
the  liquid  petrolatum  and  thoroughly  incorporating  the  mixture. 

The  E£fect  of  Heat  on  Basham's  Mixture.— 

F.  W.  Nitardy  of  Denver.  Colorado,  does  not  believe 
in  attributing  trouble  with  Basham's  mixture  to  the 
quality  of  the  materials  used.  Writing  in  N.  A,  R.  D. 
Notes,  he  says  the  temperature  may  be  the  cause  of  the 
difficulty. 

Mr.  Nitardy  says  he  has  never  noticed  any  mention 
of  the  temperature  at  which  this  preparation  has  been 
kept  when  it  was  found  to  be  "off,"  in  spite  of  the  fact 
that  ordinary  warm  summer  weather  is  sufficient  to 
precipitate  the  best  and  most  carefully  prepared  sample. 


Ferric  acct^^C  fg  unstable  at  temperatures  that  ap- 
proach summer  heat,  but  that  fact  is  not  generally 
known. 

If  one  will  take  a  sample  of  strictly  U.  S.  P. 
Basham's  mixture,  divide  it  into  two  portions,  keep 
one  in  a  fairly  warm  place  and  the  other  on  ice,  he  will 
find  that  the  former  portion  will  precipitate  in  from 
one  to  three  days,  while  the  portion  on  ice  will  be  in 
perfect  condition  in  six  months. 

Mr.  Nitardy  has  tried  't.  He  did  that  two  years  ago 
and  since  has  not  experienced  any  trouble  with  the 
preparation.  He  used  about  two  gallons  a  week,  which 
ought  to  be  a  fair  test. 

Mr.  Nitardy  believed  that  if  druggists  generally 
would  bear  this  in  mind  it  would  save  them  much 
trouble  and  money  in  the  course  of  their  business. 


BOOKS 


How  TO  Make  Show-cards. 

We  have  just  perused  a  new  book  entitled  **How  to 
Make  Show  Cards,"  and  are  very  favorably  impressed 
with  it.  It  is  a  practical  treatise  on  the  fundamental 
principles  of  letter-making  with  pen  and  brush.  Any 
pharmacist  will  find  this  work  useful.  The  author  is 
Charles  A.  Miller,  Associate  Editor  of  The  Spatula. 
Mr.  Miller  aims  to  be  practical.  He  has  written  the 
book  primarily  for  the  clerk  or  proprietor  in  active 
business.  He  gives  concisely  the  essential  principles  of 
sign  letter-making,  and  demonstrates  how  easily  a  per- 
son of  ordinary  ability  may  acquire  a  facility  in  making 
attractive  card  signs  for  counters  and  show  windows. 
The  subject  is  so  well  covered  that  any  one  who  con- 
scientiously follows  the  text  will  make  progress  in  the 
work.  The  book  is  printed  on  heavy  coated  stock,  is 
illustrated,  and  is  bound  in  paper.  A  number  of  sam- 
ple alphabets  and  signs  are  included,  and  in  the  last 
chapter  are  some  "catch  phrases"  that  may  be  used  as 
legends  on  window  cards.  The  price  is  $1.00  post-paid. 
The  publishers  are  The  Spatula  Publishing  Co.,  of 
Boston,  Mass. 


Merck's  Annual  Report. 

A  most  informing  book  on  recent  advances  in  phar- 
maceutical chemistry  and  therapeutics  is  £.  Merck's 
Annual  Report.  We  have  just  had  the  pleasure  of 
reading  the  last  issue.  The  bulk  of  the  volume  is  de- 
voted as  usual  to  abstracts  from  the  world's  medical 
literature.  Among  other  things,  reference  is  made  to 
the  most  important  publications  on  the  Ehrlich-Hata 
preparation,  Salvarsan,  the  subject  of  so  many  papers 
during  the  year. 

The  introductory  chapter  treats  of  "The  Cacodylates 
and  Their  Therapeutic  Uses."  It  represents  a  compila- 
tion of  what  the  clinicians  and  research  workers  have 
had  to  say  on  this  important  subject.  Then  follows  an 
article  on  "Kefir,"  a  ferment  used  by  the  Caucasians 
in  the  making  of  kumiss,  a  preparation  which  was 
shrouded  in  mystery  for  a  long  time.    And  so  the  book 
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continues  dealing  not  only  with  medicines  of  recent 
origin  but  setting  forth  also  the  newly  discovered  prop- 
erties of  old  medicaments. 


A  Guide  in  Plant  Chemistry. 

The  School  of  Pharmacy  of  the  University  of  Wis- 
consin has  published  a  brochure  entitled  "Plant  Chem- 
istry for  Pharmacy  Students."  It  is  not  a  text-book 
or  laboratory  manual,  but  is  a  guide  intended  for  both 
instructors  and  students.  It  outlines  the  work  in  a 
manner  which  will  make  it  of  interest  to  others  taking 
up  this  branch  of  study,  dnd  we  are  authorized  to  say 
that  a  few  copies  are  available  at  the  cost  price  of  35 
cents  each.  They  may  be  had  upon  application  to  the 
Secretary  of  the  Board  of  Regents,  University  of  Wis- 
consin, Madison,  Wisconsin. 


CAPSULES  OF  SCIENCE 

Prepared  by  Prof.  W.  L.  ScOvii,i,e. 


L 


Idle  Items. — 

Non-crystalline  boron  is  produced  which  is  almost  as 
hard  as  diamond,  and  is  used  for  bearings,  pivots,  etc. 

Most  soaps  will  sink  in  water,  but  Dr.  Cornish  has 
shown  that  practically  all  soap  solutions  are  lighter  than 
water. 

Lime  is  soluble  to  the  extent  of  6.07  per  cent  of 
calcium  hydroxide  in  a  20-per-cent  sugar  solution,  and 
to  1.34  per  cent  in  a  35-per-cent  solution  of  glycerin. 

Norway  has  $15,000,000  invested  in  the  manufacture 
of  air-nitrates.  In  the  United  States  but  one  factory  is 
in  operation,  at  Niagara  Falls,  but  another  is  being 
built  in  Tennessee. 

Sea-water  contains  about  2  per  cent  of  chlorine, 
which  cannot  be  accounted  for  by  dissolved  substances 
from  the  land.  It  is  thought  that  volcanoes  account 
best  for  it. 

Ultraviolet  light  rays  greatly  reduce  the  power  of 
the  digestive  and  other  ferments.  Sunlight  has,  there- 
fore, a  distinctive  action  on  solutions  of  these  ferments. 

Six  turns  of  an  aluminum  coil  in  a  condenser  are 
said  to  be  equal  in  cooling  power  to  ten  turns  of  a 
glass  coil  of  equal  diameter. 

A  crystalline  deposit  in  a  sample  of  fluidextract  of 
cinchona  was,  in  one  case,  found  to  consist  almost  en- 
tirely of  calcium  quinate. 

Cardamom  oil  is  poisonous !  But  not  the  volatile  oil 
from  Elettaria  repens,  but  a  fixed  oil  from  the  seeds 
of  Hydnocarpus  or  Maratti.  The  latter  has  been  used 
in  oleomargarine  under  the  name  of  cardamom  oil,  and 
has  produced  unpleasant  results. 

Selenium  cells  are  being  used  for  burglar  and  fire 
alarms.  Light  from  a  lantern  or  fire  striking  the  cell 
closes  a  circuit  and  rings  an  alarm. 

Platinum  is  quoted  at  about  twice  the  price  of  gold. 
The  demand  is  increasing  and  the  supply  is  decreasing. 

A  French  chemist  says  that  saturated  solution  of 
boric  acid   affects  the  digestive  power  of   trypsin  or 


pepsin  but  slightly,  and  that  a  weak  solution  increased 
their  power. 

A  Russian  chemist  says  that  nicotine  is  the  most 
injurious  to  spermatozoa  of  all  the  alkaloids  and  tox- 
ins.   Is  the  cigar    responsible  for  "race  suicide"? 

A  French  chemist  propounds  the  theory  that  the 
particles  of  comets'  tails  give  out  emanations  which 
cause  changes  in  atmospheric  conditions,  and  he  sup- 
ports the  theory  strongly. 

O.  Piloty  has  proved  that  the  iron  in  blood  is  all  in 
the  ferric  condition,  and  is  a  ferric  compound  of  hema- 
toporphyrin. 

After  the  injection  of  salvarsan  ("606")  arsenic  is 
found  in  the  urine  for  about  three  weeks,  and  it  re- 
mains in  the  organs  for  months. 

Cocoanut  oil  is  being  used  in  Europe  to  adulterate 
milk,  skim  milk  being  used  to  emulsify  it  and  the  fat- 
content  brought  up  thereby. 

Tomato  oil  is  a  new  economic  product.  Instead  of 
throwing  away  the  seeds,  which  contain  18  to  20  per 
cent  of  oil,  the  canners  are  beginning  to  extract  the 
oil.    It  is  a  drying  oil,  and  may  be  employed  in  paints. 

Books  are  disinfected  satisfactorily  by  immersing  in 
a  2-per-cent  solution  of  phenol  in  gasoline  for  twenty 
minutes,  then  dried.  The  books  are  not  injured  by  this 
treatment. 

Artificial  horsehair  is  now  made  by  digesting  cocoa- 
nut  fiber  in  15-per-cent  sodium  hydroxide  at  a  tempera- 
ture of  110**  C,  then  washing.  The  fiber  not  softened 
by  the  hot  alkali  makes  a  good  substitute  for  horse- 
hair.    (Oh,  you  automobile!) 

When  a  body  becomes  luminous,  not  every  particle 
emits  light,  but  only  some  abnormal  molecules.  These 
molecules  are  supposed  to  consist  of  distinct  varieties 
of  matter.    So  says  Prof.  J.  J.  Thomson. 

Calomel  is  acted  upon  by  antipyrin  to  form  mercury, 
mercurous  oxide,  and  corrosive  sublimate,  and  anti- 
pyrin hydrochloride.  Such  a  combination  is  likely  to 
produce  salivation  or  even  poisoning. 

An  Australian  physician  states  most  emphatically 
that  pepsin  in  combination  with  alkalies  is  certainly 
active  in  the  stomach,  whatever  it  may  be  in  the  test- 
tube.  He  believes  thoroughly  in  giving  alkalies  with 
pepsin  from  clinical  results. 

Dr.  H.  C.  Bastian  insists  that  living  matter  may 
come  into  existence  spontaneously.  He  heated  mixtures 
of  sodium  silicate  and  ferric  nitrate  in  sealed  tubes  to 
125*  C.  for  five  to  ten  minutes,  at  which  temperature 
germs  are  destroyed,  and  then  found  living  bacteria, 
yeasts,  and  molds  were  slowly  formed  in  the  solutions. 

Another  Blade  of  Grass. — 

Eucalyptus  oils  containing  phellandrene  have  been 
tabooed  by  the  Pharmacopoeia,  but  the  copper  miners 
have  discovered  that  such  oils  will  extract  copper  very 
economically,  and  the  demand  for  them  has  suddenly 
increased.  Four  pounds  of  oil  is  used  per  ton  of  ore; 
the  copper  is  collected  by  the  phellandrene  and  floats 
on  the  surface.  The  oil  can  be  recovered  by  distilla- 
tion. 

0 

In  Anemia. — 

Dr.  Wiggers  finds  that  drugs  which  act  on  the 
heart  do  not  have  the  same  action  in  anemic  conditions 
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that  they  do  in  normal  conditions.  Thus  anemia  pre- 
vents the  slowing  action  of  adrenalin,  and  also  of 
digitalis,  ergot  loses  its  pressure-raising  action,  mor- 
phine is  more  likely  to  be  fatal,  and  nitroglycerin  does 
not  increase  the  heart  action  as  well. 

In  Glasff,  Too?— 

H.  Cohn  thinks  that  hydrofluoric  acid  is  thus  far 
the  best  preservative  of  fruit  juices.  Alcohol  cannot 
be  boiled  out  successfully,  hydrogen  peroxide  affects 
the  taste  and  aroma,  and  salicylic  and  benzoic  acids 
are  prohibited.  Hydrofluoric  acid  preserves  the  juice, 
and  can  be  entirely  removed  from  it,  before  use,  by 
precipitation  with  calcium  carbonate. 

Told  You  Sol- 
Old-fashioned  "superstitious"  folks  used  to  find  wa- 
ter in  a  new  country  by  means  of  the  divining-rod, 
which  pointed  downward  spontaneously  when  water  was 
to  be  found.  The  new-fashioned  "scientific"  seeker  may 
use  a  "phonendoscope,"  which  detects  the  sound  of  run- 
ning water  so  delicately  that  a  stream  400  feet  below 
the  surface  has  been  located  by  it. 

Corking  Chemistry. — 

M.  V.  Schmidt  says  that  cork  is  an  insoluble  mix- 
ture of  anhydrides  and  esters  of  aliphatic  acids,  chief 
of  which  are  suberic  and  phellonic  acids.  By  im- 
pregnating sawdust  or  filter-paper  with  a  mixture  of 
the  crude  acids  and  heating  to  140°  C,  an  artificial 
cork  is  produced  which  has  all  the  properties  of  natural 
cork  except  its  physical  structure. 

Water  Change  1— 

If  the  fat-splitting  enzyme  of  castor  seeds  be  mixed 
with  oil  and  water  in  the  proportion  of  6  parts  of 
enz3rme  to  100  of  oil  and  40  of  water,  the  oil  is  almost 
entirely  split  up  into  glycerin  and  fatty  acid.  But  if 
glycerin,  fatty  acid,  and  enzyme  be  mixed  without 
water,  a  neutral  oil  is  produced,  the  enzyme  acting  in 
just  the  reverse  way. 

High-drogen. — 

The  dirigible  balloon  has  developed  some  ingenious 
schemes  for  producing  cheap  and  convenient  hydrogen 
gas.  A  French  inventor  finds  that  metallic  calcium  can 
combine  with  hydrogen  to  form  calcium  hydride,  and 
this  decomposes  in  water,  yielding  hydrogen  gas  and 
calcium  hydroxide.  This  is  proposed  as  a  portable  form 
of  hydrogen. 

Spirit  of  Nitrous  Ether. — 

Since  spirit  of  nitrous  ether  cannot  be  made  to 
hold  its  strength,  D.  B.  Dott  recommends  that  an  al- 
coholic solution  of  lactic  acid  be  mixed  with  a  solu- 
tion of  sodium  nitrite  in  molecular  proportions,  thus 
forming  spirit  of  nitrous  ether  extemporaneously.  The 
lactic  and  nitrite  solutions  are  permanent. 

Ferments  Meant  for  What? — 

How  do  enzymes  act?  Some  say  as  catalysts,  but 
Professor  MacLeod  points  out  that  enzymes  cause,  not 
merely  accelerate,  certain  definite  reactions,  and  that 
when  inoculated  into  animals  they  cause  certain  anti- 
ferments  to  appear  in  the  blood.  He  thinks  that 
enzymes  are  more  than  catalysts. 


Bleachers  fof  the  Washerwomen. — 

Sodium  perborate  as  an  ingredient  of  laundry  soaps 
is  increasing  in  use.  On  treatment  with  hot  water  it 
is  decomposed  into  hydrogen  peroxide,  which  acts  as  a 
bleaching  agent,  sodium  hydroxide,  and  borax,  which 
act  as  detergents.  Several  such  soaps  are  in  the  mar- 
ket under  special  proprietary  names. 

Digitalis  Preparations.-— 

Dr.  Worth  Hale  says  that  the  greater  the  propor- 
tion of  alcohol  in  preparations  of  digitalis,  the  less  is 
the  deterioration  by  age.  He  found  some  fluidextracts 
and  tinctures  that  maintained  a  high  degree  of  potency 
for  eight  years.  A  fluidglycerate  was  less  than  half  as 
strong  as  a  fluidextract. 

Hair-again? — Not  Me! — 

Thallium  acetate  is  stated  to  produce  baldness  with- 
out fail  when  taken  internally.  Now  if  somebody  can 
produce  a  physiological  antidote  to  thallium  it's  hair- 
rah  and  a  fortune  for  him. 


QUERIES 


In/armalum  is  given  in  this  department  under 
ihe  following  conditions  only:  (/)  No  queries  are 
answered  by  mail;  (2)  queries  must  reach  us  before 
the  isth  of  the  month  to  be  answered  in  the  BuiXB- 
TiN  of  the  month  following:  (j)  inquirers  must  in 
every  instance  be  regular  subscribers;  and  (4) 
names  and  addresses  must  be  affixed  to  all  com- 
munications. 


Reciprocity  Between  Boards  of  Pharmacy, 

S.  C.  R. — The  boards  of  pharmacy  of  the  following 
States  accept  one  another's  certificates  under  certain 
restrictions:  Alabama,  Arkansas,  Arizona,  Connecticut, 
Delaware,  District  of  Columbia,  Florida,  Georgia,  Idaho, 
Illinois,  Indiana,  Iowa,  Kentucky,  Louisiana,  Maine, 
Maryland,  Massachusetts,  Michigan,  Missouri,  New 
Mexico,  North  Dakota,  Ohio,  Oklahoma,  Oregon, 
South  Dakota,  Tennessee,  Texas,  Utah,  Vermont,  Vir- 
ginia, West  Virginia,  Wisconsin,  Kansas. 

The  general  rule  is  that  each  candidate  must  secure 
from  the  board  which  registered  him  a  national  blank, 
properly  filled  out  by  the  board,  and  showing  him  to 
have  taken  the  required  examination  and  passed  with 
an  average  rating  of  not  less  than  75  per  cent,  and  not 
less  than  60  per  cent  in  any  one  branch.  This  blank  or 
certificate  he  must  then  present  to  the  board  in  that 
State  where  he  now  desires  registration  on  the  ex- 
change plan.  In  addition  to  this  general  requirement, 
however,  many  of  the  boards  have  special  requirements 
of  their  own.  Thus  in  some  States  a  certain  amount 
of  preliminary  general  education  is  demanded.  In  this 
State,  for  instance,  the  pharmacy  act  compels  two  years 
of  high-school  work  or  their  equivalent.  In  some 
States,  too,  recommendations  from  reputable  citizens, 
and  the  like,  are  required. 

Furthermore,  no  State  board  in  the  list  given  above 
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\s  compelled  to  accept  the  certificate  of  another  board 
in  any  particular  instance.  The  whole  scheme  is  volun- 
tary— not  compulsory.  Each  reciprocating  board  is  free 
to  settle  every  individual  case  upon  its  own  merits,  and 
some  boards  require  an  applicant  to  appear  before  them 
in  person.  The  fee  for  registration  on  the  exchange 
basis  varies  in  diflferent  States  from  $5.00  to  $25.00. 

The  best  thing  for  you  to  do  is  to  write  the  secre- 
tary of  the  board  of  that  particular  State  where  you 
desire  registration.  He  will  tell  you  just  what  the  con- 
ditions are,  and  tmder  just  what  terms,  if  any,  the 
board  will  accept  your  certificate  in  lieu  of  an  exam- 
ination. A  full  list  of  the  secretaries  of  the  different 
boards  of  pharmacy  throughout  the  country  was  printed 
on  page  306  of  the  Bulletin  for  July,  1911. 


Preserving  Rubber  Against  Cracking, 

W.  B.  D.  writes:  "A  man  in  charge  of  a  min^ 
rescue-car  here  wants  an  application  of  some  kind  for 
rubber,  to  prevent  it  from  drying  and  cracking.  The 
rubber  is  used  on  the  oxygen  helmets,  and  it  is  impor- 
tant that  no  leaks  arise  from  cracking." 

For  undeteriorated  rubber  3-per-cent  solution  of 
phenol  is  the  best.  For  deteriorated  rubber,  a  1-per- 
cent solution  of  potassium  pentasulphide  has  been  rec- 
ommended, the  restorative  properties  of  the  latter  de- 
pending on  the  absorption  of  the  sulphur  from  the 
pentasulphide.  \ 

Tubing  can  be  kept  for  years  in  a  3-pcr-cent  solu- 
tion of  phenol.  It  is  necessary,  of  course,  to  use  a 
suitable  vessel,  one  in  which  the  tubing  lies  in  an  easy 
coil. 

We  read  in  the  literature  that  it  is  of  the  greatest 
advantage  for  all  rubber  goods,  if  seldom  used,  to 
wash  them  occasionally  with  water  to  prevent  them 
from  becoming  too  dry.  Tubing  which  still  possesses 
elasticity  should  be  kept  in  vessels  containing  a  dish  of 
common  petroleum.  Keeping  in  wooden  boxes  is  ob- 
jectionable, while  keeping  in  air-tight  vessels  alone  is 
sufficient  to  preserve  rubber  for  a  long  time.  Exposure 
to  light  should  be  avoided. 

Other  methods  of  preserving  rubber  that  might  be 
tried  experimentally  first  on  a  little  tubing  are  as  fol- 
lows: 

Steep  the  rubber  materials  in  a  bath  of  melted  par- 
affin for  a  few  seconds  or  several  minutes,  in  accord- 
ance with  the  size  of  the  article.  Then  dry  in  a  room 
heated  to  about  212*  F.  Another  method  is  to  dip  the 
tubing  a  few  minutes  in  pharmacopceial  ammonia  water 
2  ounces,  water  6  ounces.  Or  immerse  even  longer,  a 
half-hour  or  more,  in  this  mixture  until  the  hardened 
tubing  resumes  its  former  elasticity,  smoothness  and 
softness.  The  immersion  should  cover  inner  and  outer 
surfaces.    Warm  water  works  better. 

The  use  of  3-per-ccnt  phenol  solution  is  probably 
best,  but  a  little  trial  will  tell. 


Making  Percentage  Solution  of  Ammonia, 

B.  F.  G.  Writes:  "Please  publish  a  formula  for 
making  an  aqueous  solution  of  ammonia  containing  10 
per  cent  by  weight,  using  the  stronger  ammonia  water 


U.  S.  P.,  which  contains  28  per  cent  by  weight.  How 
much  28-per-cent  ammonia  would  it  take  by  measure 
to  make  one  pint  of  a  10-per-ccnt  solution?" 

By  way  of  answer,  we  cite  the  following  specific 
example  appearing  in  Remington's  Practice  of  Phar- 
macy, page  102:  How  much  water  must  be  added  to  2 
pounds  of  stronger  ammonia  water  (28  per  cent)  to 
reduce  it  to  ammonia  water  (10  per  cent)  ?  The 
answer  is: 


10 


28 


10  :  18  :  :  88  :  67.0  ounces  of  water. 


10 


18 


To  make  one  pint  of  ten-per-cent  ammonia  water 
from  28-pcr-cent  ammonia :  1  pint=473.197  Cc.  473.19T 
X 0.958  (sp.  gr.  of  ammonia  water)  =453.322  grammes. 
This  equals  45.3322  grammes  of  absolute  ammonia  or 
(45.33-T-0.28)  =161.89  grammes  of  28-per-cent  am- 
monia. Or  one  might  solve  the  problem  by  proportion 
—28  :  10  :  :  453.322  :  X,  X=161.89  grammes  of  28-per- 
cent ammonia. 


Walnut  Hair  Dye. 

N.  Z.  S. — ^We  do  not  know  the  formulas  of  the 
proprietary  hair  dyes  which  you  mention. 

Many  of  the  so-called  walnut  dyes,  however,  are 
not  made  from  walnut  shells  at  all,  but  are  of  chemical 
composition,  the  following  being  an  example: 

SiWer  nitrate  46  grains. 

Pyrogallic  acid > 8  drachms. 

Distilled  water   8  flnidounces. 

Glycerin    8  fluidounces. 

WALNUT  HAIR  OIL  AND  DYE. 

Oils  impregnated  with  the  coloring  principles  of 
walnut  shells  have  been  recommended  for  dyeing  the 
hair,  thus  serving  as  a  combined  oil  and  dye.  The; 
oil  is  to  be  applied  daily,  the  hair  acquiring  a  dark- 
brown  tint.  The  following  are  said  to  be  the  best 
formulas : 

(1)  Paraffin   oil    18  fluidounces. 

Alum,  powder    4  drachms. 

Walnut  shells,  dried 4  ounces  av. 

Alcohol    sufficient 

Perfume  to  suit 

Moisten  the  shells  with  alcohol,  add  the  alum  and  paraffin  oil,, 
heat  on  a  sand-hath  for  an  hour,  then  filter,  and  finally  add  any 
desired  essential  oils  or  synthetic  perfumes. 

(8)  Walnut  shells,  green  or  fresh 8  ounces  aT. 

Alum,   powder    8  drachms. 

Olive  oil  18  fluidounces. 

Oil   of   rose 15  drops. 

Oil  of  bergamot 86  drops. 

Beat  the  walnut  shells  in  a  mortar  with  the  alum,  then  heat 
with  the  olive  oil  untill  all  moisture  has  dissipated,  filter,  allow 
to  cool,  and  add  the  aromatic  oils. 


Toothache  Wax  or  Gum, 

D.  S.  H. — ^Toothache  "wax"  or  "gum"  is  a  favorite 
form  of  toothache  remedy.  It  consists  of  a  waxy 
substance,  usually  yellow  or  white  beeswax,  which  is 
sometimes  colored  red  by  keeping  in  a  melted  condition 
with  alkanet  root  and  then  straining  off  the  excess  of 
joot.  This  is  mixed  with  anodyne  substances  like 
opium,  oil  of  clove,  chloral  hydrate,  etc.,  and  then 
rolled  into  pencils,  cut  into  appropriate  lengths,  wrapped 
in  thin  waxed  paper,  and  preserved  in  small  vials  of 
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one-  or  two-drachm  sizes.  Or  a  better  way  is  to  im- 
merse cotton  in  the  fatty  mixture,  then  cut  and  wrap 
the  mass  as  before.  In  using,  cut  or  pinch  off  a  piece 
of  the  pencil,  warm  it  gently  by  rolling  between  the 
fingers,  and  insert  it  into  the  cavity  of  the  tooth,  having 
previously  dried  the  latter  with  a  pledget  of  cotton. 

(1)  Venice  turpentine ^  ounce  av. 

Paraffin  oil    4  fluidrachms. 

Salol    }i  ounce  av. 

Yellow  wax   8^  ounces  av. 

Alkanet  root,  sufficient  to  color. 

Triturate  together  the  salol,  turpentine,  and  oil,  then  add 
to  the  wax,  previously  colored  with  the  alkanet  by  melting,  al- 
low the  mixture  to  cool,  and  roll  into  sticks  or  pencils. 

(2)  Paraffin   8  ounces  av. 

Burgundy  pitch 8  ounces  av. 

'    Oil   of  clove 1  ounce  av. 

Carbolic  acid 1  ounce  av. 

Melt  the  paraffin  and  pitch  together  and  add  the  other  in- 
gredients when  nearly  cold,  mix  with  cotton  and  cut  into  short 
rods.      Wrap  in  thin  waxed  paper,  and  keep  in  small  bottles. 

PSIXBTS. 

These  are  similar  in  composition  to  the  "wax." 
The  mass  is  divided  into  small  pills,  one  of  which  is 
to  be  inserted  into  the  cavity  of  the  tooth  to  relieve 
pain. 

(1)  Opium,  powder    8  drachms. 

Pellitory  root,  powder 1  drachm. 

Creosote,  enough  to  form  a  mass. 

Make  into  pellets  weighing  about  one-half  grain  each. 

(2)  Oil  of  clove 40  drops. 

Oil  of  cajuput 40  drops. 

Sweet  almond  oil 00  drops. 

Opium,   powder    8  drachms. 

Belladonna  root,  powder 8  drachms. 

Pellitory  root,  powder 8  drachms. 

Yellow  wax   4  drachms. 

Melt  the  wax,  incorporate  the  almond  oil,  beat  in  the  pow- 
ders and  then  the  other  oils,  divide  into  pills  weighing  about  one- 
half  gram,  sprinkle  these  with  powdered  clove,  and  keep  them  in 
bottles  or  well-closed  boxes. 


A  Difficult  Mixture. 

A.  B.  G.  has  been  having  trouble  with  the  following 
prescription : 

Spirit  of  nitrous  ether 86  Cc. 

Balsam  of  copaiba 88  Cc. 

Benzoic  acid 16  grammes. 

Potassium  citrate   16  grammes. 

Potassium  acetate 16  grammes. 

Potassium  iodide IS  grammes. 

Elixir   buchu    and    hyoscyamus   compound, 
enough  to  make 120  Cc. 

Mix.     Signa:  6  Cc.  every  three  hours  in  water. 

He  adds  that  he  has  tried  to  compound  this  mix- 
ture three  or  four  times,  but  the  preparation  in  each 
instance  was  not  fit  to  be  seen,  much  less  to  be  taken. 

The  benzoic  acid  in  this  prescription  is  insoluble. 
There  is  not  enough  alcohol  in  the  mixture  to  com- 
plete solution,  thus  causing  the  thick,  unsightly  mass. 
If  we  omit  the  benzoic  acid  the  prescription  gives  a 
good  appearance.  It  should  be  dispensed  with  a 
shake  label. 


Disguising  the  Odor  of  Camphor;  Aspirin  Tests. 

H.  H.  asks  what  will  take. away  the  odor  of  cam- 
phor in  a  liquid  or  powder  form.  He  also  wants  a  test 
for  aspirin. 

You  can't  remove  the  odor  of  camphor.  The  most 
one  can  do  is  to  disguise  it  with  oils  of  lavender,  berga- 
niot,  or  rosemary,  using  one  or  all  of  them.  If  the 
camphor  is  not  too  strong,  the  odor  can  be  masked,  but 


if  there  is  mucH  camphor  present,  the  oils  will  merely 
modify  the  odor. 

As  for  tests  for  aspirin,  the  following  data  will  be 
serviceable :  It  forms  small,  colorless,  crystalline  needles, 
melting  at  135**  C.  (275'  F.),  odorless  and  of  acidulous 
taste.  To  take  the  melting  point  is  therefore  one  test. 
Secondly,  aspirin  forms  clear,  colorless  solutions  which 
do  not  develop  a  violet  color  on  the  addition  of  ferric 
chloride  unless  previously  hydrolyzed  by  boiling  with 
sodium  hydroxide.  It  gives  no  reaction  with  silver 
nitrate  and  should  leave  no  residue  when  heated  on  a 
platinum  foil.  Further  information  may  be  had  from 
the  manufacturers,  Farbenfabriken  vorm.  Friedr.  Bayer 
&  Co.,  Elberfeld,  Germany  (Continental  Color  and 
Chemical  Co.,  New  York). 


Antitnonial  Powder. 
D.  M.  J.  has  received  the  following  prescription : 

Digitalis    4  grains. 

White  antimonial  powder 6  grains. 

Nitre   80  grains. 

Misce  et  fiat  1  powder. 

He  wants  to  know  what  white  antimonial  powder  is. 

This  is  a  veterinary  prescription  probably  calling 
for  the  grayish-white  oxide  of  antimony,  SbtOs.  In 
the  Pharmacopoeia  of  1890  appeared  antimonial  powder 
(James's  Powder),  consisting  of  antimony  oxide  33 
grammes,  and  precipitated  calcium  phosphate  67 
grammes,  mixed.  But  that  mixture  is  hardly  intended 
here. 


Ointment  of  Resorcin  Compound. 

P.  D.  E. — We  do  not  know  the  composition  of  the 
proprietary  preparation  which  you  mention.  If  you 
have  in  mind  something  on  the  order  of  compound 
resorcin  ointment,  you  will  find  a  formula  on  page  191 
of  the  National  Formulary.    It  reads: 

Resorcinol  (U.  S.  P.) 0  parts. 

Zinc  oxide «  parts. 

Bismuth  subnitrate   0  parts. 

Oil  of  cade 1«  parts. 

Paraffin    10  parts. 

Petrolatum    W  parts. 

Hydrous  wool-fat    86  parts. 

Triturate  the  resorcinol,  zinc  oxide,  and  bismuth  subnitrate 
with  a  small  quantity  of  the  hydrous  wool-fat,  until  a  perfectly 
smooth  mixture  is  obtained.  Incorporate  this  with  the  remainder 
of  the  wool-fat,  add  the  paraffin  and  petrolatum,  previously 
melted  together,  and  lastly  the  oil  of  cade.  Mix  intimately,  and 
preserve  the  ointment  in  containers  protected  from  the  light. 


Violet  Ammonia. 

J.  L.  wants  a  formula  for  violet  ammonia.  The 
following  recipe  is  said  to  be  excellent : 

Ammonia  water,  10  per  cent 960  Cc. 

Green   soap    ISO  grammes. 

Oleic  acid   10  Cc. 

Oil   of   bay .1  Cc. 

Oil   of    rosemary 1  Cc. 

Oil  of  vet1>ena 6  Cc. 

Water,  enough  to  make 1000  Cc. 

Dissolve  the  soap  in  500  Cc.  of  warm  water  and  when  cool 
add  the  water  of  ammonia  and  the  oils;  mix  by  agitation,  and 
add  lastly  the  oleic  acid  and  enough  water  to  make  1000  Cc. 


E.  R.  B.  wants  a  formula  of  a  preparation  for  mark- 
ing or  lettering  slides  for  moving  picture  machines. 
Can  any  one  help  him  out? 
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THE  NEW         ^^  ^0^  ^^^  manufacturers 
HANUPAGTURERS'    havc  formed  an  organization 

ASSOCUnON.  ^,  £     J.  £     I. 

— the  manufacturers  of  phar- 
maceuticals, chemicals,  biologicals  and  surgical 
dressings.  This  is  the  last  branch  of  the  drug 
trade  to  have  an  association  of  its  own.  The 
retailers  have  had  their  American  Pharmaceu- 
tical Association  and  their  National  Associa- 
tion of  Retail  Druggists.  The  jobbers  have 
had  their  National  Wholesale  Druggists'  Asso- 
ciation. The  patent-medicine  proprietors  have 
had  their  Proprietary  Association  of  America. 
The  manufacturers,  however,  have  until  now 
had  no  representation,  except  such  as  they 
could  get  by  being  associate  and  therefore  in- 
direct members  of  the  jobbers'  organization. 

The  new  "National  Association  of   Manu- 
facturers of  Medicinal  Products"  was  formed 


last  month  in  New  York,  and  the  following 
officers  were  chosen:  President,  Frank  G. 
Ryan,  of  Parke,  Davis  &  Co. ;  vice-president, 
Adolph  Rosengarten,  of  the  Powers- Weigjit- 
man-Rosengarten  Company ;  secretary,  Charles 
M.  Woodruff,  of  Parke,  Davis  &  Co.;  treas- 
urer, Henry  C.  Lovis,  of  Seabury  &  Johnson ; 
members  of  the  Executive  Committee,  A.  R. 
L.  Dohme,  of  Sharp  &  Dohme,  and  C.  J. 
Lynn,  of  Eli  Lilly  &  Co. 

The  purposes  of  the  new  organization  are 
simply  what  the  purposes  of  all  such  bodies  in 
the  drug  trade  have  been — to  conserve,  protect 
and  advance  the  interests  of  that  particular 
branch  of  the  trade  represented  by  the  asso- 
ciation. In  the  first  place,  the  manufacturers 
need  to  get  together  and  take  definite  action 
on  a  considerable  number  of  things  affecting 
themselves  only — such  as  the  labeling  of  prod- 
ucts, the  adjustment  of  differences,  the  pre- 
vention of  fraudulent  practices,  and  the  like. 
In  these  days  of  legislative  ferment,  too,  the 
manufacturing  branch  of  the  trade  will  now 
have  a  chance  to  be  heard  with  one  voice  in 
Washington  and  elsewhere.  Under  the  latter 
head  it  may  be  said  that  after  discussing  a 
number  of  congressional  bills  at  the  meeting 
last  month  the  organization  decided  to  send  in 
a  protest  against  the  Richardson  bill  in  its 
present  form.  As  for  anti-narcotic  legislation, 
it  was  made  clear  that  the  manufacturers  were 
in  favor  of  all  wise  and  proper  restrictions, 
but  would  oppose  burdensome  details  which 
promised  nothing  definite  in  the  way  of  relief. 


WASHINGTON 
AFFAIRS. 


Reference  in  the  foregoing 
article  to  the  Richardson  bill 
reminds  us  that  practically 
all  branches  of  the  drug  trade  are  against  this 
measure.  Its  provisions  were  described  briefly 
in  this  department  of  the  Bulletin  last  month, 
and  its  primary  purpose  is  to  so  amend  the 
Federal  food  and  Jrugs  act  as  to  bring  false 
and  exaggerated  remedial  claims  within  the 
application  of  the  law.    No  one  seems  to  object 
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to  this  fundamental  object,  but  the  Richardson 
bill  goes  farther  and  provides  for  a  lot  of  un- 
necessary things.  The  patent-medicine  inter- 
ests, indeed,  are  afraid  it  would  even  wipe  out 
the  whole  industry.  The  N.  A.  R.  D.  is 
against  the  bill  in  its  present  form,  but  will 
seek  to  have  it  so  modified  that  the  good  in  it 
will  be  retained  and  the  bad  rejected. 

Several  other  bills  proposing  to  amend  the 
food  and  drugs  act  are  pending  in  Congress, 
and  the  report  now  is  that  a  general  hearing 
on  all  of  them  will  be  granted  some  time  with- 
in the  next  few  weeks.  Something  like  order 
will  probably  be  wrought  out  of  all  this  chaos. 
In  the  meantime  the  tentative  ruling  regarding 
narcotics  has  not  been  adopted  by  the  Depart- 
ment of  Agriculture,  and  may  not  be.  Sec- 
retary Wilson  has  announced  that  the  new 
method  of  issuing  tentative  rulings  in  advance 
will  be  abandoned  anyway,  and  this  is  sup- 
posed to  be  an  offense  to  Dr.  Wiley  inasmuch 
as  it  was  Wiley  who  stood  sponsor  for  the 
proposed  narcotic  ruling.  Rumors  have  been 
current  in  Washington  during  the  last  month 
that  in  view  of  this  and  other  conditions  Dr. 
Wiley  might  resign,  but  we  ourselves  don't 
take  any  stock  in  such  conjectures. 

In  the  meantime  the  Congressional  Commit- 
tee has  promulgated  its  report  on  the  Wiley- 
Rusby  situation,  as  readers  of  the  newspapers 
know.  The  committee  practically  exonerated 
Dr.  Wiley  from  anything  but  technical  blame, 
although  most  of  the  other  issues  raised  in 
the  congressional  investigation  were  dodged 
adroitly.  About  the  only  definite  opinion  ex- 
pressed was  one  holding  the  Remsen  Referee 
Board  to  be  operating  without  proper  author- 
ity of  law.  It  seems  to  be  the  general  notion, 
however,  that  Secretary  Wilson  will  not  listen 
to  any  proposition  to  have  the  Remsen  Board 
abandoned. 


While  on  the  subject  of  na- 

THE  INTEISTATE       .  •         11      •  1    .  • 

LiouoB  BILL.  tio"^l  legislation  we  may  re- 
port that  the  N.  W.  D.  A. 
seems  quite  worried  over  a  bill  in  the  House, 
the  purpose  of  which  is  to  prevent  the  inter- 
state shipment  of  liquors  into  prohibition  ter- 
ritory. It  has  been  found  during  the  last  few 
years  that  the  State  anti-narcotic  laws  on  the 
one  hand,  and  the  State  local-option  or  pro- 
hibition liquor  laws  on  the  other,  have  been 
largely  nullified  by  the   freedom  with  which 


shipments  ^Otild  be  received  across  the  border 
from  another  State.  The  only  possible  method 
of  stopping  this  leak  is  by  means  of  national 
legislation  regulating  interstate  commerce. 

The  bill  to  which  the  jobbers  object  is  one 
which  has  been  designed  for  this  express  pur- 
pose, so  far  as  the  sale  of  liquor  is  concerned. 
In  a  word,  it  simply  provides  that  intoxicating 
liquors,  including  alcohol,  may  not  be  shipped 
into  a  State  in  violation  of  any  law  of  that 
State  itself.  It  can  thus  be  seen  at  a  glance 
that  the  object  is  merely  to  protect  the  State 
in  the  enforcement  of  its  own  acts.  The 
chairman  of  the  Committee  on  Legislation  of 
the  N.  W.  D.  A.,  however,  has  issued  a  pro- 
test against  the  bill  on  the  ground  that  it  would 
greatly  cripple  the  drug,  perfume,  and  allied 
trades  in  dry  territory  by  denying  them  alco- 
hol with  which  to  carry  on  manufacturing 
operations,  and  would  further  cripple  the  re- 
tail druggist  by  making  it  impossible  for  him 
to  purchase  wines  and  the  like  intended  for 
sale  on  prescription  for  medicinal  purposes. 

There  is  much  force  in  this  argument,  but 
it  seems  as  if  some  form  of  bill  might  be 
drawn  up  which  would  protect  dry  States  in 
the  enforcement  of  their  prohibition  and  anti- 
narcotic  laws  without  crippling  legitimate  inter- 
state commerce.  On  the  one  hand,  it  is  scarce- 
ly open  to  doubt  that  if  the  people  of  a  State 
want  the  liquor  traffic  killed  within  their  bor- 
ders they  should  have  a  right  to  demand  of  the 
Federal  government  that  their  purpose  be  not 
defeated  by  means  of  interstate  shipments. 
On  the  other  hand,  it  is  equally  true  that  the 
industries  of  a  State  ought  not  to  be  subjected 
to  peril  or  destruction  through  overzealous 
restrictions  put  upon  free  commerce. 


The  '  educational      require- 

■rounraENTS.  "^ents  in  pharmacy  are  grad- 
ually being  elevated,  and  ac- 
tions of  importance  have  been  taken  in  three 
States  during  the  last  few  weeks.  In  Penn- 
sylvania the  new  Bureau  of  Professional  Edu- 
cation, established  by  law  at  the  last  session 
of  the  legislature,  has  determined  upon  a  com- 
pleted first  year  high  school  course,  or  its 
equivalent,  for  licensure  to  practice  pharmacy. 
In  accordance  with  this  standard  the  State 
Pharmaceutical  Examining  Board  has  adopted 
a  new  rule  that  applicants  for  license  as  assist- 
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ant  pharmacist,  applying  after  March  1,  1912, 
and  applicants  for  license  as  pharmacists,  ma- 
triculating after  July,  1912,  must  have  a  cer- 
tificate of  preliminary  educational  qualifica- 
tion issued  by  the  Bureau.  In  Missouri  the 
Board  of  Pharmacy  has  likewise  established 
the  requirement  of  one  year  of  high-school 
work  or  its  equivalent. 

In  the  State  of  Washington  the  Board  of 
Pharmacy  has  formally  declared  that  after 
July  1,  1913,  all  applicants  for  examination  as 
registered  pharmacists  must  have  completed 
one  year  of  work  in  a  college  of  pharmacy 
recognized  by  the  Board,  and  after  July  1, 
1914,  this  requirement  will  be  advanced  to  full 
graduation  from  a  college  embracing  at  least 
a  two  years'  course.  The  particular  colleges 
to  be  "recognized"  are  the  two  State  schools 
of  pharmacy  in  Washington  and  such  other 
schools  and  colleges  as  hold  membership  in  the 
American  Conference  of  Pharmaceutical  Fac- 
ulties. 

The  voluntary  establishment  of  the  gradua- 
tion prereqtjisite  by  the  Washington  Board  may 
seem  somewhat  arbitrary,  but  it  would  appear 
that  the  Board  is  given  the  necessary  power 
by  the  pharmacy  act  to  "prescribe  the  prelim- 
inary education  of  applicants  for  examination." 
The  Washington  Board,  indeed,  seems  to  be 
making  a  name  for  itself  in  several  particulars. 
Among  other  things  it  recently  summoned  two 
registered  pharmacists  to  show  cause  why  their 
certificates  should  not  be  revoked  because  of 
the  illegal  sale  of  liquor.  It  has  also  adopted 
a  regulation  requiring  assistant  pharmacists  to 
obtain  full  registration  within  two  years  or 
else  cease  practicing  at  the  expiration  of  that 
time. 


'rHONE 
HATTEBS. 


Telephone  matters  seem  to 
be  in  a  bad  way  in  several 
sections  of  the  country,  no- 
tably in  St.  Louis  and  in  certain  cities  in  New 
York  State.  The  telephone  companies  are 
evidencing  an  unfortunate  disposition  to  cut 
down  the  druggists'  commissions,  usually  to 
10  per  cent.  In  Buffalo  the  druggists  entered 
a  strong  protest,  and  the  result  was  that  the 
company  removed  the  booths  from  their  stores. 
The  local  association  took  the  matter  up  with 
the  Public  Service  Commission,  and  at  this 
writing  a  permanent  adjustment  has  not  been 
made. 


In  New  York  City  something  like  75  per 
cent  of  the  pharmacists  signed  an  agreement 
to  act  together  in  whatever  measure  should  be 
taken  against  the  company,  and  the  last  we 
heard  a  subcommittee  of  five  had  been  ap- 
pointed to  deliver  an  ultimatum  to  the  com- 
pany to  the  effect  that  pay  stations  in  all  the 
stores  would  be  at  once  discontinued  unless 
adequate  compensation  were  paid  for  services 
rendered.  Previous  to  that  the  company  had 
asked  for  30  days'  time  in  which  to  recon- 
sider its  notice  of  reduction. 

In  Rochester  and  Syracuse  much  the  same 
conditions  exist  as  in  New  York  and  Buffalo, 
except  that  there  many  of  the  druggists  are 
taking  the  initiative  by  discontinuing  their  Bell 
pay  stations.  In  Rochester  the  reduction  was 
from  40  to  10  per  cent,  and  this  made  the 
druggists  particularly  angry.  In  some  in- 
stances the  druggists  took  their  grievance  into 
the  newspapers,  and  wherever  that  was  done 
the  company  immediately  retaliated  by  remov- 
ing the  booths  and  pay  stations.  In  St.  Louis 
also  things  seem  to  be  in  a  bad  state,  and  about 
the  only  hope  the  druggists  apparently  have  is 
that  some  relief  will  be  afforded  by  the  inves- 
tigation now  being  made  into  the  whole  tele- 
phone situation  by  the  Public  Service  Commis- 
sion. 


DOGTOES  Druggists     for    years    past 

COHPLAININO      have  voiced  their  opposition 

to  the  gratuitous  distribution 
of  serums  and  other  supplies  by  municipal  au- 
thorities. They  have  no  objection  if  the  city 
furnishes  antitoxin  free  to  people  who  are 
really  poverty-stricken.  But  they  feel  that  not 
a  few  avail  themselves  of  the  privilege  who 
are  abundantly  able  to  pay  for  the  supplies. 

Now  the  physicians,  too,  are  beginning  to 
complain  about  governmental  interference 
with  private  practice.  Too  much  ^medical 
service  is  bestowed  gratis.  Present  standards 
of  humanity  make  it  easy  for  politicians  in 
the  big  cities  to  establish  hospitals  for  the  free 
treatment  of  disease  to  the  obvious  injury  of 
independent  physicians  not  affiliated  with  the 
institutions.  This  is  regarded  as  a  downright 
imposition  on  the  rights  of  the  private  practi- 
tioner just  as  much  as  the  gratuitous  distribu- 
tion of  serum  is  unfair  to  the  pharmacists.  In 
either  profession  years  of  study  and  expensive 
laboratory  courses  are  required  of  candidates 
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for  a  degree.  No  wonder  they  feel  aggrieved 
if,  after  a  lengthy  training,  the  graduates  find 
their  functions  usurped  by  a  paternalistic  gov- 
ernment. 

It  is  distinctly  un-American.  As  for  char- 
ity, it  is  a  question  whether  the  recipients  of 
such  benefits  are  the  better  for  them.  Charity 
abused  means  injury  to  the  poor  as  well  as  to 
the  taxpayer.  And  as  for  the  physician,  his 
income  is  already  sufficiently  depleted  by  mod- 
em sanitation  and  hygiene  without  the  health 
officers  interfering  in  his  cases.  The  regular 
city  hospitals,  too,  are  giving  cause  for  com- 
plaint. Such  institutions,  where  the  well-to- 
do  as  well  as  the  poor  may  enter,  mean  injury 
not  only  to  the  general  medical  practitioner  but 
also  to  the  pharmacist.  For  too  often  the  in- 
mates are  people  of  fair  means  who  enter 
hospitals  chiefly  to  avoid  paying  a  doctor  his 
fee  and  the  pharmacist  his  drug  bill. 


Last  winter  the  Pennsylva- 

DOFE  SE™is.  nia  Board  of  Pharmacy  car- 
ried on  a  vigorous  warfare 
against  the  illegitimate  sale  of  narcotics  in 
Philadelphia.  This  winter  the  scene  shifts  to 
San  Francisco,  where  the  California  Board  of 
Pharmacy  is  waging  a  similar  campaign.  It 
would  seem  from  newspaper  clippings  which 
have  been  sent  to  us  that  a  lot  of  good  is 
being  done  in  'Frisco,  and  that  the  dope  sell- 
ers are  on  the  run.  One  druggist  has  been 
arrested  who  is  claimed  to  be  the  "leader  of 
the  drug  ring."  This  man  is  said  to  be  the 
head  and  center  of  a  distributing  system  by 
means  of  which  narcotics  were  shipped  in  and 
out  of  'Frisco.  One  of  the  ramifications  was 
a  fictitious  company  at  that  famous  divorce 
transfer  point,  Reno,  Nevada,  and  when  things 
got  hot  dope  was  shipped  to  this  concern 
from  'Frisco,  and  from  there  back  across  the 
State  border  to  the  consumer  direct,  thus 
evading  the  California  law. 

After  the  fellow  had  been  arrested  1100 
ounces  of  narcotics,  consigned  to  him,  were 
seized  at  a  freight  house  at  the  ferry.  The 
wholesale  cost  was  placed  at  $6000  and  the 
retail  valuation  at  $20,000.  So  great  was  the 
consumption  of  narcotics  that  the  "drug  ring" 
was  said  not  to  be  able  to  get  all  of  its  sup- 
plies from  this  country,  but  to  be  purchasing 
heavily  every  month  from  a  concern  in  Lon- 
don, England. 


What  m^'^^s  the  narcotic  situation  so  com- 
plex in  San  Francisco  is  the  presence  of  so 
many  opium-smoking  Chinese,  and  several 
Chinamen  have  been  arrested  as  the  result  of 
the  detective  work  done  by  the  Board  of 
Pharmacy.  The  druggists  of  the  city  are 
standing  by  the  Board,  and  the  local  associa- 
tion recently  passed  resolutions  of  support  and 
cooperation.  ♦     ♦     ♦ 

SENATOB  OWEN     ^he  objections  to  the  Owen 
AMENDS  bill   for  a  National  depart- 

ment of  health  at  Washing- 
ton have  arisen  largely  out  of  a  belief  that 
such  a  department  would  interfere  with  pri- 
vate practice,  medical  and  pharmaceutical. 
The  N.  A.  R.  D.  at  the  Niagara  Falls  conven- 
tion passed  a  resolution  to  the  effect  that  at 
least  one  governing  member  of  the  proposed 
department  or  bureau  be  a  pharmacist.  If  the 
right  man  were  appointed,  this  would  not  only 
give  pharmacy  representation  but  likewise  a 
certain  amount  of  protection.  However,  it 
must  be  admitted  that  fear  of  the  bill  has 
been  quieted  by  the  recent  amendment  moved 
by  Senator  Owen  himself.  It  shows  plainly 
that  the  purpose  of  the  bill  is  to  prevent  dis- 
ease without  interfering  with  its  particular 
method  of  treatment.  The  amendment  reads 
as  follows: 

That  the  department  of  health  established  by  this 
act  shall  have  no  power  to  regulate  the  practice  of 
medicine  or  the  practice  of  healing,  or  to  interfere  with 
the  right  of  a  citizen  to  employ  the  practitioner  of  his 
choice,  within  any  State  of  the  Union,  and  all  appoint- 
ments within  the  department  shall  be  made  without 
discrimination  against  any  school  of  medicine  or  of 
healing. 

With  this  amendment  adopted,  there  seems 
little  room  for  objection  to  the  Owen  bill. 


DB.  S  ANDES 
DEAD. 


The  death  of  Dr.  Enno  San- 
der removes  one  of  the  inter- 
esting figures  in  pharmacy. 
Dr.  Sander  was  90  years  old,  and  his  spright- 
liness  combined  with  his  longevity  had  for 
many  years  been  cause  for  comment.  He  was 
formerly  active  in  the  American  Pharmaceu- 
tical Association  and  among  other  capacities 
had  served  the  organization  as  its  president. 
In  his  home  city  of  St.  Louis  he  was  always 
prominent  in  pharmaceutical  and  scientific  cir- 
cles, and  he  served  as  treasurer  of  the  St. 
Louis  Academy  of  Science  for  a  period  of  46 
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years.  He  wks  also  one  of  the  mainstays  of 
the  St.  Louis  College  of  Pharmacy.  Ten  years 
ago  Dr.  Sander's  numerous  friends  made  him 
the  guest  of  honor  at  a  banquet  in  celebrati6n 
of  his  eightieth  birthday,  and  it  is  an  interest- 
ing fact  that  the  souvenir  of  this  occasion  was 
only  distributed  a  few  weeks  ago.  Dr.  San- 
der was  a  bachelor  and  made  his  home  at  the 
Washington  Hotel.  The  funeral,  which  was 
held  on  February  15,  was  attended  by  officers 
of  the  St.  Louis  Academy  of  Science,  officers 
of  the  St.  Louis  College  of  Pharmacy,  severatl 
members  of  the  Chicago  Veteran  Druggists' 
Association,  and  representatives  of  other 
bodies  with  which  Dr.  Sander  had  been  closely 
affiliated. 


It  is  exceedingly  gratifying  to  report  that  a 
marble  tablet  in  memory  of  Prof.  William  M. 
Searby  has  been  placed  in  the  entrance  hall  of 
the  California  College  of  Pharmacy — the  in- 
stitution which  he  served  so  long  and  so  ably. 
The  unveiling  ceremonies  were  held  recently, 
and  the  principal  address  was  made  by  Dr. 
Benjamin  Ide  Wheeler,  president  of  the  Uni- 
versity. 

^F  •^  ^h 

The  State  Board  of  Health  in  Louisiana, 
and  the  State  Board  of  Pharmacy  in  Iowa, 
have  recently  ruled  that  the  sale  of  proprietary 
articles  and  pharmaceutical  supplies  is  pro- 
hibited except  in  regularly  established  drug 
stores.  It  is  to  be  hoped  that  these  regulations 
will  prove  en  forcible. 


Charles  H.  Huhn,  ex-president  of  the  X.  A. 
R.  D.,  the  A.  D.  S.,  and  a  few  other  things, 
was  recently  appointed  to  membership  on  the 
Minnesota  Board  of  Pharmacy  while  he  was 
in  New  York  on  a  business  trip.  It  was 
rather  unkind  to  take  advantage  of  the  man's 
absence  in  that  way! 


Edward  P.  Dehner,  a  well-known  druggist 
and  Democratic  politician  in  Cleveland,  died 
recently  from  pneumonia.  A  portrait  and  a 
sketch  of  Air.  Dehner's  political  activities  were 
published  by  us  in  the  Bulletin  for  February 
of  last  year. 


THIS  ISSUE  OF  THE  BULLETIN. 

We  have  tried  hard  to  make  the  present 
number  of  the  Bulletin  one  of  the  best  we 
have  ever  published.  We  should  like  to  have 
you  look  it  over  and  tell  us  what  you  think 
about  it  frankly,  whether  your  opinions  are 
tavorable  or  unfavorable.  In  publishing  a 
journal  our  supreme  purpose  is  to  please  our 
readers,  not  ourselves,  and  we  always  like  to 
know  whether  we  are  doing  it  or  not.  Sug- 
gestions are  in  order. 

Here  are  some  of  the  things  in  the  present 
issue  to  which  we  should  particularly  like  to 
call  your  attention: 

1.  In  the  first  place,  our  Illustrated  Section 
comprises  six  pages  of  nothing  but  pictures, 
and  we  certainly  hope  they  will  prove  interest- 
ing. There  are  nine  portraits  of  well-known 
jobbers,  nine  portraits  of  presidents  of  State 
pharmaceutical  associations,  a  special  picture 
of  the  new  president  of  the  A.  Ph.  A.  taken 
for  us  in  his  office,  a  full-page  reproduction 
of  the  druggists'  float  used  this  year  in  that 
wonderful  'Tournament  of  Roses"  in  Pasa- 
dena, and  two  full-page  engravings  of  one  of 
the  most  famous  drug  stores  in  the  country — 
the  headquarters  establishment  of  the  Judge  & 
Dolph  Company  in  St.  Louis. 

2.  We  have  induced  ten  successful  druggists, 
from  different  sections  of  the  country,  to  tell 
our  readers  what  methods  they  use  in  the  col- 
lection of  bills,  and  what  schemes  they  employ 
to  prevent  "dead-beats'*  from  "working"  them. 
These  ten  contributions  will  be  found  of  the 
utmost  value  and  practical  interest. 

3.  We  are  beginning  with  this  issue  a  series 
of  articles  on  sundries  which  will  run  for  sev- 
eral months.  These  will  all  be  written  by  ex- 
perts and  they  will  contain  technical  informa- 
tion which  will  enable  the  druggist  to  talk  side 
lines  to  his  customers  more  intelligently.  The 
contribution  this  month  is  devoted  to  chamois 
skins,  and  others  will  discuss  rubber  goods, 
brushes,  razor-strops,  and  the  like. 

4.  The  autobiography  of  Mr.  Farrington, 
which  began  in  the  January  number,  will  be 
continued  for  several  months.  This  plain, 
practical,  helpful  story  of  how  an  average 
druggist  worked  out  his  destiny  in  a  country 
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town  is  proving  most  readable  and  suggestive 
to  our  subscribers. 

5.  A  series  of  articles  on  "My  Best  Paying 
Side  Line"  is  being  inaugurated  in  this  issue. 
These  papers  have  been  called  forth  by  one  of 
our  recent  prize  offers,  and  we  are  collecting 
a  lot  of  most  valuable  material.  Many  of  the 
side-lines  described  are  novel  in  character, 
as  is  the  case  with  the  first  article  published 
this  month,  and  the  net  result  of  the  whole 
series  w^ill  be  that  our  readers  will  receiv-e 
many  tips  in  their  endeavor  to  increase  busi- 
ness and  make  more  money. 

As  usual,  too,  w^e  are  printing  some  articles 
purely  of  an  entertaining  character.  In  this 
class  is  the  instalment  of  **Exciting  Experi- 
ences." For  the  rest,  we  have  sought  in 
the  various  departments  to  cram  the  journal 
full  of  the  most  practical,  useful,  helpful  ma- 
terial we  could  buy,  beg,  borrow  or  steal,  and 
w^e  hope  this  issue  of  the  Bulletin  will  prove 
to  be  what  we  are  so  anxious  to  make  it. 


LIME-WATER   ONCE   MORE. 

Many  druggists  are  very  careless  about  the 
preparation  and  handling  of  lime-water.  They 
seem  to  look  upon  the  product  as  being  of 
doubtful  efficiency  anyway,  and  they  fall  more 
or  less  unconsciously  into  the  habit  of  assum- 
ing that  it  doesn't  matter  very  much  whether 
the  lime  is  present  in  full  strength  or  not. 
Quite  frequently,  too,  lime-water  is  given 
away  by  druggists,  and  this  custom  contrib- 
utes to  the  general  attitude  of  indifference  to- 
ward the  substance. 

And  yet,  every  once  in  a  while,  an  investi- 
gation is  made,  things  are  found  not  as  they 
should  be,  and  druggists  are  warned  that  they 
must  mend  their  ways.  Thus  several  years 
ago  the  Pennsylvania  State  Pharmaceutical 
Examining  Board  had  samples  of  lime-water 
purchased  from  300  druggists.  It  was  found 
on  that  occasion  that  181  of  the  specimens 
were  below  the  U.  S.  P.  requirements !  Many 
of  them  were  less  than  one-half,  less  even  than 
one-quarter,  strength,  and  some  of  them  were 
no  better  than  hydrant  water. 

An  interesting  article,  entitled  "Where 
Does  the  Average  Druggist  Get  His  Lime?'* 
was  contributed  by  Prof.  Charles  H.  LaWall 


to  the  last  ^^eeting  of  the  New  Jersey  Pharma- 
ceutical Association.  Professor  LaWall  ex- 
plained that  he  had  started  out  by  selecting 
tw^elve  prominent  pharmacists — ^men  who  were 
leaders  in  association  work.  He  had  asked 
them  two  questions:  First,  "Where  do  you 
get  your  lime?*'  and  secondly,  "How  do  you 
test  your  lime-water?"  Five  of  the  twelve 
men  replied  that  they  used  a  pulverized  cal- 
cium oxide  put  up  specially  for  the  prepara- 
tion of  lime-w^ater ;  two  others  used  another 
form  of  special  lime;  one  man  employed  "se- 
lected building  lime ;"  another  got  his  material 
from  the  "nearest  building  operation ;"  another 
from  the  "lime  dealer;"  w^hile  still  another 
man  declared  that  he  got  his  lime  anywhere 
he  could! 

So  much  for  the  lime  employed  in  making 
lime-water.  As  for  the  extent  to  which  these 
twelve  men  tested  the  resulting  product,  Pro- 
fessor LaWall  was  very  much  discouraged  to 
find  that  only  one  of  them  titrated  the  prepara- 
tion by  the  U.  S.  P.  method.  Six  of  the 
twelve  men  practically  declared  that  they  did 
not  test  their  lime-water  at  all ;  three  asserted 
that  they  tasted  it;  one  man  blew  into  it 
through  soda  straws;  while  another  added 
solution  of  ammonium  carbonate  and  noted 
the  bulk  of  the  precipitate. 

Now,  then,  asks  Professor  LaWall,  "If  only 
about  8  per  cent  of  the  leading  professional 
pharmacists  actually  test  their  lime-water, 
what  percentage  make  use  of  the  more  com- 
plicated assay  processes  or  quantitative  meth- 
ods of  estimation  of  constituents  indicating 
medicinal  activity?"  This  question,  as  the 
Professor  went  on  to  explain,  is  one  which  has 
an  important  bearing  upon  pharmacopoeial 
revision  work,  for  the  revisors  are  constantly 
endeavoring  to  so  simplify  all  processes  as  to 
make  them  applicable  by  the  average  retail 
pharmacist.  If  the  pharmacists  are  not  going 
to  employ  them,  what  is  the  use  of  having 
them? 

We  venture  the  assertion,  in  partial  reply  to 
this  indictment,  that  for  reasons  already  men- 
tioned the  druggist  is  more  careless  in  the 
preparation  of  lime-water  than  he  is  with  the 
great  majority  of  products  in  his  stock.  There 
will  be  an  awakening  as  the  food  and  drug 
laws  become  more  stringent,  and  as  the  en- 
forcement of  them  becomes  more  general. 
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THE  SPIRIT  OF  RESTLESSNESS. 

Generations  ago  caste  spirit  was  strong. 
Men  lived  their  lives  on  a  single  plane.  The 
son's  position  was  that  of  his  father.  Nor 
was  there  any  chance  of  altering  one's  position 
in  life.  Caste  ties  were  too  strong  to  be 
broken. 

What  was  the  result?  Were  men  more 
satisfied  with  their  lot  than  thev  are  to-day? 
Xo.  .  More  complacent  ?  Not  a  bit.  But  they 
were  more  resigned.  They  accepted  their  for- 
tune with  a  spirit  of  stoicism,  bore  their  dis- 
appointments without  grieving  and  without 
resentment. 

But  to-day  how  changed  is  all  this !  Instead 
of  repressed  emotion  and  a  calm  indifference 
to  the  vicissitudes  of  life,  we  hear  everywhere 
the  murmuring  of  the  disgruntled.  Working- 
men,  far  from  accepting  their  due  with  resig- 
nation, chafe  under  their  restraints.  In  Eu- 
rope where  caste  ties  are  strong  there  is  per- 
haps less  of  this.  But  certainly  in  America 
the  very  possibility  of  extricating  oneself  and 
family  from  the  mire  is  sufficient  to  stir  the 
ambition  of  men. 

Everywhere  is  seen  a  spirit  of  restlessness. 
It  is  characteristic  of  the  age.  Even  phar- 
macy feels  it.  The  National  Association  of 
Drug  Clerks  had  hardly  been  organized  when 
it  was  approached  by  the  American  Federation 
of  Labor  and  invited  to  join.  The  clerks  re- 
fused, however,  on  the  ground  that  pharmacy, 
being  a  profession,  could  not  be  identified  with 
labor.  It  was  no  slap  at  unionism.  A  drug 
clerks'  association  is  not  in  the  nature  of 
things  suited  to  join  the  Federation.  You 
can  dictate  to  a  man  how  manv  bricks  he  shall 
lay  a  day  after  the  fashion  of  the  union.  But 
it  would  be  hard  to  specify  the  number  of  pills 
that  constitute  a  fair*  day's  work  for  a  phar- 
macist. The  duties  of  the  pharmacist  are  too 
numerous  to  permit  of  a  prescribed  standard. 

Nor  would  such  a  standard  be  desirable. 
The  drug  business  would  suffer  by  it.  It 
would  be  unwise  to  limit  the  output  of  any 
pharmacist.  The  clerk  should  be  free  to  "re- 
alize" himself.  He  should  be  allowed  to  work 
to  the  maximum  of  his  individual  capacity  un- 
fettered and  without  restraint.  Why,  the 
greatest  spur  to  effort  in  any  industry  is  the 
realization  that  by  dint  of  toil  one  can  lift 
himself  out  of  his  present  level  to  a  higher 
plane!     We  see  that  sort  of  thing  done  every 


day.  Borrowers  becoming  lenders,  wage- 
earners  becoming  capitalists.  Likewise  the 
rich  are  seen  to  step  down  from  capitalism  to 
a  position  of  dependence. 

These  very  changes  of  fortune  keep  busi- 
ness interesting.  And  it  must  be  ever  so. 
Men  are  not  all  equal.  Neither  are  the  stars, 
nor  the  things  that  grow.  No  two  planets  are 
alike,  no  two  trees.  Nature  is  the  law  of  in- 
finite variety.  And  what  is  true  of  nature  is 
true  of  men.  There  are  bound  to  be  differ- 
ences of  thrift,  of  economy,  of  self-denial,  of 
hard,  downright  industry.  Individuals  will 
always  differ  in  capacity.  Some  are  intended 
to  be  clerks,  some  proprietors,  and  lucky  is 
the  man  who  knows  his  place. 

Nor  must  it  be  supposed  that  labor  is  the 
cause  of  all  wealth  in  the  drug  busine§s. 
Wealth  springs  often  from  inventiveness,  from 
a  capacity  to  make  two  blades  of  grass  grow 
where  one  grew  before,  from  an  ability  to  ac- 
complish with  one  dollar  what  another  re- 
quires two  to  do.  Labor  admittedly  spells  a 
lot  in  the  success  of  every  venture,  but  not  all 
by  any  means. 


OUR  PRIZE  OFFERS. 


We  have  recently  been  announcing  in  the 
Bulletin  three  prize  contests.  For  two  of 
them  we  have  now  had  a  sufficient  number  of 
entries,  and  the  Prize  Committees  will  soon 
make  the  awards  and  announce  the  results. 
We  are  referring  now  to  the  prize  offers  for 
best  formulas  for  a  hair  tonic  and  best  papers  * 
on  the  sale  and  fitting  of  trusses. 

Our  third  prize  contest,  however,  is  still 
open — the  one  in  which  we  offer  to  pay  $5.00 
for  every  accepted  article  on  "My  Best  Paying 
Side  Line."  This  has  brought  forth  some  ex- 
cellent material,  and  the  first  of  the  many  pa- 
pers we  have  received  is  being  published  this 
month.  The  subject  of  side-lines  is  so  im- 
portant, though,  that  we  should  be  glad  to 
have  other  contributions  submitted  from  time 
to  time,  even  though  it  may  be  many  months 
before  we  can  use  them. 


The  Burrough  Bros.  Manufacturing  Co., 
manufacturing  chemists  of  Baltimore,  has  gone 
into  the  hands  of  a  receiver.  Insufficient 
working  capital,  it  has  been  stated,  rendered  it 
impossible  to  continue  the  business. 
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DEBATE  ON  GObLEGTIONS 

Ten  Live  Druftftlete  Tell  How  They  Make  the  Debtor 
Dieftorfte  -  The  Systematic  Malllnft  of  etate- 
mente  —  Keeplnft  Poor  Accounte  Off  the  Oooke 
— Brlnftlnft  Dellnquente  to  Time  by  Pereonal  So- 
licitation or  Through  the  Intervention  of  a  Col- 
lection Agency— Other  MethiMie  of  "Cleaning  Up." 


It  would  be  hard  to  conceive  of  a  subject  fraught  with  more  practical  importance  to  the 
druggist  than  that  of  making  collections.  Fortunate  indeed  is  the  man  who  goes  through  the 
year  without  incurring  a  number  of  worthless  accounts.  To  his  disappointment,  people  whom 
he  considers  trustworthy  often  prove  otherwise.  A  certain,  number  of  undesirables  gain  accom- 
modations at  the  store  despite  every  effort  to  keep  them  oyt.  The  druggist  has  every  kind 
of  delinquent  to  handle,  from  the  man  who  is  slow  but  sure  to  the  downright  dead-beat  who 
won't  pay  his  bills  and  can't  be  made  to.  In  this  symposium  we  present  the  ways  and  means 
adopted  by  the  different  pharmacists  to  safeguard  themselves  against  such  customers.  They 
tell  how  to  prevent  debtors  from  piling  up  accounts.  They  describe  how  they  make  collec- 
tions successfully  from  people  who  are  as  reluctant  to  pay  the  druggist  as  they  are  the  doctor. 
Their  contributions  should  be  read  with  profit  and  interest  by  our  subscribers  generally. — The 
Editors. 


BY  ERNST  O.  ENGSTROH.  PITTSFIELD,  MASS. 

The  National  cash  register  cash  and  credit 
statement  book  number  14  gives  me  the  infor- 
mation needed  to  determine  the  condition  of 


E.  O.  EngBtrom. 


my  credit  business.  With  the  use  of  this 
book,  I  know  the  amount  due  on  credit  sales, 
and  if  a  month  shows  that  my  credit  sales  are 
more  than  the  amount  received  on  account,  I 


make  a  special  effort  to  collect.  Last  year, 
5  months  I  collected  more  than  I  charged,  7 
months  I  charged  more  than  I  collected. 

HIS  CREDIT  LOSSES. 

During  the  month  of  January  I  make  a  list 
of  all  accounts  due  me  and  compare  their  total 
with  the  amount  I  should  have  according  to 
the  record  kept,  during  the  year.  I  always 
find  a  small  loss  due  to  allowances  or  some 
other  cause.  I  also  destroy  records  of  such 
accounts  as  are  impossible  to  collect,  as  it  is 
a  waste  of  stamps,  time  and  worry  without 
any  returns  to  try  to  collect  them.  I  lose 
about  1  per  cent,  and  the  most  I  have  ever 
charged  to  this  loss  is  2  per  cent  This  year 
I  lost  $86. 

I  send  out  bills  every  month  to  most  of  my 
credit  customers  whose  accounts  I  carry  on 
my  books  regularly.  To  customers  who  sel- 
dom ask  for  credit  I  send  bills  once  every  two 
months.  I  carry  the  latter  class  of  accounts 
in  a  filing  case  and  divide  the  accounts  in  two 
sections,  sending  out  the  accounts  filed  under 
letters  A  to  M,  one  month,  and  the  others 
under  N  to  Z,  the  following  month. 

To  any  person  who  needs  medicine  and 
brings  in  a  bona  fide  prescription  I  will  give 
credit  if  needed.  I  am  also  willing  to  trust 
such  persons  as  I  find  have  had  a  prolonged 
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sickness  in  the  family  and  heavier  expenses 
than  usual.  I  have  lost  many  of  these  smaller 
accounts,  but  I  believe  it  is  a  part  of  charity 
we  should  practice.  If  I  cannot  collect  such 
accounts  within  one  year  after  making  the  last 
charge,  the  best  way  is  to  destroy  all  record 
of  them.     It  helps  your  peace  of  mind. 

COLLECTING  PROM  DOCTORS. 

Doctors  are  different.  It  is  hard  to  under- 
stand their  ideas  on  the  payment  of  accounts. 
Each  man  has  to  be  treated  by  himself. 

Most  of  them  pay  promptly  if  you  let  them 
understand  that  you  need  the  money.  And  if 
mailing  statements  does  not  bring  any  returns, 
3  personal  interview  is  the  most  effective. 
Sending  your  clerks  to  collect  does  not  bring 
the  results  tmless  the  doctor  is  a  personal 
friend  of  the  clerk.  If  doctors  are  inclined  to 
believe  that  we  as  druggists  should  furnish 
the  medicine  they  give  their  patients  to  the 
detriment  of  our  business,  I  let  them  under- 
stand they  cannot  get  any  goods  from  me 
without  cash.  I  treat  the  accounts  of  doctors 
in  the  same  manner  as  those  of  others  with 
the  above  exception. 

GETTING  AFTER  THE  HARD  ONES. 

I  send  one  of  my  clerks  out  a  few  times 
during  the  year  to  find  out  from  a  debtor  the 
reason  why  no  attention  has  been  paid  to  the 
several  statements  sent.  I  inquire  whether  the 
bill  is  wrong,  or  whether  there  are  any  other 
reasons  why  it  should  not  be  paid.  I  never 
have  tried  to  collect  any  accounts  through  col- 
lection agencies  or  lawyers  unless  my  debtor 
were  declared  a  bankrupt.  A  few  years  ago 
I  gave  a  lawyer  certain  bills  to  collect.  He 
asked  me  whether  I  did  not  have  some  I  could 
not  collect  myself.  I  handed  him  about  $50 
worth  of  worthless  accounts.  He  did  not  col- 
lect any,  but  I  received  $3.75  from  one  delin- 
quent and  the  lawyer  claimed  I  should  pay 
$2.50  for  postage,  etc.  The  collection  of 
$3.75  was  made  possible  by  the  fact  that  the 
man  I  had  trusted  inherited  a  small  amount 
from  an  uncle  who  died. 

I  believe  that  we  ourselves  are  the  best  col- 
lectors, if  we  only  keep  constantly  at  it  and 
know  how  our  credit  business  stands.  The 
extra  efforts  which  I  mentioned  are  simply  to 
write  a  few  words  at  the  foot  of  the  state- 
ments sent  out,  asking  for  payment,  I  word 
this  statement  to  suit  each  case. 


BY  S.  L.  HILTON,  WASHINGTON,  D.  C. 

Conducting  a  credit  business,  in  my  judg- 
ment, is  one  of  the  most  vital  subjects  the 
retail  druggist  has  to  handle.  There  are 
many  things  in  connection  with  a  credit  busi- 
ness that  are  usually  overlooked,  as,  for  in- 
stance, What  percentage  of  credit  sales  are 
forgotten  to  be  charged  by  both  proprietor 
and  clerks?  What  percentage  of  the  total 
yearly  credit  business  has  to  be  charged  to 
profit  and  loss?  What  percentage  of  increased 
profit  has  to  be  added  to  the  selling  price  of 
goods,  when  sold  on  credit,  to  make  up  for 
losses  sustained  by  failure  to  make  charges 
and  also  to  cover  bills  impossible  to  collect? 

CASH    BUSINESS   BEST. 

I  am  frank  to  admit  that  usually  you  can 
dispose  of  more  goods  when  sold  on  credit 
than  what  is  possible  on  a  cash  basis  or  where 


only  a  limited  credit  business  is  conducted. 
Personally  I  would  much  prefer  to  do  a 
smaller  business  for  cash  than  a  larger  one 
with  numerous  credit  accounts,  for  the  reason 
that  I  do  not  have  to  take  into  consideration 
the  question  of  collecting,  nor  have  I  the 
extra  labor  entailed  thereby,  in  keeping  ac- 
counts, mailing  bills,  etc.,  and  the  consequent 
expense.  The  time  necessary  to  keep  accounts 
and  make  out  bills,  let  alone  the  losses  bound 
to  follow,  is  certainly  worth  money.  Yet  in 
the  large  majority  of  cases  these  facts  are  not 
taken  into  consideration.  Consequently  the 
net  profit  at  the  end  of  the  year,  on  a  credit 
business,  no  matter  how  carefully  conducted, 
will  be  less  than  would  accrue  from  the  same 
volume  of  business  done  on  a  cash  basis. 
I  never  fail  to  send  out  bills  each  month. 
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no  matter  how  small  they  may  be,  and  have 
done  so  during  the  twenty  years  or  more  of 
my  business.  These  bills  are  mailed  and  re- 
ceived by  the  customer  on  the  first  day  of 
each  month  provided  it  is  not  Sunday. 

''following  up''  ACCOUNT.S. 

My  method  of  following  up  acounts  is  this : 

I  send  the  bill  again  with  a  statement  to  the 
effect  that  our  business  is  cash.  In  exceptional 
cases,  credit  is  extended  for  a  limited  time 
only.  Under  no  circumstances  can  bills  run 
over  thirty  days. 

If  bills  are  not  paid  after  these  preliminaries, 
I  call  on  the  parties  personally.  I  never  send 
any  one  to  make  collections  until  after  I  have 
seen  them  personally  and  have  failed  to  ob- 
tain a  settlement. 

I  never  extend  credit  to  any  one  unless  he 
gives  references.  I  look  him  up  personally 
or  communicate  by  phone  and  invariably  I 
will  follow  my  first  impressions.  I  make  it  a 
point  to  inform  the  customer  that  credit  is 
extended  for  30  days  only  and  that  I  expect 
prompt  settlement  of  bills  when  rendered.  It 
is  a  great  mistake  in  my  judgment  not  to  let 
credit  customers  understand  at  the  outset  when 
you  expect  settlements.  Of  course  an  occa- 
sional person,  no  matter  how  careful  you  may 
be,  will  slip  in,  in  a  great  hurry  for  a  pre- 
scription, or  some  trifle,  on  credit.  This  can- 
not be  avoided.  But  if  he  attempts  to  run  or 
start  an  account  by  this  method,  I  look  upon 
him  as  suspicious  and  demand  to  know  some- 
thing of  his  financial  responsibility.  I  ask  for 
references  to  learn  about  his  standing  and 
promptness  in  settling  his  obligations. 

SOME    FIGURES. 

My  credit  business  does  not  exceed  $200.00 
a  month  and  my  records  will  show  that  during 
the  past  15  years  my  losses  have  not  ex- 
ceeded $25.00  a  year.  I  believe  fully  in  the 
principle  that  when  people  ask  for  credit,  they 
are  the  ones  receiving  the  accommodation. 
You  are  accommodating  them  with  your  goods, 
your  money,  and  you  are  in  a  position  to  dic- 
tate terms  to  them  the  same  as  a  banker  does 
when  he  loans  you  money,  and  insists  on  the 
terms  being  carried  out.  If  your  demands 
are  not  acceded  to  then  at  the  end  of  the 
period  mutually  agreed  upon  at  the  outset, 
you  should  close  the  account  and  request  set- 
tlement. This  action,  while  it  no  doubt  angers 
some,  is  proper.     Those  who  take  offense  are 


the  class  y^U  do  not  care  for.  One  is  far  bet- 
ter off  without  their  trade  than  with  it  unless 
on  a  cash  basis.  It  will  also  be  evident  that 
at  this  point  your  loss  is  the  smallest  possible 
loss  you  are  going  to  have.  Therefore,  is  it 
not  better  to  take  the  loss  at  the  end  of  the 
period  mutually  agreed  upon,  if  prompt  set- 
tlement is  not  made  or  a  good  excuse  given, 
than  to  go  along  for  months  with  all  of  the 
worry  and  labor  connected  with  such  accounts 
and  in  the  end  lose  more  than  what  would  be 
lost  the  first  month  ?  Take  your  loss  prompt- 
ly and  be  done  with  it.  As  soon  as  credit 
customers  know  and  understand  that  it  is 
purely  a  business  proposition  and  that  you  are 
conducting  your  business  on  this  basis,  you 
will  have  little  trouble  and  exceedingly  small 
losses. 

BY  A  PACIFIC  COAST  PHARMACIST. 

We  do  a  credit  business,  and  it  is  our  prac- 
tice to  send  out  statements  regularly  every 
month  whether  there  are  any  additional  pur- 
chases for  the  current  month  or  not. 

We  employ  a  collector  to  whom  a  certain 
portion  of  our  accounts  are  submitted  each 
month.  We  open  accounts  with  the  under- 
standing that  they  are  to  be  settled  on  the 
first  of  each  month.  We  also  place  a  credit 
limit  on  each  account.  If  our  terms  are  not 
complied  with,  then  we  attach  a  sticker  to  the 
statement,  like  the  one  illustrated. 

If  the  credit  limit  is  exhausted,  the  matter 
is  called  to  our  attention  by  our  bookkeeper. 
If  in  our  judgment  it  seems  necessary,  the 
customer  is  notified  that  we  should  not  like  to 
extend  the  account  further,  and  he  is  asked  to 
keep  it  within  its  present  limit  by  paying  cash, 
and  in  addition  to  conform  to  our  regular 
terms  of  monthly  settlements. 

We  do  not  personally  collect,  but  we  have 
reports  made  to  us  daily  by  our  collector,  and 
in  case  of  any  disputed  accounts,  or  of  any 
complaint  of  service,  by  our  customers,  we 
take  it  up  by  letter  or  personal  interview. 

BE  CAUTIOUS  ABOUT  GRANTING   CREDIT. 

We  discriminate  in  the  matter  of  opening 
accounts  so  as  to  guard  against  "dead  beats." 
This  is  done  first  by  requiring  references  from 
prospective  customers  as  to  their  dealings  else- 
where, and  secondly  by  obtaining  confidential 
reports  from  a  local  commercial  agency.  We 
allow  none  of  our  clerks   the  discretion  of 
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opening  accounts,  requiring  that  they  be  ap- 
proved by  the  management  except  in  emergen- 
cies and  on  orders  for  urgent  medicines.  Then 
we  allow  them  to  make  charges  which  they 
distinctly  state  to  the  customer  are  temporary 
and  do  not  constitute  a  formal  opening  of  an 
account  that  can  be  enlarged.  These  accounts 
are   then   investigated,   and   if  the   customer 


PLEASE  NOTE  TERMS 

Our  terms  (or  credit  accounts  are  prompt 
settlement  each  thirty  clays.  Selling  as  we  do  all 
our  goods  at  the  lowest  cash  price,  it  is  necessary 
for  us  to  make  this  requirement. 

"JONES-  DRUG  CO. 


This  sticker  is  attached  to  statements  of  aocoontB  80  days 

overdue. 

seems  to  be  a  desirable  risk,  a  letter  is  written 
inviting  him  to  open  an  account  for  his  con- 
venience and  ours. 

In  case  our  terms  are  not  complied  with 
then,  customers  are  temporarily  suspended 
from  credit,  and  notified  to  this  effect,  subject 
to  reinstatement  when  our  requirements  have 
been  met.  In  the  case  of  "dead  beats"  or  of 
accounts  that  are  being  wilfully  neglected,  we 
notify  the  customer  of  our  intention  to  offer 
the  account  for  sale  through  the  Credit  Under- 
writers' Association.  This  association  places 
forms  of  letters  in  our  hands  in  series  of  three 
that  are  to  be  exhausted  before  the  account 
is  actually  turned  over  to  them  to  be  adver- 
tised for  sale.  The  last  one  of  these  three 
letters  carries  with  it  a  sample  poster  of  ad- 


Ra^afdins  thit  Acccoat 

We  are  members  oi  die  "Blank**  County  Relailera* 
dadon,  which  indodes  all  dae  prominent  retailert  in  Podunk 
and  vidnity. 

In  order  to  maintain  our  poBcy  of  doae  prices,  and  alao  to 
meet  our  own  obligationa,  it  is  oar  custom  to  turn  over  to 
the  Association  for  collection  accounls  that  have  stood 
unpaid  for  so  lona  as  diis. 

However,  all  memberi  are  notified  of  accounts  so  placed, 
and  we  are  withholding  this,  pending  a  prompt  reply  from 
srou,  eidier  with  a  remittance  or  a  statement  as  to  when 
payment  will  be  made. 

JONES**  DRUG  CO. 
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This  sticker  ia  gummed  to  statements  of  aoooimts  60  days 

overdue. 

vertised  accounts  showing  that  accounts  are 
actually  offered  for  sale.  In  the  event  of  set- 
tlement, the  payments  are  either  made  to  us 
or  to  the  underwriters,  who  make  charge 
only  for  the  use  of  the  letters,  amounting  to 
about  25  cents  for  each  set.  Besides,  there 
are  some  few  accounts  that  we  turn  over  to 
law  and  collection  agencies.     But  these  are 


usually  accounts  where  the  contractors  have 
moved  out  of  our  location. 

NO  GENERAL  RULE  POSSIBLE. 

In  conclusion  let  me  say  that  while  we  use 
printed  notices  and  form  letters,  there  is  no 
system  that  can  be  simply  placed  in  operation 
and  be  expected  to  take  care  of  itself.  Tact 
and  judgment  must  be  used  all  along  the  line. 
It  must  be  borne  in  mind  that  in  addition  to 
collecting  an  account,  we  are  also  interested 
in  retaining  our  customer  and  his  good-will. 
Even  in  the  most  flagrant  cases  of  delinquency 
of  payment,  the  customer  should  be  made  to 
feel  that  we  are  thoughtful  both  of  his  inter- 
ests and  his  feelings,  and  given  to  understand 
that  only  business  necessity  requires  the  press- 
ing of  his  account.  Now  this,  of  course,  is 
a  statement  regarding  methods  applicable  to 
trade  in  the  larger  cities.  In  rural  communi- 
ties entirely  different  methods  would  have  to 
be  followed. 


BY  ARCH  KRIEG,  CHARLESTON,  W.  VA. 

Of  all  the  "bum"  collectors  that  ever  con- 
ducted a  business,  the  "bun"  belongs  to  me. 
My  advice  and  methods,  therefore,  are  given 
in  order  to  show  others  how  not  to  do  it.  As 
my  fond  parent  remarked  after  he  licked  me 
once  by  mistake,  "That's  to  teach  you  what 
will  happen  if  you  should  ever  do  what  I 
licked  you  for." 

UNIQUE  METHODS. 

Yes,  I  send  out  monthly  statements,  usually 
getting  responses  sufficient  to  cover  postage. 
But  if  a  man  should  voluntarily  come  in  to 
pay  a  bill,  I  would  probably  ask  him,  "Are 
you  quite  sure  it  is  convenient  for  you  to  pay 
it  now  ?"  That  makes  him  proud  of  his  credit 
and  causes  him  to  insist  on  paying  it  at  once, 
you  know. 

If  a  debtor  does  not  come  around  and  either 
make  an  excuse  or  a  promise  to  pay,  we  send 
him  another  statement  on  the  first  of  the  fol- 
lowing month.  If  he  does  not  respond  after 
three  statements,  we  add  on  the  next  one  we 
send  him,  "To  work,  postage,  etc.,  on  4 
statements,  $1.00."  This  always  brings  him 
around  with  a  kick.  I  have  never  known  it  to 
fail  yet.  I  have  considered  very  seriously  the 
plan  of  putting  on  statements  the  words,  25 
cents  extra  charged  for  each  additional  state- 
ment sent,  though  that  might  ruin  "the  kick." 
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NO  PITY  ON  DEAD-BEATS. 

Sometimes  after  an  account  gets  old  enough 
to  vote,  we  get  real  peevish  and  go  after  the 
chronic  delinquent.  Or  if  we  get  in  a  tight 
place  for  funds,  which  is  almost  a  continuous 
performance  with  us,  we  send  out  a  clerk  or 
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ously,  "Statements  rendered  monthly."  If  a 
customer  feels  insulted  at  this,  he  is  not  to  be 
trusted. 

As  for  our  methods  of  following  up  ac- 
counts, a  memorandum  is  made  every  time  a 
statement  is  sent  out.  And  when  these  memo- 
randa total  3  or  4,  we  call  the  customer's  at- 
tention to  them  and  cut  off  his  credit.  If  the 
bill  is  not  paid,  we  are  in  the  habit  of  sending 
the  clerk  or  a  collector  to  ask  for  the  money. 
At  times  I  have  gone  myself  with  good  re- 
sults. 

LENIENT  BUT  CAUTIOUS. 

Dead-beats  are  not  allowed  to  get  the  best 
of  us.  I  will  trust  any  one  the  first  time  I  am 
asked  for  credit.  But  I  put  the  customer  on 
his  honor,  asking  him  what  day  he  will  pay. 
If  he  pays  as  promised  or  makes  a  plausible 
excuse,  he  will  get  more  credit.  But  again  I 
ask  him  when  he  will  pay.  Memoranda  of  all 
promises  are  made,  and  if  promises  are  not 
kept,  the  account  is  marked  "No  more  credit," 
If  a  dead-beat  moves  away  and   we  know 


even  a  collector  occasionally.  And  we  have 
considered  the  advisability  of  sending  out  a 
book-agent  or  an  insurance  solicitor  or  even 
a  lightning-rod  agent  in  a  few  extreme  cases. 

As  to  chronic  dead-beats,  we  have  a  list  of 
all  of  them,  for  they  have  all  worked  us.  And 
if  any  have  missed  us,  it  is  because  they  failed 
to  notice  our  advertisements  or  to  read  the 
newspapers.  When  they  come  to  beat  us 
again  we  have  our  hearts  hardened  ready  for 
them  and  pull  this  list  of  names  with  the 
amounts  opposite.  Oh,  we  are  without  heart 
or  compassion  or  one  drop  of  the  milk  of 
human  kindness  when  it  comes  to  such. 

We  have  no  definite  rule  in  the  matter  of 
giving  credit.  We  have  prevented  opening 
long  accounts  in  many  instances,  or  what 
promised  to  be  long  accounts,  by  giving  freely 
the  first  prescriptions,  but  with  the  distinct  un- 
derstanding that  we  would  open  no  account. 
But  even  that  plan  must  be  practiced  with 
great  discrimination. 

BY  CHARLES  W.  J.  H.  HAHN,  ST.  LOUIS,  HO. 

To  be  sure  I  send  out  monthly  statements. 

On  the  bottom  of  each  one  is  printed  conspicu- 


where  to,  we  phone  the  druggist  into  whose 
neighborhood  he  moves. 

The  wage-earner  or  salaried  man  of  $75 
per  month  or  less,  pays  his  debts  more  quickly 
than  the  man  with  more  salary.  In  apart- 
ment houses  or  among  people  who  move  often, 
the  credit  as  a  ntle  is  poor. 
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KEEPING  AT  IT! 

A  letter  and  statement  sent  to  the  place  of 
employment  often  brings  good  results.  A 
threat  of  garnishment  of  wages  is  sometimes 
fruitful.  If  the  man  who  owes  you  a  bill 
avoids  meeting  you,  or  trades  with  your  neigh- 
bors, he  is  not  to  be  trusted. 

Monthly  statements  with  a  reminder  "Kind- 
ly remit"  prevents  a  dead-beat  from  asking  for 
more  credit.  If  he  has  the  gall  to  ask  for 
more,  you  must  show  the  same  gall  and  re- 
fuse him. 

Sometimes  I  put  the  question  to  a  near  rela- 
tive of  the  debtor,  "What's  the  matter  with  so 
and  so?  Is  he  hard  up?  Can't  he  pay  his 
bills?"  This  has  brought  me  a  number  of 
dollars. 

BY  J.  ARTHUR  BEAH,  SOHERVILLB,  MASS. 

We  send  out  monthly  statements  by  mail  to 
all  who  have  had  goods  charged. 

In  following  up  accounts,  we  have  sent  one 
of  the  oldest  clerks  to  pay  a  personal  visit  to 


the  delinquent  of  long  standing.  But  this  is 
not  required  very  often.  I  seldom  go  out 
myself.  If  the  account  is  very  old  I  hand  it 
to  a  reliable  collection  agent  who  collects  on  a 
percentage  basis. 

We  do  not  extend  credit  to  any  strangers 
unless  they  can  prove  they  are  worthy.  If 
Ihey  are  poor  and  need  medicine,  we  give  it 
to  them.  But  these  cases  are  rare  in  my  local- 
ity.    We  simply  do  not  give  up  any  goods 


unless  the  cash  is  forthcoming,  and  that  is  the 
reason  we  have  very  few  bad  accounts  on  the 
books  at  the  close  of  the  year. 

If  a  new  customer  moves  into  our  district 
and  wants  credit,  we  ask  for  references.  Then 
we  inquire  of  the  other  merchants  in  our  dis- 
trict and  find  whether  the  newcomer  is  all 
right.  Until  we  are  shown  that  he  is,  we  keep 
him  on  a  cash  basis.  Our  reply  is  always, 
"We  do  only  a  cash  business."  For  that  rea- 
son we  have  very  little  credit  business.  We 
think  after  an  experience  of  15  years  that  it 
pays  to  keep  near  a  cash  basis.  We  have  a 
number  of  customers  to  whom  we  extend  a 
large  credit,  and  we  welcome  their  business  as 
they  are  always  good.  But  we  have  not  many 
of  these  accounts. 

I  believe  that  the  character  of  the  locality 
determines  in  a  measure  whether  one  should 
extend  credit  to  people. 

BY  JOHN  M.  LAUE,  PORTLAND,  OREGON. 

The  druggist  who  does  a  credit  business — 
and  nearly  every  dru^st  does — must  have 
some  method  of  making  collections  and  pre- 
venting people  from  piling  up  bills  which  they 
never  pay. 

It  is  our  regular  practice  to  send  out 
monthly  statements  or  other  reminders  to  our 
debtors. 

We  have  other  methods  for  following  up 
book  acounts  vigorously.  Personal  interview 
three  times  per  month  with  the  delinquent 
represents  one  way. 

If  bills  are  not  paid.  I  send  the  clerk  first. 
If  he  is  not  successful,  I  go  myself  and  get  it 

As  for  preventing  dead-beats  from  getting 
the  best  of  us,  we  have  been  in  business  so 
long  that  we  know  whom  to  trust. 

In  general,  in  giving  credit  and  making  col- 
lections, to  keep  losses  down  to. a  minimum,  I 
follow  this  method :  I  do  not  solicit  a  general 
credit  business.  This  is  very  possible  with  us 
as  our  store  is  centrally  located  and  has  a 
large  transient  cash  trade. 

BY  WH.  O.  PRAILBY,  LANCASTER,  PA. 

I  try  to  avoid  the  necessity  of  collections. 
I  fight  hard  against  credit  sales.  And  as  the 
average  purchases  in  the  drug  store  are  small, 
I  feel  that  it  should  be  no  hardship  for  people 
lo  pay  cash.     \\'hen  I  extend  credit  it  is  to 
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some  one  I  am  almost  sure  is  good  pay.  In  creditors.  I  go  out  about  every  three  months 
other  cases  conveying  a  hard-luck  tale  and  no  and  give  them  to  understand  the  reason  I  am 
money,  with  a  prescription  to  be  filled,  I  look  out  is  because  I  need  and  want  the  money.  I 
on  the  matter  as  a  question  of  charity.  always  do  the  collecting.     I  usually  find  that 

In  spite  of  this  attitude,  however,  we  do  when  I  can't  collect  a  bill,  it  is  lost.  The  only 
some  credit  business.  We  do  not  have  much 
trouble  to  collect  our  bills.  Most  of  our 
credit  customers  are  good  paying  people  and 
we  lose  very  little  money  and  very  few  ac- 
counts by  trusting  people.  We  have  no  reg- 
ular monthly  system  of  sending  bills  or  state- 
ments, as  we  should  and  would  if  we  were 
doing  much  credit  business.  We  do  manage 
to  send  statements  about  every  three  months 
and  we  usually  receive  prompt  response.  It 
is  very  seldom  necessary  to  dun  people  per- 
sonally for  their  accounts. 
.  I  have  adopted  your  system  of  accounting 


tJitng  to  do  in  the  case  of  dead-beats  is  to  look 
them  up  as  soon  as  they  ask  credit.  If  they 
are  unworthy,  cut  them  out  while  the  account 
is  small.     This  I  do. 


Wm.  o.  Fnller. 

as  illustrated  in  the  Bulletin  in  the  Decem- 
ber issue,  page  501.  It  is  now  in  use  in  both 
of  my  stores.  My  inventories  in  both  stores 
show  up  well,  and  I  feel  that  I  am  now  in 
pretty  good  shape. 

The  inventories  developed  that  I  have  too 
little  insurance,  which  I  am  correcting. 

BY  D.  J.  FINK,  HOLDREGE,  NEB. 

Not  to  exceed  10  per  cent  of  my  business  is 
credit.  On  the  first  of  the  year,  I  figured  up 
my  losses  on  book  accounts  for  the  past  15 
years.  They  averaged  $32  a  year.  This  rep- 
resents a  very  small  loss  in  comparison  to  the 
business  done. 

I  do  not  make  it  a  practice  to  send  out 
monthly    statements    or    other    reminders    to 


BY  O.  A.  P.  LICHTHARDT,  SACRAMENTO.  CAL. 
It  is  my  practice  to  send  monthly  statements 
on  the  first  day  of  each  month  to  regular 
credit  customers  who,  as  a  rule,  remit  prompt- 
ly. The  small  odds-and-ends  bills  are  collected 
by  one  of  the  clerks.  These  accounts  are  seldom 
allowed  to  become  more  than  a  month  old  as 
it  has  been  my  experience  that  tliey  are  the 
hardest  to  collect.  It  is  here  that  the  greatest 
loss  occurs,  for  the  amounts  are  small  and 
quickly  forgotten.  Or  the  people  who  owe 
them  are  of  the  roving  type,  who  move  from 
place  to  place  and  neglect  to  notify  their  cred- 
itors where  they  are  going. 

FINAL   ME.ASURES. 

If  the  bills  are  not  paid  after  repeated 
efforts  to  collect  them  and  no  reasonable  or 
legitimate  excuse  is  given,  they  are  sent  to  a 
professional  bad-debt  collector.  Or  if  the 
account  warrants  it,  suit  is  brought. 

As  an  example,  some  years  ago  a  man,  who 
had  been  a  credit  customer  and  had  paid 
promptly  for  two  or  three  years,  refused  to 
pay  for  a  75-cent  prescription  which  had  been 
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filled  for  his  wife;  so  after  presenting  this 
bill  two  or  three  times  and  having  our  collec- 
tor told  *'Let  Lichthardt  send  that  bill  to  a 
bad-debt  collector  and  pay  25-per-cent  com- 
mission," suit  was  instituted  promptly  for  the 
amount  and  costs.  The  result  was  that  Mr. 
Man  was  out  some  eight  or  ten  dollars  instead 
of  six  bits. 

INVESTIGATE   NEWCOMERS. 

We  have  made  it  a  rule  to  extend  no  credit 
or  open  any  new  accounts  unless  by  strict  in- 
vestigation we  find  the  applicant  to  be  worthy. 
Of  course,  once  in  a  while  we  do  fill  prescrip- 
tions when  we  know  that  the  people  are  in  no 


position  to  pay  for  them.  But  this  is  seldom. 
Our  store  is  no  bureau  of  public  comfort  nor 
are  we  in  the  million-dollar  class.  We  can- 
not take  the  place  of  the  free  dispensary  run 
by  the  city  and  county  of  Sacramento. 

Nevertheless  this  sort  of  business  is  bad  and 
with  all  the  care  that  one  can  take  losses  are 
bound  to  occur.  The  best  way  to  keep  these 
losses  down  is  to  be  brave  enough  to  say  no. 
For  let  it  be  remembered  that  it  is  better  to 
do  a  small  cash  business  than  it  is  to  listen  to 
the  song  of  the  siren  of  large  credit  and  have 
your  little  ship  of  business  wrecked  upon  the 
rocks  of  misplaced  confidence. 


"MY  BEST  PAYING  SIDE-LINE. 
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The  First  Article  In  an  Important  Sertea  by  Different  DraMl^^s*  ^  which  Each  Telia  what 
Giaaa  of  Gooda  haa  Paid  Him  Beat— Yoa'd  Never  Oneaa  What  the  Particniar 
Side-iine  waa  thia  Time,  bnt  it  Brontfht  In  the  Dollara! 

By  H.  EALLIWODA. 


. 


A  side-line,  is  it?  Well,  I  guess  I  can  give 
you  one  that  will  make  you  scratch  your  whis- 
kers! It  is  clean  and  easy  to  handle — it  re- 
quires no  special  training,  and  it  pays  a  good 
profit. 

This  line  is  original  with  me,  I  believe.  It 
has  been  ridiculed  and  sneered  at,  as  original 
ideas  most  generally  are,  but  it  butters  my 
bread,  and  pays  better  than  stamps  and  "kill 
or  cure"  soap. 

Hosiery!  Whodathunkit ?  That's  my  line. 
It  got  its  start  by  my  keeping  woolen  socks  for 
rheumatics  and  people  with  colds.  But  the 
madame  wasn't  benefited  materially  by  this,  so 
I  immediately  put  in  a  full  line  of  hose,  woolen 
and  cotton,  for  baby  as  well  as  for  grandpa. 
It  paid.  I  have  a  nice  little  trade,  and  I  find 
it  pays  better  than  cigars. 

Look  and  see  the  difference  I 

Cigars  require  a  large  investment,  also  care. 
Some  get  broken.  Many  are  sold  at  6,  7,  and 
8  for  25  cents,  and  many's  the  time  I  have  to 
set  'em  up  to  the  boys. 

On  the  other  hand,  socks  require  but  a  small 
investment,  little  care,  never  crack  or  break, 
and  I  never  lose  by  a  treat.  They  pay  from 
35  to  60  per  cent  and  are  no  more  foreign  to 


drugs  than  are  cigars,  pencils,  candy,  etc.     So 
there  now! 

l(V-cent  hose  cost  75  cents  per  dozen. 
15-cent  hose  cost  from  $1.00  to  $1.15  a  dozen. 
25-cent  hose  cost  from  $1.85  to  $2.25  a  dozen. 
50-cent  hose  cost  about  $4.00  a  dozen. 

Once  in  a  while  I  make  so  bold  as  to  run  a 
window.  It  always  pays.  I  have  a  large  rag- 
doll  which  I  dress  in  a  gown  made  entirely  of 
socks.  This  is  very  easily  done.  A  nice,  white, 
baby's  stocking  makes  a  very  nobby  stocking- 
cap. 

I  bring  my  garden  hose-reel  down  and  place 
on  it  a  placard,  to  wit: 


We  Sell 
Hose. 


Another  placard  reads : 


Mend  Your  Ways — 

Not  Your  Socks. 

We  Sell  Socks. 


Get  wise,  Mr.  Pill  Man,  and  try  it  yourself! 


How  the  Druggist's  Sundries  Are  Made. 

FIRST  PAPER:  CHAMOIS  SKINS. 

Sheep  Instead  of  Chamois  Furnish  the  Commercial  Article  Nowadays  — How  the 

Skins  are  Tanned  and  Cut— The  Dyeing  and  Bleachinc  Processes— Different 

Grades  on  the  Market— Display  and  Care  of  the  Stock,  and 

Other  Points  of  Practical  Interest. 

By  HENRY  G.  DRUEDING. 

Preildent  of  Draedjnt  Brotbera  Company,  Philadelphia. 


In  presenting  this  article  I  shall  endeavor  to 
place  before  your  readers  a  short,  intelligible 
treatise  on  chamois  skins  from  an  experience 
in  their  manufacture  and  sale  reaching  over 
twenty-five  years. 

The  name  "chamois  skin"  is  misleading.  It 
originates  from  the  chamois  animal,  the 
zoological  name  being  Rupicapra  tragus. 
These  animals,  as  is  well  known,  inhabit  the 


European  Alps  and  Caucasus  Mountains,  and 
resemble  a  goat  or  deer.  They  are  very  shy 
and  difficult  to  find.  Hunters  will  follow  them 
for  days  over  dangerous  mountain  passes  un- 
til they  finally  bring  their  prey  to  bay.  , 

THE  CHAMOIS  ANIMAL.. 

The  animal  is  about  the  size  of  a  goat  or 
deer,  of  a  dark  chestnut-brown  color,  with  the 
exception  of  the  forehead,  the  sides  of  the 
lower  joints  and  the  muzzle,  which  are  white. 
Its  horns,  rising  above  the  eyes,  are  black, 
smooth  and  straight  for  two-thirds  of  their 


length,  when  they  suddenly  curve  backward. 
Its  hoofs  are  admirably  adapted  for  taking 
advantage  of  roughnesses  or  projections  on 
the  mountain  sides,  or  on  glaciers.  The  hair 
is  long,  thick,  and  coarse.  The  illustration,  I 
think,  is  a  good  representation  of  the  animal. 

The  supply  of  skins  from  the  chamois  ani- 
mal is,  indeed,  very  limited.  There  would 
not  be  a  sufficient  quantity  produced  in  five 
years  to  supply  the  demand  for  chamois  skins 
for  a  single  day. 

I  made  inquiries  during  a  recent  visit  to 
Switzerland  about  the  probable  annual  crop 
of  these  skins,  and  learned  that  five  thousand 
to  six  thousand  skins  are  about  an  annual 
yield. 

WHAT   THE  ACTUAL   SKINS   ARE. 

What  is  known  in  the  markets  of  the  world 
as  chamois  skins  is  really  an  oil-tanned,  sheep- 
skin "flesher,"  or  lining,  as  it  is  called  in  Eng- 
land. 

The  genuine  chamois  skin,  when  tanned  in 
oil,  is  of  a  very  soft  and  velvety  texture,  with 
a  very  thin  epidermis  or  grain,  which  is  readi- 
ly removed  by  "buffing."  The  skin  is  also 
rather  heavier  than  a  sheep  or  lamb  skin, 
which  is  usually  employed  for  the  manufac- 
ture of  chamois.  For  all  ordinary  purposes, 
however,  the  otl-tanned  sheep  or  lamb  skin 
"flesher"  is  just  as  desirable  as  the  genuine 
chamois  skin. 

To  manufacture  sheep  or  lamb  skins  into 
chamois  leather,  the  first  step  necessary  is  to 
remove  the  wool,  which  is  done  by  several 
methods.  The  one  usually  employed  now  is 
to  paint  the  flesh  side  of  the  skin  with  a 
strong  solution  of  sodium  sulphite.  This  will 
loosen  the  wool  in  about  twelve  hours'  time,  so 
that  it  is  easily  removed  either  by  pulling  it 
off  fay  hand,  or  by  scraping  with  a  dull  instru- 
ment. The  sodium  sulphite  is  then  washed 
out  and  the  skin  immersed  in  milk  or  lime  to 
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swell  it,  and  also  to  remove  small  particles  of 
wool  which  still  remain.  The  skin  is  then  put 
on  a  beam  and  the  legs  and  head  cut  off  and 
otherwise  trimmed  to  make  it  the  proper 
shape.  The  head,  legs  and  other  trimmings 
are  sold  to  the  gluemaker  for  making  glue. 
The  beamsman  also  removes  all  the  flesh  left 
on  the  skin  by  the  poor  workmanship  of  the 
butcher.  After  this  the  hide  is  ready  for  the 
splitting  machine. 

HOW   MADE. 

I  wish  to  explain  here  that  what  is  known 
in  the  trade  as  chamois  skin  is  really  only  half 
of  the  skin.  The  outside  portion — i,e.,  that 
part  of  the  skin  next  to  the  wool,  known  as 
the  grain  side — is  not  suitable  for  chamois 
leather  and  is  used  for  other  purposes,  mostly 
as  pocketbook  linings,  hat  linings,  and  book 
bindings. 

In  former  times  when  skins  were  prepared 
for  oil  tannage,  this  part  of  the  skin  was  cut 
away  with  a  suitable  knife  and  thus  lost.  To 
make  chamois  skins  in  this  manner  at  the 
present  time  would  mean  at  least  double  the 
price  in  the  present  market.  At  the  present 
time  the  skin  is  cut  through  the  center  or  split, 
thus  producing  two  skins  from  one.  The  out- 
side, that  part  of  the  skin  next  to  the  wool, 
is  known  as  the  grain  side.  The  inside  is 
called  lining  or  flesher. 

The  splitting  is  accomplished  mostly  on  ma- 
chines especially  constructed  for  this  purpose. 
It  consists  of  endless  knives  the  edges  of  which 
are  constantly  grinding  to  keep  them  sharp, 
the  skin  being  passed  through  rollers  against 
the  sharp  edge  of  the  knives.  This  machine 
requires  delicate  adjustment  to  produce  good 
results. 

THE  TANNING  PROCESS. 

The  lining  or  flesher  is  now  ready  for  tan- 
ning. This  is  accomplished  by  sprinkling  it 
with  oil ;  codfish  oil  of  good  quality  is  usually 
employed.  It  is  very  important  that  this  oil 
should  be  thoroughly  incorporated  into  the 
skin.  For  this  purpose  a  quantity  of  the  skins 
are  placed  into  what  are  known  as  fulling 
stocks,  which  twist  and  turn  in  every  direction 
and  distribute  the  oil  evenly. 

After  sufficient  milling  the  skins*are  partly 
dried  and  the  process  of  sprinkling,  milting 
and  drying  is  repeated  again  and  again  until 
they  are  full  of  oil,  and  all  the  moisture  is 
dried  out.  They  are  now  allowed  to  hang 
long  enough  to  oxidize  the  oil  in  the  skin  at 


a  temperature  of  about  one  hundred  degrees. 
The  process  after  this  is  very  simple.  The  oil 
is  removed  by  pressure,  a  hydraulic  process, 
and  the  remaining  portions  washed  out  by 
saponification  with  alkali.  After  this  the  skins 
are  dried  and  are  ready  for  finishing. 

Theoil  which  is  removed  from  the  skins  by 
hydraulic  pressure,  also  that  portion  of  oil 
which  is  recovered  by  decomposing  the  soap 
solution  with  an  acid  and  separating  the  oil, 
is  used  in  the  manufacture  of  other  leathers, 
the  object  being  to  make  the  leather  pliable, 
etc. 

THE    FINISHING. 

The  finishing  is  done  mostly  by  pressing  the 
skins  against  a  revolving  wheel  covered  with 
emery  or  flint.  This  removes  all  adhering 
substances  and  forms  a  finely  finished  surface. 

We  now  have  the  finished  chamois  leather 
ready    for  the  trimming  and  sorting  room. 


(.The  n 

where  it  is  cut  into  suitable  sizes  and  packed 
for  the  market 

Of  late  years  trimmed  skins — i.e.,  skins  of 
even  sizes — are  preferred  by  the  trade.  For 
this  reason  most  manufacturers,  at  least  most 
American  manufacturers,  cut  the  skins  over  a 
pattern  so  as  to  produce  uniform  sizes.  In 
former  years,  when  England  and  France  sup- 
plied the  United  States  market,  the  skins  in 
the  same  package  would  vary  in  size  and 
shape,  thus  lacking  uniformity. 

It  is  true  by  cutting  uniform  sizes  there  is 
necessarily  some  waste,  but  this  is  reduced  to 
a  minimum,  when  all  piaces  are  again  utilized 
by  making  watch  bags  and  other  small  articles 
which  find  a  ready  sale. 

USES  OF  CHAMOIS. 

The  principal  uses  for  chamois  skins  are  for 
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cleaning  purposes.  They  will  absorb  moisture 
readily  and  give  a  high  polish  to  glass,  furni- 
ture, and  other  highly  polished  surfaces. 

A  good  chamois  skin  can  be  used  either  wet 
or  dry,  and  dry  up  soft  when  washed  in  soap 
and  water. 

Large  quahitities  of  chamois  skins  are  also 
used  for  chest  protectors,  chamois  vests,  and 
even  underclothes  are  made  out  of  them  for 
cold  climates.  Chamois  skins  are  also  used  in 
the  manufacture  of  many  leather  goods,  such 
as  purses,  etc.  Ladies  use  them  for  fancy 
work. 

Of  late  years  there  has  been  placed  on  the 
market  quite  a  quantity  of  imitation  chamois 
skins  to  be  used  for  fancy  work  and  other 
purposes  where  the  skins  are  not  to  be  washed. 
These  skins  are  usually  produced  by  tanning 
the  skins  in  alum  and  coloring  them  to  imi- 
tate the  genuine  chamois.  This  will  produce 
a  skin  looking  very  much  like  a  chamois  and 
very  often  having  a  superior  finish  to  an  oil- 
tanned  skin.  Care,  however,  should  be  used 
in  selling  these  skins  for  ordinary  purposes 
for  which  chamois  is  used.  They  will  dry  up 
very  hard  and  stiff  when  washed.  In  ordinary 
chamois  skins  the  dealer  should  order  oil- 
tanned  chamois  if  he  desires  a  skin  that  is 
washable. 

DIFFERENT    KINDS    OF   COLORS. 

Chamois  skins  can  be  made  in  all  colors. 
Formerly  colors  were  mostly  produced  by  ap- 
plying to  the  surface  of  the  skins  different  col- 
ored pigments,  which  adhere  to  the  leather. 
This  produces  an  unsatisfactory  article,  how- 
ever, as  it  will  always  dust  more  or  less. 

Of  late  years,  however,  manufacturers  have 
succeeded  in  producing  fine  colors  with  ani- 
line, which  is  more  satisfactory. 

By  incorporating  a  small  quantity  of  ferric 
oxide,  very  finely  powdered,  an  excellent  pol- 
ishing chamois  is  produced  for  silverware,  etc. 

A  good  quality  of  chamois  skin  is  generally 
of  a  yellow  or  light-yellow  color,  which,  when 
freshly  cut,  should  show  a  dark-yellow  color 
inside.  This  is  a  characteristic  test  of  oil 
tannage.  The  absence  of  this  color  is  gen- 
erally an  indication  that  the  skin  is  tanned 
by  a  different  method. 

A  good  quality  of  oil-dressed  chamois  skin 
should  also  absorb  moisture  readily.  This 
test  is  applied  by  allowing  a  few  drops  of 
water  to  fall  upon  the  skin.  It  should  absorb 
it  speedily.     If  these  drops  roll  about  on  the 


skin  with<^^t  absorption,  it  is  almost  a  positive 
indication  that  it  is  not  oil-tanned. 

For  some  purposes  a  very  light  straw- 
colored  chamois  is  demanded  by  the  trade. 
These  are  produced  by  bleaching  with  sul- 
phur. The  skins,  slightly  damp,  are  hung  in 
an  air-tight  room  in  which  a  small  quantity  of 
sulphur  is  burned,  producing  a  light  straw- 
colored  product  of  bright  color.  It  rather 
weakens  the  skin,  however,  and  also  incor- 
porates some  sulphur,  which  is  objectionable 
when  used  in  connection  with  silverware. 

These  bleached  goods  should  not  be  used 
for  wrapping  silverware,  as  they  are  apt  to 
tarnish  it  by  producing  sulphide. 

The  market  affords  a  number  of  different 
brands  of  chamois  skins.  The  principal  ones 
are  the  American  goods,  the  English  and  the 
French  goods. 

THE  VARIOUS  BRANDS. 

The  American  grade  of  late  years  has 
largely  crowded  out  the  imported  kind,  and 
is  even  getting  quite  a  foothold  in  Europe. 
Large  quantities  are  now  exported,  principally 
to  Germany,  where  they  find  a  ready  market. 
The  English  goods  are  generally  of  good  qual- 
ity and  tannage.  They  come  in  both  colors, 
yellow  and  white,  the  latter  being  produced 
by  bleaching.  They  are  trimmed  and  sorted 
mostly  in  irregular  shapes  and  sizes;  the 
French  goods  are  mostly  of  a  dark-yellow 
color,  in  large  sizes.  One  variety,  Bruts,  are 
heavy  skins  finished  on  one  side  only.  This 
is  purposely  done  so  that  they  absorb  large 
quantities  of  water,  thus  making  them  suitable 
for  stable  work,  automobile  washing,  etc. 

Another  variety  of  the  French  goods  is  the 
double  dressed.  They  also  come  in  large 
sizes  only.  They  are  very  similar  to  the  Bruts, 
with  the  difference  that  they  are  finished  on 
both  sides,  making  them  thin  like  ordinary 
goods.  In  the  last  few  years  both  these  varie- 
ties, the  Bruts  and  the  double-dressed  goods, 
have  been  produced  in  the  L^nited  States  in 
large  quantities,  and  according  to  the  writer's 
opinion  they  are  equal,  if  not  superior,  to  the 
French  goods. 

The  manufacturer  usually  sorts  these  skins 
into  three  qualities,  first  quality,  second  qual- 
ity, and  third  quality,  and  prices  are  regulated, 
of  course,  accordingly.  The  first  quality 
should  be  free  from  stitches,  soft  and  nearly 
perfect.  The  second  quality  consists  of  hides 
rejected    from   the  firsts   on   account   of  too 
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much  stitching,  harsh  spots,  and  other  imper- 
fections. The  third  quality  again  is  com- 
posed o£  "rejects"  from  the  second  quality. 

The  drug  trade,  for  the  sake  of  retaining 
the  public  opinion  that  only  the  best  quality 
of  everything  is  obtainable  in  a  drug  store, 
should  handle  only  the  first  quality  of  goods. 

DISPLAYS. 

Chamois  skins  are  largely  sold  by  the  drug 
trade.  Spring  and  fall  are  the  best  seasons 
to  display  them  in  the  stores.  A  very  attrac- 
tive window  display  can  be  made  with  these 
goods.  Care  should  be  taken,  however,  when 
used  for  this  purpose,  not  to  expose  to  sun- 
light, as  this  will  very  quickly  bleach  them, 
and  thus  render  them  unsightly.  This,  how- 
ever, does  not  cause  the  quality  to  deteriorate 
in  any  other  way. 

A  glass  case  filled  with  these  goods,  placed 
so  they  can  be  seen,  will  keep  them  clean,  and 
help  to  remind  a  woman  when  she  enters  the 
store  that  a  chamois  is  needed  in  her  house- 
hold, and  will  assist  materially  to  help  sell 
the  goods.  Some  druggists  will  keep  them 
hidden  in  boxes  or  drawers,  and  produce  them 
only  when  called  for,  with  the  inevitable  re- 
sult that  their  sales  will  be  very  limited. 

THE  CARE  OF  CHAMOIS. 

A  good  quality  of  chamois  skin  when  prop- 
erly used  should  last  a  long  time,  and  can,  of 
course,  be  used  wet  as  well  as  dry.  It  is  im- 
portant, however,  that  chamois  be  kept  clean. 


If  it  is  soiled,  the  best  method  of  cleaning  is 
by  washing  with  soap  and  water.  A  liberal 
supply  of  soap  is  always  beneficial  to  the  skin 
that  has  been  stained. 

The  best  method  to  prevent  shrinking  is 
to  rinse  it  in  soap-suds  before  drying.  When 
dry,  rubbing  and  stretching  will  restore  it  to 
its  former  softness.  A  good  chamois  skin 
cannot  be  washed  in  boiling  water,  as  a  tem- 
perature above  130°  or  140°  will  destroy  the 
skin.  The  writer  has  seen  skins  that  were 
returned  to  the  seller,  who  in  turn  sent  them 
back  to  the  manufacturer,  that  were  partly 
burned  to  charcoal,  evidently  caused  by 
drying  in  strong  heat,  or  by  steeping  in  boil- 
ing water.  The  cause  of  this  is  easily  seen, 
as  chamois  is  a  gelatinous  substance,  a  sort  of 
oleate  of  gelatin,  and  too  much  heat  should 
be  avoided. 

HISTORY   OF  THE  CHAMOIS  INDUSTRY. 

I  may  add  that  the  manufacture  of  chamois 
skins  in  the  United  States  has  been  attempted 
by  various  sheep  leather  factories  for  the  past 
fifty  or  sixty  years  with  varying  success, 
always  resulting  in  abandonment.  The  first 
successful  attempt  to  manufacture  this  article 
in  a  large  way  in  the  United  States  was  ac- 
complished by  Drueding  Brothers  of  Phila- 
delphia. It  was  only  by  persistent  efforts  that 
the  various  difficulties  in  producing  a  satisfac- 
tory article  in  competition  with  cheap  foreign 
labor  was  accomplished. 


n  American  sheep,  v 


[lOiT  actnmllr  turniah  Uie  "cbuools"  aklna  o 


114 


BULLETIN  OF  PHARMAcY 


The  duty  on  chamois  skins  has  been  only  20 
per  cent  ad  valorem  for  a  number  of  years. 

Prior  to  1883  practically  all  the  skins  con- 
sumed in  the  United  States  were  imported 
from  England  and  France.     At  the  present 


time  the  importation  has  dwindled  to  a  very- 
small  proportion.  It  seems,  however,  that 
this  industry  is  not  widely  distributed,  there 
being  at  the  present  time  only  three  factories 
in  the  United  States  producing  chamois  skins. 


AN  EASTER  WINDOW. 

By  1.  EAU  TAYLOK,  n.O., 


Easter  is  essentially  a  display  time — a  sea- 
son when  people  give  more  than  usual  atten- 
tion to  appearances.  So  when  that  holiday 
arrived  last  year,  I  thought  I'd  give  my  win- 
dow a  new  dress.  I  arranged  a  background 
of  red  with  an  ingrain  border  top.  The  white 
latticework  was  made  of  heavy  cardboard 
obtained  from  the  printing  office.  I  cut  it  out 
with  a  knife.     The  design  is  clearly  shown  in 


was  a  raised  surface  formed  by  setting  a  heavy 
high  box  on  the  floor  of  the  window  and  cov- 
ering it  with  green,  crumpled  tissue-paper. 
Grouped  on  and  around  this  elevation  were 
post-cards  that  we  had  to  offer  the  trade. 
They  were  held  in  place  by  wire  holders.  Sign 
cards  told  the  prices.  They  were  made  of 
plain  white  wrapping  paper,  a  departure  from 
the  stock  usually  employed  for  that  purpose. 


the  illustration.  Over  the  red  background 
were  arranged  post-cards,  while  over  the  en- 
tire background  I  hung  black  cheese-cloth.  I 
often  use  this  where  I  wish  to  show  articles 
without  seriously  obstructing  the  view  of  the 
interior. 

The  side  wall  bore  a  magazine  trim  which 
was  intended  to  promote  the  sale  of  the  Easter 
number  of  Harper's  Basaar.     In  the  center 


Some  of  the  best  houses  use  this  kind  of  paper 
as  an  advertising  stunt. 

The  placard  in  the  center  of  the  window, 
not  very  well  shown  in  the  engraving,  read  as 
follows :  "Look  over  our  Easter  cards.  From 
2  for  5  cents  up  to  10  cents  each."  The  whole 
window  presented  a  pretty  appearance,  as  may 
be  seen  from  the  illustration.  And  we  sold 
any  number  of  holiday  cards. 


IS 
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HOW  I  BUILT  UP  A  DRUG  BUSINESS. 

An  Autobiosraphy  of  an  Awermgc  Druggiat,  Intonded  tor 
the  ProBt  and  Kitertunmont  of  Other  Average  Drug- 
gbts — The  Story  of  bow  a  &nall  Store  m  a  Country  Town 
waa  Gradoally  Derdoped  into  Something  Pretty  GootL 

By  FRANK  FARRINGTON. 

D«1U,N.Y. 

( Qmtinued  from  Febmary  Bdlletin.  ) 


CHAPTER  HI. 

PROFITABLE   AND   UNPROFITABLE   EXPERI- 
MENTS. 

If  a  man  never  makes  any  mistakes,  he 
ne\'er  gets  very  far. 

This  is  in  part  because  a  man  who  makes 
no  mistakes  of  his  own  will  never  have  the 
advantage  of  profiting  by  them  nor  will  he 


be  disposed  to  profit  by  those  of  others ;  and 
in  part  because  a  man  who  always  plays  the 
game  so  carefully  as  never  to  err  must  neces- 
sarily be  the  kind  who  will  be  afraid  to  branch 
out  and  try  new  methods  or  seize  new  oppor- 
tunities. 

•Copyright,  1912,  by  Frank  Farrington. 


I  made  no  end  of  mistakes  and  many  of 
them  could  have  been  prevented  by  the  exer- 
cise of  a  little  foresight,  but  then  it  is  easy 
enough  after  an  experience  is  past  to  see  how 
it  might  have  been  avoided. 

TAKEN    IN. 

One  day  a  man  came  along  with  a  wagon 
load  of  bug-killer  of  some  sort.  He  demon- 
strated to  my  satisfaction  that  it  was  the 
greatest  thing  ever  invented  for  destroying  all 
forms  of  insect  life.  It  was  put  up  in  handy, 
squirt-top  cans,  and  he  said  that  if  I  would 
buy  3  cases  at  $4.00  a  case  he  would  give  me 
the  exclusive  sale  of  the  goods  in  my  town. 

I  took  the  goods  right  off  the  wagon  and 
gave  him  my  check  for  the  $12,  and  $13  did. 
not  grow  on  every  bush  in  those  days  either. 

He  drove  out  of  town,  and  before  noon  I 
discovered  that  he  had  sold  the  goods  to  one: 
or  more  other  dealers  on  the  same  street.- 

The  check  was  on  a  bank  in  Walton,  a 
near-by  village.  I  telephoned  and  stopped 
payment.  When  the  man  reached  that  town, 
as  he  soon  did,  and  presented  the  check  for 
payment  and  it  was  refused,  he  simply  went 
to  the  railway  station  and  got  a  consignment 
of  his  goods  that  was  waiting  there,  tendering 
my  check  in  payment  for  the  transportation 
charges.  It  was  accepted,  the  difference  paid 
to  him,  and  he  went  away. 

When  the  check  turned  up  at  the  bank 
again  in  the  hands  of  the  express  agent  it  was 
again  refused,  and  he  wrote  me  for  pasmient. 
I  refused  and  stated  the  situation.  In  due 
time  his  lawyer  called  upon  me  to  accept  the 
check  and  told  me  that  inasmuch  as  it  had 
come  into  the  hands  of  an  innocent  party  it 
would  be  up  to  me  to  pay  it.     I  found  that 
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this  was  true  and  I  settled.  That  did  not. 
however,  make  the  bug-killer  sell,  and  in  the 
end  I  dumped  it  into  the  river. 

So  much  for  buying  goods  from  an  un- 
known dealer  and  paying  for  them  before 
their  quality  was  an  assured  fact.  Such  ex- 
periences certainly  point  the  way  to  buying 
from  the  house  with  a  reputation, 

GETTING   INTO   THE   SOD.\   GAME, 

It  was  about  this  time  that  I  began  to  con- 
sider the  soda  fountain  proposition. 

My  warmest  competitor  had  practically  the 
only  real  soda  fountain  in  town  at  that  time, 
and  it  worried  me  to  see  all  of  my  customers 
dropping  into  his  store  all  through  the  season 
to  buy  soda,  and  naturally  other  things  as  well. 
A  live  druggist  will  not  accept  such  a  situation 
calmly.  He  cannot  afford  to  give  his  com- 
petitor a  chance  at  his  trade  every  day  all 
summer  long, 

I  began  to  investigate  soda   fountains.     I 


nickel  rack.  The  interior  was  filled  with  ice 
that  melted  so  fast  that  you  would  have 
thought  it  was  a  fireless  cooker. 

Well,  we  finally  got  it  ready  to  touch  off. 
I  sent  out  little  opening  invitations  to  the 
ladies  of  the  town  and  enclosed  with  each  one 
a  newly  minted  five-cent  piece.  The  invita- 
tions were  well  printed  on  good  stock  and 
read  like  this: 


Pui  or  th«  InlerJor  of  tbe  Fairlncton  itore  wh«n  the  basIniH 

found  that  the  good  ones  ran  up  into  consid- 
erable money,  much  more  than  they  did  a  few- 
years  later.  Finally,  however,  I  got  track  of 
a  second-hand  tile  fountain  of  the  counter 
sort.  It  had  been  used  but  one  year  and  I 
bought  it  on  the  instalment  plan  from  what 
was  then  the  Low  Art  Tile  Co,  I  paid  $275 
for  it  in  easy  ( ?)  payments  that  ran  on  into 
the  next  winter.  It  was  set  up  in  April,  and 
when  ready  to  go  stood  me  in  about  $500, 

It  was  an  attractive  looking  affair,  really 
rather  artistic,  and  it  added  to  the  appearance 
of  the  store.  The  counter  part  held  ten  bot- 
tles for  the  syrups  and  there  were  two  min- 
eral tubes  and  one  soda  draught-tube.  The 
bottles  set  around  the  sides  on  a  revolving 
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The  people  responded  to  this  plan  well  and 
I  can  recommend  it  unqualifiedly.  But  they 
didn't  seem  to  come  more  than  once  or  twice. 
Of  course  there  were  a  few  people  who  re- 
peated, but  for  the  most  part  they  all  drifted 
back  to  the  other  store — and  in  the  light  of 
subsequent  experience  I  can  say  that  the  soda 
water  at  that  store  was  pretty  bad.  How- 
ever, it  was  better  than  mine  at  first. 

I  had  followed  directions  too  closely  in 
making  up  my  syrups  and  they  were  too  thin. 
They  didn't  have  the  flavor,  and  as  soon  as  we 
had  a  few  really  hot  days  they  would  sour  on 
the  rack  and  in  the  cellar  or  anywhere  else. 

It  didn't  take  me  long  to  get  wise,  and  I 
improved  the  goods  until  I  knew  we  were 
drawing  soda  water  as  good  as  any  one  could 
under  the  circumstances.  The  business  began 
\o  grow  a  little.  We  did  a  great  many  things 
to  increase  it. 

Among  other  plans  was  one  to  enable  us  to 
lake  out  ice-cold  glasses  in  which  to  ser\-e  the 
soda,  I  remembered  getting  a  glass  of  some- 
ing  or  other  at  a  fountain  in  Lowell,  Mass., 
tnce  upon  a  time  when  the  glass  was  so  cold 
that  I  couldn't  hold  it  in  my  hand  or  drink  it 
either,     I  wanted  to  hand  them  out  like  that, 

I  had  the  boy  build  a  box  to  fit  under  the 
counter.  He  made  the  walls  double  with  pa- 
per between,  and  we  put  the  glasses  in  the  top 
and  ice  in  the  bottom  and  waited  for  the 
former  to  cool.  But  they  came  out  about  as 
warm  as  they  went  in,  until  I  happened  to 
think  that  cold  air  falls  instead  of  rising,  and 
put  the  ice  at  the  top.     Then  we  got  results. 
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Ours  was  a  very  poor  soda-water  town, 
and  our  location  was  on  the  hot  side  of  the 
street  at  the  time  of  day  when  most  of  the 
people  came  out.  We  had  not  room  for  any- 
thing more  than  uncomfortable  stools,  and 
I  was  somewhat  handicapped. 

I  started  ice-cream  soda  at  10  cents,  but  a 
third  fountain  starting  up  made  it  necessary 
to  cut  the  price  to  5  cents  to  meet  the  rest. 
However,  I  maintained  the  quality,  and  the 
fountain  began  to  do  us  some  good  in  the  way 
of  getting  new  customers  and  holding  the  old 
ones.  It  was  a  good  thing  for  the  store  aside 
from  its  own  advantages  as  a  money-maker, 
the  latter  being  rather  questionable. 

We  had  some  difficulty  in  keeping  the  class 
of  soda  trade  down  to  a  desirable  element. 
There  was  a  tendency  on  the  part  of  some  of 
the  boys  to  try  to  "rough-house"  the  place 
once  in  a  while.  It  was  just  a  case  of  young- 
sters out  to  have  a  good  time,  but  the  best 
class  of  trade  is  easily  driven  away  by  any- 
thing of  that  sort,  and  we  were  called  upon  to 
exercise  all  the  tact  available  to  keep  matters 
properly  adjusted.  Oft  one  occasion  a  young 
fellow  came  in  with  a  rush,  slammed  himself 
down  on  one  of  the  stools,  and  taking  hold  of 
the  rack  full  of  bottles,  gave  it  such  a  whirl 
that  half  the  bottles  flew  off  at  a  tangent  and 
distributed  broken  glass  and  syrups  all  over 
the  floor  and  counters. 

After  two  years  of  soda-water  trade,  I 
decided  to  find  out  just  how  much  money  it 
was  making  for  me.  The  third  year  I  kept 
track  of  every  outgoing  and  incoming  penny 
connected  with  it. 

When  I  closed  up  the  season  (which  I  will 
admit  had  been  a  very  cool  one  even  for  our 
climate)  I  found  that  my  net  profit  on  the 
soda  business  amounted  to  exactly  nine  cents! 


OUT  WENT  THE  FOUNTAIN! 

It  did  not  take  me  fifteen  minutes  to  decide 
what  to  do.  I  was  getting  a  good  deal  better 
trade  by  then.  My  sales  that  year  were 
$9000,  and  I  said  to  myself,  "I  can  afford  to 
get  along  without  that  fountain.  If  it  could 
be  made  to  do  business  enough  to  pay  for  one 
man's  time  on  it,  Fd  keep  it.  It  can't  though, 
so  out  she  goes.  Til  bear  on  hard  on  some 
other  things  to  take  its  place  in  getting  people 
into  the  store,  and  as  for  the  nine  cents  profit, 
rU  make  that  up  on  the  first  prescription  that 
comes  in." 

I  sold  the  fountain  for  $75,  all  but  the  three 
ten-gallon  tanks,  and  those  I  sold  for  $50.  If 
I  were  to-day  running  a  drug  store  with  a  view 
to  making  it  develop  all  the  business  possible, 
I  would  have  as  good  a  soda  fountain  in  it  as 
I  could  afford,  and  I  would  make  it  pay  me 
more  than  nine  cents  a  year  too. 

With  that  $125  I  bought  three  floor  show- 
cases for  one  side  of  the  store,  two  8-ft.  cases, 
and  one  5- ft.  cigar  case.  These  were  ahead 
of  any  in  town  and  gave  the  store  an  appear- 
ance which,  together  with  a  complete  redecor- 
ating, made  things  look  prosperous  and 
showed  the  goods  and  sold  them. 

OTHER  VENTURES. 

With  post-cards  coming  strongly  into  use  at 
that  time  I  made  a  big  effort  to  get  high-class 
view  cards,  and  I  sold  everything  for  one  cent 
This  brought  in  more  people  than  the  soda 
fountain  ever  did,  and  in  spite  of  the  one-cent 
rate  for  cards,  some  of  which  cost  as  high  as 
$2.50  per  100,  it  paid  a  good  net  profit. 

With  a  new  cigar  case  I  decided  also  to  go 
after  the  cigar  trade,  as  we  had  not  been 
getting  our  share  of  it. 

I  began  by  closing  out  at  any  price  such 


Keeps  Drinks  Hot  or  Cold 

TblB  k  good  ibr  /khioft  excunloim 

Ths  Calorw  bottle  i«  a  g\am  botti*  In 
a  iitekel  Jacket. 

It  bolda  a  pint  or  a  qoart  of  liquid  and 
if  JOD  Dttt  it  in  hot  it  will  Btaj  hot  for  80 
hoars,  Jwt  as  hot  as  whra  70Q  pat  it  in. 

Ifyoa  pot  it  in  cold  it  will  staj  that 
cold  for  60  bonrs. 


ii 


Fix  op  jroor  hot  oolhs  or  cocoa  for  tbs 
trip,  pot  It  In  tbs  bottls  and  take  it  with 
roo.  If  70a  want  en  ioe  cold  drink,  make 
it  cold  and  flU  tbe  bottle. 

nieee  bottles  cone  in  sereral  s^lee 
and  In  two  sixes.  Tbe  prices  are  ilrom 
•8.00  op. 

Ve  w{JI  b«  fflad  to  ehow  tfaeee  bottles 
to  aajons  interested  and  ex|riain  how  they 
work. 


FARRINQTON'S   DRUG   STORE 


A  COOD  HAIR  BRUSH 

It  b»]p9  fliaie  th0  btii!  AeaotMi/ 


DntMift 


oatavMj 


U  jea  «Mi  !■•  hair,  1 
Braah  It  wUk  a  goo4 1 
«ttk  fbn  iaalMd  of  MMIm  i 
ttMlTaaaad. 

0*4  a  flaed  kraah  asd  «aa  vltk  Iha  rickl  Vmi  af 

wytmifb. 
UjearkabialUaAMlfal  iha  aUflM*  teMlaa  aa4 
I  Iha  Malp  vHk  Ihaaa.    Oat  laag  isa  Watlaa  mA 


WaiaUgooll 
Ma  Bpb    Wa  MB  gita  jea  gaol  valaa  ia  a  Ma  1 
■atCialalaaifaali^. 

Wa  cvanalaa  all  bratkaa  from  Mi  ap  aat  to  A»i 
iMr  faciaUaa    Wa  latmmiaaafl  Ika  Ughaal  prlaad  I 
7aa  oaa  alord  to  bvj  aa  hring  Iha  rtaifiai  ia  Ika  ai 

II  xoa  faj  Mo  or  man  tn  IIm 
tka  brMloa  aol  to  aoaa  0*1 

Wa  ooU  aU  Iha  good  hair  taaloa  tea 

FARRINQTON'8   DRUG   STORE 


USES   OF   PEROXIDE 

A  good  ptroxUt  of  bidrogta  kuBkamrtr 


oiajw- 


Far  an  aorta  Of 
reaido  of  hydi«t**  ■•  mm  aa  poMlbIa  to 
vaaad  aad  70a  «ill  fla*  thai  It  wiU  boal  ap  ■« 
^akkly  aa4  jm  vfll  awU  Iha  poniMUty  of  htood 
tog  or  look'Jav. 

Xaop  a  haltta  ahnia  oa  head  for  aoMiata. 

ForoxSda  ia  valaabla  tor  chraaio  ooraa.  It  ia  good  for 
iaoMi  ittoga  oad  Utao.  It  io  a  «nl  daa  doalifHao  for 
elooBitog  asd  proooniag  aad  whiloalag  Iho  taoth. 

To*  It  to  aMBbattog  Iho  aall%  fa  00000  of  toeprotoao 
ponpiraltos,  for  ooalda  aad  harai^  far  aon  throat,  t 
aald^oto. 

Bat  got  a  p«a  arlMo  oach  ao  «a 
int  alooopotaiido  io  ISo  far  a  4  aaaoo 
aptothollto 

FARRINGTON'S   DRUG   STORE 


oolL    Oarpiloooa 


Some  of  Mr.  Fanimrton's  newspaper  ads.  used  about  the  time  described  in  the  present  installment  of  his  antobioffraphy. 
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brands  as  were  not  desirable  because  of  qual- 
ity or  unsalability.  Then  I  put  in  a  number 
of  well-known  brands  and  a  few  new  ones  of 
which  I  secured  the  exclusive  sale. 

I  did  not  try  to  advertise  these  goods  in  the 
newspapers  much.  It  wastes  a  good  deal  of 
circulation  to  advertise  cigars  in  the  news- 
paper for  a  retail  drug  store.  The  paper 
charges  a  rate  in  accordance  with  its  whole 
circulation,  and  only  a  small  proportion  of  it 
is  made  up  of  smokers. 

One  successful  little  cigar  introducing  plan 
was  the  following : 

By  using  a  lineograph  to  reproduce  hand- 
writing in  duplicate  I  sent  to  a  list  of  the  local 
smokers  a  series  of  communications.  The 
first  was  a  postal  card  reading  simply,  in  the 
best  imitation  I  could  make  of  feminine  chiro- 
graphy,  "Come  and  find  your  Sally."  This 
was  followed  a  few  days  later  by  another 
reading,  "I'm  waiting  for  you.  (signed) 
Sally."  The  last  of  the  series  was  on  delicate 
note  paper  in  a  very  feminine  looking  envelope 
and  on  the  first  page  it  read : 


IVe  sent  you  two  postals  and  I  haven't 
seen  you  yet.  Aren't  you  a  little  slow?  It 
you  should  ever  see  me  you'd  be  mighty 
fond  of  me  in  a  short  time. 

I'm  waiting  for  you  at  Farrington's  Drug 
Store.    Ask  the  man  there  for  me. 
Yours, 

SALLY  WARD. 

[over] 


On  the  next  page  was  an  imprint  with  a 
rubber  stamp,  "Sally  Ward,  the  best  5-cent 
cigar,  6  for  25  cents." 

There  were  one  or  two  men  who  said  that 
their  wives  were  inclined  to  make  a  fuss  over 
the  first  two  communications,  but  no  divorces 
resulted  and  the  cigar  had  a  good  sale. 

INTERESTING  THE  SCftOOLCHILDREN. 

Other  schemes  that  I  used  at  this  time  for 
interesting  the  schoolchildren  in  the  store 
were  prize  plans.  In  one  of  them  I  sent  out 
to  all  families  having  children  of  school  age 
small  blotters  with  an  outlined  picture  on  the 
back,  and  I  offered  prizes  for  the  best  returned 
blotters  with  the  pictures  colored  up  with 
crayons.  In  another  plan  I  offered  a  series 
of  25  prizes,  the  last  15  of  which  were  only 
5-cent  tablets,  for  the  best  description  by  a 
student,  of  the  happenings  of  a  day  at  school. 
The  only  condition  was  that  the  matter  be 
vritten  on  8  by  10  inch  paper,  and  in  paren- 


theses it  was  stated  that  we  sold  such  paper  in 
5-  and  10-cent  tablets. 

Both  of  these  competitions  brought  in  a 
great  many  entries  and  they  started  the  school- 
children coming  our  way. 

The  advertisements  reproduced  in  connec- 
tion with  this  chapter  show  the  style  that  I 
was  following  at  this  time  with  6-inch  double- 


Some  Good  Vanilla 

Who  wants  any  other  kind  of  vanilUi? 

There  is  a  vaat  dMference  in  extract  of 
vanilla  nowadays. 

Some  of  it  never  saw  a  vanilla  bean. 

We  know  that  we  have  a  vanilla  ex- 
tract that  will  suit  yoo.  We  sell  it  in  bulk 
at  10c  an  ounce,  6  ounces  for  50c. 

Brinfr  in  your  bottle  or  we'll  ftimish  a 
bottle  without  charge. 

We  sruarantee  this  vanilla  absolutely. 
If  you  do  not  like  it,  we  will  give  you  back 
your  money  and  no  questions  asked. 

A  peppermint  essence  that  is  just  as 
good  we  sell  for  5c  an  ounce. 


FARRINGTON'8   DRUG   STORE 


Another  one  of  Mr.  Farrington's  newipaper  ada. 

column  space.  These  ads.  were  very  widely 
read,  and  they  certainly  produced  results.  I 
secured  a  prominent  position  in  the  local 
weekly  papers  and  paid  about  nine  cents  an 
inch. 

Once  in  a  while  I  ran  something  very  differ- 
ent in  the  way  of  copy.  In  advertising  candy 
one  time  I  used  the  following.  Candy  adver- 
tising in  the  newspaper  must  be  very  catchy  in 
order  to  get  much  attention : 

Once  upon  a  Time  there  was  a  young  Fel- 
low and  He  lived  in  a  Town  about  like  Delhi. 
There  were  Many  young  Fellows  in  the  Town, 
and  They  had  a  Way  of  giving  the  Girls  a 
pretty  good  Time.  But  hard  Times  came  and 
Cash  was  scarce.  So  this  young  Fellow 
thought  He  would  save  Money  by  giving  the 
Girls  Candy  that  cost  Less.  He  bought  the 
Kind  that  is  all  fancy  Box.  It  looked  Great 
on  the  Outside.  He  gave  all  the  Girls  a  Box. 
He  thought  he  would  be  Popular.  The  Girls 
all  said  "Oh  my!"  when  They  saw  it,  but  when 
They  ate  it  They  said  ''Oh  Me!"  It  tasted 
something  Fierce.  When  this  young  Fellow 
came  again  he  got  the  Frosty  Mitt  (whatever 
That  may  be),  and  He  found  the  Girls  start- 
ing out  skating  with  the  other  Boys.  He  had 
saved  a  few  Cents  on  the  Candy,  but  He  had 
lost  his  Prestige,  and  That  is  a  bad  Thing 
to  lose.     He  felt  all  Cut  up.     He  thought  it 
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over,  then  He  borrowed  some  Cash  and  bought 
each  Girl  a  box  of  Huyler's  and  had  Them 
sent  arotuid  to  their  Houses.  After  a  few  Days 
he  went  to  call,  and  instead  of  the  Frosty 
Mitt,  he  received  the  Glad  Hand  "and  then 
Some,"  and  now  He  has  Prestige  enough  to 
fill  a  Bam.  Moral :  Get  the  best.  Get  Huyler's. 
Get  it  at 

FARHINGTON'S  DRUG  STORE. 
In  the  next  chapter  I  am  going  to  tell  all 
about  the  advertising  I  used  at  one  time  and 
another  to  get  business  for  special  days  and 
occasions,  like  Christmas,  New  Years,  Easter, 
etc.,  etc. 


All  such  days  or  events  bring  chances  for 
increased  sales,  and  the  reason  more  druggists 
do  not  get  their  share  of  the  extra  business  is 
simply  because  they  do  not  go  after  it. 

With  better  sales  and  more  money  and 
better  help  in  the  store  I  was  able  to  do  better 
advertising.  Of  course  I  could  not  give  the 
customers  the  personal  attention  they  got  in 
the  earlier  days,  but  I  never  did  believe  in 
cheap  help' and  I  preferred  to  pay  good  wages 
for  a  good  man  rather  than  take  a  poor  man 
or  boy  at  any  figure. 

(Jo  be  continued  in  April.) 


A  NEWS  BULLETIN  BOARD  IN  FRONT  OF  THE  STORE. 

Brcaaa   &   Wllaoa.  ol  Cmmbrliim,  Ohio.   Obtain  tmhitmphlc  Fmm  Baporto   Fonr  TlmM 

■  Day  sad  F««t«r«  ncm  oa  tha  Sldawnlk— Stor*  Aim.  ar*  Workad  la.  Too,  aad 

Iba  S«hana  Baa   Provad  a  Raaiarkabla  Snooaaa. 

By  SAMUEL  SCHLUP,  rb.O. 


I  have  read  for  a  number  of  years  the  inter- 
esting articles  in  the  Bulletin  under  the  head 
of  "My  Best  Advertising  Scheme."  Let  me 
tell  you  of  a  scheme  we  have  been  using  for 


Bwmwl  SchlDii. 


the  past  six  months  and  which  has  brought 
good  results  as  a  live  one! 

We  have  arrangements  made  with  the  lead- 
ing daily  newspaper  of  the  city  by  which  it 


supplies  us  with  large  news  bulletin  blanks 
bearing  its  title  on  top — "The  Jeffersonian 
Bulletin."  At  four  different  periods  of  the 
day  this  paper  receives  wire  news  from  the 
United  Press  system.  These  they  'phone  us 
in  brief  form  and  we  immediately  place  them 
on  the  bulletin  board  in  front  of  the  store. 
Thus  we  supply  the  people  with  the  latest, 
livest  and  best  news  service  of  the  city. 

AN  ATTRACTIVE  AD. 

This  attracts  wide-spread  interest  and  atten- 
tion and  is  one  of  the  most  popular  and  sought 
after  things  by  the  people  whenever  they  are 
up  town.  They  learn  to  call  the  store  by 
'phone  asking  about  the  returns  of  an  election, 
the  results  of  a  ball  game,  or  the  truth  about  a 
local  story  which  has  broken  loose.  It  has  be- 
come so  popular  that  any  one  hearing  a  piece 
of  news  will  'phone  the  store  so  that  it  can  be 
placed  on  the  bulletin  board.  In  this  manner 
our  telephone  number  is  remembered  by  the 
majority  of  the  people.  Many  traveling  men 
that  "make"  the  store  are  so  interested  in  this 
form  of  advertising  and  its  complete  success 
that  if  they  hear  any  news  of  interest  while  on 
their  route,  they  'phone  or  wire  us  at  once. 

Directly  below  the  news  itself  on  the  bul- 
letin, and  without  any  space  between,  we  al- 
ways have  what  we  call  a  store  bulletin  with 
the  headline,  "Brenan  &  Wilson's  Special  Bui- 
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letin."  On  this  we  use  clippings  from  late 
magazine  advertisements  of  the  drugs  and  sun- 
dries which  we  carry  in  stock,  and  straight 
"dope"  to  the  people  of  what  is  doing  in  the 
store.  We  try  to  make  our  ads.  "carry"  to 
the  minds  of  readers  so  they  will  not  be  for- 
gotten, and  we  draw  them  up  in  a  catchy  man- 
ner so  as  to  make  them  amusing  and  pleasing. 
For  example,  when  the  show  "Alma,  Where 
Do  You  Live?"  visited  our  city  we  used  the 
following  on  the  bulletin  board : 


BULLETIN. 

Alma,  Where  Do  You  Live?  He 
Wants  To  Send  You  a  Box  of  Liggett's 
Chocolates. 


Many  ^''^^rchants  in  other  lines,  as  well  as 
the  local  theater  managers,  have  tried  to  buy 
this  space  below  the  regular  news  bulletin,  but 
it  is  not  for  sale. 

Seasonable  drugs  are  mentioned  on  this 
space  each  day,  as  well  as  new  drugs  and  sun- 
dries  which  we  get  in  stock  or  wish  to  push. 
At  certain  times  during  the  day,  the  street  in 
front  of  the  bulletin  board  becomes  almost 
blockaded.  People  say,  "Well,  let's  see  what's 
on  the  bulletin." 

Since  the  installation  of  the  bulletin,  we  find 
that  it  has  done  more  good  than  newspaper 
ads.  or  house-to-house  distribution.  It  puts 
the  article  before  the  people  right  at  the  place 
where  they  can  procure  it,  and  that  is  what 
brings  results! 


"MY  MOST  EXCITING  EXPERIENCE." 

DlspenslDtf  Oxalic  Add  iDstead  of  Boric — Severe  Bvrns  from  Nitric  Add  Narrowly  Averted 

— Mlsvnderstandlntf  m  Foreltfaer  Proves  Embarrassing — Several  Attempts  at  Svldde— 

One  Man  Swallows  an  Ovnce  off  Veronal*  Another  Takes   Arsenic*  while  a 

Third  Fellow  Drinks  Landanvm- Some  Very  Trying 

Sitvatlons  for  m  Drv^lst. 


A  CASE  OF  MISTAKEN  IDENTITY. 
By  Frank  Glando,  Oakland,  Gal. 

The  following  story  will  demonstrate  how 
near  I  came  to  getting  into  trouble,  and  goes 
to  show  that  there  is  a  God,  too,  for  drug 
clerks.  It  also  proves  the  strict  necessity  of 
always  looking  twice  at  the  labels  of  bottles 
and  the  jars  of  drugs  used. 

A  long  time  ago  I  had  occasion  to  make  a 
gallon  of  boric  acid  solution,  which  we  always 
keep  on  hand.  So  I  got  the  jar  of  boric  acid 
crystals,  and  was  cocksure  I  had  it.  Being 
quite  familiar  with  the  store,  I  merely  glanced 
sideways  at  the  jar,  and  noticing  the  word 
acid,  weighed  out  6  ounces  of  the  crystals, 
which  superficially  looked  about  the  same  as 
boric  acid.  I  placed  the  salt  in  an  enamel 
saucepan  with  water,  boiled  it,  and  filtered  the 
solution  into  a  gallon  bottle. 

The  next  day  I  had  occasion  to  use  the  pan 
for  an  infusion.  To  my  great  surprise  I  no- 
ticed that  the  enamel  inside  was  practically  all 
corroded.  The  bottom  was  burned  out,  ex- 
posing the  iron. 


Suddenly  a  thought  flashed  to  my  mind.  I 
ran  to  see  the  stock  jar  of  what  I  had  used, 
and  to  my  great  astonishment  I  found  out  I 
had  made  a  solution  of  oxalic  instead  of  boric 
acid. 

I  reached  for  the  gallon  bottle  of  the  solu- 
tion I  had  made.  Here  again  I  was  terrified 
to  see  about  a  pint  of  the  solution  gone.  You 
can  imagine  how  I  felt.  My  hair  stood  up 
straight.  I  had  cold  and  hot  perspiration  al- 
ternately, and  my  legs  felt  as  if  I  had  run  a 
marathon  race.  I  had  visions  of  some  poor 
devil  washing  his  eyes  with  oxalic  acid  solu- 
tion, and  was  thinking  how  soon  it  would  be 
before  I  would  be  working  in  the  jute  mill. 
Anyway,  it  was  time  for  action. 

I  dumped  out  the  oxalic  solution  into  the 
sink  and  immediately  made  a  gallon  of  boric 
acid  solution.  This  time  I  looked  at  the  label 
three  times,  and  then  looked  at  it  again.  Next 
I  telephoned  to  the  other  clerk  who  had  the 
night  shift,  as  I  thought  nobody  but  him  had 
dispensed  the  solution.  I  found  that  he  had 
filled  a  prescription  from  Dr.  B.,  an  eye  spe- 
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cialist,  together  with  some  eye  drops  for  a  Mr. 
A.  The  medicines,  he  said,  were  all  ready 
and  wrapped  up  and  paid  for,  but  the  customer 
would  not  call  till  the  following  evening.  The 
package,  he  added,  lay  in  the  corner  of  a  show- 
case. 

Well,  you  should  have  heard  the  yell  I  let 
out  as  I  hung  up  the  receiver.  I  made  for 
that  package  in  a  hustle  and  changed  the  bottle. 
Maybe  I  wasn't  happy!  Believe  me,  "never 
again." 

I  may  add,  however,  that  I  would  never 
have  made  such  a  blunder  if  the  apprentice  in 
the  store  had  not  changed  the  stock  bottles  of 
these  acids  while  he  was  cleaning  them. 

But  always  look  again,  anyhow! 


ounce  of  veronal  at  a  dose,  and  death  was  due 
to  poisoning  by  the  drug. 

Requests  for  veronal  I  now  treat  with  the 
strictest  caution. 


AN  OUNCE  OF  VERONAL  PROVES  FATAL. 

By  W.  a.  L.  Williams,  Adelaide,  South  Australia 

This  experience  may  not  appear  so  appalling 
in  cold  type,  but  I  assure  you  it  was  exciting 
to  me. 

About  ten  o'clock  one  morning,  a  man 
walked  into  the  shop  and  asked  for  a  hypo- 
dermic tablet  of  morphine,  j4  grain,  for  sleep- 
lessness. I  refused.  Then  he  asked  for  ver- 
onal, saying  he  had  used  it  before.  I  complied, 
and  as  he  said  he  was  traveling,  handed  him 
an  original  ounce  packet.  He  also  asked  for 
something  for  his  nerves.  I  gave  him  a  bro- 
mide mixture. 

The  next  morning  I  was  called  in  to  inter- 
view a  constable,  who,  after  carefully  un- 
wrapping a  parcel,  produced  my  bottle  and  the 
empty  veronal  packet.  There  was  nothing  to 
do  but  admit  the  sale.  Then  I  was  informed 
that  my  customer  was  lying  dead  in  a  certain 
coffee  palace. 

These  words  cannot  describe  my  feelings. 
I  managed  to  secure  a  portion  of  the  medicine 
which  still  remained,  and  after  a  rapid  analysis 
assured  myself  there  was  not  a  mistake  in  the 
mixture.  I  was  then  conducted  to  the  coffee 
palace  to  view  the  deceased,  who  was  still 
lying  partly  dressed  on  his  bed.  I  did  not  de- 
rive an  immense  amount  of  pleasure  from  that, 
however.  Then  followed  a  summons  and  the 
inquest,  during  which  I  was  cross-examined  as 
to  contents  of  the  bottle  and  various  details  of 
the  sale,  the  questions  not  conducing  to  a  very 
happy  frame  of  mind  for  the  witness.  It 
transpired  that  the  man  had  taken  the  whole 


A  WHARF  LABORER  SWALLOWS  ARSENIC. 

By  Charles  Palliser,  Wellington,  N.  Z. 

Over  a  year  ago  I  had  a  very  lively  time. 
It  was  just  after  midday.  Several  workmen 
were  passing  homewards,  the  neighboring 
schools  were  just  out  and  the  children  were 
going  by  in  groups.  A  man  came  in  and  asked 
for  some  arsenic,  saying  he  wanted  to  kill  some 
cats.  We  offered  to  let  him  have  Prussic  acid, 
but  he  demanded  arsenic.  He  brought  a  wit- 
ness with  him,  and  the  pair  signed  the  neces- 
sary poison-sale  sheet.  On  handing  him  the 
arsenic,  which  we  had  dispensed  in  two  cachets 
of  10  grains  each,  I  was  astonished  to  see  him 
deliberately  put  one  into  his  mouth  and  swal- 
low it. 

In  less  time  than  it  takes  to  write  it  an 
emetic  was  administered.  A  group  quickly 
gathered  at  seeing  me  struggling  with  the  big, 
burly  wharf  laborer.  Among  the  interested 
spectators  appeared  a  medical  man,  who  then 
took  charge  of  the  case  and  sent  the  patient 
off  to  the  hospital.  Police  authorities  were  in 
for  statements  in  case  of  death,  but  it  hap- 
pened none  were  necessary.  By  the  free  use 
of  a  stomach  pump  the  man  regained  con- 
sciousness that  evening. 
•  I  have  sold  arsenic  since  then,  but  always 
take  any  amount  of  precautions! 


A  WOULD-BE  SUICIDE. 

By  S.  L.  McDowell,  Camden,  Alabama. 

About  six  months  ago  I  came  into  the  store 
after  dinner  and  started  to  straighten  up 
things.  In  a  few  minutes  Dr.  Bonner,  the 
proprietor,  entered  and  told  me  that  he  was 
going  down  the  street  a  few  minutes,  and  if 
anybody  wanted  him  to  let  him  know. 

Just  after  he  left,  a  man,  who  was  some- 
what drunk,  came  in  and  said:  "Say,  son, 
have  you  any  laudanum?"  "Yes,"  said  I. 
"Let  me  have  a  ten-cent  bottle,  and  pull  the 
stopper  out  so  that  I  can  take  a  dose." 

I  did  as  he  asked  me,  and  when  I  handed 
him  the  bottle  he  put  it  to  his    mouth  and 
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drank  the  whole  contents.  "Are  you  crazy?" 
I  cried,  "or  are  you  trying  to  commit  suicide?" 
He  said  it  would  not  hurt  him  in  the  least. 
He  also  told  me  that  he  was  feeling  badly  and 
was  going  back  to  the  hotel,  a  quarter  of  a 
mile  from  our  store,  to  retire. 

About  five  minutes  after  he  reached  the 
hotel,  our  telephone  bell  gave  a  quick,  loud 
ring.  I  put  the  receiver  to  my  ear,  but  be- 
fore I  could  say  hello  a  boy  at  the  hotel  asked 
me  whether  Dr.  Bonner  was  in.  I  said  no, 
but  added  that  I  could  get  him  in  a  minute  if 
he  wanted  him.  Then  he  told  me  to  tell  him 
to  come  to  the  hotel  at  once  as  a  man  was  up 
there  about  to  die. 

I  closed  the  store  and  ran  down  the  street 
as  hard  as  I  could  to  get  Dr.  Bonner.  When 
I  told  him  who  wanted  him  and  what  he  had 
drunk,  he  grabbed  his  saddlebags,  jumped  on 
his  horse,  and  hurried  to  the  hotel  just  as  fast 
as  he  could. 

I  closed  up  the  store  and  hastened  to  the 
hotel  also.  I  got  there  in  time  to  help  Dr. 
Bonner  some.  After  a  great  deal  of  work  we 
brought  Mr.  Blank  to,  the  very  man  who  had 
drunk  the  laudanum. 


A  MISHAP  WITH  NITRIC  ACID. 

By  John  A.  Kennedy,  Ridgetown,  Ontario. 

Recently  an  accident  happened  which  I  am 
not  likely  to  forget. 

It  was  late  on  Saturday  night,  and  since 
only  a  few  customers  were  dropping  in,  th'e 
boss  took  advantage  of  this  to  slip  out  for  a 
few  minutes.  During  his  absence  a  man,  a 
stranger  to  me,  came  in  and  asked  for  half  an 
ounce  of  nitric  acid  and  handed  me  a  bottle  to 
put  it  in. 

He  was  a  man  who  seemed  to  know  more  or 
less  about  drugs,  and  was  going  to  use  this 
acid  to  make  up  an  ointment  which  appeared 
to  me  would  be  quite  similar  to  citrine  oint- 
ment. Judging  from  what  he  said,  it  would 
cure  nearly  everything  on  earth  where  an  oint- 
ment could  be  applied,  from  sore  eyes  to  a  bog 
spavin. 

I  filled  his  bottle,  and  after  corking  it  well 
commenced  removing  the  acid-eaten  label  with 
my  jack-knife  to  replace  it  with  a  new  one. 
While  I  was  scratching  away,  and  at  the  same 
time  talking  to  my  customer,  the  bottle  broke, 


and  the  contents  were  thrown  in  my  face,  par- 
ticularly in  one  eye.  I  had  had  a  bottle  break 
in  my  hands  before  while  putting  in  the  cork, 
but  this  was  entirely  new  to  me. 

In  about  five  seconds,  if  I  remember  right, 
many  things  flashed  through  my  mind,  and  I 
must  acknowledge  I  never  used  my  brain  so 
quickly  in  all  my  life  as  I  did  then.  Books 
with  all  their  instruction  as  how  to  counteract 
an  acid  were  of  no  value  to  me.  It  was  up  to 
me  to  think.  The  lime-water  bottle  was  a 
little  ways  from  me,  and  the  contents  of  this 
I  poured  into  my  eye,  never  for  once  thinking 
of  the  cost  of  the  article,  until  I  didn't  know 
which  hurt  the  most,  the  lime-water  or  the 
acid. 

Then  I  put  aqua  ammonia  on  my  face  until 
the  fumes  nearly  suflFocated  me,  as  I  thought 
this  would  be  the  better  of  the  two;  but  I 
didn't  dare  to  put  it  in  my  eye.  It  did  the 
work  well.  Although  I  had  a  bad  looking 
eye  and  a  slightly  burnt  face,  I  came  out  fine 
with  the  advice  of  the  doctor  later. 

Everything  is  well  that  ends  well,  but  the 
proverb  is  of  little  encouragement  to  an  im- 
periled man  who  doesn't  know  how  things  are 
likely  to  end.  I  would  rather  not  go  through 
the  same  experience  again. 


HAIR  TONIC  FOR  THE  NERVES. 

By  C.  H.  Monahan,  New  Rochelle^  N.  Y. 

A  girl  came  into  the  store  in  which  I  am  em- 
ployed and  obtained  a  bottle  of  toilet  water. 
She  also  asked  me  for  a  good  tonic  for  her 
head.  She  could  not  talk  good  English,  being 
a  foreigner,  so  she  pointed  to  the  top  of  her 
head  and  put  her  hand  on  it,  and  I  thought 
she  wanted  a  good  hair  tonic. 

I  tried  to  explain  to  her  how  to  use  it  and 
gave  it  to  her  with  much  satisfaction,  thinking 
nothing  more  about  it  until  the  next  day,  when 
her  madam  called  up  on  the  telephone  and  said 
the  girl  wanted  a  good  tonic  for  her  nerves 
and  had  taken  a  large  tablespoonful  of  the 
hair  tonic  I  had  given  her. 

As  the  preparation  was  of  a  proprietary 
nature,  Idid  not  know  what  to  give  as  an  anti- 
dote, so  I  told  her  to  ask  the  girl  whether  she 
felt  any  bad  effects.  She  said  no;  so  I  told 
her  I  guessed  it  wbuld  cure  her  nerves  all 
right,  but  advised  that  she  take  no  more  of  it. 
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DOLLAR  IDEAS 


and  the  left  hand  on  the  raiser.  He  inserts 
the  flange  under  the  barrel  and  pulls  with  the 
right  hand.     The  barrel  tips  easily. 


*  A  DEVICE  FOR  HANDLING  BARRELS. 

/.  C.  Reese,  Newton,  Kansas:  The  accom- 
panying etchings  illustrate  a  very  useful  home- 
made device  to  be  used  for  raising  a  heavy 
barrel  and  keeping  it  elevated  sufficiently  to  al- 


Thia  etchiiv  shows  the  oonstiiictioii  of  the  lifter. 

low  a  gallon  measure  to  be  inserted  under  the 
faucet.  I  have  used  several  of  the  lifters  for 
some  time  and  would  not  be  without  them. 
The  measurements  are  as  follows : 

Rockers  A  and  B  ai^  2  by  12  by  33  inches. 

Cross-beams  C  and  D  are  2  by  8  by  13^ 
inches. 

Cavity  E  is  a  hollow  place  cut  out  to  fit  the 
barrel. 

Projection  F  is  a  heavy  piece  of  iron  bent  at 


On  the  riffht  will  be  seen  the  lifter  in  action ;  on  the  left,  at  test. 

right  angles.     It  is  2  inches  wide  where  the 
screws  go  through  and  8  inches  high. 

Plate  No.  2  shows  the  method  of  raising  the 
barrel  and  the  position  after  it  is  raised.  To 
lower  the  barrel  on  to  the  "sled,"  the  man 
stands  facing  the  faucet  with  the  lifter  directly 
in  front  of  him,  the  right  hand  on  the  faucet 


A  QUICK  METHOD  OF  MAKING  ELIXIR  OF 

TERPIN  HYDRATE. 

/.  C.  Arthur  St.  James,  Fort  Morgan,  Colo. : 
Having  occasional  orders  for  elixir  of  terpin 
hydrate  and  heroin  N.  F.  in  gallon  quantities, 
I  always  found  dissolving  the  terpin  hydrate  in 
the  alcohol  a  very  slow  process,  tables  of  solu- 
bility to  the  contrary  notwithstanding. 

At  first  it  was  foimd  that  heating  the  alco- 
hoi  and  the  terpin  hydrate  in  a  flask  was 
quicker.  But  this  was  more  or  less  dangerous, 
besides  entailing  waste  of  alcohol.  So  it  oc- 
curred to  me  to  take  advantage  of  the  low 
melting  point  of  terpin  hydrate,  by  dissolving 
it  in  hot  glycerin.  The  idea  worked  better 
than  expected.  I  now  take  about  one-fourth 
of  the  amount  of  glycerin,  heat  it  in  a  shallow 
dish  to  about  100®  C,  then  quickly  stir  in  the 
terpin  hydrate,  which  dissolves  at  once.  The 
balance  of  the  glycerin  is  added,  which,  though 
cold,  does  not  cause  the  least  separation.  The 
alcohol  and  other  ingredients  are  then  added 
in  accordance  with  the  formula.  The  entire 
operation,  apart  from  heating  the  glycerin, 
does  not  take  five  minutes. 

I  make  one  change  also  in  the  official  pro- 
portions. I  use  exactly  equal  parts  of  alcohol 
and  glycerin  and  have  foimd  that  in  the  cold- 
est weather  not  the  least  separation  of  terpin 
hydrate  takes  place.  It  is  best  to  specify 
powdered  terpin  hydrate,  which  comes  in  a 
fluffy,  light  form,  in  preference  to  the  crystals 
usually  sent.  The  powder  dissolves  much 
more  quickly.  This  suggestion  of  course  ap- 
plies to  all  of  the  N.  F.  elixirs  of  terpin 
hydrate. 

FILLING  NARROW-NECKED  BOTTLES  IN 

THE  COLD. 

Nicholas  Fox,  Ph.C,  Spalding,  Nebraska: 
In  filling  narrow-necked  bottles  in  cold  weather 
with  a  heavy,  thick  liquid,  the  neck  of  the  bot- 
tle has  a  tendency  to  close,  causing  waste  and 
loss  of  time.  This  trouble  can  easily  be  pre- 
vented by  holding  the  neck  of  the  bottle  to  be 
filled  in  the  flame  of  an  alcohol  lamp  for  a 
short  time.  Don't  use  a  match.  It  smokes 
the  bottle. 
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LETTERS 


This  is  where  our  readers  exchange  opinions  and 
practical  suggestions  with  one  another.  The  Editors 
are  always  glad  to  receive  short  letters  on  subjects  of 
mutual  interest. 

THRER  USEFUL  SUGGESTIONS. 

To  the  Editors: 

I  am  not  going  to  tire  you  by  oflFering  a  new 
way  of  preparing  salvarsan  solution.  But  the 
suggestion  I  am  presenting  may  be  the  means 
of  saving  some  one  money  and  annoyance. 

LOOK  OUT  FOR  TROUBLE  WITH  SALVARSAN ! 

On  page  38  in  the  advertising  section  of 
the  Bulletin  of  Pharmacy  for  December 
appears  a  warning,  "Goods  offered  from  Can- 
ada or  England  are  not  licensed  for  resale  in 
the  United  States."  Some  dispensers  do  not 
pay  enough  attention  to  little  things,  and  do 
not  know  whether  their  jobbers  are  supplying 
salvarsan  obtained  from  Victor  KoechI  &  Co. 
with  their  label  and  guarantee. 

Lately  there  have  been  many  complaints  and 
requests  for  refunds  on  salvarsan,  the  product 
yielding  a  green  solution  under  the  most  asep- 
tic conditions.  Knowing  that  the  product  is 
faulty,  you  are  surely  unable  to  take  issue  with 
the  physician.  This  is  why  you  should  test 
the  product  before  it  goes  out. 

After  the  faulty  product  has  left  your  store, 
the  chances  are  that  you  will  encounter  some 
inconveniences  and  delays  before  you  will  be 
reimbursed.  You  will  need  to  seek  a  letter 
from  the  busy  physician  and  from  the  whole- 
salers. After  all,  suppose  your  product  was 
not  legitimate?  Do  you  not  think  this  a  much 
easier  and  wiser  course,  namely,  when  you 
receive  your  tubes  from  the  jobber  to  dip  them 
in  a  solution  of  1  to  1000  or  1  to  2000  mer- 
curic chloride?  Then  by  a  close  examination 
you  will  be  able  to  see  whether  the  tubes  are 
defective.  Flaws  are  indicated  by  the  appear- 
ance of  the  greenish-yellow  coloration  around 
those  unaccountable,  pernicious  and  very  mi- 
nute perforations  which  have  proved  one 
source  of  my  trouble.  By  returning  such  tubes 
to  the  jobber  immediately  trouble  is  prevented. 

as  to  chewing  gum. 

Nearly  every  one  has  a  fad  of  some  kind. 
Mine  seems  to  be  that  of  noticing  little  things 


too  freq^^ntly  overlooked.  I  have  been  very 
much  impressed  by  the  amount  of  chewing 
gum  sold  at  the  cashier's  stand  in  restaurants 
and  at  soda  fountains  by  merely  breaking  the 
packages  into  individually  wrapped  pieces  ajid 
displaying  them  in  a  large  bowl  with  a  neatly 
lettered  card :  *'One  cent  apiece.''  As  the  bowl 
is  under  the  observation  of  the  cashier,  many 
steps  are  saved  others.  At  the  same  time  it 
affords  an  effective  way  of  collecting  pennies, 
and  in  the  case  of  stores  serves  as  a  means  of 
catching  the  odd  cents  returned  to  the  cus- 
tomer in  change. 

improvised  vaccination  shields. 

The  thick,  square,  aseptic  bunion  pads  will 
serve  for  vaccination  shields,  answering  the 
purpose  admirably.  Furthermore,  they  are 
very  economical,  especially  in  large,  poor  fam- 
ilies, and  when  the  physician  does  the  work  at 
his  own  expense.  Joseph  Hart. 

Portland,  Oregon. 


CATCHING  AN   OVERDOSE   OF   DIGITALIS. 

To  the  Editors: 

This  incident  being  extremely  unique,  and 
my  feelings  somewhat  aroused  thereby,  I 
thought  I  would  give  vent  to  the  resentment 
that  rages  within  me  every  time  I  think  of  the 
subject  by  writing  you. 

A  few  days  ago  we  received  the  following 
prescription  from  a  physician  who  makes  the 
treatment  of  foot  troubles  his  specialty: 

Potassium   citrate 5  drachms. 

Potassium  acetate  5  drachms. 

Sodium  phosphate 5  drachms. 

Tincture  of  hyoscyamus 2  drachms. 

Fluidextract  of  digitalis, 
Fluidextract  of  uva  ursi,  aa  q.  s. 
to  make 4  ounces. 

Sig. :  1  drachm  every  three  hours. 

The  physician  was  called  upon  the  phone, 
and  the  following  dialogue  between  him  and 
me  took  place : 

"Hello,  Doctor,  we  have  one  of  your  pre- 
scriptions calling  for  fluidextract  of  digitalis. 
I  was  taught  that  the  average  dose  of  fluid- 
extract  of  digitalis  was  only  one  single  minim." 

To  which  he  relied,  "Are  you  sure?  I 
think  you  are  mistaken,'* 

"Pardon  me,  Doctor,  perhaps  you  refer  to 
the  infusion  of  digitalis.  That  can  be  admin- 
istered in  two-drachhi  doses." 
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"Oh,  well,  then.  Thank  you.  Put  that  in 
instead," 

This  goes  to  show  that  physicians  should 
leave  dispensing  to  those  who  are  most  capa- 
ble and  fitted  to  do  that  special  work.  If  this 
doctor  did  his  own  dispensing,  and  did  not 
have  a  pharmacist  to  act  as  his  safety  brake, 
his  patient  would  now  be  crossing  the  River 
Jordan.  Samuel  H.  Fritz,  Ph.G. 

Cleveland.  Ohio. 


Blakely,  taking  his  monthly  intellectual  diver- 
sion at  the  desk  back  in  the  prescription  de- 
partment. Sam  H.  Zimmerman. 
Lodi.  Cat. 


APERIENT  WATER  IN  THE  WINDOW. 
To  the  Editors: 

Maybe  you  can  use  the  following  to  help  out 
some  other  drug  clerk  who  is  "up  against  it" 
when  he  wants  something  that  will  attract  the 
people's  attention  and  open  their  purses.  It 
worked  fine  for  me. 

First  I  filled  the  bottom  of  my  window  about 
one  inch  deep  with  dirt  out  of  our  back  yard. 


I  made  two  mounds  in  the  center  to  represent 
two  graves.  I  used  heavy  white  cardboard  to 
represent  the  headstones  and  printed  thereon : 


d  of  Plulo  W»t«r, 
k  to  E[»om  SalU 


HOW  HE  L00KS1 
To  the  Editors: 

The  enclosed  picture  will  show  you  how  we 
look  when  reading  the  Bulletin  of  Phar- 
UACY — a  journal  which  we  enjoy  very  much. 
This  shows  the  prescription  clerk,  Mr.  Frank 


UuT  and  JOHK  SuiTB 
Bom  Sept.  SI,  ISET. 
Died  Frt.  19.  1891. 


A  small  display  of  Pluto  Water  appeared  in 
the  two  back  corners  with  price  tag. 

This  display  sold  Pluto  Water,  and  that 
window  was  the  talk  of  the  town  for  a  month 
dfter  I  changed  it.  Even  a  year  later  people 
still  mention  it  when  they  buy  Pluto— say  they 
want  "the  kind  that  keeps  them  out  of  the 
graveyard." 

I  always  watch  for  the  Bulletin,  because 
I  always  find  something  new  that  helps  me  out 
every  month.         C.  E.  Pettyjohn,  Ph.G. 

Farmington,  111. 


DEALING  WITH  INSURANCE  ADJUSTERS. 
To  the  Editors: 

The  adjustment  of  insurance  following  the 
recent  drug-store  fires  in  North  Dakota  made 
it  plain  to  me  that  the  average  country  drug- 
gist is  not  very  well  equipped  to  deal  with  the 
insurance  adjuster  in  such  matters. 

It  seems  to  be  the  common  error  of  the 
druggist  who  loses  his  stock  by  fire,  when 
asked  about  his  gross  profits,  to  name  alto- 
gether too  low  a  figure.  Consequently  he  does 
not  get  sufficient  pay  for  the  amount  of  stock 
lost.  In  this  connection  I  might  give  you  a 
plan  which  I  have  suggested  to  one  or  two  of 
my  customers  who  have  recently  started  in 
business,  namely,  that  on  each  Saturday  they 
keep  a  record  of  every  article  sold  with  the 
cost  and  selling  price  in  order  to  establish  a 
basis  from  which  to  figure. 

Of  course,  this  will  be  of  very  little  inter- 


126 


BULLETIN  OF 


est  to  the  larger  firms  who  keep  a  complete  set 
of  books,  but  it  is  a  fact  that  a  great  majority 
of  the  country  druggists  do  not  keep  a  set  of 
books  that  will  furnish  any  information  in  a 
case  of  this  kind.  I  simply  offer  this  as  a  sug- 
gestion. P.  M.  Ghice. 
Fargo,  N.  D. 


A  HUNTING  TROPHY. 
To  the  Editors: 

I  am  sending  you  a  snapshot  showing  the 
trophy  of  my  1911  moose  hunting  trip.  This 
is  one  of  the  handsomest  heads  I  ever  saw, 
although  not  at  all  in  the  "record  class"  for 
spread,  which  is  42^2  inches.  But  the  blades 
are  turned  up  very  sharply  with  a  very  hand- 
some curve,  18  points,  pan  llVa  inches  wide. 
The  scalp  is  the  blackest  I  ever  saw,  and  the 
antlers  are  of  a  dark  mahogany  hue.  Alto- 
gether it  is  simply  a  beauty,  and  I  am  very 


rjety  of  the  dog  species  before,  and  she  was 
very  much  astonished  and  captivated  by  it. 
Returning  home  she  began  to  relate  her  ex- 
perience with  a  good  deal  of  enthusiasm  to  her 
mother.  The  mother  didn't  get  a  very  clear 
idea  at  first  of  what  sort  of  a  dog  her  little 
daughter  had  seen,  and  she  asked  her  how  big 
it  was.  "Why,  mama,"  said  the  youngster, 
after  hesitating  a  moment  to  clarify  her 
thoughts,  "it  was  just  about  two  dogs  long  and 
half  a  dog  high!"  W.  N.  Thayer. 

Brooklyn,  N.  Y. 


proud  of  it,  although  it  is  only  one  of  quite  a 
number  I  have  shot.  But  it  is  the  best,  prob- 
ably the  best  I  will  ever  get  a  shot  at.  I 
thought  some  of  the  Bulletin  readers  might 
care  to  see  how  a  knight  of  the  mortar  spends 
his  holidays.  I'm  quite  as  handy  with  the  rifle 
as  with  the  pestle. 

The  photograph  reproduced  in  the  illustra- 
tion is  amateur  work  and  is  done  with  a  cam- 
era which  is  part  of  my  woods  equipment. 

Bridgetown,  N.  S.  W.  A.  WaRREN. 


DESCRIBING  A  DRUG-STORE  DOG. 

To  the  Editors : 

Down  in  this  neck  of  the  woods  the  other 
day  a  little  girl  saw  a  Dachshund  in  a  drug 
store.     She  had  never  seen  this  particular  va- 


SIHPLE  METHOD  OP  MAKING  PRICE  CARDS. 
To  the  Editors : 

Here  is  an  idea  which  has  saved  me  quite  a 
little  money  and  time.  For  making  price  tags 
I  use  a  calendar,  preferably  one  with  large  fig- 
ures for  each  date.  Instead  of  throwing  such 
calendars  away,  I  save  them,  and  with  a  piece 
of  carbon  paper  trace  the  figures  on  cardboard, 
then  fill  in  with  outlines  with  any  color  of  ink 
I  may  desire.  Any  one  who  can't  print  will 
find  this  simple  device  quite  useful. 

These  price  cards  play  quite  an  important 
part  in  the  window  and  may  be  used  on  post- 
card racks.  Luther  E.  McNeill. 

Wilmington,  Del. 


WHAT  WOULD  YOU  CHARGE? 
To  the  Editors : 

What  would  be  charged  for  the  following 
prescription  according  to  the  N.  A.  R.  D.  price 
system  ? 

Strychnine  sulphate  ii  grain. 

Extract  of  aloin 8  grains. 

Extract  of   belladonna 6  grains. 

Extract  of  cascara 34  grains. 

Make  4S  pills.  FoRD. 

[Note  bv  the  Editors. — It  may  be  interesting  to  have 
our  readers  say  what  price  they  think  ought  to  be 
made  on  this  prescription.     Let  us  hear  from  you.] 


WE  ARE  QUITE  ENCOURAGEDI 
To  the  Editors; 

I  read  your  editorial  in  the  January  Bul- 
letin on  "None  so  blind  as  those  who  won't 
see,"  and,  as  they  say,  it  struck  me  in  the  right 
place.  I  have  decided  to  close  at  8  o'clock  in 
the  evening  as  soon  as  the  post-office  closes — 
for  it  is  here  in  the  store.     As  to  Sunday  dos- 
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ing,  I  have  not  yet  figured  out  a  plan,  but 
think  I  shall  close  from  9  to  12  a.m.  and  from 
5  to  9  P.M. 

You  may  think  that  your  everlasting  ham- 
mering on  the  subject  of  shorter  hours  is  all  in 
vain,  but  it's  not  so.     Keep  the  good  work  up. 

Chouteau,  Montana.  R-  R-  MelTON. 


SHE  WANTED  IT  FINE! 
To  the  Editors: 

The  attached  order  deserves  reproduction  in 


^?kK^/^^*^^ 


your  collection  of  freaks.     Did  she  get  what 
she  wanted  ?    Most  assuredly ! 

White  Rock,  South  Dakota.    GeorGE  Winans. 


A  STIFF  ONE  I 
To  the  Editors: 

I  am  sending  you  an  original  note  received 


the  other  day.    I  would  like  to  have  your  read- 
ers decipher  it.     It  certainly  is  a  corker! 

Steelton,  Pa.  T.  PrOWELL. 


THE  FINISHING  TOUCH! 

■ 

To  the  Editors : 

We  find  the  Bulletin  full  of  profitable 
suggestions  as  well  as  more  or  less  humorous 
articles.  The  illustrated  descriptions  of  vari- 
ous drug  stores  over  the  world  are  also  very 
interesting  to  the  busy  druggist  who  hasn't  the 
time  and  usually  not  the  means  to  indulge  in 
the  travel  necessary  to  visit  the  scenes  in  per- 
son. Altogether  we  would"  feel  that  our  drug 
store  was  not  complete  without  the  monthly 
visit  of  the  Bulletin! 

Santa  Rosa,  Cal.      The  HahmaN  DrUG  Co. 


FLORAL  DEPARTMENT. 


I  had  rather  miss  a  picnic,  a  nice  banquet, 
or  almost  anything  else  than  to  miss  a  single 
copy  of  the  Bulletin — 2l  journal  that  is 
unique  among  all  pharmaceutical  periodicals 
because  it  is  interesting  and  instructive 
throughout  from  cover  to  cover. 

DaUas,  Texas.  CORNELIUS  BeUKMA. 

I  like  the  Bulletin  for  many  reasons.  Its 
large  type,  the  good  quality  of  the  paper,  and 
the  clear  illustrations  all  appeal  to  the  eyes  of 
one  who  in  his  78th  year  and  59th  in  the  drug 
business  does  not  see  as  clearly  as  he  once  did. 

Bellefonte,  Pa.  F.  POTTS  GreeN. 

I  have  not  as  yet  received  the  last  number, 
and  do  not  want  to  miss  it,  as  I  am  making  a 
file  for  the  last  ten  years  and  would  not  be 
without  a  single  issue.  The  Bulletin  is  the 
best  made — sure!  L.  F.  Brignac. 

Ruston,  La. 

I  am  having  my  eighth  volume  bound  now, 
and  I  have  always  found  the  journal  full  of 
meat  from  cover  to  cover. 

St.  Paul,  Minn.  RiCHARD  J.  MeSSING. 

I  like  your  magazine  the  best  because  it  al- 
ways has  something  of  interest  to  the  small 
man  in  the  small  town.        Chas.  G.  Ford. 

Genoa  Junction,  Wis. 

Every  number  of  the  Bulletin  receives  a 
hearty  welcome  here.  We  find  no  other  jour- 
nal "just  as  good."  J.  J.  Kelly. 

Tower,  Mich. 

I  am  satisfied  that  I  get  more  for  this  dollar 
than  for  any  other  that  I  spend  during  the 
year !  Geo.  E.  Mariner. 

La  Crosse,  Wis. 

The  Bulletin  is  the  real,  live,  alert  maga- 
zine for  pharmacists.  D.  C.  Rice. 

Hot  Springs,  Va. 

I  find  your  magazine  the  best  yet — and  I've 
had  them  all !  D.  I.  Cohen. 

Jersey  City,  N.  J. 

The  Bulletin  is  the  only  journal  that  gives 
you  facts!  McPherson  &  Ralston. 

Kewanna,  Ind. 
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BUSINESS  HINTS 


Specimens  of  druggists  advertising  are  solicited  for 
reproduction   or  comment  in   this  department  of  the 

BULICTIN. 

The  New  York  Telephone  Controvenr. — 

The  fight  waxes  hoi  between  the  New  York  Tele- 
phone Co.  and  the  pharmacists  in  that  State.  The  drug- 
gists are  taking  a  firm  stand  against  the  reduction  in 
their  commissions  and  have  the  support  of  the  people 


pick  soar  ''<";,-■  Im't  thii  common  »«1M?  When  the  doctd 
preaCTibci  cC"''!  medjcinei  he  eipecta  Ibem  to  give  certain  r< 
■ulti;  to  get  theie  rcauits  the  druggist  that  lilll  your  procrl] 
tioni  muEt  not  merely  know  how  to  put  t  little  of  this  and 
little  of  that  together,  but  inuBt  have  [he  knowledge  and  exper 
reicription  correctly.    If  you  tell  you 


Drag  Store  'Phones 
To  Go  Oat  To-mormw 


To  Otr  Patrons: 

This  news  item 
plainly  speaks  for  it' 
self. 

The  New  York  Tel- 
ephone Company 
has  seen  fit  to  remove 
our  telephone  be- 
cause  we  would  not 
submit  to  a  reduc' 
tion  in  our  commission  from  them. 
But  we  are  by  no  means  out  of  business — we 
would  be  pleased  to  fill  any  orders  over  the 
Federal  or  Frontier  tdephones,  or  we  will  send 
our  messenger  to  your  home  for  your  orders. 
Yours  Sincerdy, 

GAUGER  6-  BRECKON 


be  pre*eDt«d  to  the  Pub- 
lic service  Comixiisnin  mM  ■  pnjteat 
M>UHt  Ibe  nev  lule  of  the  New  York 
Telephoba  Company  under  v^ucli 
the  bIdC  auKfaine  in  drua  ttoree  will 

compuiy,  iu  eccorduKe  with  it» 

out  >W  teiritoiT.  will  allow  ■senu 
boldiDf  tke  det  nMbine*  to  collect 
only  lOpercentoFlhegreeeieceipt*. 
The  dniwkn  rUhn  tWthio  will  not 
allow  them  ewneh  to  pay  the  CDBI  of 
Iceepiiia  a  boodi  in  ihdi  aoiee.  The 
company  daima  that  it  muat  maja- 
lain  equal  ratei  for  all  aaenta  or  e[ae 
•uder  under  the  peniihiea  laid  down 
by  the  Public  Service  Commiuion. 


dmggial 


I  Mr. 


all  Tight,  I 


inci  every  one  has  been  filled  by  a  man  who  kno> 
'loU  keeps  no  otheri.  PrcKriptioni  are  filled  wii 
«cy  and  knowledge  when  they  come  from  Noll's. 
taton  we  feel  you  will  not  make  a  mistake  in  pi> 
We  have  yet  to  see  th< 


cription 


t   fill. 


>  drugs.    Mr. 

and   for   this 


world,  but  if  it's  *  rare  drug  we  can  get  it  Juat  tell 
your  doctor  you  want  to  Uke  your  prescription  to  Noll'i.  or  aee 
to  it  that  he  leaves  them  there,  and  we  are  not  afraid  of  hii 
criticiiDu.  For  we  know  how  to  fill  preacriptions.  and  no 
guesswork  goes  here.  We  do  not  overchirge  for  preacriplioo 
work.  See  that  M.  Noll,  the  Man  Who  Knows  Drugi,  fills  your 
prescriptions.     Then  feel  Safe. 

An  Artistic  Calendar. — 

An  unusually  pretty  calendar  was  distributed  this 
year  by  Spotts  &  Post,  of  Le  Mars,  Iowa.  The  store 
picture  seen  at  the  top  was  the  original  photograph 
pasted  on  a  heavy  corrugated  cardboard  of   chocolate 


in  their  conflict.  Ganger  &  Breckon,  351  Potomac  Ave- 
nue, Buffalo,  in  their  store  paper  recently  devoted  a 
whole  page  to  the  telephone  controversy.  The  ad.,  as 
may  be  seen  from  the  accompanying  reproduction,  was 
intended   to   enUst   the   support   of   the   reading  public. 

An  Ingenioaa  Newspaper  Ad. — 

Dressed  in  the  form  of  an  ordinary  news  item  there 
appeared  a  short  time  ago  in  the  Atchison  Daily  Globe 
a  drug-store  ad.  It  had  been  inserted  by  Matt  Noll, 
of  Atchison,  Kansas,  and  was  run  single  column  among 
the  general  reading  matter.  Whether  it  came  in  for 
more  attention  than  a  display  ad.  is  a  matter  of  specu- 
lation.    Here  it  is  at   any   rate ; 


color.  A  very  light  tan  border,  suspended  loosely  from 
the  bow  cord  at  the  top,  served  to  bring  out  conspic- 
uously the  picture  of  the  pharmacy.  At  the  bottom 
was  a  1912  calendar  bearing  a  cover  done  in  colors- 
The  whole  design  was  in  very  good  taste. 

Sldn-deep  Beauty. — 

The  ordinary  coloring  in  birds,  flowers,  etc.,  is  ex- 
plained as  due  to  the  pigment  cells,  but  that  of  the 
peacock  and  certain  pigeons  is  more  like  the  light  re- 
flected from  extremely  thin  metals.  A.  Michelson  esti- 
mates that  the  thickness  of  the  pigment  Aim  in  some 
cases  does  not  exceed  twenty-five  one-hundred-thou- 
sandths millimeter. 
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CAPSULES  OF  SCIENCE 

Prepared  by  Pkot.  W.  L.  Scoville. 


Astute  Amoraa. — 

Selenium  cells  are  made  which  are  100  times  as 
active  electrically  in  the  light  as  in  the  dark,  and  which 
respond  to  an  exposure  to  light  in  a  few  seconds. 

Eighty  cities  in  Great  Britain  use  their  garbage  for 
the  development  of  electric  power,  and  the  number  is 
increasins- 

The  most  delicate  test  for  hydrogen  peroxide  is  a 
strip  of  paper  saturated  with  a  cobalt- napht hen ic  acid 
solution.  One  part  of  peroxide  in  one  million  can  be 
detected. 

Celtium  is  the  name  of  the  newest  element  in  point  of 
discovery.  Maybe  its  properties  have  something  to  do 
with  its  name. 

Thallium  is  ranked  as  one  of  the  most  poisonous  of 
metals,  being  close  to  arsenic  in  toxicity. 

Arcca  nut  in  one-per-cent  proportion  will  destroy 
vinegar-eels.  Senna  and  kamala  will  also  destroy  them, 
but  more  slowly. 

Rapid  digestion  does  not  necessarily  mean  more  com- 
plete assimilation  of  foods.  There  is  some  evidence 
that  there  is  better  absorption  in  slow  than  in  rapid 

Violet  light  decomposes  water  in  the  same  way  as  that 
of  an  electric  current,  but  very  slowly.  It  first  forms 
hydrogen  peroxide,  then  splits  this  up  into  hydrogen 
and  oxygen. 

Sunflowers,  which  are  in  common  use  in  Russia  for 
medicinal  purposes,  and  also  for  food,  have  been  found 
to  contain  two  alkaloids — choline  and  betaine. 

Fruits  contain  an  enzyme  which  protects  them  from 
fungus  and  bacterial  growths,  and  which  when  the 
fruits  are  bruised  is  the  cause  of  the  brown  color  which 
develops  in  the  bruised  pan. 

Dr.  Boetau,  of  France,  has  given  his  life  to  radium 
research.  His  hand  was  burnt  by  radium  and  the  burn 
killed  him.    Operations  failed  to  save  him. 

Bromine  solutions  in  which  there  is  no  bromide  are 
darker  than  the  same  strength  of  solutions  in  which  a 
soluble  bromide  is  dissolved.  In  other  words,  bromides 
reduce  the  color  of  bromine  solutions — to  a  certain 
point. 

Distilled  water,  in  the  presence  of  air,  dissolves 
lead  and  iron.  The  metals  dissolve  in  the  colloidal 
condition. 

Sodium  aluminosiiicate,  made  by  boiling  together 
sodium  silicate,  sodium  hydroxide,  and  aluminum  hy- 
droxide, is  said  to  be  a  good  substitute  for  soap,  and  is 
recommended  as  a  detergent. 

Over  2000  tests  of  the  air  in  sleeping-cars,  under 
varying  conditions,  have  convinced  T.  R.  Crowder  that 
the  ventilation  in  sleeping-cars  is  ample,  and  that  dis- 
comfort is  due  to  overheating  or  other  causes. 

J.  J.  Hazewinkel  says  that  a  satisfactory  caramel  may 
be  made  by  heating  molasses  to  1SS°  C.  for  live  to  ten 
hours,  the  time  being  controlled  by  testing  the  intensity 
of  the  color. 


Oh  for  a  Patent  on  This  I— 

One  of  the  latest  theories  of  the  disintegration  of 
matter  (called  out  by  radium  and  actinium)  is  a  sus- 
picion which  scientists  hardly  dare  to  voice,  that  there 
is  a  continual  disintegration  of  all  matter,  stability 
being  only  relative,  and  the  new  and  perfectly  inactive 
gases  recently  discovered  in  the  atmosphere  being 
among  the  most  stable  elements.  Hence  the  day  may 
come  when,  able  to  control  the  internal  forces  of  the 
atom  and  to  effect  the  transmutation  of  atoms,  man 
may  set  about  destroying  matter  as  such  altogether,  for 
use  in  his  industries  at  so  much  per  kilowatt-hour.  It 
is  just  as  reasonable  for  an  atom  to  die  as  to  be  bom. 
—(Alfred  Sang,  in  "The  Underlying  Facts  of  Sci 
ence.") 

Aeroplane  News.— 

A.  Wegener  says  that  the  atmosphere  probably  con- 
sists of  four  layers:  The  lowest,  one  of  clouds  and 
storms,  and  of  temperature  decreasing  upwards.  This 
layer  is  calculated  to  have  an  average  height  of  11 
kilometers  (?  miles).  The  second  layer  extends  to 
70  kilometers  (44  miles)  and  has  a  uniform  tempera- 
ture of  about  — 55°.  Above  this  lies  the  hydrogen  lay- 
er, extending  to  about  SSO  kilometers  (138  miles),  in 
which  the  shooting  stars  are  brought  to  incandescence. 
And  still  above  this  is  a  layer  of  a  gas  unknown  on 
the  earth  which  is  still  lighter  than  hydrogen. 

Costs  Moret— 

Professor  Ostwald  has  obtained  ice  in  a  colloidal 
condition,  the  particles  being  so  small  that  they  passed 
throi^  a  filter-paper.  He  Chinks  that  the  colloidal 
condition  is  possible  for  all  matter.  Colloidal  ice  is 
not  perfectly  clear,  but  has  a  blue-yellow  opalescence. 

You're  Another! — 

P.  Weiss  says  that  "Magneton"  is  the  ultimate  prin- 
ciple of  matter,  the  thing  from  which  atoms  are  builded 
and  in  which  all  things  exist.  He  has  found  it  in 
a^oms  of  iron,  nickel,  cobalt,  copper,  manganese,  ura- 
nium, and  the  rare  earth  metals. 


WaiBB  THB  Calipobnia  Mektino  IB  to  BB  Bbld,— The  umuftl 
meettns  of  the  CallforaU  State  Pharmsoeutic&l  AaaocUtlon  will  be 
held  this  jeax  M,  the  famoiu  Hotel  Del  Monte.  This  ia  Kithlu  a 
■tone'!  throw  of  muiT  old  historic  plooea.  one  of  which  ia  iUiu- 
tra(«d  Id  the  preseot  picture.  This  shows  the  Cannel  Mission. 
which  is  very  near  Monterey.  The  conveDtion  wlD  be  held  dnr- 
inc  May ;  the  place  Is  one  of  very  ^naX  lut«Tcat ;  the  Entertaiumenf 
Committee  Is  getting  dd  a  lot  of  Bpeclal  tbine* ;  and  there  1b  every 
reftson  why  Uie  attendance  ahonid  be  a  l«Jve  ftnd  enthnstutic  one. 
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QUERIES 


InfomMtion  is  given  in  this  department  under 
the  following  conditions  only:  (/)  No  queries  are 
answered  by  mail;  (2)  queries  must  rea^  us  before 
the  isth  of  the  month  to  be  answered  in  the  Bnij«E- 
TiN  of  the  month  following:  (j)  inquirers  must  in 
every  instance  be  regular  subscribers;  and  (4) 
names  and  addresses  must  be  affixed  to  all  com- 
munications. 


Baking  Powder. 

S.  W.  K. — ^Cream  of  tartar  and  sodium  bicarbonate, 
mixed  in  the  proper  proportions,  yield  a  baking  powder 
which  is  apparently  the  least  objectionable  of  any,  from 
a  hygienic  point  of  view,  and  gives  satisfaction.  As 
the  result  of  an  investigation  of  the  leading  powders  of 
the  market,  Crampton,  of  the  United  States  Department 
of  Agriculture,  has  proposed  the  following  formula  for 
a  cream  of  tartar  baking  powder: 

Potassium  bitartrate    8  ounces. 

Sodium  bicarbonate   4  ounces. 

Corn-starch     4  ounces. 

The  addition  of  the  starch  answers  the  double  purpose  of  a 
''filler"  to  increase  the  weight,  and  a  preservative,  the  chemicals 
not  keeping  well  when  mixed  alone.  The  stability  of  the  powder 
is  increased  by  drying  each  ingredient  separately  bjr  exposure  to 
a  gentle  heat,  mixing  at  once,  and  immediately  placing  m  bottles 
or  cans,  excluding  access  of  air,  and  consequently  moisture. 

A  cheaper  powder  can  be  made  after  the  following 
formula,  but  it  will  not  be  found  nearly  as  satisfactory : 

Ammonium  carbonate,  crystalline 6  ounces. 

Tartaric  acid   ^   pound. 

Alum 1  pound. 

Sodium  bicarbonate 1  ^  pounds. 

Starch  (or  flour  or  potato  farina) ....  8  pounds. 

The  ingredients  must  be  pulverized  and  sifted  separately, 
dried  at  a  very  low  temperature,  mixed  in  a  perfectly  dry  room, 
and  immediately  packed  with  great  pressure  into  receptacles  and 
sealed  air-tight,  to  prevent,  as  nearly  as  possible,  the  loss  of 
ammonia. 


Lemon  Cream, 

C.  H.  H.  wants  a  formula  for  making  a  toilet  prepa- 
ration— a  cream  of  fresh  lemons. 

The  following  formula  forms  a  pomade  from  which 
we  confess  the  watery  portion  has  a  tendency  to  ooze 
out: 

White   wax    8  ounces. 

Spermaceti    8  ounces. 

Melt  together  and  add 

Almond   oil    8  ounces. 

Oil  of  bergamot  8  drachms. 

Oil  of  lemon yi  ounce. 

Then  the  following  warmed  together: 

Glycerin   of  borax 8  ounces. 

Xemon-juice     0  ounces. 

If  two  drachms  instead  of  two  ounces  of  wax  and 
spermaceti  are  used,  the  result  is  better  and  the  prepa- 
ration a  liquid. 

A  lemon  cold  cream  might  be  made  by  substituting  the 
juice  of  lemons  for  a  portion  of  the  water  in  prepar- 
ing cold  creams.  But  the  product  is  not  permanent 
unless  the  cold  cream  be  made  with  paraffin  oil  or  con- 
tains considerable  petrolatum.  Many  formulas  for 
cold  creams  with  mineral  oil  have  appeared  in  the 
Bulletin  before,  and  can  be  found  by  consulting  the 
annual  indexes  in  the  December  issues. 


Sun  Cholera  Cure, 

A.  H.  F.  wants  the  formula  for  the  old  sun  cholera 
cure  with  the  directions  for  its  use. 

We  do  not  know  just  what  formula  is  wanted.  In 
1846  or  1847  there  was  an  awful  epidemic  of  cholera 
in  this  country.  In  New  York  people  died  like  sheep. 
The  New  York  Sun  contributed  a  fund  for  the  prep- 
aration of  a  cholera  cure  which  was  distributed  free 
among  the  people  in  buckets.  The  sufferers  were  al- 
lowed to  help  themselves  to  the  remedy.  The  formula 
resembled  that  of  the  present  N.  F.  cholera  mixture : 

Tincture  of  opium 6  fluidrachms. 

Tincture  of  capaimum 8  fluidrachms. 

Tincture  of  rhubarb 8  fluidrachms. 

Tincture  of  camphor 6  fluidrachms. 

Spirit  of  peppermint 6  fluidrachms. 

Alcohol    6  fluidrachms. 

Average  dose,  80  minims. 

Whether  the  foregoing  preparation  is  the  old  formula 
is  hard  to  say.  But  it  is  certainly  very  similar.  To 
omit  the  opium  would  be  inadvisable.  All  the  diarrhea 
mixtures  in  the  National  Formulary  contain  opium,  as 
that  is  the  ingredient  which  corrects  the  looseness  of 
the  bowels.  We  hesitate  therefore  to  suggest  a  prep- 
aration without  opium,  as  you  request. 


Poultry  Powders. 

W.  A.  M. — ^Various  mixtures  of  powdered  substances 
are  dispensed  under  the  names  poultry  powder,  poultry 
food,  egg  food,  and  egg-making  food.  The  latter  two 
names  are  used  because  of  the  alleged  property  of  these 
mixtures,  of  increasing  the  egg-laying  power  of  hens 
and  other  fowl.  Mixtures  that  contain  strong  spices 
like  capsicum  are  supposed  to  stimulate  the  egg-laying 
power  of  fowl. 

(1)  Ground  bone  or  slaked  lime 18  ounces  av. 

Ginger 8  ounces  av. 

Gentian    1   ounce  av. 

Capsicum   1  ounce  av. 

Sulphur    1  ounce  av. 

Reduce  all  to  powder  and  mix  well. 

Mix  a  teaspoonful  with  a  quart  of  feed. 

(2)  Oyster  shells,  coarse  powder 84  ounces  av. 

Calcium  carbonate 4  ounces  av. 

Calcium  phosphate 4  ounces  av. 

Black  pepper   4  ounces  av. 

Capsicum  ^  ounce  av. 

Venetian  red J^  ounce  av. 

Reduce  all  to  powder  and  mix  well. 

Use  like  the   preceding   mixture. 


Clarifying  the  Juice  from  Sugar  Cane. 

M.  E.  B.  writes:  **What  process  is  used  for  clarify- 
ing cane  syrup?    Name  the  chemicals  employed." 

The  juice  as  expressed  from  the  cane  is  a  dirty- 
looking  mass  and  requires  to  be  clarified  before  it  is 
concentrated.  It  is  a  very  common  practice  to  subject 
the  fresh  juice  to  the  fumes  of  burning  sulphur.  In 
all  cases  the  first  step  in  the  clarifying  is  the  addition 
of  lime  to  neutralize  the  natural  acidity  of  the  juice 
and  facilitate  the  coagulation  of  the  dissolved  matter. 
The  limed  juice  is  next  subjected  to  heating,  and  as 
the  boiling  point  approaches  a  separation  of  the  sus- 
pended and  coagulated  matter  takes  place,  the  light 
coming  to  the  top  and  the  heavy  falling  to  the  bottom. 
The  common  method  of  separating  these  bodies  is  by 
skimming  the  top  coagulum  and  settling  the  bottom 
portion  and  drawing  off  the  clear  juice  therefrom.    In 
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addition  to  this,  to  get  a  more  complete  separation  the 
heated  juice  may  be  run  through  a  filter  press. 

It  is  decloriied  with  animal  charcoal,  the  work  being 
done  in  large  cisterns. 

Label  Varnishes. 

W.  E.  G.  submits  the  following  query:  "Please  pub- 
lish the  fonnula  of  some  preparation  other  than  col- 
lodion for  painting  over  paper  labels  before  applying 
the  varnish.  T  find  collodion  dries  too  fast  and  also 
adheres  to  the  brush  so  that  it  cannot  be  used  again." 

We  give  the  formula  of  a  varnish  as  well  as  the 
method   of  sizing: 

Sandinc 8  onncei  >v. 

Uude H  eonceiT. 

Venice  tnrpeRtine 110  snlni. 

Alcohol  IS  flajdoaace*. 

Macerate  with  repeated  atiriing  nntil  aolulion  i>  eSected,  and 

The  paper  labels  are  first  sized  with  diluted  mucilage, 
then  dried,  and  finally  coated  with  the  varnish.  If  the 
labeb  have  been  written  with  water-soluble  inks  or 
color,  they  are  first  covered  with  two  coats  of  col- 
lodion, and  then  varnished. 

Saturated  Solution  of  Ammonium  Chloride. 

G.  T.  O.  writes:  "I  am  directed  to  make  a  saturated 
solution  of  ammonium  chloride,  using  diluted  alcohol 
as  a  solvent.  How  much  ammonium  chloride  will  be 
required  to  make  8  ounces  of  the  finished  product?" 

According  to  the  Pharmacopteia,  ammonium  chloride 
is  soluble  in  three  parts  of  water  and  in  80  parts  of 
alcohol  Not  knowing  the  solubility  of  the  salt  in  di- 
lated alcohol,  it  will  be  necessary  to  determine  that 
experimentally.    Suppose  you  start  with  7H  ounces  of 


diluted  alcohol  and  gradually  add  ammonium  chloride, 
agitating  after  each  addition,  until  a  slight  residue 
remains  undissolved,  indicating  that  the  solution  is 
saturated.  The  yield  may  be  a  little  less  than  8  ounces 
or  a  little  more,  but  that  can  be  adjusted  very  easily. 

Veterinary  Colic  Remedy. 
W.  A.  M. — The  following  draught  for  horses  has 
been  found  to  answer  better  than  any  other  combina- 
tion, but  has  the  objection  of  being  rather  expensive: 

Solution   of   ebloral   brdrite   <1   fiain 

Id  1  minim)    1  drachma. 

Extract  of  cunabi*  indlca S  drachma. 

Oil   of   turpeoline    1  ouncea. 

Solution  of  aloes  <1  in  it ..'.'.'.'.'.'.'.'. .'.t  ouncea! 

Llnieed  oil,  to  make S  onncea. 

Hia  and  make  a  draofffat. 

To  be  Eiren  in  from  >j  to  1^  pinti  of  Uoieed  oil. 

This  draught  is  an  aperient,  a  diuretic,  and  an  anti- 
spasmodic ;  it  allays  pain  and  checks  inflammation. 
If  gripes  arise  from  impaction,  it  is  doing  valuable 
work  while  the  veterinary  surgeon  is  being  sent  for. 

A  Galenical  Preparation  of  Phenolphthatein. 

B.  B.  writes:  "I  would  be  glad  if  you  will  kindly 
print  a  formula  for  a  liquid  laxative  containing  phenol- 
phthalein." 

Such  formulas  have  appeared  in  the  literature  dur- 
ing the  last  few  years,  but  they  are  far  from  satisfac- 
tory. The  taste  of  these  preparations  is  epitremely  bad 
and  all  efforts  to  mask  the  disagreeable  flavor  have 
been  unsuccessful.  There  is  no  elixir  of  phenol- 
phthalein  on  the  market  that  we  know  of.  Phenol- 
phthalein  is  best  presented  as  a  suspension  in  a  choco- 
late syrup  or  in  a  chocolate  lozenge. 


of  Betail 


L  Domex  to  A.  L.  Walkbb.— The  annual  meeting  of  the  Detroi 
le  or  the  BtiLLvriH,  practical]}  resolved  Itself  in 
Mi.  Walker  la  leaTtug  tor  Seattle.  Washington,  to  give  hinuelf  a  test  which  a  chatkge  of  u 
and  he  bu  sold  hla  irell-known  phaimac;  in  thli  citj  in  order  to  out  ant  his  purpose.  , 
at  the  tTnlversltj  of  Ulchigan,  Mr.  Walker  for  over  30  rem  has  beeo  one  at  the  mast  able,  taiUifta  and  selt-faoriAcing  lerranta 
of  phanoaoT  in  Detroit  and  Michigan.  Of  pharmooeatical  legislation  he  haa  olvaja  made  a  apeolal  ttaij,  and  too  mnob  oould 
■ctucelr  be  aald  of  the  good  he  has  done  and  of  the  evil  be  baa  prevented.  Hr.  Walker  la  seen  sitting  at  the  head  ol  the  table 
in  the  very  center. 


reported  dpod 
In  honor  of  A.  L.  WaUcer  of  tbia  dtr- 
le  and  ol  oocapatlon  will  afford  bim. 
le  Bohool  of  P: 
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That  Creosote  Mixture  Again. 

H.  W.  M. — ^John  Evans,  of  Dublin,  Ireland,  noticed 
your  query  on  page  42  of  the  January  Bulletin  about 
the  following  mixture: 

Morson  creosote  16  drops. 

Alcohol  1  ^  fluidrachms. 

Water   and  syrup,   enough    of   each  to 

make    S  fluidounces. 

Mr.  Evans  replies  that  "the  foregoing  mixture  will 
not  remain  clear.  If  half  the  quantity  of  creosote  is 
used  it  becomes  opalescent  when  cooled  to  60*^  Fahren- 
heit. If  you  desire  a  bright  solution,  1  in  60,  use  2 
parts  of  glycerin  to  1  part  of  water  instead  of  syrup 
and  water."  

Worm  Powder  for  Horses. 

W.  A.  M. — The  most  effectual  remedy  is  said  to  be 
a  good  dose  of  aloes,  given  on  an  empty  stomach.  This 
removes  the  parasites,  but  as  the  patient  is  probably 
weak  a  little  tonic  medicine  is  required,  a  very  good 
formula  being: 

Santonin    12  drachms. 

Arsenic   trioxide    1  drachm. 

Ferrous  sulphate   18  drachms. 

Make  into  twelve  powders  and  give  one  in  the  corn  every 
day.  Or  give  half  the  powders  and  then  the  physic,  and  later 
the  other  six. 

It  may  be  found  best  to  give  the  powders  as  worm 
powders  and  advise  a  dose  of  physic  after,  because 
horsemen  have  a  sort  of  idea  that  worm  medicine  is 
correct  only  in  the  form  of  powders. 


A  Point  of  Law. 

J.  H.  submits  the  question:  "Would  I  be  allowed  to 
ship  remedies  put  up  under  my  name  and  guaranteed 
under  the  food  and  drugs  act  by  the  manufacturers?" 

Charles  M.  Woodruff,  well-known  expert  in  legal 
matters  pertaining  to  the  drug  business,  replies  as  fol- 
lows to  this  query: 

The  manufacturer's  guaranty  and  serial  number  should  ap- 
pear only  upon  the  packages  bearing  his  label.  Packages  put  vp 
for  you  with  your  name  and  address  should  be  guaranteed  by  the 
manufacturer  on  the  invoice  covering  the  shipment.  No  guaranty 
is  required  on  your  label  unless  you  sell  through  other  dealers 
and  desire  to  protect  them.  Such  dealers  would  not  be  pro- 
tected  by  the  manufacturer's  guaranty,  but  should  have  yours. 
If  you  desire  to  extend  a  guaranty  you  should  file  a  general 
guaranty  with  and  obtain  a  serial  number  from  the  Secretary  of 
Agriculture  at  Washington. 


Incorporating  Deodorized  Tincture  of  Iodine  in 

Wool'fat. 

J.  H.  asks :  ''How  would  you  mix  deodorized  tincture 
of  iodine  with  hydrous  wool-fat?" 

Evaporate  off  the  alcohol  from  the  tincture,  replacing 
it  with  a  little  water.  Then  the  solution  should  mix 
with  the  adeps  lanx  hydrosus.  Alcohol  is  not  taken  up 
by  the  hydrous  wool-fat  as  readily  as  water. 


Soluble  Powdered  Glue. 

V.  H.  B. — This  formula  may  serve  your  purpose. 
Suppose  you  try  it: 

Potassium  carbonate 1  part. 

Alum 1^    parts. 

Ordinary  glue  or  fish  glue 10  parts. 

Water    4   parts. 

The  whole  is  mixed  and  boiled,  dried  by  ordinary 
methods,  and  then  pulverized.  It  is  applicable  to  any 
use. 


Remedy  for  Heaves  and  Distemper  in  Horses, 

J.  A.  S, — We  do  not  know  the  composition  of  the 
proprietary  remedies  which  you  mention.  For  the 
treatment  of  heaves  in  horses.  Fowler's  Solution  is 
recommended.  In  cases  of  distemper  or  catarrhal 
fever  in  horses  the  following  mixture  is  used: 

Powdered  opium    1  ounce. 

Pulverized  camphor 1  ounce. 

Quinine  sulphate   1  ounce. 

Powdered  gentian    8  ounces. 

Ammonium  chloride 4  ounces. 

Make  24   powders.     Give  one  powder  at  a  dose  in  the    feed 
or  with  a  spoon  three  times  a  day. 


German  Creosote:  Barbadoes  Petroleum. 

N.  B. — Most  of  the  creosote  comes  from  Germany. 
The  term  "German  creosote"  probably  indicates  the 
beechwood  variety,  because  the  cheap  coal-tar  creosote 
can  be  obtained  advantageously  in  this  country. 

Barbadoes  petroleum,  or  Barbadoes  tar,  was  formerly 
used  for  medicinal  purposes.  The  Dispensatory  says  it 
is  a  dark-colored,  almost  black,  viscid  liquid,  with  a 
specific  gravity  of  0.73  to  0.78,  and  having  a  bitu- 
minous taste  and  odor. 


Elixir  of  Catnep  and  Fennel, 

W.  £.  G.  wants  a  formula  for  elixir  of  catnep  and 
fennel.    Try  the  following: 

Fluidextract  of  catnep..  1  fluidounce,  160  minims. 
Fluidextract   of   fennel ..  1  fluidounce,  82  minims. 

Oil   of  coriander 4  minims. 

Oil  of  anise   2  minims. 

Alcohol 1  fluidounce,  120  minims. 

Synip,  enough  to  make 16  fluidounces. 

Caramel,   enough   to   color. 

Each  fluidounce  contains  fluidextract  of  catnep,  40 
minims,  and  fluidextract  of  fennel,  32  minims. 


Removing  Tobacco  Stains  from  the  Fingers. 

G.  W.  T.  wants  a  method  of  removing  cigarette 
stains  from  the  fingers. 

Try  an  alcoholic  solution  of  ammonia.  It  usually 
does  the  work.  Among  chronic  smokers  who  roll  their 
own  cigarettes,  the  brown  color  is  embedded  deeply  in 
the  skin,  but  even  such  stains  are  in  the  greater  part 
removed  by  a  mixture  of  alcohol  and  ammonia. 


Why  Not! 

A.  W.  O.  asks  the  following  question:  "Has  a 
druggist  got  a  right  to  make  toilet  creams,  com  rem- 
edies, and  tooth  preparations  and  sell  them  under  his 
own  name?" 

Certainly — why  not? 

Short  Answers. 

J.  A.  S. — We  do  not  know  the  composition  of  the 
liquid  dyspepsia  remedy  which  you  mention.  Possibly 
elixir  lactated  pepsin  will  serve  your  purpose.  A 
formula  for  it  appears  on  page  22  of  the  National 
Formulary. 

E,  W.  H. — The  subject  of  disinfecting  of  water- 
closets  was  treated  in  this  department  of  the  Bullktin 
for  November,  1911,  on  page  483. 

R.  U.  B. — ^A  formula  for  silvering  mirrors  appeared 
in  this  department  on  page  526  of  the  Bulletin  for 
December,  1911. 


Bulletin  of  Pharmacy 


Vol.  XXVI. 


DETROIT,  MICH.,  APRIL,  1912. 


No.  4. 


THE 


BULLETIN  OF  PHARMACY 

Issued  on  the  first  of  every  month  by 
E.  G.  SWIFT,  PUBUSHER, 
Comer  Joseph  Campau  Ave.  and  Atwater  St.,  Dbtroit,  Mich. 


Editor:  HARRY  B.  MASON,  Ph.G. 

Assistant  Editor:  JOHN  HELFMAN,  B.S.Phar. 

Business  Manager:  HARRY  SKILLMAN. 


subscription  RATES: 

UilM  states  and  Mexloo, 

Foraiga  ooaalriaSf       •        •        •        • 


$1.00  per  year 
1.50  per  yaaf 


FORBZOM  OPFZCBS: 

WAX^KKRvnj^E,  ont.,  can. 

S78  ST.  PAUI,  STREET.  -  -  MONTREAI«,  QuB..  Gaw. 
19  AND  SO  GREAT  PUI,TENEY  STREET,  W..  I«ONDON,  ENG. 
IS  YORK  STREET.         -  SYDNEY,  N.  S.  W.,  Aubtraua. 


All  articles  for  publication  and  all  f<wwmiini<«atifFw#  bearing  on 
the  text  should  be  addressed: 

XJ>ITOJt  BTTLIiBTIK  Of  JPHARMACT, 

Ba»  4S4,  nXTMOIT,  MICH. 

All  business  letters  should  be  addressed: 

BUBIilBHXM  BULLBTIK  Of  JPHAKXACT, 

Bo»  484,  J>BTMOIT,  MICH. 


oa  WIL.Y        °^-     ^^^^y     ^-     ^^^^' 
■AsusiONBD.     ^hi^f  of  the  United  States 

Bureau  of  Chemistry,  on 
March  15  handed  his  resignation  to  Secretary 
Wilson  of  the  Department  of  Agriculture.  On 
the  same  day  it  was  announced  by  the  Good 
Housekeeping  magazine  that  Dr.  Wiley  would 
become  contributing  editor  to  the  Department 
of  Health,  Food,  and  Sanitation  of  tiiat  pub- 
lication, with  his  office  and  laboratory  in 
Washington.  Thus  ends  the  long  battle  and 
conflict  of  interests  which  has  centered  about 
Dr.  Wiley. 

The  Doctor  gave  as  his  reason  for  resigning 
the  fact  that  the  activities  pertaining  to  the 
Bureau  of  Chemistry  were  restricted,  and  vari- 
ous forms  of  manipulated  food  products  were 
withdrawn  from  its  consideration  and  referred 


either  to  other  bodies  not  contemplated  by  the 
law  or  directly  relieved  from  further  control. 
Dr.  Wiley  said  further  that  the  official  tolera- 
tion and  validation  of  such  practices  had  re- 
stricted the  activities  of  the  Bureau  of  Chem- 
istry to  a  very  narrow  field,  and  that  he  himself 
had  been  instructed  to  refrain  from  stating  in 
any  public  way  his  opinion  regarding  the  effect 
of  food  substances  upon  health.  Dr.  Wiley  also 
expressed  disappointment  that  those  who  had 
made  charges  against  him  for  alleged  irregu- 
larities in  the  employment  of  Dr.  H.  H.  Rusby 
as  consulting  expert  had  not  been  dismissed 
from  office,  for  their  remaining  made  him 
conscious  of  an  official  environment  which 
was  essentially  inhospitable.  The  differences 
between  his  superiors  and  himself  he  believed 
irreconcilable. 

There  may  be  other  reasons,  however,  for 
Wiley's  resignation.  The  New  York  Times 
intimates  that  he  finds  it  hard  to  resist  the 
attraction  of  larger  financial  opportunities.  It 
is  said  that  he  has  been  receiving  offers  from 
private  houses  for  several  years,  and  his 
friends  have  sometimes  wondered  at  his  will- 
ingness to  continue  in  public  service  in  the  face 
of  so  much  controversy  and  antagonism  when 
he  could  enjoy  peace  and  bigger  emoluments  in 
other  vocations.  "I  have  been  lambasted  so 
much  for  my  opinions,"  he  admitted  a  short 
time  ago  to  a  Congressional  Committee,  "that 
I  am  getting  thin-skinned."  Asked  whether  he 
would  be  a  candidate  for  head  of  the  proposed 
Federal  health  department,  for  which  he  an- 
noiinced  he  was  going  to  work,  he  answered 
by  saying  that  he  had  held  all  the  government 
positions  he  cared  to  fill. 

It  is  reported  that  in  addition  to  his  editorial 
work  he  will  become  a  public  lecturer. 


WILBY'S 
SUCGBSSOB. 


Now  that  Dr.  Wiley  has  re- 
signed his  position  the  selec- 
tion of  a  successor  has  be- 
come a  matter  of  considerable  importance.  A 
canvass  has  been  inaugurated  by  President 
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Taft  for  opinions  of  the  leading  universities, 
as  to  the  choice  of  a  permanent  successor  to 
Dr.  Wiley.  President  Taft  expressed  regret 
at  the  resignation  of  Dr.  Wiley,  saying  that  he 
was  very  sorry  to  lose  the  services  of  a  man 
who  had  done  such  great  work,  and  that  he 
would  be  glad  to  have  him  continue  in  the 
employ  of  the  government.  President  Taft 
feels  that  he  will  have  difficulty  in  finding  a 
man  to  fill  his  place. 

Dr.  Wiley,  the  New  York  Times  says, 
would  like  to  be  succeeded  by  Dr.  Barnard, 
State  Food  and  Drug  Commissioner  of  Indi- 
ana, one  of  the  foremost  champions  of  pure 
foods  and  drugs  in  the  country.  He  regards 
Dr.  Barnard  as  a  man  of  executive  ability  and 
scientific  attainments,  qualities  that  would 
make  him  a  worthy  candidate  for  the  position. 
Dr.  Barnard  is  a  graduate  of  Harvard  and  has 
been  identified  with  State  food  and  drug  in- 
spection since  1901.  His  likeness  appears 
elsewhere  in  this  issue. 

Another  candidate  who  is  mentioned  as  a 
successor  of  Dr.  Wiley  is  Dr.  Rl  E.  Doolittle, 
who  succeeded  Solicitor  McCabe  on  the  Board 
of  Food  and  Drug  Inspection.  Dr.  Doolittle 
bears  a  good  record  and  has  had  considerable 
experience  in  the  work  of  the  office. 

We  find  the  American  Druggist,  however, 
warmly  recommending  Dr.  James  H.  Beal  for 
the  place.  The  New  York  College  of  Phar- 
macy has  taken  up  the  idea  with  avidity,  and 
has  adopted  a  series  of  enthusiastic  resolutions 
commending  Dr.  Beal  to  President  Taft's  at- 
tention, and  earnestly  urging  his  appointment. 


AN  IHPOITANT  DE-  J^^ticc    Wright    of    the    Su- 

GisioN  ON  raiGB    preme  Court  of  the  District 
■BsnicnoN.      ^f    Columbia    has    recently 

made  an  important  decision  bearing  on  the 
right  of  the  druggist  to  sell  patent  medicines 
at  cut  rates.  It  seems  that  James  O'DonnelU 
the  druggist,  had  been  selling  Sanatogen  at 
cut  rates  notwithstanding  repeated  warnings 
to  desist.  Mr.  O'Donnell  insisted  that  he 
was  privileged  to  cut  prices  on  anything  in 
his  store.  The  Bauer  Chemical  Company,  the 
proprietors  of  Sanatogen,  therefore  brought 
suit  against  Mr.  O'Donnell,  at  first  with  little 
encouragement.  Justice  Barnard  refused  to 
issue  a  preliminary  injunction  against  O'Don- 
nell. 

More  recently  the  case  came  up  again  for  a 


hearing  before  Justice  Wright,  who  also  fa- 
vored the  druggist.  The  court  refused  the 
injunction  sought  by  the  manufacturer  on  the 
groimd  that  the  Bauer  Chemical  Company 
was  privileged  by  its  license  to  market  a  pat- 
ent medicine,  but  not  to  dictate  the  retail 
price  of  the  article  to  the  druggist  as  the 
product  had  already  become  an  article  of  com- 
merce through  a  complete  sale  by  the  patentee. 

The  Bauer  Chemical  Company,  ruled  the 
court,  might  undoubtedly  impose  any  restric- 
tion upon  the  price  at  which  Sanatogen  might 
be  sold  by  the  druggist  provided  that  were 
done  when  the  article  was  first  supplied 
him.  But  the  court  went  on  to  explain 
that  having  failed  to  place  any  restrictions 
upon  the  price  of  Sanatogen  at  tfie  time  when 
the  goods  were  sold  to  Mr.  O'Donnell,  the 
patentee  had  no  further  power  in  the  matter. 
Mr.  O'Donnell  had  purchased  the  article  out- 
right with  no  understanding  about  price  and 
was  therefore  free  to  dispose  of  it  as  he  chose. 
It  would  seem  therefore  that  any  move  to 
control  the  price  at  which  a  patent  medicine 
is  sold  is  valueless  unless  it  is  made  before  qr 
during  the  sale.  After  a  manufacturer  once 
gives  a  customer  a  free  bill  of  ownership  of  a 
shipment,  he  cannot  dictate  the  retail  price  at 
which  the  goods  must  be  sold. 

Justice  Wright  held  that  the  patentee  may 
hold  a  licensee  or  the  first  buyer  with  whom 
he  has  a  contract  to  the  full  retail  selling 
price.  .But  when  goods  are  bought  by  a 
druggist  not  under  contract  from  a  licensee, 
the  manufacturer's  right  to  dictate  the  price 
ceases.  The  buyer  in  that  event  receives  an 
unrestricted  title  to  the  goods  and  may  sell 
them  as  cheaply  as  he  pleases. 


For  several  years  druggists 

^  "^wAoSl!!!"'      in  the  Middle  West  have  felt 

the  competition  of  itinerant 
venders  who  canvass  the  country  with  their 
drug  wares.  Wisconsin  pharmacists  particu- 
larly have  been  alive  to  this  traffic.  They  have 
therefore  taken  steps  by  which  they  them- 
selves will  operate  wagons  through  the  coun- 
try. In  fact  the  druggists  in  Jeflferson  county. 
Wis.,  have  already  met  and  made  arrange* 
ments  for  the  enterprise  with  headquarters  in 
Palmyra.  £.  B.  Heimstreet  has  been  ap- 
pointed to  take  charge  of  the  venture  through- 
out the  State. 
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M.  S.  Kahn  views  with  much  satisfaction 
the  attempt  of  Mr.  Heimstreet  and  others  in 
Wisconsin  to  meet  the  competition  of  itinerant 
venders.  Attempts  to  impose  a  heavy  license 
upon  such  dealers  have  failed  and  been 
deemed  unconstitutional  on  the  ground  that 
they  interfere  with  interstate  commerce.  Mr. 
Kahn  therefore  recommends  in  a  letter  writ- 
ten to  N.  A.  R.  D.  Notes  the  plan  of  having 
the  druggists  of  a  town  or  county  join  to- 
gether in  sending  out  wagons  to  compete  with 
the  peddlers.  This  he  deems  the  remedy  that 
can  be  most  quickly  applied,  and  he  feels  it 
should  be  put  into  practice  all  over  the  country 
until  legislation  can  be  provided  to  stamp 
out  the  evil  and  give  the  druggists  the  exclu- 
sive sale  of  pharmaceutical  products.  Mr. 
Kahn  thinks  that  the  druggists  can  beat  the 
peddlers  at  their  own  game.  The  people 
moreover  can  easily  be  educated  to  under- 
stand that  it  is  much  safer  and  cheaper  in  the 
long  run  to  purchase  a  line  of  pharmaceutical 
preparations  made  by  expert  chemists  and  sold 
only  to  pharmacists.  Mr.  Heimstreet  himself 
feels  sanguine  of  the  success  of  the  druggists' 
wagon.  ♦     ♦     ♦ 

STMniNO  CASBS     ^he  Denver  Branch  of  the 
OF  Diuo         A.  Ph.  A.  recently  gave  a 

bers  had  the  pleasure  of  listening  to  Mr.  Rob- ' 
ert  S.  Hiltner,  chief  of  the  U.  S.  Food  and 
Drug  Inspection  Laboratory  of  Denver.  Mr. 
Hiltner  read  a  paper  on  drug  adulteration. 
Here  are  a  few  of  the  more  flagrant  cases  he 
cited : 

Belladonna  and  henbane  leaves,  aloes,  jalap, 
sage,  cubebs,  ergot,  hydrogen  dioxide,  cal- 
cined magnesia,  and  many  others  have  been 
found  to  differ  widely  from  U.  S.  P.  require- 
ments. 

Some  of  the  most  serious  forms  of  adultera- 
tion and  substitution  are  as  follows: 

Digitalis  leaves,  decayed ;  cumin  seed,  broken 
and  full  of  dust;  gtmi  tragacanth,  mixed  with 
other  gums,  dirt  and  foreign  matter,  all  imfit 
for  medicinal  use;  iron  by  hydrogen,  contain- 
ing an  excess  of  arsenic;  oil  of  cajuput,  with 
copper;  oil  of  cassia,  with  lead,  copper  and 
rosin,  are  examples  of  another  type  of  adul- 
teration. 

Anise,  fennel  and  quince  seeds,  cubeb  ber- 
ries, gimi  myrrh  and  benzoin,  uva  ursi,  buchu 
and  senna  leaves,  etc.,  have  been  repeatedly 


found  with  excessive  amounts  of  dirt  and  for- 
eign matter,  sometimes  as  high  as  40  to  SO 
per  cent. 

Scopola  has  frequently  been  found  substi- 
tuted for  belladonna  root,  pokeberry  leaves  for 
belladonna,  long  buchu  for  buchu,  and  arti- 
ficial camphor  for  the  natural  gum.  Such  sub- 
stitution is  nearly  always  intentional,  and  is 
the  more  pernicious  and  more  to  be  con- 
demned on  that  account. 


STILL  won 

TO  DO. 


The  number  of  such  cases,  as 
here  enumerated,  is  becoming 
smaller  and  smaller  every 
month,  showing  the  wholesome  effect  of  the 
law.  Of  course,  it  is  not  to  be  inferred  for  a 
moment,  even  if  the  drugs  are  pure  when  they 
are  passed  by  the  customs  officials,  that  such 
high  quality  will  be  maintained  until  they  reach 
the  consumers.  A  single  illustration,  cited  by 
Dr.  Rusby,  will  emphasize  the  point.  A  New 
York  jobber  in  crude  drugs  nearly  fainted  on 
being  told  that  his  ground  belladonna  root 
contained  60  per  cent  of  olive  pits,  but  soon 
learned  from  his  own  investigations  that  the 
miller,  to  ^vhom  he  sent  his  fine  drugs  to  be 
ground,  was  systematically  abstracting  a  por- 
tion and  stA>stituting  adulterants.  Rascals 
there  are  in  this  country,  as  well  as  in  Europe 
and  elsewhere. 

Most  of  the  cases  of  adulteration  observed 
in  the  inspection  of  interstate  samples  are  in 
the  same  category  with  those  noted  for  im- 
ported products,  viz.,  failures  to  conform  to 
Pharmacopoeia  specifications,  substitution  of 
cheap,  inferior  material  for  the  more  ex- 
pensive or  high  grade;  for  example,  senna 
siftings  for  leaves,  acetanilide  for  phenace- 
tine,  mixing  the  product  with  dirt  and  inert 
vegetable  debris.  This  is  an  exceedingly  raw, 
offensive  sort  of  adulteration.  When  one 
buys  drugs  that  are  as  "cheap  as  dirt,"  he 
usually  gets  what  he  pays  for. 


DEATH  OF 
LOID  LISTEI. 


Joseph  Lister,  one  of  the 
most  illustrious  figures  in 
modem  medicine,  died  re- 
cently in  London.  He  is  known  the  world 
over  as  the  discoverer  of  the  principles  of 
antiseptic  surgery.  It  was  Lister  who  ex- 
ploded the  theory  of  "laudable  pus"  and  in- 
troduced measures  to  exclude  infections  from 
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wounds.  The  sterilization  of  instruments  and 
dressings,  the  use  of  carbolic  acid  as  a  germi- 
cide, all  date  back  to  Lister.  He  also  intro- 
duced the  absorbable  catgut  ligature. 

But  it  were  only  fair  to  add  that  Lister 
built  up  his  theory  of  an  antisepsis  largely  on 
the  work  of  his  contemporary  Pasteur,  who 
was  teaching  the  world  the  role  of  germs  in 
the  processes  of  fermentation  and  putrefac- 
tion. When  Pasteur  announced  that  putre- 
faction was  caused  by  germs,  Lister  at  once 
surmised  that  suppuration  was  due  to  living 
organisms.  He  therefore  took  pains  to  ex- 
clude them  from  wounds,  thus  laying  the 
foundation  of  modem  antiseptic  surgery.  Few 
men  have  made  greater  contributions  to  hu- 
manity, and  we  can  only  observe  with  regret 
the  passing  of  one  who  has  done  so  much  to 
save  life  and  relieve  suffering.  Fortunately 
Lister  lived  to  the  good  old  age  of  85.  It  is 
said  that  notwithstanding  all  die  honors  that 
were  showered  upon  him  he  remained  to  the 
last  a  modest  physician. 


Jonah .  F.  Rupert,  a  pharma- 

opiuH  cuMBS.      ^^^^    ^^    ^^   United    States 

Navy  who  has  during  recent 
months  been  on  an  American  man-of-war  over 
in  Chinese  waters,  sends  us  the  following 
paragraph  taken  from  an  annual  report  of  the 
health  officer  of  the  port  of  Shanghai : 

• 

The  attempt  to  stamp  out  the  opiwn  habit  in  China 
has  produced  a  multitude  of  anti-opium  medicines. 
Many  of  these  have  been  found  on  analysis  in  the 
laboratory  to  contain  morphine.  These  act  by  replac- 
ing the  opium  habit  by  the  morphine  habit,  In  more 
than  one  instance  samples  sent  to  the  laboratory  for 
analysis  by  manufacturers  have  been  found  without 
harmful  content,  while  medicines  of  the  same  name 
purchased  as  sold  to  the  public  have  contained  opium 
or  morphine.  Even  in  the  hands  of  a  qualified  medical 
man  the  cure  of  the  opium  habit  by  means  of  drugs 
is  one  of  the  greatest  difficulty.  That  a  proprietary 
medicine  could  effect  such  a  cure  is  practically  impos- 
sible. But  in  the  use  of  quack  medicines  the  foreign- 
er is  little  better  than  the  native.  Those  who  never 
trust  their  watches  or  boots  to  an  amateur  for  repair, 
readily  3rield  their  bodies  to  the  prescribing  druggist 
and  patent  medicine  proprietor,  whose  main  object  is 
to  make  money  out  of  the  gullible. 

It  is  nothing  new  to  discover  that  proprie- 
tary articles  intended  for  the  cure  of  the 
opium  or  the  morphine  habit  have  themselves 
contained  the  very  narcotics  which  they  were 
supposed  to  combat.  They  have  thus  been 
fakes — pure  and  simple.    We  recall  that  two 


or  three  years  ago,  Lyman  F.  Kebler,  of  the 
Bureau  of  Chemistry  of  the  Department  of 
Agriculture  in  Washington,  prepared  a  bulle- 
tin showing  that  many  of  the  habit  cures 
imposed  upon  unsuspecting  victims  were 
frauds  of  this  character. 


CANDIDATES  Candidates  for  registration 
MUST  oBsnvB  papers  must  be  very  careful 
MBOUUEHBNTS.  ^^  comply  with  all  the  re- 
quirements of  the  State  Board  Examiners. 
Only  recently,  a  few  days  before  the  Alabama 
State  Pharmacy  Board  met  in  Birmingham, 
the  members  .were  informed  through  the  Ten- 
nessee Board  that  one  of  the  successful  appli- 
cants at  the  Montgomery  Board  meeting  last 
October  had  received  a  certificate  through 
false  representation.  He  was  not  twenty-one 
year^  of  age,  and  had  had  only  eighteen 
months'  experience.  Nevertheless,  he  swore 
that  he  was  twenty-one  and  had  had  four 
years  of  experience.  The  young  man  hailed 
from  Tennessee,  and  the  foregoing  facts  came 
out  by  his  trying  to  get  an  interchange  certifi- 
cate from  the  Tennessee  Board. 

The  Alabama  examiners  learned  that  the 
young  man  was  at  work  in  a  store  in  Birming- 
ham, located  him,  and  charged  him  with 
fraud.  He  confessed  and  was  deeply  morti- 
fied. His  certificate  was  annulled  at  once. 
The  Board  passed  a  resolution  that  hereafter 
no  application  would  be  considered  unless  it 
be  in  the  hands  of  the  secretary  with  the  fee 
and  properly  filled  out  at  least  five  days  before 
the  Board  meeting. 

♦     «     ♦ 

GiOABBTTB  ^  Statistical  table  printed  in 
CONSUMPTION  a  recent  issue  of  Tobacco 
iNGBBASiNo.  rtvt^ls  that  the  sale  of  cigar- 
ettes is  increasing  rapidly  in  the  United  States. 
The  output  during  the  month  of  January 
reached  the  enormous  total  of  more  than  667,- 
000,000,  or  nearly  double  that  of  January, 
1911,  when  it  was  something  over  398,000,000. 
It  is  significant  that  during  this  month  when 
cigarette  production  increases  more  than  a 
quarter  of  a  billion,  cigars  showed  a  falling 
off  of  more  than  34,000,000.  It  is  to  be  hoped 
that  those  tobacco  dealers  who  cut  the  price  on 
cigarettes  with  a  view  to  making  up  the  loss 
by  the  sale  of  cigars  will  see  in  these  figures 
the  folly  of  their  action.  The  increase  in  the 
sale  of  cigarettes,  it  may  be  fairly  supposed, 
was  made  at  the  expense  of  a  decrease  in  the 
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sale  of  cigars.  If  the  process  continues  it 
should  impress  upon  all  tobacco  dealers  that 
they  must  get  the  full  price  for  cigarettes. 

♦        ♦        « 

THE  TBLEPBONB    ^^^  Several  months  the  New 
SITUATION        York   Pharmaceutical   Con- 

m  NEW  Yom.  f erence  has  had  some  differ- 
enccs  with  the  New  York  Telephone  Com- 
pany over  the  question  of  telephone  commis- 
sions. The  telephone  company  threatened  to 
cut  down  the  commission  to  10  per  cent,  a 
move  which  the  druggists  very  generally  re- 
sented. In  fact  several  had  the  booths  re- 
moved from  their  stores.  Now  the  New  York 
Telephone  Company  comes  forward  with  the 
following  proposition,  which  will  apply  to  all 
public  pay  telephone  stations  in  Greater  New 
York  and  probably  throughout  the  State  gen- 
erally wherever  the  Bell  system  is  installed: 
Stores  doing  50  cents  or  less  telephone  busi- 
ness a  day  will  receive  10  per  cent  commission 
on  total  receipts.  Stores  doing  over  60  cents 
a  day  and  up  to  $1  will  receive  10  per  cent  on 
the  first  50  cents  and  15  per  cent  on  the  bal- 
ance. Stores  doing  a  business  of  over  $1  a 
day  will  receive  10  per  cent  on  the  first  50 
cents,  15  per  cent  on  the  second  50  cents,  and 
20  per  cent  on  all  receipts  over  $1. 

These  terms  are  considerably  better  than 
the  flat  10-per-cent  commission  at  first  offered 
by  the  Telephone  Company,  but  it  remains  to 
be  seen  whether  they  will  suit  the  druggists. 

«     «     ♦ 

From  time  to  time  the 
swBBT  OIL.        United    States    Department 

of  Agriculture  has  received 
inquiries  asking  whether  or  hot  it  is  permis- 
sible, under  the  Food  and  Drugs  Act,  to  label 
cottonseed  oil  as  "sweet  oil."  Investigations 
have  shown  that  some  samples  marked  "sweet 
oil"  consist  of  cottonseed  oil  or  a  mixture  of 
olive  oil  and  cottonseed  oil.  A  careful  con- 
sideration of  the  subject  leads  to  the  conclu- 
sion that  the  only  oil  to  which  the  term 
"sweet  oil"  may  be  correctly  applied  is  olive 
oil. 

It  is  held,  therefore,  by  the  Board  of  Food 
and  Drug  Inspection,  that  any  oil  other  than 
olive  oil  is  misbranded  when  sold  under  the 
name  of  "sweet  oil."  It  is  not  correct,  for 
example,  to  label  cottonseed  oil  as  "sweet  oil" 
and  then  elsewhere  on  the  label  to  describe 
correctly  the  true  character  of  the  oil. 


COCAINE  ^^  ^^  sometimes  said  that 
CONSUMPTION  despite  the  increasing  num- 
DBCMBAsiNO.      ^^  ^£  anti-uarcotic  laws,  the 

total  consumption  of  drugs  like  opium  and 
cocaine  is  regularly  increasing.  That  this  is 
not  wholly  true  may  be  gathered  from  an 
authentic  report  recently  emanating  from  a 
dealer  in  Hamburg,  Germany,  who  is  claimed 
to  be  the  largest  handler  of  so-called  crude 
cocaine  on  the  European  continent.  He  de- 
clares that  the  consumption  of  this  substance 
during  1911  was  only  2417  kilos,  whereas  8380 
kilos  more  than  that  were  consumed  during 
1910.  Thus  the  figures  were  cut  down  more 
than  half  in  one  year !  In  the  meantime,  how- 
ever, the  importation  of  the  alkaloid  to  Ham- 
burg from  South  America  was  just  as  great, 
so  that  the  European  market  is  now  consider- 
ably overstocked. 

«     «     « 

The    question    of    labeling 
■aJSHSuIIo,      products   designated   as 

"Maraschino  C  h  e  r  r  i  e  s," 
"Cherries  in  Maraschino,"  "Bigarreau  au 
Marasquin,"  etc.,  has  been  considered  by  the 
Board  of  Food  and  Drug  Inspection.  After 
due  investigation  the  Board  is  of  the  opinion 
that  "Maraschino  Cherries"  should  be  ap- 
plied only  to  the  marasca  cherries  preserved  in 
maraschino. 

Maraschino  is  a  liqueur  or  cordial  prepared 
by  process  of  fermentation  and  distillation 
from  the  marasca  cherry,  a  small  variety  of 
the  European  wild  cherry  indigenous  to  the 
Dalmatian  Mountains.  Liqueurs  or  cordials 
prepared  in  imitation  of  maraschino  with  arti- 
ficial flavors  or  otherwise  will  not  be  held  to  be 
misbranded  if  plainly  labeled  "Imitation"  in 
some  manner  to  show  their  true  character. 


We  have  heard  it  said  that 

WNUAjf  WATBM.    "^i^^^ral  waters  are  apt   to 

harbor  germs.  Now  it  ap- 
pears that  the  government  is  taking  steps  to 
prosecute  firms  that  sell  such  contaminated 
liquids.  One  company  has  recently  been  fined 
$25  for  supplying  a  mineral  water  that  was 
fotmd  to  be  full  of  bacteria.  The  transaction 
was  considered  a  violation  of  the  food  and 
drugs  act.  Adulteration  was  charged  for  the 
reason  that  the  product  consisted  in  part  of 
filthy  animal  or  vegetable  substances  and  con- 
tained injurious  ingredients. 
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EDITORIAL 


IS  HE  RIGHT? 

William  J.  Robinson,  Ph.G.,  M.D.,  editor 
of  the  Critic  and  Guide,  has  a  trenchant  edi- 
torial in  the  February  issue  of  that  journal 
under  this  caption:  "Of  All  Professions, 
Pharmacy  Alone  is  Asleep."  Dr.  Robinson 
goes  on  to  say: 

All  professions  are  waking  up,  physicians,  dentists, 
lawyers,  clergymen,  even  the  nurses  are  beginning  to 
take  an  interest  in  things  other  than  those  belonging  to 
the  strict  limits  of  their  profession.  Th^  are  begin- 
ning to  recognize  that  besides  being  doctors,  lawyers, 
etc.,  thQT  are  also  human  beings;  that  besides  belonging 
to  a  certain  profession  or  trade  they  also  belong  to 
humanity.  And  they  therefore  invite  prominent  men 
to  lecture  to  them  on  subjects  outside  their  profes- 
sional boundaries,  on  subjects  of  broad  human  interest. 

Alone  of  all  professions,  Pharmacy  sleeps.  When 
druggists  meet,  they  discuss  such  palpitating  subjects 
as  the  best  method  of  making  lime-water,  how  to  pre- 
pare syrup  of  senega,  how  to  coat  phosphorus  pills 
(which  nobody  uses),  how  to  make  two  cents  more 
profit  on  Lydia's  Vegetable  Confound  or  Father  John's 
Nostrum,  whether  it  is  best  to  dress  the  window  with 
toilet  paper  or  hair  soles,  or  how  best  to  handle  sta- 
tionery, candy,  and  ice-cream  drinks.  These  subjects 
are  proper  subjects  for  pharmacists  to  discuss.  But 
why  not  once  in  a  while,  once  in  a  great  while,  take  up 
some  real  subject,  some  topic  of  broad  human  interest 

Are  you  afraid  it  might  hurt  you,  if  you  attempt  to 
broaden  your  mind  a  little? 

Dr.  Robinson  has  the  reputation  of  being  a 
clear  thinker  and  trenchant  writer,  but  it  is 
very  evident  that  our  medical  friend  has  never 
attended  an  N.  A.  R.  D.  convention,  or  a 
good  State  meeting  for  that  matter.  His  im- 
pressions of  such  conventions  are  evidently 
based  on  a  few  extracts  from  scientific  papers 
that  have  been  read  at  pharmaceutical  gather- 
ings and  subsequently  published  in  the  drug 
journals.  No  topics  of  broad  human  interest 
at  pharmaceutical  conventions?  Such  an  in- 
ference were  most  unfounded.  Many  a  phar- 
macist in  this  country  owes  a  good  share  of 
his  general  culture  to  a  regular  attendance  at 
the  annual  conventions  of  the  pharmaceutical 
associations  to  which  he  belongs. 

Take  the  last  annual  meeting  of  the  N.  A. 
R.  D.  at  Niagara  Falls,  for  example.  Men 
who  left  the  four  walls  of  their  stores  to  at- 
tend that  convention  gave  any  amount  of 
thought  to  subjects  of  a  broadening  nature. 
They  gained  some  insight  into  the  workings 


of  our  national  political  bodies.  Through  the 
reports  and  debates  of  the  legislative  officers, 
they  learned  something  about  the  great  law- 
making machinery  of  our  country.  More  tiian 
that,  they  themselves  took  an  active  part  in  the 
discussion  of  political  questions,  wrestled  now 
with  the  Sherman  anti-trust  act,  again  with 
the  Sherley  bill,  and  then  with  other  measures 
affecting  the  drug  trade.  Isn't  that  sort  of 
work  broadening  and  deepening?  It  gives  a 
man  a  certain  amotmt  of  judicial  grasp  and 
makes  him  a  broader  member  of  the  commim- 
ity.  How  many  of  the  druggists  now  in  poli- 
tics received  their  first  knowledge  of  parlia- 
mentary law  and  their  early  training  in  public 
affairs  from  the  proceedings  of  pharmaceutical 
societies?  Drug  conventions  narrowing?  Not 
for  a  moment. 

At  the  last  N.  A.  R.  D.  convention  even  the 
cigarette  evil  came  up  for  consideration.  The 
sale  of  liquor  and  habit-forming  drugs  was 
discussed.  From  the  talk  on  these  subjects 
the  listener  learned  a  certain  amount  of 
sociology,  gathered  ideas  about  human  prob- 
lems, and  went  away  with  a  desire  to  do  what 
he  could  to  minimize  social  evils.  Even  phil- 
osophy came  in  for  a  fair  share  of  attention 
at  the  Niagara  convention.  A  whole  afternoon 
was  given  over  to  a  lecture  by  Elbert  Hub- 
bard. It  abounded  in  wit  and  humor  of  the 
better  sort.  It  brought  the  members  of  the 
convention  into  contact  with  literature  that 
they  may  not  have  known  before  and  contrib- 
uted not  a  little  to  their  intellectual  enjoyment 
What  would  the  Doctor  have  us  discuss? 
Women's  suffrage? 

Subjects  of  broad  human  interest!  The 
national  conventions  are  full  of  them.  The 
State  meetings,  too,  do  much  to  elevate  the 
intellectual  level  of  all  who  attend  them.  It 
is  a  great  mistake  to  suppose  that  all  is  lime 
and  senega  at  pharmaceutical  gatherings. 

JNO.  H. 


THE  ADVERTISING  GAME—A  NEW  ONE! 

We  have  it  on  the  undisputable  authority  of 
an  oft-repeated  bit  of  wisdom  that  there  is 
more  than  one  way  of  skinning  a  cat.  One  of 
our  "esteemed  contemporaries"  has  discovered 
a  new  method  recently.  It  is  of  more  than 
passing  interest.  This  particular  contempo- 
rary is  anxious  to  increase  its  circulation.  So 
what  does  it  do?  It  makes  a  canvass  of  dif- 
ferent cities  to  see  what  the  circulation  is  in 
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those  particular  places  of  the  different  drug 
journals.  Now  once  in  a  while  it  happens  that 
this  one  journal  finds  it  has  more  subscribers 
in  a  town  than  any  of  the  rest  of  us.  Good ! 
Then  it  proceeds  to  get  out  a  folder  giving  the 
full  list  of  drug  journals  circulated  in  that 
town,  with  the  number  of  subscribers  credited 
to  each  of  them.  Of  course  in  such  cases  our 
friend  appears  at  the  top,  with  more  sub- 
scribers than  anybody  else,  and  its  name  is 
printed  in  bolder  and  blacker  t3rpe  than  is  de- 
voted to  those  of  us  who  simply  fill  in  the  in- 
conspicuous places  underneath.  Rather  a 
clever  scheme,  isn't  it  ? 

But  we  are  really  beginning  to  worry — ^not 
for  ourselves,  but  for  our  contemporary.  We 
arc  afraid  he  won't  find  many  towns  where  he 
stands  at  the  top,  and  what  will  become  of  his 
scheme  if  he  can  only  trot  out  a  few  circulars 
of  this  kind?  The  advertisers  won't  be  con- 
vbced,  will  they?  And  if  they  are  not  con-' 
vinced,  what's  the  use  of  spending  a  lot  of 
money  in  time,  printer's  ink,  and  postage 
charges?  Oh,  well,  we  always  were  able  to 
take  the  other  fellow's  troubles  philosophically, 
and  so  we  shall  let  him  skin  the  cat  in  any  way 
that  he  thinks  best.  Skinning  operations  are 
rather  difficult  anyway. 

But,  speaking  of  skinning  games,  we  can 
scarcely  resist  making  the  mild  and  temperate 
suggestion  that  our  contemporary  stick  to  the 
plain  truth  in  giving  his  figures,  even  though 
it  proves  embarrassing.  In  the  only  circular 
we  have  so  far  seen,  that  alleging  to  give  the 
facts  about  an  eastern  city,  the  number  of 
Bulletin  subscribers  credited  to  us  was  less 
than  half  of  those  on  our  paid  list.  This  par- 
ticular phase  of  the  cat-skinning  operation 
isn't  clever — it's  stupid! 


THE  ACTIVITY  OF  THE  KANSAS  STATE 
BOARD  OF  HEALTH. 

The  State  authorities  are  doing  some  very 
good  work  in  the  prevention  of  disease.  Kan- 
sas particularly  has  made  an  effort  to  educate 
people  in  prophylaxis,  to  teach  them  the  simple 
measures  which,  properly  observed,  ward  off 
infections.  A  Kansas  Health  Almanac  is  is- 
sued yearly  conveying  to  the  people  the  saving 
truths  of  public  health.  They  are  shown  the 
loathsome  nature  of  smallpox  and  urged  to  be 
vaccinated.  Conditions  that  predispose  one  to 
pneumonia  are  given,  together  with  the  rules 
for  avoiding  the  disease.     The  subject  of  in- 


fants' complaints  and  whooping-cough  are 
treated,  and  simple  rules  given  for  the  preven- 
tion of  tuberculosis. 

Dr.  S.  J.  Crumbine,  secretary  of  the  Kansas 
State  Board  of  Health,  is  doubtless  respon- 
sible for  much  of  the  good  work  that  is  being 
done  in  his  State  in  the  field  of  hygiene.  He 
takes  a  very  active  part  in  the  inspection  and 
sanitation  of  both  foods  and  drugs.  He  is 
responsible  for  the  fly  crusade.  •  Knowing  that 
these  insects  spread  typhoid  fever  or  even  tu- 
berculosis, Dr.  Crumbine  has  urged  the  people 
to  cart  away  or  burn  up  animal  and  vegetable 
refuse  upon  which  the  flies  thrive.  Mos- 
quitoes, too,  have  come  under  the  ban.  Stag- 
nant pools  which  furnish  a  breeding  ground 
for  these  germ  carriers,  are  being  drained  or 
filled. 

Dr.  Crumbine  is  also  responsible  for  the 
shipment  of  oysters  in  tightly  closed  containers 
which  do  not  permit  the  addition  of  water  and 
the  entrance  of  disease  germs.  An  effort  is 
being  made  to  exclude  contaminating  influ- 
ences from  this  popular  food.  For  when  bac- 
teria once  gain  access  to  oysters  they  find 
there  a  good  medium  for  their  growth. 

Through  the  activity  of  the  Kansas  State 
Board  of  Health  several  fines  have  been  im- 
posed upon  men  for  improperly  displaying 
foodstuffs  on  the  sidewalks.  Dealers  in  some 
instances  have  been  guilty  of  exposing  meats, 
vegetables,  and  other  kinds  of  foods  without 
having  them  properly  protected  from  insects 
or  disease  germs.  Dr.  Crumbine  forces  all 
restaurants,  hotels,  and  various  other  estab- 
lishments that  cater  to  the  public  to  keep  their 
floors  clean,  their  kitchens  sanitary,  and  every 
door  and  window  screened  against  flies.  No 
one  is  allowed  to  haul  bread  or  meats  through 
the  streets  without  having  them  covered  so 
that  they  cannot  be  contaminated  by  dust. 
These  are  just  a  few  reforms  that  Dr.  Cnun- 
bine  has  accomplished  in  a  quiet  but  forceful 
way,  showing  what  a  strong  influence  a  State 
board  of  health  can  exert  for  the  public  good. 


PHYSICIANS  AFTER  THE  MIDWIVES. 

Physicians  are  giving  a  good  deal  of  atten- 
tion to  the  status  of  midwifery  if  we  may 
judge  from  the  articles  that  have  been  appear- 
ing in  the  medical  journals  on  that  subject. 
They  seem  to  be  very  much  aroused  over  the 
way  midwives  have  been  encroaching  on  their 
domain.     Far  from  being  merely  an  aid  to  the 
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doctor,  the  midwife  seems  to  be  usurping  his 
duties  and  supplanting  him  throu^out  the 
period  of  childbirth.  It  is  said  that  in  the 
large  cities  midwives  have  entire  charge  in 
over  half  the  births. 

No  wonder  the  doctors  complain.  They 
take  the  stand,  and  very  rightly  too,  that  only 
a  man  or  woman  with  a  medical  degree,  with 
a  professional  knowledge  of  anatomy,  pathol- 
ogy and  obstetrics,  can  deliver  babies  safely. 
Frequently,  moreover,  minor  gynecological  op- 
erations are  required  at  childbirth,  which  call 
for  the  services  of  an  expert  practitioner. 
Nevertheless  the  midwife  often  has  no  hesita- 
tion about  handling  abnormal  cases  as  well  as 
the  uneventful  ones. 

In  Europe,  particularly  among  the  peasantry, 
where  women  are  rugged  breeders,  there  is  a 
bigger  field  for  the  midwife.  Labor  cases  are 
normal  and  the  physician  is  glad  to  be  relieved 
of  much  menial  work.  Furthermore,  the  mid- 
wife cares  for  the  family  during  the  confine- 
ment  of  the  mother,  serving  as  a  domestic  as 
well  as  a  nurse.  But  in  America  the  midwife 
has  few  if  any  household  duties.  Her  services 
are  purely  medical.  To  tell  the  truth,  she  sup- 
plants the  doctor.  Her  charges,  however,  offer 
no  particular  inducement,  for  her  fee  is  little 
less  than  the  doctor's.  She  receives  from' 
eight  to  ten  dollars  a  case.  It  is  hard  to  un- 
derstand why  so  many  of  the  foreign-bom 
women  would  rather  have  a  midwife  attend 
them  than  a  physician.  Modesty  does  not 
offer  the  explanation,  for  there  are  any  num- 
ber of  competent  women  practitioners  to  at- 
tend members  of  their  own  sex. 

And  so  the  controversy  continues  between 
the  physicians  and  the  midwives.  Meanwhile 
some  substantial  good  has  been  accomplished 
in  that  the  different  States  have  raised  the  re- 
quirements for  the  practice  of  midwifery.  In 
New  York  City,  for  instance,  women  who 
wish  to  follow  the  vocation  must  obtain  per- 
mits from  the  Department  of  Health.  Their 
character,  their  past  reputation,  and  their  home 
surroundings  are  all  looked  into  by  the  author- 
ities. Recently  a  school  for  midwives  was 
started  in  the  metropolis,  the  first  of  its  kind 
in  the  United  States  under  municipal  control. 
Candidates  for  a  diploma  remain  for  six 
months  under  the  tutelage  of  a  doctor  and  a 
nurse.  This  is  right — if  the  midwives  are  to 
attend  so  many  cases  of  labor  let  them  be  prop- 
erly trained.  X. 


THE  HALL  OF  FAME 


LEAVES   BASEBALL   FOR   PHARMACY. 

Dr.  James  Casey,  ball-player  and  dentist, 
has  retired  from  baseball.  He  has  purchased 
the  drug  store  of  A.  L.  Walker  on  Woodward 
Avenue,  Detroit,  Mich.,  and  says  he  is  through 
with  the  diamond  for  all  time.  Dr.  Casey  is  the 
second  ball-player  to  embark  in  the  drug  busi- 
ness in  Detroit  within  a  short  time.  Davy- 
Jones,  Detroit's  left-fielder,  is  the  proud  pro- 
prietor of  a  flourishing  store  on  Adams  Ave- 
nue East. 

At  the  close  of  the  1911  season  Dr.  Casey 
decided  that  he  didn't  want  to  play  baseball 


Dk.  Jahbs  Cabbv. 

actively  any  longer  and  was  looking  for  a  po- 
sition as  manager,  when  A.  L.  Walker,  a 
prominent  Michigan  pharmacist,  offered  his 
store  for  sale.  It  was  a  first-class  stand  on 
Detroit's  busiest  thoroughfare,  and  Dr.  Casey 
bought  the  place.  He  is  a  graduate  in  den- 
tistry of  the  Baltimore  Medical  College,  and 
for  a  time  practiced  that  profession. 

It  cannot  be  doubted  that  if  Dr.  Casey 
shows  half  the  "pep"  in  the  drug  business  that 
he  did  behind  the  plate  on  the  Tiger  Nine,  his 
success  is  assured  beyond  a  doubt.  Dr.  Casey 
began  his  baseball  career  as  backstop,-  and  in 
six  years  worked  himself  up  from  the  New 
England  League  to  the  Eastern.  Possessed  of 
a  splendid  throwing  arm,  he  was  a  strong  man 
on  third  base  as  well  as  the  home  plate.     He 
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first  started  in  1892  with  the  Pawtucket, 
Rhode  Island,  Club,  Then  he  went  to  Law- 
rence, and  in  1894  to  Portland,  Maine.  For 
three  seasons  he  caught  for  the  Toronto  Qub, 
going  to  Washington  during  the  year  of  the 
Spanish-American  war.  The  season  of  1899 
found  him  with  Brooklyn  and  with  the  Na- 
tional League  Champions. 

It  was  in  1900  that  Dr.  Casey  came  to  De- 
troit to  try  his  fortune  with  the  new  American 
League.  He  remained  here  through  the  sea- 
son of  1902,  when  he  returned  to  the  National 
League  to  play  with  the  Cubs.  Dr.  Casey 
served  as  catcher  of  the  Detroit  team,  where 
he  earned  the  reputation  of  being  an  excellent 
player.  He  also  became  well  known  for  his 
keen  wit  and  repartee,  being  one  of  those  play- 
ers to  whom  the  fans  were  glad  to  listen.  Dr, 
Casey  was  not  a  flashy  player,  but  always  a 
brainy  one.  He  broke  the  baseball  record 
for  quick  thinking. 


actual  life.     They  seem  after  all  to  resemble 
a  lot  of  kindly  disposed  men ! 

In  this  place  we  are  showing  the  portrait  Of 
Floyd  Tilford,  who  is  in  charge  of  the  Di- 
vision of  Foods  and  Drugs  of  the  State  Board 
of  Health  of  Kansas.  Dr.  S.  J,  Crumbine,  as 
the  secretary  of  the  Board,  is  the  ranking  of- 
ficer in  the  enforcement  of  the  food  and  drug 
law,  but  Dr.  Crumbine  has  many  other  duties 
to  perform,  and  he  apparently  leaves  most  of 
the  food  and  drug  work  in  charge  of  the  head 
of  the  division.  Mr.  Tilford  is  furthermore 
Dr.  Crumbine's  immediate  assistant,  and  is 
presumably  in  full  authority  during  his  chief's 
absence. 


A  YOUNGSTER  WITH  A  PROHISINQ  NAHEI 

The  handsome  boy  of  three  years  and  six 

months  shown  in  the  accompanying  portrait  is 


A  MAN  WHOM  DRUGGISTS  ARE  INTER- 
ESTED IN. 

A  feature  of  this  issue  of  the  Bulletin 
which  we  feel  sure  will  attract  considerable 
attention  is  the  page  of  nine  portraits  of  State 


Floyd  Tiltobd. 


Food  and  Drug  Commissioners.  These  are 
some  of  the  men  who  have  made  the  drug 
trade  sit  up  and  take  notice  during  the  last 
few  years.  As  the  administrators  of  the  State 
pure  food  and  drug  laws,  they  have  suddenly 
''wotne  important  in  the  pharmaceutical  eye, 
and  we  are  quite  convinced  that  our  readers 
will  be  glad  to  see  what  they  look  like  in 


Pauk  D*v»  EvBBa. 

Parke  Davis  Evers,  of  McGregor,  Texas.  His 
father.  Max  H,  Evers,  of  the  firm  of  Evers 
Bros.,  is  so  great  an  admirer  of  the  house  of 
Parke.  Davis  &  Co.  that  he  named  his  son 
after  them.  This  certainly  was  a  nice  tribute 
to  the  firm,  and  it  would  also  appear  that,  if 
there  is  anything  in  a  name,  this  young  man 
will  in  time  be  the  head  and  front  of  some 
large  manufacturing  establishment.  Look  out 
for  him  1 
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doctor,  the  midwife  seems  to  be  usurping  his 
duties  and  supplanting  him  throughout  the 
period  of  childbirth.  It  is  said  that  in  the 
large  cities  midwives  have  entire  charge  in 
over  half  the  births. 

No  wonder  the  doctors  complain.  They 
take  the  stand,  and  very  rightly  too,  that  only 
a  man  or  woman  with  a  medical  degree,  with 
a  professional  knowledge  of  anatomy,  pathol- 
ogy and  obstetrics,  can  deliver  babies  safely. 
Frequently,  moreover,  minor  gynecological  op- 
erations are  required  at  childbirth,  which  call 
for  the  services  of  an  expert  practitioner. 
Nevertheless  the  midwife  often  has  no  hesita- 
tion about  handling  abnormal  cases  as  well  as 
the  uneventful  ones. 

In  Europe,  particularly  among  the  peasantry, 
where  wcnnen  are  nigged  breeders,  there  is  a 
bigger  field  for  the  midwife.  Labor  cases  are 
normal  and  the  physician  is  glad  to  be  relieved 
of  much  menial  work.  Furthermore,  the  mid- 
wife cares  for  the  family  during  the  confine- 
ment of  the  mother,  serving  as  a  domestic  as 
well  as  a  nurse.  But  in  America  the  midwife 
has  few  if  any  household  duties.  Her  services 
are  purely  medical.  To  tell  the  truth,  she  sup- 
plants the  doctor.  Her  charges,  however,  offer 
no  particular  inducement,  for  her  fee  is  little 
less  than  the  doctor's.  She  receives  from  ■ 
eight  to  ten  dollars  a  case.  It  is  hard  to  un- 
derstand why  so  many  of  the  foreign-bom 
women  would  rather  have  a  midwife  attend 
them  than  a  physician.  Modesty  does  not 
offer  the  explanation,  for  there  are  any  num- 
ber of  competent  women  practitioners  to  at- 
tend members  of  their  own  sex. 

And  so  the  controversy  continues  between 
the  physicians  and  the  midwives.  Meanwhile 
some  substantial  good  has  been  accomplished 
in  that  the  different  States  have  raised  the  re- 
quirements for  the  practice  of  midwifery.  In 
New  York  City,  for  instance,  women  who 
wish  to  follow  the  vocation  must  obtain  per- 
mits from  the  Department  of  Health.  Their 
character,  their  past  reputation,  and  their  home 
surroundings  are  all  looked  into  by  the  author- 
ities. Recently  a  school  for  midwives  was 
started  in  the  metropolis,  the  first  of  its  kind 
in  the  United  States  under  municipal  control. 
Candidates  for  a  diploma  remain  for  six 
months  under  the  tutelage  of  a  doctor  and  a 
nurse.  This  is  right — if  the  midwives  are  to 
attend  so  many  cases  of  labor  let  them  be  prop- 
erly trained. 


THE  HALL  OF  FAME 


LEAVES   BASEBALL  FOR   PHARMACY. 

Dr.  James  Casey,  ball-player  and  dentist, 
has  retired  from  baseball.  He  has  purchased 
the  drug  store  of  A.  L.  Walker  on  Woodward 
Avenue,  Detroit,  Mich.,  and  says  he  is  through 
with  the  diamond  for  all  time.  Dr.  Casey  is  the 
second  ball-player  to  embark  in  the  drug  busi- 
ness in  Detroit  within  a  short  time.  Davy- 
Jones,  Detroit's  left-fielder,  is  the  proud  pro- 
prietor of  a  flourishing  store  on  Adams  Ave- 
nue East. 

At  the  close  of  the  1911  season  Dr.  Casey 
decided  that  he  didn't  want  to  play  baseball 


Db.  Jahes  Cabbi. 

actively  any  longer  and  was  looking  for  a  po- 
sition as  manager,  when  A.  L.  Walker,  a 
prominent  Michigan  pharmacist,  offered  his 
store  for  sale.  It  was  a  first-class  stand  on 
Detroit's  busiest  thoroughfare,  and  Dr.  Casey 
bought  the  place.  He  is  a  graduate  in  den- 
tistry of  the  Baltimore  Medical  College,  and 
for  a  time  practiced  that  profession. 

It  cannot  be  doubted  that  if  Dr.  Casey 
shows  half  the  "pep"  in  the  drug  business  that 
he  did  behind  the  plate  on  the  Tiger  Nine,  his 
success  is  assured  beyond  a  doubt.  Dr.  Casey 
began  his  baseball  career  as  backstop,-  and  in 
six  years  worked  himself  up  from  the  New- 
England  League  to  the  Eastern.  Possessed  of 
a  splendid  throwing  arm,  he  was  a  strong  man 
on  third  base  as  well  as  the  home  plate.     He 
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first  started  in  1892  with  the  Pawtucket, 
Rhode  Island,  Club.  Then  he  went  to  Law- 
rence, and  in  1894  to  Portland,  Maine.  For 
three  seasons  he  caught  for  the  Toronto  Qub, 
going  to  Washington  during  the  year  of  the 
Spanish-American  war.  The  season  of  1899 
found  him  with  Brooklyn  and  with  the  Na- 
tional League  Champions. 

It  was  in  1900  that  Dr.  Casey  came  to  De- 
troit to  try  his  fortune  with  the  new  American 
Le^ue.  He  remained  here  through  the  sea- 
son of  1902,  when  he  returned  to  the  National 
League  to  play  with  the  Cubs.  Dr.  Casey 
served  as  catcher  of  the  Detroit  team,  where 
he  earned  the  reputation  of  being  an  excellent 
piayer.  He  also  became  well  known  for  his 
keen  wit  and  repartee,  being  one  of  those  play- 
ers to  whom  the  fans  were  glad  to  listen.  Dr. 
Casey  was  not  a  flashy  player,  but  always  a 
brainy  one.  He  broke  the  baseball  record 
for  quick  thinking. 


actual  life.     They  seem  after  all  to  resemble 
a  lot  of  kindly  disposed  men! 

In  this  place  we  are  showing  the  portrait  Of 
Floyd  Tilford,  who  is  in  charge  of  the  Di- 
vision of  Foods  and  Drugs  of  the  State  Board 
of  Health  of  Kansas.  Dr.  S.  J.  Crumbine,  as 
the  secretary  of  the  Board,  is  the  ranking  of- 
ficer in  the  enforcement  of  the  food  and  drug 
law,  but  Dr.  Crumbine  has  many  other  duties 
to  perform,  and  he  apparently  leaves  most  of 
the  food  and  drug  work  in  charge  of  the  bead 
of  the  division.  Mr.  Tilford  is  furthermore 
Dr.  Crumbine's  immediate  assistant,  and  is 
presumably  in  full  authority  during  his  chief's 
absence. 


A  YOUNGSTER  WITH  A  PROMISING  NAHEl 

The  handsome  boy  of  three  years  and  six 

months  shown  in  the  accompanying  portrait  is 


A  HAN  WHOU  DRUGGISTS  ARE  INTER- 
ESTED IN. 

A  feature  of  this  issue  of  the  Bulletik 
which  we  feel  sure  will  attract  considerable 
attention  is  the  page  of  nine  portraits  of  State 


Floyd  Tilkibd. 

Food  and  Drug  Commissioners.  These  are 
some  of  the  men  who  have  made  the  drug 
trade  sit  up  and  take  notice  during  the  last 
few  years.  As  the  administrators  of  the  State 
pure  food  and  drug  laws,  they  have  suddenly 
•jeeotne  important  in  the  pharmaceutical  eye, 
and  we  are  quite  convinced  that  our  readers 
will  be  glad  to  see  what  they  look  like  in 


P«BKB  1>*Via  EVBBS. 

Parke  Davis  Evers,  of  McGregor,  Texas.  His 
father,  Max  H.  Evers,  of  the  firm  of  Evers 
Bros.,  is  so  great  an  admirer  of  the  house  of 
Parke.  Davis  &  Co.  that  he  named  his  son 
after  them.  This  certainly  was  a  nice  tribute 
to  the  firm,  and  it  would  also  appear  that,  if 
there  is  anything  in  a  name,  this  young  man 
will  in  time  be  the  head  and  front  of  some 
large  manufacturing  establishment.  Look  out 
for  him! 
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erally  made  homogeneous  with  acacia,  in  in- 
ternal mixtures. 

In  conclusion,  it  seems  to  me  that  this  dis- 
cussion involves  the  broad  subject  of  manu- 
facturing and  dispensing,  concerning  which  a 
book  might  be  written. 

There  is  one  important  rule  that  I  failed  to 
mention  for  the  employer.  Don't  quarrel  with 
your  clerks,  but  keep  them  informed  of  your 
wishes.  Those  whom  you  cannot  trust  and  are 
inefficient  will  find  it  out  and  leave  voluntarily 
through  one  cause  or  another.  They  will  not 
gain  the  sympathy  of  your  trusted  employees 
and  will  probably  not  condemn  you  them- 
selves. 

BY  RICHARD  H.  LACKEY,  PHILADELPHIA, 
PA. 

There  is  very  little  that  is  unique  or  unusual 
about  my  methods  of  work  at  the  prescription 
counter,  and  very  little  that  would  be  interest- 
ing or  valuable  to  Bulletin  readers. 

The  ideal  plan  of  conducting  a  prescription 


The  ideal,  to  the  average  store,  is  impos- 
sible. The  next  best  thing  is  a  rule  prohibit- 
ing the  interruption  of  a  clerk  engaged  in 
compounding  unless  It  be  unavoidable,  an  ab- 
solute rule  against  substitution,  the  use  of  the 
best  materials  it  is  possible  to  obtain,  and  the 
proper  checking  of  all  prescriptions,  including 
the  labels.  If  the  compounder  brings  to  bear 
under  these  conditions  a  proper  experience  in 
mixing  medicines  and  an  adequate  theoretical 
■knowledge  of  his  profession,  he  will,  other 
things  being  equal,  make  a  success  of  his  pre- 
scription business. 

In  the  last  analysis,  however,  to  para- 
phrase an  old  adage,  eternal  vigilance  is  the 
price  of  safety. 

BY  WILLIAM  H.  KIRCHGESSNER,  GRAND 
RAPIDS,  HIGH. 

We  have  the  following  rules  for  compound- 
ing prescriptions :  The  solubility  of  all  sub- 
stances must  be  considered.  All  salts  must  be 
dissolved  before  other  preparations  are  added. 
Alkaloidal  salts  must  be  dissolved  separately 
before  mixing  with  the  remaining  prescription. 
Saturated  solutions  of  all  the  salts  that  are 
used  to  any  extent  are  kept  on  hand  and  the 
amount  of  salt  in  drachms  is  printed  on  each 
label. 

Eye  lotions  must  all  be  filtered  before  they 
are  completed.  The  dosage  of  each  ingre- 
dient must  be  figured  so  as  to  guard  against 
an  overdose.  All  prescriptions  must  be  copied 
from  memory,  and  then  rechecked  from  the 
original,  as  we  copy  all  the  prescriptions  that 
are  sent  to  us  and  return  the  original  i  f 
wanted. 


Rlcb&rd  H.  Lackej. 

business  would  comprise  a  separate  room  for 
each  compounder,  where  he  would  be  free 
from  noise  and  interruption,  and  have  at  his 
disposal  proper  equipment  in  the  way  of  bal- 
ances, complete  mixing  and  filtering  appli- 
ances, hot  and  cold  running  water,  and  a  stock 
of  those  medicines  ordinarily  used  in  com- 
pounding. Easy  communication  should  be  had 
to  a  fellow  clerk  or  proprietor  for  assistance 
in  checking. 


BY  F.  W.  BROWN,  LEAD,  SOUTH  DAKOTA. 
I  have  never  found  it  necessary  to  adopt  a 
series  of  printed  rules  of  compounding  for  the 
instruction  of  my  dispensers.  As  I  spend 
considerable  time  at  the  dispensing  counter,  I 
have  encountered  no  difficulty  in  passing  the 
following  system  along  to  my  assistants : 

1.  Upon  receiving  a  prescription,  give  the 
patron  a  check  telling  the  number  of  it  and 
the  time  required  for  dispensing. 

2.  Read  the  prescription  carefully  to  de- 
termine as  to  compatibility,  proper  dosage, 
and  the  order  in  which  the  ingredients  should 
be  added  to  produce  the  best  results. 

3.  Select  the  container,  utensils,  and  ingre- 
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dients.     Do  not  return  the  ingredients  until 
the  operations  are  completed. 

4.  Compound  and  check.  Use  the  double- 
check  system  when  there  are  two  dispensers 
on  the  case.  Otherwise  recheck  when  return- 
ing containers  to  their  respective  places.  Clear 
the  counter  of  soiled  utensils. 

5.  Write  the  label  plainly  and  attach  it  to 


the  container,  wrap  neatly,  seal,  and  attach  the 
remaining  check  bearing  the  name  of  the  pa- 
tient, the  number,  and  price. 

In  my  opinion  it  is  better  form  to  write  the 
label  after  the  prescription  is  compounded,  as 
it  is  a  safeguard  against  confusion  of  labels 
when  there  are  more  than  one  prescription  in 
the  course  of  dispensing  at  the  same  time. 
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HOW  I  BUILT  UP  A  DRUG  BUSINESS. 


Autobiography 
Profil  am 


Average  Druggist,  Intended 


ind  Entertainment  of  Other  Average  Drug- 
gists— ^The  StiMry  of  how  a  Small  Store  in  a  Gnmtry  Town 
Gradually  Developed  into  Something  Pretty  Good. 

By  FRANK  FARRINGTON, 

DdH  N.  Y. 

( OonUnued  from  March  BuLLsmr. ) 
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CHAPTER  IV. 

ADVERTISING  THAT  HELPED  SPECIAL  DAYS. 

All  kinds  of  holidays  and  celebration  days 
bring  with  them  special  opportunities  for  the 
druggist. 

These  opportunities  may  not  result  in  large 
receipts,  or  they  may.  A  good  deal  depends 
upon,  how  the  druggist  takes  advantage  of 
them. 

I  found  it  very  profitable  to  get  up  special 
windows  for  all  kinds  of  special  days.  I  also 
used  special  newspaper  advertising  and  sent 
special  advertisements  directly  by  mail. 

CATERING  TO  STRANGERS. 

Our  town  being  the  county  seat  we  had  sev- 
eral terms  of  court  each  year.  Many  strangers 
came  to  town,  among  them  the  jurors.  We 
found  it  a  profitable  plan  to  mail  advertising 
of  the  store's  special  lines  to  the  jurors  and 
the  lawyers,  whose  names  were  easily  procured 
from  the  public  records. 

When  a  man  goes  away  from  home  to  at- 
tend court  for  a  few  days,  he  is  very  likely  to 
need  a  drug  store.  He  wants  cigars,  headache 
or  cold  cures,  stationery,  post-cards,  etc.,  and 
the  store  that  has  sent  him  a  letter  about  such 

*Copyright,  1912,  by  Frank  Farrington. 


goods  inviting  him  to  come  there  for  them,  is 
more  than  likely  to  get  his  business. 

Court  week  used  to  bring  in  a  good  many 
natives  of  the  hill  country  back  from  the  rail- 
roads and  towns,  and  usually  produced  some 
queer  demands.  One  morning  I  had  a  call 
from  a  customer  who  wanted  to  know  which 
was  better,  'Tumpkin  seed  root  or  pumpkin 
seed  extract."  I  advised  the  woman  that  I 
did  not  think  there  was  very  much  difference 
in  the  dose  or  in  its  effect.  Another  back 
country  lady  bought  Peerless  dyes  to  color  her 
hair  with,  and  I  have  no  doubt  that  she  se- 
cured a  very  nice  shade,  though  her  hair  was 
not  wool. 

And  this  reminds  me  of  a  colored  lady  who 
came  in  and  asked  me  for  a  "bottle  of  pink 
pills  for  pale  people,"  and  then  insisted  upon 
my  spraying  her  with  about  seventeen  kinds 
of  perfumery  which  she  did  not  buy. 

January  first  is  of  course  the  first  special 
day  of  the  year,  and  for  the  average  drug 
store  it  brings  some  special  opportunities.  The 
average  pharmacy  sells  some  blank  books  and 
diaries,  and  this  is  the  time  they  should  be 
pushed.  I  always  made  them  the  subject  of 
my  first  after-Christmas  window  displays  and 
newspaper  advertisements.  I  tried  calendar 
advertising  too  at  this  time  of  the  year. 
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CALENDAR  ADVERTISING, 

For  six  different  years  I  used  calendars  at 
this  season,  and  tried  advertising  special  goods 
on  them  and  also  imprinting  them  only  with 
the  store  name. 

As  a  result  of  these  calendar  experiences  I 
feel  certain  that  the  only  gain  from  them  was 
a  limited  amount  of  good-will.  One  January 
I  gave  away  a  large  number  of  calendars  on 
which  I  advertised  a  headache  remedy  put  up 
and  named  for  the  express  purpose  of  trying 
out  the  calendars.  They  did  not  produce  one 
single  call. 

If  you  feel  like  paying  out  anywhere  from 
$5  to  $1,00  in  good  money  for  a  very  limited 
amount  of  good-will,  I  would  say  invest  in 
calendars.  If  you  want  to  get  tangible  and 
durable  results,  invest  it  in  some  of  the  more 
direct  forms  of  advertising.  I  am  free  to  con- 
fess, however,  that  in  discussing  tliis  question 
with  representatives  of  the  calendar  houses  I 
have  never  found  one  who  thought  I  knew 
what  I  was  talking  about. 

One  year  I  gave  away  instead  of  calendars 
little  celluloid  book-marks,  and  while  they  cost 
comparatively  little  they  seemed  to  produce 
just  as  much  good-will  as  the  most  expensive 
calendars  I  ever  used. 

SPECIAL   HOLIDAY  ADS. 

For  St.  Valentine's  day  it  proved  profitable 
to  send  out  an  artistic  valentine  post-card  each 
season  with  a  special  notice  on  it  of  a  new 
perfume  or  toilet  preparation,  or  a  hair  tonic. 
These  of  course  were  usually  mailed  to  the 
ladies,  and  they  were  sent  so  as  to  reach  them 
a  day  or  so  before  St.  Valentine's  in  order 
that  they  might  not  arrive  after  so  many  cards 
had  been  received  that  they  were  an  old  story. 

For  Lincoln's  and  Washington's  birthdays 
and  St.  Patrick's  day  I  used  special  window 
trims  with  plenty  of  decorated  crepe  tissue- 
paper  to  give  appropriate  backgrounds. 
Hatchets  cut  out  of  bristol  board  and  pasted 
on  the  glass  helped  Washington's  display. 
Large  framed  pictures  of  Washington  and  of 
Lincoln  were  easily  borrowed  for  use  in  such 
window  displays. 

Of  course  the  main  display  was  always  of 
some  seasonable  and  salable  goods,  the  special- 
day  matter  being  only  to  attract  attention. 

Easter  should  be  made  one  of  the  big  times 
in  the  drug  store.  The  sales  of  perfumes,  gift 
goods,  candy,  etc.,  ought  to  be  very  large,  and 


they  are  if  the  druggist  goes  after  the  busi- 
ness in  the  right  way. 

One  of  the  best  plans  I  found  for  getting 
the  Easter  business  was  to  give  away  a  little 
souvenir  of  some  sort  the  Saturday  before 
Easter.  On  one  occasion  I  offered  in  news- 
paper advertising  and  by  dodgers  to  give  free 
to  every  person  making  a  purchase  of  five 
cents  or  more  the  choice  of  an  Easter  egg  or 
chicken.  I  bought  a  large  quantity  of  the 
little  cotton  chicks  and  the  sugar  eggs.  Neither 
of  these  cost  much,  and  a  window  full  of 
them  with  a  big  sign  "Given  Away  Free" 


Hr.  Fknincton'B  store  decorated  (or  ft  Bremen's  tounumenL 

Stopped  every  one  who  came  along.  Of  course 
on  the  five-cent  purchases  we  made  no  money, 
but  the  people  who  came  in  and  spent  only  a 
nickel  were  very  few. 

POPULAR  SPECIALS. 

At  another  time  I  distributed  a  lot  of  dodg- 
ers advertising  candy  and  bearing  a  coupon 
which  read  as  follows :  "This  coupon  is  good 
for  seven  cents  to  apply  on  any  purchase  of 
25  cents'  worth,  or  more,  of  Huyler's  on 
April  13.  Only  one  coupon  taken  on  each 
purchase." 

This  was  another  case  where  the  acceptance 
of  a  coupon  with  the  smallest  allowable  pur- 
chase used  up  all  the  profit,  but  it  brought  in 
the  people,  and  they  bought  plenty  of  other 
things,  so  that  the  day  turned  out  to  be  one  of 
our  biggest. 

Another  special  offer  that  I  made  one  East- 
er was  of  special  candy  packages  which  I 
priced  at  29  cents,  some  of  them  being  Huy- 
ler's  that  sold  regularly  at  35  cents.  And  I 
offered  for  39  cents  one  of  the  packages  of 
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candy  and  a  25-cent  bottle  of  perfume.    This 
was  also  a  winning  special. 

For  Decoration  day  we  decorated  a  lot  of 
post-cards  of  the  local  Soldiers'  Monument 
with  little  flag  stickers  such  as  Dennison 
makes,  and  arranged  a  window  display  appro- 
priate to  the  occasion  with  a  stack  of  arms  and 
some  war  pictures,  flags,  etc.  We  put  in  a 
rack  of  the  special  post-cards  and  sold  them  at 
one  cent  each.  Another  plan  we  followed  was 
to  give  free  on  that  day  and  on  the  Fourth  of 
July  a  little  flag  with  a  pin  on  it  to  every  cus- 
tomer. By  the  gross  they  cost  almost  nothing. 
The  week  before  commencement  at  the  high 
school,  we  decorated  a  window  with  crepe 
paper  in  the  class  colors  and  filled  it  with  all 
kinds  of  goods  suitable  for  graduation  gifts. 
These  included  fountain  pens,  perfumes,  books, 
toilet  cases,  mirrors,  etc.,  etc. 

Old  home  week  is  another  special  occasion. 
One  of  the  best  of  ways  to  get  the  people  inter- 
ested in  the  store  at  that  time  is  to  use  the 
windows  for  displays  of  pictures  or  relics  con- 
nected with  the  history  of  the  town,  and  to 
make  the  store  a  sort  of  semi-official  regis- 
tration bureau  for  all  the  visitors.  Keep  a 
big  book  in  which  every  one  is  asked  to  reg- 
ister his  name  and  the  place  he  is  stopping 
for  the  week. 

Put  a  sign  in  the  window  calling  attention 
to  the  fact  that  every  one  is  asked  to  register 
there  and  receive  a  souvenir  post-card  of  some 
prominent  building.  Send  notices  to  every 
one  whose  name  is  mentioned  in  the  newspaper 
as  coming,  asking  him  to  come  and  register. 
Make  the  store  a  place  where  every  one  will 
understand  that  information  regarding  the 
presence  of  any  one  else  can  be  determined* 
Vour  newspaper  will  work  with  you  in  ac- 
complishing this,  and  it  will  make  your  store 
the  most  popular  place  in  town  all  the  week. 


I  have  given  two  or  three  plans  in  previous 
chapters  showing  the  ways  of  getting  school 
trade  at  the  opening  of  school.  The  school 
trade  should  be  given  careful  attention.  It 
pays  well. 

Labor  day,  election  day.  Thanksgiving  day, 
are  all  suitable  for  special  window  displays, 
though  there  is  not  so  much  business  in  con- 
nection with  them. 

For  Thanksgiving  it  is  well  to  advertise 
such  things  as  the  store  keeps  that  will  con- 
tribute to  the  success  of  the  Thanksgiving 
dinner.  Candy,  of  course,  must  be  remem- 
bered, and  spices,  sage,  caraway,  etc.  Cigars 
should  be  mentioned,  and,  if  you  keep  them, 
exhibit  cards. 

Christmas  is  of  course  the  day  that  de- 
velops the  most  business  of  any  of  the  holi- 
days, and  I  have  found  the  newspapers  the 
best  medium  for  reaching  my  trade  at  that 
time.  Special  folders  and  letters  are  good, 
but  the  newspaper  reaches  every  one,  and  I 
have  doubled  or  even  quadrupled  my  space  for 
the  three  or  four  weeks  before  Christmas,  and 
taken  particular  pains  with  the  advertisements, 
with  excellent  results.  My  December  business 
I  worked  up  from  $400  to  $1750  all  with 
newspaper  advertising. 

I  begin  to  sell  Christmas  goods  just  as  soon 
as  certain  lines  are  received.  I  put  them 
right  on  display  with  the  regular  stock  in  Oc- 
tober and  November,  and  the  last  of  Novem- 
ber I  get  the  whole  holiday  line  going.  Peo- 
ple are  being  educated  now  to  buy  early.  I 
educate  myself  to  sell  early. 

The  advertisements  reproduced  this  time 
show  how  the  Christmas  proposition  was 
handled  in  the  newspapers,  as  well  as  how 
other  special  seasons  received  particular  at- 
tention. 

So  much  for  the  special  seasons,  though  I 
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have  not  gone  into  details  because  space  does 
not  permit. 

FINED  AND  CALUMNIATED. 

It  was  about  this  time  that  the  State  board 
sent  a  detective  to  town,  and  he  got  in  some 
of  his  fine  work  on  my  unlicensed  clerk. 

The  average  village  pharmacy  has  no  li- 
censed men  besides  the  proprietor.  The  unli- 
censed clerk  or  clerks  sell  almost  everything 
when  the  boss  is  present.  And  notwithstand- 
ing their  orders  not  to  sell  goods  which  they 
have  no  right  to  when  he  is  away,  they  often 
find  it  easier  to  make  the  sale  than  to  explain 
that  they  haven't  the  right.  In  most  cases, 
too,  the  proprietor  winks  at  the  practice.  I 
did. 

Well,  the  State  board  detective  came  in,  and 
by  more  or  less  specious  representations  in- 
duced the  clerk  to  make  a  sale  of  tincture  of 
belladonna.     I  did  not  know  anything  about 
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A  newspaper  ad.  gotten  up  for  the  holiday  leaaon. 

the  sale  until  the  papers  in  the  case  were 
served,  and  then  I  found  it  out  too  late.  There 
was  nothing  to  do  but  to  settle  the  matter  up 
quietly,  which  I  did,  paying  a  fine  of  $75. 

It  taught  me  a  good  lesson  and  I  hope  that 
it  may  have  its  eflFect  upon  others,  so  that  they 
will  not  have  to  give  up  the  amount  of  the 
fine. 

Just  how  the  matter  reached  the  newspapers 
in  the  town  I  could  not  say.  Perhaps  the  fact 
that  a  member  of  the  State  board  was  a  com- 
petitor of  mine  had  something  to  do  with  the 
incident.  A  news  item  appeared  stating  that 
I  had  been  fined,  etc.,  for  violation  of  the 
pharmacy  *  law.  My  judgment  was  against 
taking  any  notice  of  the  matter,  but  I  was  un- 
fortunately advised  to  try  to  justify  myself  in 
the  next  issue  of  the  paper,  and  of  course  what 
little  I  could  say  in  justification  did  not 
amount  to  anything  and  only  brought  the  mat- 


ter once  more  to  the  attention  of  the  public, 
many  of  whom  had  not  noticed  the  original 
item.  Furthermore,  it  showed  that  I  was 
"sore"  about  it. 

That  one  experience  has  been  worth  to  me 
what  it  cost,  not  only  in  showing  the  advan- 
tage of  living  up  to  the  law,  but  also  in  teach- 
ing me  that  it  is  folly  ever  to  rush  into  the 
newspapers  to  try  to  justif/  oneself  for  a 
more  or  less  reprehensible  act. 

The  man  who  carries  his  quarrels  into  the 
newspapers  is  a  fool.  The  man  who  allows 
himself  to  get  into  a  quarrel  with  a  newspaper 
publisher  or  editor  is  also  a  fool.  The  fellow 
with  the  newspaper  has  something  right  at 
hand  that  will  enable  him  to  come  back  at  the 
outsider  indefinitely. 

HELPED  BY  CIRCUMSTANCES. 

Competition  began  to  dwindle,  and  business 
kept  moving  up  a  notch  higher  every  year. 
The  sales  were  up  to  $10,650,  when  an  event 
occurred  that  made  a  good  deal  of  diflference 
with  my  business  and  plunged  the  whole  town 
into  a  period  of  gloom.  This  was  nothing  less 
than  a  hotel  fire  in  which  my  strongest  com- 
petitor and  his  wdfe  lost  their  lives. 

It  seems  impossible  that  a  three-story  coun- 
try hotel  could  burn,  down  so  quickly  that  the 
occupants  could  not  get  out,  but  this  w^as  to  an 
extent  the  case. 

The  fire  occurred  at  five  o'clock  on  a  Janu- 
ary Sunday  morning,  and  the  druggist  and  his 
wi^e  and  another  village  business  man  who 
lived  at  the  house  lost  their  lives  by  suffoca- 
tion. What  few  other  people  happened  to  be 
in  the  building  escaped  without  much  clothing 
by  coming  down  rope  fire-escapes. 

Right  here  I  want  to  go  on  record  with  the 
statement  that  no  druggist  ever  had  a  better 
or  pleasanter  competitor  to  fight  than  I  had  in 
Billy  Winters.  There  was  not  a  more  popular 
man  in  the  town,  and  he  deserved  his  popu- 
larity. I  would  far  rather  have  seen  my  busi- 
ness go  to  the  dogs  than  to  see  it  succeed  by 
reason  of  any  such  catastrophe. 

It  was  not  many  years  after  this  that  the 
State  board  man  closed  up  his  own  store,  and 
a  few  years  later  the  fourth  druggist  went 
south  for  the  winter,  shutting  up  his  store  for 
the  time. 

The  Winters  store,  however,  changed  hands, 
and  soon  reopened  with  much  more  modem 
equipment  and  better  fitted  than  ever  to  fight 
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for  the  trade  which  it  was  apparent  was  to  be 
divided  mainly  between  the  two  of  us.  . 

''  STRIKING  HIS  GAIT. 

By  this  time  I  had  the  advantage  of  being 
the  best  established  store  and  much  the  best 
stocked.  When  one  has  reached  a  point  where 
he  can  afford  to  carry  a  complete  stock  and 
where  advertising  has  begun  to  bring  business 
in  an  increasing  ratio,  things  look  better.  The 
momentum  is  easier  to  keep  up. 

I  found  it  very  profitable  to  take  up  special 
lines  and  give  them  attention  in  the  way  of 
advertising.  One  of  the  departments  that  re- 
sponded well  to  advertising  among  the  farm- 
ers was  a  line  of  poultry  remedies.  The  line 
had  high  merit,  and  the  makers  were  willing 
to  cooperate  to  any  extent  to  develop  new 
business.  I  furnished  them  with  an  up-to-date 
mailing  list,  and  they  kept  me  supplied  with 
plenty  of  counter  advertising,  which  we  put 
into  the  parcels  of  all  known  poultry  owners. 

The  fly-killer  business,  too,  we  went  after 
strongly. 

I  did  not  stop  with  one  Hne,  but  carried  two 
or  three  good  fly-killers.  Kreso  Dip  was  a 
continuous  and  successful  seller  in  the  fly  sea- 
son, and  in  the  winter  we  pushed  it  to  kill 
lice  on  stock.  All  these  goods  we  sold  always 
with  an  absolute  guarantee  of  satisfaction  or 
money  back. 

We  sent  out  a  demonstrator  with  fly-killer, 
and  in  one  day  he  called  upon  23  farmers  and 
delivered  to  15  of  them  a  gallon  each  of  fly- 
killer  with  the  agreement  that  it  was  return- 
able if  not  satisfactory.  A  few  paid  for  the 
can,  but  most  of  them  were  to  pay  if  the  goods 
were  right.  Of  course  no  one  was  called  upon 
who  was  not  good  pay.  The  manufacturers 
agreed  to  stand  behind  the  guarantee  and  take 
back  any  returned  goods. 

Another  good  plan  was  the  spraying  of  the 
stock  at  the  county  fair  in  our  town  with  our 
advertised  fly-killer. 

There  is  little  difficulty  in  getting  the  maker 
of  a  good  stock  specialty  to  agree  to  back  up 
your  guarantee  if  you  will  give  the  goods  a 
push  and  get  some  business  worth  while  on 
them. 

THE  RETURNED  GOODS  EVIL. 

I  remember  one  occasion  when  we  did  re- 
fuse to  refund  money  on  a  purchase,  and  it 
made  the  customer  mad,  though  we  did  not 
lose  her. 


One  of  the  physicians  bought  a  fountain 
syringe  for  a  patient  and  paid  for  it,  aispecial 
rate  being  made,  as  w^as  our  usual  custom. 

In  a  few  days  the  woman  brought  back  the 
fountain  syringe  still  wrapped  just  as  khad 
gone  out  of  the  store.  The  package  had  not 
been  opened,  and  there  would  have  been  no 
harm  in  taking  it  back.  But  she  wanted  to 
return  it  to  us  and  have  us  refund  the  price, 
the  full  price,  as  we  could  not  admit  to  her 
that  we  had  made  a  special  rate.  We  offered 
to  take  it  and  ask  the  physician  about  and  ad- 
just the  matter  through  him.  Or  we  told  her 
she  could  return  it  to  him,  and  we  would  take 
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Another  holiday  ad. 

it  back  from  him  and  return  to  him  what  he 
had  paid  for  it.  But  we  explained  that  we 
could  not  give  her  back  the  price  of  it.  We 
did  not  know  that  she  had  paid  him  for  it. 
This  resulted  in  a  disgruntled  customer,,  and 
while  I  believe  in  the  Marshall  Field  maxim 
that  "the  customer  is  always  right,"  still  there 
are  exceptions  to  every  rule,  and  this  was  one 
of  them. 

During  all  of  my  store  experience  I  did 
little  advertising  for  prescription  work  for  the 
simple  reason  that  there  was  almost  no  pre- 
scription business  in  the  town.  During  the 
years  I  owned  the  store  our  prescription  num- 
bers ran  from  2187  up  to  10,703. 

The  local  physicians  all  carried  nearly  all 
the  medicine  they  used,  and  sent  to  us  only  an 
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occasional  order.  I  advertised  to  the  physi- 
cians and  made  it  a  point  to  carry  good  goods 
for  their  office  use,  but  it  was  often  impossible 
to  meet  the  prices  of  the  physicians'  supply 
houses  without  selling  a  lower  quality  of 
goods  than  we  were  willing  to  put  out. 

Some  of  those  houses  sold  pharmaceutical 
preparations  at  a  lower  price  than  they  could 
be  made  on  the  market  price  of  the  ingre- 
dients. Laudanum  was  one  item  of  this  sort. 
It  is  unfortunate  that  in  New  York  State,  at 
least,  there  is  no  standard  of  any  kind  set  for 
the  preparations  a  doctor  hands  out. 


Fluids  made  of  the  discards  from  reputable 
houses,  urider-strength  tinctures,  worthless 
tablets — ^all  these  are  all  right  when  the  physi- 
cian sells  them,  but  if  the  druggist  gets  caught 
doing  anything  of  that  sort,  out  with  him 
quickly ! 

Still  I  have  no  complaint  to  make  about 
the  upholding  of  the  pharmacy  laws.  I  be- 
lieve them  to  be  just  and  I  believe  they  should 
be  rigidly  enforced.  But  I  believe  the  public 
should  also  be  protected  from  the  ignorance  or 
the  cupidity  of  the  dispensing  physician. 

{To  he  continued  in  May.) 
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Seeks  to  Give  the  New  Girl  a  Lesson  In  Cl^ar  Salesnianshlp«  Only  to  Find  that 
She's  a  Star  of  the  First  Ma^nltnde — What  Happens  when  a  Cnstomer 

Comes  In  for  Some  of  His  Favorite  Clears. 

By  CLEO  CONSTANCE  LONG. 


"Feast  your  lamps  on  the  new  cashier,  Clar- 
ence, me  child/'  said  Algernon  to  the  soda  boy 
one  dismal  morning  when  business  was  dull. 
"Feast  them  just  this  once,  and  then  never 
again,  'cause  I  gotta  hunch  I'm  going-  to  tie  a 
tag  to  that  girlie  before  the  week  is  out." 

"Gee,  you  hate  yourself,  don't  chu?"  replied 
Clarence,  "but  take  it  from  me,  she  ain't  got 
nothin'  on  Miss  Grace  for  looks.  I  could 
easy  hate  the  guy  that  stole  away  our  little 
Gracie,  and  the  way  that  girl  had  the  dope  on 
cigars!  Spiel  off  all  them  foreign  names  like 
a  reg'lar  wop!  Bet  this  girl  don't  know  a 
straight  ten  from  a  two-fer,  coming  from  a 
department  store  —  toilet  goods,  mindju  — 
handin'  out  salve  and  sachet  to  the  swell 
dames.  What  kind  of  a  cigar  clerk  will  she 
make?" 

"Who  put  you  so  wise  to  her  past  history? 
Ever  know  her  before?"  demanded  Algernon. 

"All  my  life,"  said  Clarence,  airily.  "Nat- 
urally, the  boss  consulted  me  before  he  put 
her  in  here,  and — " 

"Aw,  wake  up !  Honest,  did  she  come  from 
one  of  them  lady  shops?" 

"Yes,  and  I'll  tell  you  how  I  know.  'Mem- 
ber last  week  when  Mrs.  Boss  came  in  to  hold 
up  the  old  man,  and  decided  to  buy  some  cold 
cream?  Well,  Miss  Grace  had  just  left, 
empty  was  the  cage,  you  were  back  of  the 


desk,  and  I  was  havin'  a  dull  season.  The 
boss  called  on  me  to  hunt  up  the  chilly  cream 
for  the  madam,  and  I  had  one  awful  time 
findin'  it  too.  She  wanted  a  cream  called 
Agnes,  or  Edith,  or  Gertrude,  or  something, 
and  all  I  could  get  my  mitts  on  w^as  Emmas 
and  Myrtles.  Finally  I  discovered  the  right 
stuff,  but  all  the  time  I  was  huntin'  the  madam 
was  handin'  it  out  to  the  boss  somethin'  like 
this: 

"  'What  you  need,'  sez  she,  'to  compete 
with  the  department  stores  in  this  line,  is  an 
experienced  salesgirl  who  knows  the  tastes  of 
fas-tid-e-yuss  wimmen.  I  don't  wonder  you 
lose  money  on  toilet  goods,'  sez  she.  'No  one 
ever  comes  here  for  toilet  goods  but  your  own 
wife,  as  far  as  I  can  see,  and  you  can't  even 
find  what  she  wants.  There  is  a  dandy  little 
girl,'  sez  the  madam,  'in  the  Ladies'  Paradise 
Store,  who  knows  all  there  is  to  know  about 
every  kind  of  toilet  goods  in  the  world.  She's 
a  clever,  obliging  little  girl,  and  I  believe  she 
could  sell  extract  of  onion  and  persuade  you 
it  was  odors  of  Araby,'  sez  she,  or  somethin' 
like  that.  'I've  heard  dozens  of  women  say 
they  go  there  just  because  they  like  to  have 
her  wait  on  'em.  She'll  size  up  their  com- 
plexions, and  tell  'em  what  particular  kind  of 
dope  they  need,  and  she  is  a  reg'lar  beauty  lec- 
turer  when    it   comes   to   sellin'    the   goods.* 
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That's  the  line  of  talk  she  was  handin'  to  the 
boss  all  the  time  I  was  routin'  in  the  case  for 
the  Gertrude,  and  he  just  lapped  it  up  like  a 
sponge. 

"  *Um,  hum,'  sez  he,  kinder  thoughtful. 
'Wonder  what  they  pay  her?  It  might  be  a 
good  stunt  all  right  to  put  her  in  Miss  Grace's 
place.' 

"  *Well,  you  need  one  good  live  girl  in  here, 
and  I'll  find  out  her  name  and  present  salary 
from  the  Consumers'  League,'  sez  Mrs.  Boss, 
and  out  she  goes  with  her  jar  of  Gertrude." 

"How  do  you  know  this  damsel  is  the  same 
as  those?"  inquired  Algernon  at  the  end  of 
this  monologue,  which  Clarence  had  delivered 
to  the  accompaniment  of  the  ice-pick. 

"Oh,  I  heard  the  boss  tell  her  she  could 
make  up  an  order  for  toilet  goods  she  thought 
she'd  have  the  most  call  for — and  say!  he's 
the  slick  guy  all  right.  He's  havin'  some  cards 
printed  for  her  to  send  to  all  her  stylish  cus- 
tomers, statin'  that  Miss  Josie  What's-her- 
name,  formerly  of  the  Ladies'  Paradise,  is 
now  in  charge  of  the  toilet  goods  at  The  Pill- 
penny  Pharmacy,  and  will  be  durned  glad, 
or  words  to  that  effect,  to  serve  her  former 
patrons  in  her  new  place.  But  I'll  bet  she 
can't  hold  down  the  cigar  counter  worth  a 
cent,"  concluded  Clarence  pessimistically. 

"Oh,  I'll  soon  put  her  wise  to  that,"  said 
Algernon,  and  he  strolled  over  to  the  cashier's 
cage  where  Miss  Josie  sat  enthroned. 

"Good  morning,  Miss  Josie,"  he  said  in  his 
best  ball-room  manner.  "We're  mighty  glad 
to  see  a  smiling  face  behind  the  bars  again. 
Are  you  going  to  be  the  regular  organist  of 
the  cash  register,  or  just  saleslady  ?" 

"I  don't  know  yet  exactly  what  I  am  sup- 
posed to  do,"  said  Miss  Josie,  "except  to  wait 
on  toilet  goods.  That's  my  special  line,  but 
when  I'm  not  busy  I'm  to  stay  here  and  make 
change.  Mr.  Pillpenny  said  there  wouldn't  be 
much  demand  for  toilet  goods  at  first,  but  he 
hoped  to  increase  the  trade  by  employing  an 
expert — ^that's  me,"  and  Miss  Josie  sent  a 
radiant  smile  through  the  cage  window,  to  the 
complete  subjugation  of  the  susceptible  Alger- 
non. 

"Well,  say,"  said  he,  "didn't  the  old  man 
say  anything  to  you  about  cigars  ?  You  see," 
waving  his  hand  toward  the  cigar  case,  ad- 
joining the  cashier's  box,  "the  cashier  lady  is 
always  expected  to  wait  on  cigars,  especially 
if  she's  a — an — an  awfully  pretty  girl,  you 
know." 


"Oh,  quitcher  kiddin',"  giggled  Miss  Josie; 
"but  no  one  has  mentioned  cigars  to  me,  and 
I  don't  know  one  cigar  from  another." 

"Guess  the  boss  meant  to  spring  that  on  you 
after  he'd  got  you  in  here,"  said  the  wise 
young  man.  "Bu/  honest,  girlie,  you'll  have 
to  hand  out  the  weed.  Miss  Grace  always 
did,  and  married  one  of  our  steady  smokers 
only  last  week." 

"You  don't  say!"  exclaimed  Miss  Josie. 
with  a  dawning  interest  in  the  possibilities  of 
the  cigar  trade.  "Guess  she  was  a  good- 
looker  all  right." 

"Oh,  so  so,"  agreed  Algernon,  carelessly. 
"I  have  seen  girls  that  could  make  Miss  Grace 
look  like  an  Irish  potato,"  with  an  admiring 
gaze  on  Miss  Josie's  blushing  countenance. 
"But  say,  suppose  I  give  you  a  few  pointers 
on  the  cigar  trade — what  d'you  say?" 

"Oh',  would  you?  It's  awfully  kind  of  you 
to  take  the  trouble,"  beamed  Miss  Josie. 

"Then  let's  begin,"  said  Algernon.  "It's  a 
pleasure,  I  assure  you.  I'll  be  a  customer,  and 
you  get  behind  the  cigar  case  there.  Clarence, 
dear,  if  you  see  any  customers  trying  to  break 
in  on  a  rainy  day  like  this,  bolt  the  door,  will 
you,  darlin'?" 

Clarence  grinned,  and  Algernon  approached 
the  cigar  case  with  the  air  of  a  connoisseur. 

"What  is  the  best  thing  you  have  in  a 
straight  ten,  claro  ?"  he  demanded. 

"But  my  name  isn't  Clara,  and  a  customer 
has  no  business  calling  me  by  name,  anyway," 
protested  the  cigar  vender. 

"You  see — just  as  I  expected — it's  well  I 
gave  you  a  lesson.  A  customer  would  be 
quite  likely  to  ask  you  just  that  question,  or 
he  might  say:  'Let  me  have  a  clear  Havana 
my-dear-o,'  and  you'd  think  he  was  a  fresh 
guy,  and  get  mad.  Now  a  clafo  is  a  mild 
cigar,  a  colorado-claro  is  a  shade  heavier,  a 
Colorado  is  medium,  and  a  maduro  is  heavy. 
Do  you  follow  me  ?"  asked  the  lecturer,  point- 
ing out  the  different  varieties  as  he  named 
them. 

"I  get  chu,"  replied  Miss  Josie  promptly. 

"That's  the  right  answer,"  approved  Alger- 
non. "Now  spoze  he  asked  you  for  a  Ruth- 
shaped  Pessimo.  What  would  you  hand  him?" 

"The  icy  glare,  probably,"  announced  Miss 
Josie. 

"There  you  would  be  wrong,  little  one. 
The  kind  gentleman  would  mean  no  harm — 
he  would  only  want  this  style,"  pointing  to  a 
box  in  the  case. 
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Miss  Josie  reached  in,  selected  one  Ruth- 
shaped  Pessimo,  and  laid  it  triumphantly  on 
the  counter. 

"Never,  never,"  cried  Algernon.  "Never  as 
you  value  your  life  hand  a  man  one  single 
cigar.  It's  an  insult.  Set  out  the  box,  or 
grab  a  handful  and  strew  them  out  before  his 
dazzled  eyes.  Maybe  he  only  wants  one,  but 
let  him  pick  it  out  for  himself." 

"Oh,  of  course,  anybody  ought  to  know 
that,"  acquiesced  Miss  Josie,  much  crest- 
fallen; "and  then  do  I  hand  him  a  match,  or 
light  the  cigar  for  him  ?" 

"By  all  means  NO !  That  will  not  be  neces- 
sary," said  Algernon,  "We  couldn't  handle 
the  crowds  at  all  if  you  introduced  a  stunt 
like  that.  Now  as  to  the  prices.  These  over 
here  in  this  lonesome  comer  are  the  25-cent 
straights,  and  you  don't  have  much  call  for 
'em,  but  it's  good  business  to  sell  'em  when 
you  can.  This  lot  is  15  cents  straight,  these 
two-for-a-quarter,  these  straight  ten,  these 
five,  and  these  measly  ones  here  at  the  end  are 
two-fers — two  for  a  nickel,  but  no  real  sport 
would  use  'em.  Gee,  bet  this  is  a  cigar  cus- 
tomer comin'  in  now — looks  like  an  actor  or  a 
drummer.  Let's  see  how  pretty  you  can  wait 
on  the  gen'l'man,  and  I'll  stick  around  and 
help  you  out  if  necessary." 

"I'm  scared  to  death,"  whispered  Miss 
Josie,  as  Algernon  slipped  into  the  cashier's 
cage  to  be  close  at  hand  in  time  of  need. 

A  prosperous  looking  individual  approached 
the  cigar  case,  and  peered  at  the  boxes  with  a 
critical  air.  "What  is  your  best  brand,  in  a 
clear  Havana  perfecto,  Tampa  made,  colo- 
rado-claro,  straight  ten?"  he  demanded,  with 
the  air  of  a  man  who  has  a  right  to  an  une- 
quivocal answer. 

"Er,  ah — Ruth-shaped?"  ventured  the  new 
girl  in  a  panic,  and  fencing  for  time,  though 
delighted  to  recognize  the  term  "Colorado- 
claro"  out  of  a  mass  of  meaningless  words. 

"I  said  perfecto,"  repeated  the  man  dis- 
tinctly, "or  club4iouse.  Have  you  the  El 
Sevillio?" 

"Elsie  Villier?  plsie  Villier?"  murmured 
Miss  Josie,  thinking  how  strange  it  was  that 
so  many  cigars  seemed  to  involve  the  good 
names  of  women;  then,  as  her  frenzied  gaze 
happened  to  rest  on  the  25-cent  cigars  in  the 
comer,  her  natural  salesmanship  asserted  it- 
self and  the  accustomed  phrases  of  the  de-* 
partment  store  came  trippingly  to  her  lips. 


"Oh,  I  have  something  here  that  Fm  sure 
you'd  like,  and  I  want  you  to  try  it,"  she 
urged  with  her  most  bewitching  smile.     "It's 
the  very  best  thing  we  have,  and  we  put  it  in 
only  f6r  our  most  exclusive  and   fastidious 
customers.     I  know  you'll  like  it.     The  last 
man  who  bought  one  of  these  cigars  lighted 
it  here  at  the  counter,  took  one  good  whiff 
and  turned   right  around  and  laid   down   a 
dollar  for  four  more.    It's  a  quarter  straight, 
but  you'll  think  it's  well  worth  the  price  after 
one  application,  I  mean  one-er  puff.    I'm  sure 
you  will  not  be  satisfied  with  anything  but  the 
verj'    best."      Miss    Josie's    ingenuous    smile 
seemed  to  indicate  that  she  felt  herself  in  the 
presence  of  a  prince.    "And  this  is  fine.    It's 
perfectly  delicious,  fragrant,  and  so  lasting! 
A  direct  importation,  too.     You  won't  find 
this  line  in  any  other  shop.    We  have  the  ex- 
clusive agency,  and  really  we  can  hardly  sup- 
ply the  demand.     You  know  how  it  is  when 
once    the   society   people   take   a    thing    up? 
Well,  now  all  the  society  women — I  mean,  of 
course,   the   men — are   just   crazy   over   this 
cigar." 

While  orating  thus  glibly  the  former  beauty 
expert  of  the  Ladies'  Paradise  laid  before  the 
dazzled  eyes  of  the  would-be  smoker  half  a 
dozen  of  the  exclusive  25-cent  straights.  In 
a  hypnotic  state  he  pocketed  four  of  the 
cigars,  laid  down  a  dollar  bill,  took  one  last 
long  lingering  look  at  the  siren  behind  the 
counter,  and  departed.  Miss  Josie  turned  to 
her  late  preceptor  for  approbation,  only  to  find 
that  Algernon  and  Clarence  were  falling  on 
each  other's  necks  in  a  state  of  extravagant 
ecstasy. 

"And  you  undertook  to  teach  her  how  to 
sell  cigars!"  murmured  Clarence,  in  complete 
surrender  to  the  capabilities  of  the  new 
cashier. 

"And  you  thought  Miss  Grace  was  some 
dope-slinger!"  gasped  Algernon.  "I'll  take  off 
my  hat  to  you.  Miss  Josie,"  he  continued. 
"You  could  make  any  gink  believe  that  a 
Wienie  sausage  was  a  straight  fifty-cent 
smoke,  if  you  set  your  mind  to  it.  The  only 
trouble  I  anticipate  is  that  the  beauty  expert 
is  going  to  be  so  busy  at  the  cigar  counter 
that  all  the  women  of  this  town  will  lose  their 
good  looks  for  lack  of  expert  consultation." 

But  Miss  Josie  had  retreated  to  her  cage 
and  was  ringing  up  her  first  sale  of  one  dol- 
lar in  the  Pillpenny  Pharmacy. 


"MY  BEST  PAYING  SIDE-LINE." 

Tha  Sccaad  Article' In  an  laportant  Serte*  by  Dllfer«nl  DrntfiUtB,  in  which  Each  TcIIa 

nrhnl  Clnaa  of  Onoda  haa  Fald  HIm  Beat— In  Thia  Store  Kodnka  and 

Phalotfrapblc  Snppllea  Brandt  the  Bwslneaa. 

By  JOSEPH  C  C  WILBINSON. 


Side-lines  in  the  drug  business  have  in- 
creased greatly  during  the  past  few  years. 
This  necessitates  the  greatest  care  in  making 
them  a  paying  asset  to  the  business. 

TRADE  BUILDERS. 

Kodaks  and  photographic  supplies  are  the 
leading  side-line  in  our  business,  not  only  from 
a  money-making  standpoint  but  also  as  a 
trade  builder.     Then,  too,  the  stand  of  the 
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manufacturers  to  have  a  price  protection  is 
what  we  have  been  looking  for  in  our  own 
pharmaceutical  lines. 

The  work  of  taking  and  finishing  a  picture 
has  been  so  simplified  as  to  be  readily  under- 
stood by  a  school  child. 

The  advertising  matter  of  the  Eastman  Ko- 
dak Company  is  strictly  up  to  date  and  of  an 
elevating  character. 

A  kodak  window  display  is  always  inter- 
esting to  the  passer-by  and  in  most  cases 
brings  in  a  customer.  Should  his  one  pur- 
chase be  only  of  a  developing  powder,  we  have 
a  chance  to  show  him  something  either  per- 


taining to  photography  or  some  other  line  in 
our  store. 

Since  kodaks  interest  people  of  all  ages,  we 
are  enabled  to  secure  through  their  medium 
the  patronage  of  each  member  of  a  family. 

During  the  summer  months  we  devote  one 
window  entirely  to  the  display  of  kodaks.  We 
change  the  arrangement  and  advertising  mat- 
ter each  week.  In  the  winter  we  make  a  full 
window  display  every  two  weeks,  and  the  sup- 
plies are  constantly  on  show  in  the  store. 

A  KODAK  CONTEST. 

A  kodak  contest,  however  simple,  will  hold, 
a  customer  and  inspire  him  with  a  desire  for 
better  results.  He  will  try  again,  and  each 
effort  brings  him  to  our  store  for  more  sup- 
plies. We  have  found  the  following  contest 
proves  satisfactory.  Each  month  a  new  sub- 
ject is  chosen  and  adds  zest  to  the  trials  of 
our  customers : 

A  coupon  is  given  to  each  purchaser  of 
kodak  supplies  entitling  him  to  enter  a  picture 
in  the  contest.    Conditions  for  our  December 
contest  were  as  follows : 
Subject:    Winter  Sports. 

1.  Work  must  be  strictly  amateur. 

a.  Prints  must  be  mounted. 

3.  Coupon  must  be  allached  to  back  of  mount. 

4.  Entries  must  be  in  before  Dec.  30.  IBll. 

5.  Pictures  will  not  be  returned. 

1.  Brownie  No.  2,  or  supplies  value  S2.00. 

2.  Brownie  No.  1,  or  supplies  value  tl.OO. 

3.  Portrait  attachment. 

The  entries  were  numerous,  and  all  prom- 
ised to  try  again  for  the  ensuing  months. 

PROFITS  AND  RETURNS. 

We  make  32  per  cent  profit  on  the  sale  of  a 
kodak,  which  is  only  the  beginning,  and  then 
follows  a  long  list  of  supplies  at  from  20  to 
40  per  cent. 

The  first  successfully  finished  picture  brings 
the  longing  to  enlarge,  redevelop,  retouch,  tint, 
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and  the  many  other  attainments  of  the  more 
advanced  artist. 

Such  a  contest  conduces  to  salesmanship  on 
the  part  of  the  clerk.  One  taking  an  interest 
in  the  work  has  a  subject  worthy  of  his  in- 
terest. Although  it  requires  some  study  and 
actual  work  to  enable  him  to  talk  it  intelli- 


gently, he  should  take  pleasure  in  adding  to 
his  knowledge  of  the  subject. 

Any  information  imparted  to  the  customer 
is  listened  to  with  marked  attention,  and  he 
will  come  back  for  more,  .Herein  lies  the 
chance  for  a  salesman.  Show  the  customer 
how  simple  it  all  is.  and  take  the  money. 


MY  PERSONAL  EXPERIENCE  WITH  SHOW  CARDS. 

How  SUaa  v*  HmI«— Practical  HiaU  About  Iha   Fapar,  Imk,  and  Brashaa— Savaral  Sp«cl> 

■nana  of  (he  Actkor'a  Owa  Baadlworfc. 

By  ALEX  F.  rETEBSON, 


I  have  been  deeply  interested  in  the  articles 
on  card-writing  which  have  recently  appeared 
in  the  Bulletin,  having  picked  up  some  point- 
ers from  all  of  them.  I  give  my  experience  in 
the  hope  that  they  may  prove  of  some  value  to 
others. 

There  can  be  no  question  about  the  value  of 
show-cards  as  an  advertising  medium.  They 
can  hardly  escape  the  notice  of  a  customer,  and 
frequently  prompt  an  inquiry  into  the  merits 
of  the  article  advertised,  so  that  by  a  little 
further  talk  a  sale  is  made  which  otherwise 
would  not  have  been  possible. 

First,  as  to  stock.  I  find  that  a  two-ply  kid 
finish  wedding  bristol  is  by  far  the  most  satis- 
factory. Having  an  extremely  hard  surface, 
it  does  not  show  the  slightest  trace  of  erasures, 
and  the  cost,  five  cents  per  sheet  of  22  by  28 
inches,  is  very  little  more  than  that  of  ordinary 
bristol.  For  mounting  the  cards,  a  ten-ply 
ripple  mount  is  excellent,  and  can  be  had  in 
many  beautiful  colors. 

As  a  support  for  the  cards,  I  use  a  strip  of 
heavy  cardboard  about  one  and  one-half  inches 
wide  and  a  little  longer  than  the  height  of  the 
card,  and  bend  as  shown  in  the  following  illus- 
tration : 


A* 


By  fastening  the  ends  marked  A  and  B  to 
the  back  of  the  card  with  gummed  strips,  a 
firm  support  results. 


As  to  brushes,  I  ha\e  found  none  that  are 
as  satisfactory  as  Eberhard's  black  sable  card- 
writers'  brush.  The  hair  is  of  just  the  proper 
length,  and  has  the  right  spring  to  produce 
smooth,  even  edges. 

After  experimenting  with  many  kinds  of 
colors,  powders,  pastes,  and  liquids,  I  have 
found  that  the  fresco  colors  which  come  in 
glass  jars  give  the   best  results  and  are  the 


Flower  decontlon  done  In  oolon  br  the  aoUioT. 

most  economical.  They  can  be  had  in  many 
colors;  but  with  white,  black,  red,  blue,  and 
yellow,  one  can  produce,  by  proper  mixing, 
any  desired  shade. 

These  colors  are  rubbed  up  in  a  mortar  with 
a  mixture  of  acacia  one  part,  glycerin  one 
part,  and  water  eight  parts.  Then  they  are 
transferred  to  ointment  jars.  When  they  are 
to  be  used,  it  may  be  necessary  to  stir  in  a  few 
drops  of  water  to  bring  the  mixture  to  the 
proper  working  consistency. 
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Most  of  the  lettering  shown  in  the  accom- 
panying illustration  is  single-stroke,  and  can 
be  executed  nearly  as  rapidly  as  writing. 

The  flower  decoration  shown  in  the  cold 
cream  card  is  easily  done  by  painting  in 
groundwork  first,  and  outlining  petals  and 
leaves  in  black  with  a  very  fine  brush. 

Recently  I  used  on  a  sign  an  enlarged  copy 
of  an  etching  which  appeared  in  a  drug  jour- 
nal. It  showed  a  woman  applying  a  cosmetic 
and  was  merely  a  bust  outline  in  black.  The 
lower  portion  of  the  oval  in  which  the  figure 
appeared  was  clouded  by  rubbing  dry  color 
over  it  with  a  small  piece  of  cotton. 

The  card  devoted  to  velvet  cream  and  shown 
in  one  of  the  illustrations  is  used  for  a  window 


During   the    day   it   has    tlie   appearance   of 
painted  lines. 

I  have  also  made  signs  for  the  flasher  by 
painting  the  words  prominently  in  broad  let- 


e  br  cottlnc  oat  Uie 


yi'/i'^yoos'/o/'  the  hair 

Shampoo 

IS  a 


The  flame  Id  thia  lita  li 


flasher.  The  dark  lines  are  made  by  cutting 
out  the  cardboard  and  pasting  tissue-paper  on 
the   back,    making  a  pretty   effect  at  night. 


ters,  making  holes  in  these  letters  with  a  belt- 
punch,  and  backing  up  with  tissue-paper. 

Often  a  bottle  of  an  article  advertised  is 
attached  to  the  card.  Sometimes  this  can  be 
done  to  advantage. 

No.  3  has  a  picture  cut  out  of  a  magazine. 
The  picture  was  pasted  on  the  card.  This  is 
one  of  the  quickest  and  easiest  ways  of  adding 
to  the  attractiveness  of  show-cards.  By  using 
a  border  around  them,  or  rubbing  a  little  dry 
color  on  the  card  before  pasting  on  the  picture, 
the  effect  is  improved. 

After  a  little  practice,  the  making  of  show- 
cards  becomes  more  of  a  pleasure  than  work. 
Even  a  novice  will  soon  be  surprised  at  the 
selling  force  of  the  cards  he  can  make. 


WHO  IS  RIGHT? 

By  HAXWBU  BUKOFZEB. 


Three   druggists   who   met   at  their  meeting  room, 
Discussed  their  ways  to  make  business  boom. 
The  first   one,  a   Yankee,   tall,   nattily  clad. 
Said :  "Fellows,  granted  that  business  is  bad, 
My  maxim  is :  'Quietly  hand  to  your  trade 
What  the  public  demands ;  thus  your  boom  is  made." 
And  he  kindled  a  match  on  his  boot  while  he  spoke. 


And  blew  in  ihe  a 


ringlet  of  smoke. 


The  third  one,  eyes  black,  and  of  scant  repose. 
Proclaimed  his  race  by  the  curve  of  his  nose. 
Quoth  he :     "Your  ideas  are  barren  of  news, 
I  do  not  agree  with  you  and  your  views. 
My  trade  gets  mainly  what  I  prepare. 
But   if   they  want  nostrums — well,   I    don't    care. 
I  sell  what  they  wish  if  I  must,  but  I  try 
To  show  them  the  value  of  what  they  buy." 


The  ) 


,   a   German,   bald-headed    and    stout.  Just   then   another  druggist   appeared. 


Disdainfully  dropped  his  lip  with  a  pout: 
"Sell  stuff  and  be  ignorant  what  it  contains — 
How  it  does  attract  a  man  that  has  brains! 
Make  money  for   people   I    never   once   saw — 
Great  task  for  a  druggist,  diplomed  by  the  law!" 
And  he  lauf^ed  and  his  voice  was  angry  and  loud. 
And  he  puffed  as  in  protest  a  mighty  cloud. 


Bedad  1  you  might  guess  whi 
"Say,  Pat,"  cried  the  three  to  the 
"What's  your  idea  of  booming  a  store?" 
Pat  listened  to  what  the  trio  would  try. 
Then  he  said  with  an  Irish  gleam  in  the  i 
"Begorrha,  me  boys!  I'll  answer  ye  square, 
Just  wait  till  meself  I'm  a  millionaire!" 


was  reared. 
in  the  door. 
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DOLLAR  IDEAS 


A  CONVENIENT  PAPER  HOLDER. 

George  TeLinde,  Cleveland,  Ohio:  I  sub- 
mit?'^ a  crude  sketch  of  a  little  device  I  have 
found  useful  around  the  prescription  counter. 
It  can  be  used  for  holding  powder  papers, 
memoranda,  and  prescriptions  when  one  is 
compounding  them.  It  also  holds  show  cards, 
price  cards,  etc. 

Take    two    ordinary    wooden    clothespins, 


place  them  two  or  three  inches  apart,  and 
fasten  them  upright  to  piece  of  cigar-box 
board,  using  two  cigar-box  tacks  to  each  pin. 
It  is  very  simple  to  make  different  sizes  to 
suit  your  convenience,  and  the  device  can  be 
improved  by  tilting  backwards  by  tacking  a 
strip  of  wood  to  the  front  edge. 


THE  FIRM  NAME  ON  THE  SIDEWALK. 

Royal  Gulley,  Gowanda,  N.  Y.:  When  we 
came  to  have  a  cement  walk  laid  in  front  of 
our  store  last  summer  it  occurred  to  us  that 
we  ought  to  have  our  name  on  it.  So  we  wrote 
a  number  of  firms  to  see  whether  they  could 
furnish  us  with  the  name  in  tile.  We  found 
they  had  just  such  a  tile ;  they  used  it  in  hotel 
corridors,  bath-rooms,  etc.  They  said  they 
could  make  up  a  sign  with  this  kind  of  tile 
for  $7.50,  the  size  being  2  by  7  feet,  and  this 
is  the  one  we  now  have  in  front  of  our  store. 

When  it  came  I  had  the  cement  men  take  it, 
and  they  made  a  block  of  cement  the  same  size 
and  about  6  inches  thick  and  set  the  tile  on  top 
in  the  cement  while  soft  and  let  it  harden. 
Two  or  three  weeks  later  they  laid  the  walk, 
putting  the  sign  in  position  first  and  making 


the  rest  Of  the  walk  around  it.  They  were 
wise  enough  to  put  tar  paper  around  the  sign, 
between  the  fresh  cement  and  the  old,  so  that 
if  one  happened  to  settle  a  trifle,  it  would  not 
disturb  the  other.  As  a  matter  of  fact,  the 
sign  has  settled  a  very  little  at  one  corner,  but 
it  has  done  no  harm  since  we  used  the  tar 
paper.  The  sign  is  about  one  and  one-half 
feet  out  from  the  store  and  extends  lengthwise 
with  the  walk.  It  bears  the  single  word, 
"GuUey's." 

In  all  the  sign  cost  about  $12,  and  it  is 
worth  more  than  anything  of  the  kind  we 
have.  People  cannot  help  seeing  it  as  they 
pass  by.  The  border  is  made  of  green  tile, 
square  in  shape,  and  one-half  inch  in  width. 
The  name  is  made  up  in  green  round  tile,  and 
around  the  name  is  white  round  tile;  so  it 
shows  the  name  off  in  good  shape. 


TO  KEEP  THE  DATE  STAMP  HANDY  BUT 

OUT  OP  THE  WAY. 

//.  Kalliwoda,  San  Francisco,  CaL :  To  have 
the  date  stamp  where  it  is  always  within  easy 
reach,  I  attach  a  string  to  the  top  railing  of 
the  prescription  desk.    To  the  end  of  the  string 


i/ 


fthttttlslttfl 


7//'  /A  7///''{^fin(  vr  r.('C{(4.wir'.r/A^r.f/r7'yf 


' 


SfjC/Vq. 


f-ie«l»t6t'**'*'H 


PAtgStAMp 


I  fasten  a  dozen  rubber  bands  and  to  the  end 
of  these  I  attach  the  stamp.  When  the  stamp 
is  needed,  pull  it  down,  use  it,  and  let  go.  It 
will  spring  back  out  of  the  way. 
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PROFITS  AND  EARNINGS 


A  BRITISH  COLUMBIA  BUSINESS. 

A  druggist  in  British  Columbia  submits  the 
following  statement  for  analysis : 

igio  191 1 

Stock    $2476.r7  $3270.95 

Fixtures   1625.02  1625.02 

Purchases   4886.27 

Qerk's  salary  780.00 

Proprietor's  salary  1800.00 

Rent  of  store 720.00 

Telephone  50.00 

light   75.00 

Fuel  40.00 

Taxes  and  insurance 100.00 

$3565.00 
Total  cash  sales 8971.05 

This  individual  is  doing  extremely  well.  He 
is  paying  his  clerk  $65  a  month  and  is  drawing 
$150  a  month  salary  out  of  a  business  of  some- 
what less  than  $9000  a  year.  In  addition  to 
that  he  increased  his  stock  from  $2476.77  in 
1910  to  $3270.95  in  1911,  a  gain  of  $794.18 
after  all  the  expenses  were  paid.  Of  course 
the  percentage  of  net  profit  is  not  high,  due  to 
the  fact  that  the  proprietor  is  drawing  a  some- 
what comfortable  salary  considering  the  size 
of  the  business. 

The  ratio  of  net  profit  is  $794.18  divided 
by  the  sales  $8971.05,  or  8.85  per  cent.  The 
ratio  of  expense  is  the  total  $3565.00  divided 
by  the  sales  $8971.05,  or  39.73  per  cent.  Every 
drug  store  should  yield  a  net  profit  of  10  per 
cent  on  the  sales  if  the  business  is  properly 
conducted.  The  average  expense  of  doing 
business  for  a  druggist  is  30.  The  reason  why 
in  this  case  the  net  profit  is  somewhat  below 
standard  and  the  expenses  above  it,  lies  in  the 
fact  that  the  proprietor  is  drawing  a  salary  of 
$1800  a  year  which  goes  into  expenses.  Or- 
dinarily if  a  drug  store  does  not  yield  10  per 
cent  net  after  all  expenditures  have  been  con- 
sidered, the  returns  are  insufficient. 


AN  INDIANA  STATEMENT. 

A  proprietor  in  Indiana  submits  the  follow- 
ing statement  for  analysis : 

Sales,  1911  $10,037.45 

Inventory,  Jan.  1,  1912 1,857.62 

Expenses,  1911  3,000.00 

Purchases,  1911  1,366.97 

Proprietor's  salary 1,000.00 


Our  estimates  are  as  follows : 

Inventory,  Jan.  1,  1912 $1,857.62 

Inventory,  Jan.  1,  1911 1,366.97 

$490.65  Increased  stock. 
1911 

Expenses    $3,000.00 

Purchases   5,510.22 

$8,510.22  Expenditures. 

Sales   .$10,0^7.45 

Expenditures   8,510.22 

$1,527.23  Gross  profit 
Salary  1,000.00 

$527.23 
490.65  Increased  stock. 


$1,017.88  Net  profit. 

This  man  is  doing  very  well,  making  a  net 
profit  of  about  10  per  cent  a  year.  His  stock 
increased  $490.65  during  1911,  as  is  evident 
from  a  comparison  of  the  inventories  at  the 
beginning  and  end  of  the  year.  He  spent  for 
help  and  goods  $8510.22.  Subtracting  this 
expenditure  from  the  sales,  $10,037.45,  we 
have  left  a  profit  of  $1527.23.  Substracting 
the  manager's  salary  of  $1000  leaves  a  profit 
of  $527.23.  To  this  should  be  added  $490.65, 
the  increase  in  stock,  giving  a  total  net  profit 
of  $1017.88.  This  is  approximately  10  per 
cent  of  the  sales.  The  percentage  of  expense 
of  this  pharmacist  is  about  30,  which  is  the 
usual  average. 


A  PROFITABLE  BUSINESS. 

A  druggist  located  in  a  small  Wisconsin 
town  submits  his  business  statements  for  the 
years  1910  and  1911.  He  adds:  "I  am  doing 
a  strictly  cash  business.  I  have  no  bad  ac- 
counts, but  I  am  losing  money  in  not  taking 
advantage  of  discounts.  In  the  past  I  have 
never  discounted  a  bill.  But  this  year  I  have 
borrowed  the  money  and  will  pay  cash  for 
everything  that  comes  in  the  store.  My  ex- 
penses are  large,  as  they  include  both  those  of 
my  home  and  the  store. 

1910.  1911. 

Inventory    $3875.18  $3806.04 

Sales       9648.82  8265.89 

Purchases    5868.93  5003.41 

Expenses   2402.71  2484.40 

Debts    1191.76  1125.50 

Our  own  opinion  is  that  this  proprietor 
should  have  retrenched  a  bit  on  seeing  that 
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his  sales  were  falling  off.  As  a  matter  of 
fact  his  expenses  were  over  80  dollars  more 
during  1911  than  1910.  In  an  off  year  econ- 
omy should  be  the  watchword.  His  sales  were 
$1381.93  less  in  1911  than  in  1910.  Nat- 
urally this  affected  his  profit,  as  is  evident 
from  the  following  simple  calculations : 

1910.  1911. 

Purchases    $586a.93      $5003.41 

Expenses  2402.71        2464.40 

Total  disbursement... $8271.64      $7487.81 

Sales    $9648.82      $8265.89 

Disbursement    8271.64        7487.81 

Net  profit $1377.18        $778.08 

His  net  profit,  as  is  shown  in  the  foregoing 
figures,  was  $1377.18  in  1910,  but  only 
$778.08  in  1911,  a  decrease.  He  has  not  re- 
duced his  indebtedness  substantially.  True, 
he  owed  $66.26  less  in  1911  than  1910,  but 
then  his  stock  was  $69.14  less. 

Still  our  Wisconsin  friend  is  doing  very 
well.  In  1911  his  percentage  of  net  profit 
was  $778.08  -f-  by  8265.89,  or  9.41  per  cent. 
In  1910  it  was  14.27  per  cent,  as  may  be  seen 
by  dividing  the  net  profit  of  $1377.18  by  the 
sales  for  that  year,  $1377.18.  Obviously  his 
earnings  have  fallen  off,  but  it  is  to  be  hoped 
that  1912  will  see  the  business  resume  its 
former  proportions. 

Speaking  of  earnings,  it  is  hard  to  tell  how 
much  our  friend  is  making  because  he  doesn't 
itemize  his  expenses.  If  they  are  in  the  main 
personal,  he  is  doing  very  well.  They  must 
include  his  salary.  The  store  expenses  should 
be  itemized  and  be  differentiated  from  the 
household  expenditures,  so  that  we  could  tell 
where  our  friend  is  at. 

His  determination  to  discount  all  bills  even 
if  he  has  to  borrow  the  money  to  do  it  is,  of 
course,  very  commendable. 


A  NEW  STORE. 

An  Oklahoma  pharmacist  bought  a  new 
store  not  long  ago.  After  nine  months,  he 
showed  the  following  statement: 

Bills  receivable  $  127.50 

United  Drug  Co.  stock 100.00 

Stock    1943.17 

Fixtures    1649.70 

Cash    160.00 

Bills  payable  749.91 

Note  at  bank 800.00 


Labor  account 224.05 

Personal  account  602.45 

Expense  account  693.20 

Expense  account,  soda  fountain S5.25 

Goods  purchased,  including  fixtures 6849.32 

Freight  account  175.81 

Cash  discount  . . . . , 36.17 

Cash  sales  5787.00 

Cash  invested,  including  above  note  of  $800.00.  2441.10 

We  have  divided  this  statement,  for  the  pur- 
pose of  convenience,  into  three  parts:  assets, 
debts  and  expenses.     In  the  assets  we  include  : 

$  127.50  Bills  receivable. 

100.00  United  Drug  Co.  stock. 

1943.17  Stock. 

1649.70  Fixtures. 

160.00  Cash. 


$3980.37  Total  assets. 

The  debts  comprise  bills  payable  $749.91 
plus  the  bank  note  $800.00,  totaling  $1549.91. 
The  expenses  consist  of : 

$  224.05  Labor. 
602.45  Personal. 
693.20  Expenses. 
85.25  Fountain. 
175.81  Freight. 


$1780.76  Total  expenses. 

Subtracting  the  debts  from  the  assets, 
$3980.37  less  $1649.91,  gives  $2430.46  net 
assets  or  the  man's  equity  in  the  business. 
Since  he  invested  $1641.10  of  his  own  money 
in  the  business,  we  subtract  that  amount  from 
his  assets  to  get  the  profits.  In  other  words, 
$2430.46  minus  $1641.10  equals  $789.36,  the 
gain  for  the  year.  His  personal  investment 
was  determined  by  subtracting  the  amount  of 
his  bank  loan  from  what  the  statement  shows 
was  invested;  or  $2441.10  less  $800.00  equals 
$1641.10.  He  allowed  himself  about  $77  a 
month  salary  the  first  nine  months. 

Dividing  the  expenses  by  the  sales,  $1780.76 
divided  by  $5787.00,  equals  30.77%.  Freight 
might  better  have  been  charged  to  purchases, 
as  it  is  part  of  the  cost  of  the  goods.  His 
percentage  of  profit  ran  13.64,  as  may  be  seen 
by  dividing  $789.36  by  the  sales  $5787.00. 
Considering  that  he  allowed  himself  a  fair  sal- 
ary, this  proprietor  has  done  very  well.  A 
profit  of  13.64  per  cent  is  very  good  for  a 
new  business  or  even  for  one  long  established. 

If  the  sales  develop  and  the  percentage  of 
profit  be  maintained,  this  proprietor  should 
have  a  good  stand  some  day.  Jno.  H. 
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LETTERS 


This  is  where  our  rettders  exchange  opinions  and 
practical  suggestions  with  one  another.  The  Editors 
are  always  glad  to  receive  short  letters  on  subjects  of 
mutual  interest. 


TINCTURE  OP  IODINE. 

To  the  Editors: 

In  the  February  issue  of  the  Bulletin^  on 
page  49, 1  read  an  editorial  about  certain  prep- 
arations which  had  been  found  not  up  to  U. 
S.  P.  standard.  Having  noticed  that  tincture 
of  iodine  was  one  of  the  preparations  under 
fire,  I  offer  the  following  suggestion  for  the 
manufacture  of  this  well-known  article. 

The  fact  that  such  a  large  percentage  of 
tincture  of  iodine  samples  examined  were 
found  below  U.  S.  P.  standard  leads  me  to 
believe  that  the  iodine  and  potassium  iodide 
were  in  most  cases  not  entirely  dissolved  when 
the  tincture  was  sold  or  offered  for  sale. 
There  is  no  doubt  in  my  mind  that  the  usual 
way  in  which  tincture  of  iodine  is  made  is  as 
follows :  The  required  amounts  of  iodine  and 
potassium  iodide  are  placed  in  a  bottle  and 
enough  alcohol  added  to  make  the  proper  vol- 
ume of  tincture.  The  bottle  is  then  shaken  a 
few  times  and  set  aside  with  the  expectation 
that  in  a  short  time  all  of  the  solids  will  have 
dissolved.  A  few  shakes  of  the  bottle,  it  is 
assumed,  are  all  that  is  needed  to  produce  a 
U.  S.  P.  tincture  of  iodine. 

There  never  was  a  grosser  error.  I  know 
from  experience  gathered  by  conducting  ex- 
periments that  iodine  and  potassium  iodide 
will  dissolve  very  slowly  when  treated  in  that 
way.  I  have  seen  cases  where  the  iodine  and 
potassium  iodide  remained  undissolved  in  a 
bottle  of  alcohol  even  after  they  had  been 
mixed  for  a  period  of  two  weeks,  and  the 
mixture  had  occasionally  been  agitated.  Hav- 
ing learned  this  I  decided  to  try  the  following 
method  for  obtaining  a  full-strength  tincture 
of  iodine : 

A  glass  ftmnel  of  suitable  size  was  placed  in 
the  neck  of  an  accurately  graduated  bottle  and 
a  pledget  of  cotton  moistened  with  alcohol  was 
placed  in  the  neck  of  the  funnel.  The  re- 
quired amount  of  potassium  iodide,  50 
grammes  for  1000  Cc.  tincture,  was  weighed 
and  placed  on  top  of  the  cotton.    The  required 


amount  of  iodine,  70  grammes  for  1000  Cc. 
tincture,  was  next  weighed  and  placed  on  top 
of  the  potassium  iodide.  Alcohol  was  then 
poured  over  the  mixture  in  the  funnel  and 
allowed  to  percolate  through  the  mixture  into 
the  graduated  bottle  until  the  proper  volume 
of  tincture  of  iodine  had  been  obtained. 

By  the  use  of  this  method  1000  Cc.  of  a 
perfectly  clear,  clean,  and  strictly  U.  S.  P. 
tincture  of  iodine  can  be  obtained  in  about 
half  an  hour.  I  advise  every  pharmacist  who 
has  had  any  difficulty  in  preparing  a  satis- 
factory tincture  of  iodine  to  try  the  foregoing 
method.  E.  A.  Geyer. 

South  Bend,  Indiana. 


SOME  HELPFUL  DISPENSING  HINTS. 

To  the  Editors : 

In  making  Churchill's  tincture  of  iodine  I 
use  the  glass  barrel  of  a  vaginal  syringe.  Dis- 
solve the  tincture  of  iodine  in  the  smallest 
amount  of  water,  add  alcohol,  put  the  iodine 
in  the  tube,  and  let  circulatory  displacement 
do  the  work.  In  that  way  one  does  not  use 
any  time  to  rub  up  the  iodine,  nor  does  he 
leave  part  of  it  in  the  mortar.  After  standing 
out  for  a  while  in  a  warm  place,  or  over  night, 
the  iodine  is  all  dissolved.  Immerse  the  tube 
only  about  J4  inch  in  alcohol. 

Some  time  ago  I  saw  an  article  about  citrate 
of  magnesia  keeping  well  by  adding  half  of 
the  potassium  bicarbonate  at  once,  and  cork- 
ing the  bottle  until  called  for ;  then  adding  the 
remainder.  I  have  tried  this  plan  and  found 
it  does  very  well.  The  slight  amount  of  gas 
generated  prevents  the  flocculent  growth  which 
is  apt  to  form  when  the  potassium  bicarbonate 
is  omitted  entirely. 

I  use  small  rubber  bands  for  putting  up 
bundles  of  six  or  seven  powders,  before  plac- 
ing them  in  the  box,  and  thus  save  the 
patient's  temper  by  not  having  20  or  30  pow- 
ders flying  out  of  the  box  when  he  tries  to  get 
one  out.  I  use  the  bands  for  bottle  caps  also. 
They  save  a  lot  of  time  and  look  better  than 
thread  or  string. 

In  dissolving  bromides,  I  dissolve  the  salt 
in  a  little  distilled  water,  then  add  medicated 
water  or  use  all  distilled  water,  and  add  the 
oils  and  shake.  Either  way  makes  a  clear 
solution,  but  the  latter  method  requires  run- 
ning the  fluid  through  a  filter  or  cotton  to  take 
out  the  excess  oil. 
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When  receiving  a  new  bottle  of  acid,  I  take 
time  to  open  it  by  warming  the  neck  in  a  Bun- 
sen  flame  or  friction  against  string,  instead  of 
waiting  until  I  have  a  call  for  the  acid.  This 
saves  time  and  prevents  broken  bottles.  Try- 
ing to  open  the  package  while  customers  wait 
is  very  apt  to  result  in  broken  stoppers  or 
bottles,  or  both.  And  since  most  jobbers 
charge  16  to  25  cents  for  bottles,  this  precau- 
tion helps  buy  a  few  more  cigars,  or  maybe 
some  shoes  for  the  baby. 

I  read  the  Bulletin  when  it  arrives  here 
and  think  I  get  more  good  things  from  it  than 
from  any  other  journal!      C.  A.  Sieplein. 

Cleveland,  Ohio. 


PROM  A  SICKA  DA  MAN. 

To  the  Editors: 

I  am  sending  you  herewith  an  amusing  let- 
ter which  I   picked  up  recently  in  a  store 


.d^ 


o^^W^ 

^--a^xM    -<i/^  yriA^  ..ZAjl 


which  has  quite  a  large  Italian  trade.     Evi- 
dently it  came  from  a  "sicka  da  man." 

Roxbury.  Mass.  J.  E.  MULLEN. 


HE  HAD  TO  BE  CONSISTENT. 

To  the  Editors: 

While  forwarding  my  subscription,  let  me 
relate  an  amusing  incident  that  occurred  re- 
cently in  our  pharmacy. 

A  lady  entered  one  afternoon  leading  a  dog 
that  she  wished  us  to  kill,  as  it  had  become  a 
nuisance.  It  appears  that  the  corporation 
official  had  not  been  highly  polished  in  his 
manner  towards  her,  and  that,  together  with 
the  grief  at  parting  with  a  family  pet,  made 
her  more  than  ordinarily  excited,  or  shall  I  say 
concerned?  Poor  body,  she  desired  to  know 
whether  the  dog  would  die,  and  whether  she 
could  be  thoroughly  assured  it  would  not  come 
home  again. 

We  assured  her  the  dog  would  die  quickly. 


and  that  death  would  be  painless.  Right.  We 
killed  the  dog  with  prussic  acid,  and  had  no 
more  than  finished  the  unpleasant  duty  when 
the  messenger  boy  came  out  to  the  back  say- 
ing, "Shop,  sir,  a  lady  wants  you." 

Without  waiting  to  wash  my  hands  I  went 
straight  to  the  counter,  and  sure  enough,  there 
was  a  lady,  but  different  from  the  former. 
The  new  arrival  informed  us  she  was  collect- 
ing on  behalf  of  "The  Cruelty  to  Animals  As- 
sociation." Well  now,  that  was  a  contradic- 
tion to  all  of  my  doings.  I'm  past  the  blush- 
ing stage,  but  can  ^till  see  the  humorous  side 
of  the  question,  and  told  the  energetic  col- 
lector of  my  latest  action,  saying  I  could  not 
see  my  way  clear  to  subscribing  as  by  so  doing 
my  donation  would  be  in  direct  opposition  to 
my  action.  However,  the  lady  collector  was 
very  much  concerned,  and  said,  she  would  call 
another  day.  Chas.  Palliser. 

Wellington,  New  Zealand. 


A  RUSSIAN  READER  HEARD  FROM. 

At  intervals  we  receive  communications  that 
serve  to  show  the  world-wide  circulation  of 
the  Bulletin.  Recently,  for  example,  the 
Walrus  Manufacturing  Co.  forwarded  to  us  a 
post-card  received  from  one  of  our  Russian 
readers.    We  take  pleasure  in  reproducing  it : 


.•^-  ^ 


r^ 


^\t^£^  -M.^ 


«^  nr^A^     -^iK^  x«^-*-*v4^ 


Commenting  on  this  inquiry  from  far-off 
Russia,  the  Walrus  Manufacturing  Co.  writes : 

TBB  BuLLBTIN    op   PHAllfACY, 

Detroit,  Mich. 

Gentlemen : 

The  enclosed  inquiry  should  be  of  interest  to  those 
who  are  advertising  in  your  publication. 

We  get  more  foreign  inquiries  through  The  Bulix- 
TIN  OF  Pharmacy  than  from  all  other  trade  journals. 

Yours  truly, 
Walrus  Manufacturing  C6., 
L.  G.  Gray,  Sec'y  and  Gen'l  Sales  Mgr. 

Verily  the  Bulletin  of  Pharmacy  is  a 
world  journal. 
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SHE  WANTED  THE  COATS  ON! 

To  the  Editors : 

I  have  greatly  enjoyed  the  funny  orders 
which  have  been  appearing  in  the  Bulletin 
OF  Pharmacy  during  the  last  five  or  six  years. 
The  other  day  a  child  wanted  a  box  of 
Brandreth's  pills.     Without  asking  her  any 


FLORAL  DEPARTHENT. 


questions,  I  gave  her  the  imcoated  pills.  They 
were  promptly  returned  with  the  enclosed 
note.  This  ought  to  make  a  pretty  good  State 
board  catch  question !    Joseph  A.  Schmieg. 

Philadelphia,  Pa. 


ANOTHER  MAN  BELIEVES  IN  IT  I 

To  the  Editors : 

I  have  read  several  letters  in  the  Bulletin 
OP  Pharmacy  suggesting  the  establishment  of 
a  druggists'  death  benefit  association.  I  also 
observed  your  editorial  in  the  January  number. 
I  think  this  is  an  excellent  idea,  and  I  am  sure 
a  number  of  other  druggists  feel  the  same  way 
about  it.  Merely  thinking  about  a  good  thing, 
however,  doesn't  accomplish  much.  Doing  is 
what  counts. 

I  am  interested  in  knowing  how  many  of 
your  readers  think  favorably  of  this  plan.  I 
would  like  to  know  how  many  of  them  would 
go  into  it,  and  what  their  ideas  in  regard  to  it 
are.  A.  W.  Meier. 

Van  Buren,  Ark. 


A  CONUNDRUM. 

To  the  Editors : 

I  cannot  resist  the  temptation  to  ask  you  a 
query:  Why  is  an  up-to-date  pill-twirler  like 
a  hunter  attacked  by  a  tiger?  Because  both 
must  get  their  buUet-in. 

North  Paterson.  N.  J.    MAXWELL  BUKOFZER, 


We  want  to  say  that  we  enjoy  very  much 
reading  the  Bulletin.  We  consider  it  the 
best  magazine  that  comes  into  our  establish- 
ment. Kane  Drug  Company. 

Kane,  Pa. 

I  find  the  Bulletin  the  climax  of  maga- 
zines pertaining  to  pharmacy,  and  every  num- 
ber is  a  source  of  valuable  information  to  me. 

Aylmer.  Ontario.  E.  A.  RiCHARDS. 

We  get  more  information  and  general 
knowledge  from  the  Bulletin  than  from  any 
other  magazine  which  we  receive. 

Morgan  Hill,  CaL  HUBERT  H.  Bearce. 

I  have  been  a  subscriber  to  your  journal  for 
the  last  two  years  and  will  never  be  without  it. 

Passaic,  N.  J.  B.  RoOD. 

The  Bulletin  is  the  liveliest  paper  I  get, 
and  I  miss  it  sadly  when  it  does  not  reach  me. 

Eltham,  Tarawaki, .  MORITZ  MarK. 

New  Zealand. 

The  Bulletin  of  Pharmacy  is  the  best 
little  drug  journal  published! 

Detroit,  Mich.  J-  F.  PaddOCK. 

I  find  the  Bulletin  very  interesting  and  do 
not  wish  to  be  without  it. 

Edgar  L.  Holden,  Ph.C. 

W.  Philadelphia,  Pa. 

I  consider  the  Bulletin  the  best  of  all 
monthly  magazines  I  read. 

Chicago,  111.  Anthony  J.  Orth. 

Oh,  you  Bulletin!  How  could  we  ever 
keep  house  without  you! 

Maywood,  111.  Wakefield's. 

Find  enclosed  12/-  subscription  for  best 
pharmacy  journal  known!         T.  Walker. 

Winton.  N.  Z. 

Your  Bulletin  is  as  welcome  as  the  flow- 
ers in  May!  Lien's  Pharmacy. 

Tacoma,  Wash. 

Your  journal  is  worth  many  times  the  price 
to  me.  W.  H.  Laud. 

Gilliam,  Mo. 
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BUSINESS  HINTS 


SpeeitHtns  of  druggisU^  advertising  an  solicittd  for 
reproduction  or  comment  in  this  department  of  the 
BuLLcnw. 


Snowed  Itu~ 

The  weather  during  the  past  winter  was  unusually 
severe.  When  the  rigor  of  the  Fehruar;  cold  began  to 
abate,  up  came  2  blizzard  that  fairly  crippled  the  west. 
There  was  a  heavy  snow  fall,  which,  aided  by  high 
winds,  formed  huge  drifts,  and  in  many  places  traffic 
was  completely  blockaded. 

Frank  G.    Farrell,  who  conducts  a  drug  store  in 


days.  It  U  needless  to  add  that  customers  of  the  drug- 
gists had  considerable  difficulty  in  making  their  way 
to  the  Stores.  In  many  cases  the  snow  was  piled  a* 
high  as  the  secood  story. 

A  FirBt-dau   Soda  Ad. — 

L.  L.  Bunnell,  proprietor  of  the  Norwood  Pharmacir. 
of  Norwood,  Ohio,  upon  the  annual  "opening"  of  his 
soda  fountain,  distributed  a  copy  of  an  announcement 
to  every  house  in  the  town.  There  were  four  pases> 
the  paper  being  a  heavy  white  stock  four  by  six  inches 
in  size.  On  the  top  of  the  cover  p^e  was  embossed 
the  word,  "Announcement.'^'  Underneath  appeared  the 
invitation : 


Munising,  Michigan,  on  Lake  Superior,  came  down  to 
the  store  one  morning  and  found  that  two  people  had 
shoveled  their  way  through  the  snow-hank  to  gain  en- 
trance to  his  store.  Lest  some  of  our  southern  friends 
are  inclined  to  doubt  this  statement,  we  produce  the 
accompanying  illustration  of  Mr.  Farrell's  store  shortly 
after  the  snow-storm.  Unfortunately  the  shovelers 
were  disappointed  in  not  being  able  to  discover  a  night 
clerk  and  were  compelled  to  wait  until  Mr.  Farrell 
arrived.    This  only  goes  to  show  that  you  can't  keep 


Bunnell 

IrtPUea  jwu  and  the  memhefi  of  your 
family  to  be  preaaii  at  hit 

'  NEW  SODA  FOUNTAIN 

OPENING 

ThuraJay.  Jane  29.  1911 

N.  If.  Car.  Main  S  Muplt  Amt. 

Our  nemly  inslalleJ  Soda  Foanlabi 
la  the  finest,  hirgeat  and  beat  equipped 
foanlain  in  NonDood,  and  on  that  day 
we  ndl  aeroe  Ice  Cream  and  Soda  free 
to  our  vlattoTa. 


The  inside  pages  contained  a  soda  menu,  while  the 
back  cover  read  as  follows : 


the  people  away  from  a  good  drug  store.  Mr.  Farrell 
took  advantage  of  the  opportunity  to  place  a  sign  on 
the  top  of  the  snow-bank,  as  shown  in  the  engraving. 
In  the  west  the  bliward  was  equally  severe.  The 
Santa  Fe  and  Rock  Island,  and  in  fact  all  the  railroads, 
and  the  through  California  trains,  were  held  np  several 


Id    pnnentins    ihii    invitation    to    yon.    we 

friencUhip  Mid   patronage  in  the  put.      We 

have  aimed  to  fumiah  you  with  the  bcM  and 

puieat   druga,    the    higheat    quality   of    drug 

merit  your  good-wiO. 

Tliii  dniB  atore  ia  your  drug  atore  and  our 

had  thU  model  aod.  fountun  built  ao  that  you 

can  aay  that  Bunnell  has  the  beat  dnig  atore, 

the   fineat  aod.  fountain   and  the  beat  aoda 

want  pure  druga  or  aoda— 

-GtlHalBamdi;" 

This  announcement  proved  a  winner  and  broogftt  a 
lot  of  new  faces  to  the  store. 
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A  First-class  Ad. — 

Our  attention  has  been  directed  to  an  excellent  piece 
of  advertising  distributed  by  B.  S.  Cooban  &  G).  of 
Chicago.  In  size  and  general  appearance  it  is  pat- 
terned after  a  page  in  the  newspaper,  being  a  foot  and 
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s  half  wide  and  two  feet  long.  The  stock,  however,  is 
heavier  than  that  of  an  ordinary  newspaper,  having  a 
somewhat  glossy  surface.  The  ad.  was  gotten  up  to 
announce  Mr.  Cooban's  February  sale. 

A  Finn  Stand  on  '^Refills."— 

The  Oglesby  Drug  Company,  located  at  the  comer  of 
31st  Street  and  Indiana  Avenue,  Chicago,  is  essentially 
a  prescription  store.  It  has  always  been  an  ethical 
pharmacy,  and  has  made  it  a  rule  to  send  sick  people 
to  the  physician  whenever  that  is  possible.  Recently  in 
a  little  illustrated  booklet  this  firm  announced  its  posi- 
tion on  the  subject  of  refills  in  no  uncertain  terms.  To 
quote : 

ABOUT  REFILLING  PRESCRIPTIONS. 

We  are  willing  to  refill  your  prescription  if  your  Physician  is 
willing.  Permit  us  to  caution  you  not  to  have  a  prescription 
refilled  if  your  Physician  objects.  When  a  Physician  prescribes 
a  medicine  it  is  for  a  certain  condition  of  the  system  at  that 
time.  The  condition  changes  from  day  to  day.  If  you  have  a 
preteription  refilled  you  assume  the  condition  to  be  the  same 
as  when  the  Doctor  prescribed,  while  in  fact  it  may  be  entirely 
different.  The  greatest  skill  of  the  Physician  is  judging  the 
iMttient's  true  ailment.  Noting  the  effect  of  medicine  is  an  aid 
to  him.  If  his  patient  has  a  prescription  refilled  indefinitely 
without  consulting  the  Physician  it  is  impossible  for  him  to 
profit  and  benefit  the  patient  by  Imowled^e  gained  from  watching 
the  effect  of  medicine  previously  prescribed.  Thus  the  patient 
often  hinders  himself  from  getting  well  as  rapidly^  as  he  should. 

If  you  are  sick  enough  to  consult  a  Doctor,  give  the  doctor 
a  fair  show  by  asking  him  before  you  get  the  prescription  re- 
filled. 

The  foregoing  announcement  appeared  conspicuously 
on  a  white  enclosure  that  was  inserted  between  the 
leaves  of  the  tan-colored  brochure. 


A  MaiHng  Card.— 

Walter  E.  Day,  of  Hopkinton,  Mass.,  uses  a  mailing 
card  for  soliciting  telephone  business.  It  is  5^  by  3 5^ 
inches  in  dimensions,  and  is  printed  on  a  somewhat 


Walter  E.  Day,  Apothecary ,  Hopkinton,  Mast. 

^JLf^^  111,  or  tei^hone  us^.  your  orders.    We  are 

yT  prom^  in  our  service.    Our  stock  is  large  and 

f  ^— -J  ]  compiete  and  we  are  able  to  supply  you  with 


?¥ 


^*^^^  anything  you  may  need  Hi  the  drug  store  line. 

You  mrm  a»  Mfm  M  Mn4  pomr  eklUrmH  a*  to 

oo^M  yottraoe* 

Tlm^tiaeitaHdprtetwmbmJiui  thaamm. 

^MV  P^wO^S  fl^f  0OfMUnp|f  tMBft  iMff  ^llflMfy  Of  fOOm9  W  AtfMiMb 

Omr  C/immleaU  art  of  tha  fbtoaf  Garmam  «m 

mufattmro,  Mour*.  Martt  U  Co» 

Darmatadi.       Our  Dry^  art  msaofod  and 

ot  tkt  kighMt  noHdard  of  purUf 

la  th*  bvylac  sad 


WALTm  E.  DAY 


▲  mailing  cftrd  used  by  Walter  E.  Day  of  Hopklnton,  Maaa. 

heavy  post-card  stock.  It  was  mailed  with  one-cent 
postage  and  bears  the  message  shown  in  the  accom- 
panying reproduction. 

A  Store  Blotter.— 

Blotters  are  commonly  employed  by  druggists  to 
keep  their  names  before  their  customers.  C.  A.  Seip- 
lein,  of  Cleveland,  Ohio,  is  a  believer  in  this  form  of 


Kindly  Send  Your 

PRESCRIPTIONS 


to 


Main  904  J 
Centml6384  W 


C.  A.  Sieplein 

FntcriiptioB  i  ifcw ilwy 
426  Rose  Buildinc 

Cleveland 

sixth  Ckj 


advertising.  He  distributes  a  blotter  6  by  3  inches  in 
dimensions,  one  side  of  which  bears  his  advertisement 
The  paper  is  of  a  salmon  color,  the  lettering  being 
done  in  green. 

Matches  with  Druggist's  Card.— 

William  Bodemann,  of  Chicago,  reports  that  matches 
sell  very  well.  He  has  his  own  brand,  as  may  be  seen 
from  the  accompanying  reproduction  of  the  label  on 


This  Match  it  Matchless! 

so  is  the  Quality  of  Drugs 

AT 

BODEMANN'S 

HTDE   PARK   PIONEER    PHARMACY 


the  box.  Mr.  Bodemann  reports  that  he  uses  safety 
matches  of  the  best  quality.  The  sides  of  the  box  are 
coated  with  a  composition  which  enables  the  user  to 
ignite  the  matches  readily. 
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CAPSULES  OF  SCIENCE 

Prepared  by  Fkof.  W.  L.  ScoviUrE. 


Pregnant  Paragraph8.«i 

Rayleigh  says  that  the  blue  color  of  the  sky  is  due 
to  the  dispersion  of  the  sun's  light  by  the  molecules 
of  the  air. 

.  French  chemists  state  that  the  latent  heat  of  fusion 
of  the  fatty  acids  is  higher  than  the  latent  heat  of 
solidification. 

Norwegian  chemists  have  been  studying  the  aurora 
borealis,  and  ascribe  it  to  radioactive  substances  from 
the  sun. 

Iodine  stains  (on  cloth,  etc.)  may  be  removed  with 
hydrogen  peroxide  and  ammonia  water,  three  parts 
of  the  former  to  one  of  the  latter  being  the  best  pro- 
portion. 

Tartar  on  the  teeth,  M.  Boville  says,  consists  of 
carbophosphate  of  calcium.  He  says  that  dentifrices 
containing  soap  favor  its  deposit,  while  acid  dentifrices 
prevent  or  remove  it. 

Acetanilide,  antipyrin,  and  phenacetine  are  found 
to  raise  the  freezing  point  of  blood  serum  for  a  time 
after  their  administration. 

Urethan  is  found  to  intensify  the  anesthetic  influence 
of  opium,  beyond  its  own  anesthetic  action. 

The  Royal  Commission  on  Tuberculosis  has  decided 
that  much  of  the  tuberculosis  of  children  is  due  to 
milk  containing  tubercle  bacilli,  and  that  man  is  sus- 
ceptible to  the  bovine  bacillus. 

An  oil  has  been  found  in  apple-peel  to  which  the 
odor  is  due.  The  peel  also  contains  a  wax  which 
protects  the  apple  from  wet 

A  new  process  for  obtaining  radium  makes  low-grade 
ores  available  for  obtaining  it,  and  gives  a  yield  in  six 
weeks'  treatment 

Thirty  million  ounces  of  silver  are  used  annually  in 
photofi^raphy  in  the  United  States.  But  little  of  this  is 
recovered. 

Alcohol  in  chloroform  does  not  prevent  the  decom- 
position of  the  chloroform  by  light,  but  renders  the 
products  of  decomposition  harmless.  The  only  way 
of  protecting  chloroform  is  to  exclude  the  actinic  light 

Ferric  salts  in  presence  of  light  decompose  citric 
and  lactic  acids,  forming  acetone  and  carbon  dioxide. 
The  latter  effervesces  and  has  led  to  suspicion  of 
fermentation  in  elixirs  containing  these  ingredients. 

Strophanthin  and  saponin  lose  their  properties  when 
exposed  to  strong  sunlight. 

By  treating  the  drinking-water  in  Cincinnati  the 
typhoid  rate  has  been  reduced  83  per  cent  and  the 
death-rate  70  per  cent  in  three  years. 

Ozone  is  soluble  in  distilled  water  only  to  the  extent 
of  1  part  in  10,000  at  2**  C,  and  1  in  60,000  at  28**  C. 
Some  neutral  salts  increase  the  solubility. 

Diamonds  have  recently  been  discovered  in  British 
Columbia;  also  platinum,  but  the  latter  is  not  in  paying 
quantities. 

Diphenylmethane  has  the  characteristic  odor  of  ger- 
anium, and  is  used  as  the  basis  of  artificial  geranium 
oil. 


By  tl'^ting  pure  water,  free  from  gases,  with  ozone 
and  all  electric  current,  it  is  claimed  that  hydrogen 
peroxide  having  a  strength  of  nearly  475  volumes  can 
be  produced. 

It  is  said  that  the  sap  of  the  nipa  palm,  grown  in 
the  Philippine  Islands,  is  the  cheapest  source  of  alcohol 
in  the  world. 

Antipyrin  combines  with  ferric  chloride  and  with 
ferrous  chloride,  forming  definite  compounds  which 
dissolve  in  alcohol  or  in  water  and  yield  a  red  solution. 

About  Enzymes.— 

Pure  rennin  in  a  solution  containing  a  little  glycerin 
is  rendered  inactive  by  shaking,  but  on  standing  in  the 
same  container  a  i)art  of  its  activity  is  restored.  If  no 
glycerin  is  present  shaking  does  not  appear  to  affect  it. 
Commercial  preparations  of  rennin,  containing  boric 
acid  and  sodium  chloride,  are  not  destroyed  by  shaking. 

U.  E.  Porter  finds  that  an  artificial  membrane  ren- 
ders most  ferments  (except  taka-diastase)  inactive  by 
contact,  and  that  this  is  not  due  to  absorption,  but  to 
a  change  in  the  enzyme  by  contact  He  suggests  that 
this  may  be  the  real  explanation  of  how  the  human 
body  rids  itself  of  the  enzymes  which  it  is  constantly 
producing — i.e,,  why  the  stomach  itself  is  not  digested. 

Ointment  Bases.— 

Bartels  &  Van  der  Wielen  have  studied  the  water- 
absorbing  power  of  ointment  bases,  and  offer  the  fol- 
lowing information:  Petrolatum  alone  absorbs  20  per 
cent  of  its  weight  of  water.  With  2.5  per  cent  wax  it 
absorbs  38  per  cent;  with  5  per  cent,  42  per  cent;  and 
with  10  per  cent,  55  per  cent.  With  2.5  per  cent  of 
spermaceti  it  absorbs  30  per  cent;  with  5  per  cent,  40 
per  cent;  and  with  10  per  cent,  35  per  cent  With 
2.5  per  cent  of  wool-fat,  it  absorbs  80  to  140  per  cent 
depending  upon  the  rate  of  addition;  with  5  per  cent 
100  to  240  per  cent;  and  with  10  per  cent,  140  to  288 
per  cent  The  addition  of  phenols,  particularly  resorcin, 
they  find  to  decrease  greatly  the  water  absorbability. 

Where  We  Get  Our  Electricity.— 

When  yeast  induces  fermentation  in  sugar  solu- 
tions, it  is  found  that  a  considerable  electrical  current 
is  induced  which  passes  from  the  yeast  to  the  sugar. 
In  a  10-per-cent  solution  of  glucose  containing  3  Gm. 
of  yeast  in  100  Cc.  a  current  of  0.3  volt  was  measured 
in  seven  minutes,  which  gradually  decreased.  Similar 
results  were  observed  in  the  action  of  diastase  on 
starch,  and  in  the  action  of  the  coli  bacillus  on  aspara- 
gin.  All  the  experiments  showed  that  electrical  energy 
is  liberated  when  microorganisms  act  upon  organic 
bodies. 

The  Age  of  the  Earth.— 

J.  Joly  says  that  there  are  three  ways  of  estimating 
the  age  of  the  earth.  By  estimating  the  amount  of 
sodium  chloride  in  the  ocean  and  comparing  with  the 
amount  carried  annually  by  the  rivers,  the  earth  is 
calculated  to  be  80  to  150  million  of  years  old.  By 
estimating  the  amount  of  sediment  from  rock-decay, 
etc.,  the  calculation  is  148  million  years.  By  calculation 
from  radioactive  changes,  and  the  estimation  of  helium 
or  lead  in  rocks,  the  earth  is  calculated  to  be  715  to 
1640  million  years  old. 
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Abont  AlcohoL — 

R.  Rosemuin  says  that  all  but  2  per  cent  of  alcohol, 
taken  into  the  stomach,  is  utilized  as  a  food,  but  that 
the  food  value  of  alcohol  is  very  small  because  of  its 
other  effects.  It  dulls  sensations,  and  thus  tends  to 
disarrange  vital  functions;  it  arrests  hunger  and  leads 
to  malnutrition;  it  numbs  the  nerves  and  brings  danger 
from  abnormal  temperatures,  fatigue,  enervation,  etc 
He  considers  alcohol  as  an  effective  but  very  dangerous 
food,  when  improperly  used. 

In^tion  Perfumes.— 

The  higher  aldehydes  are  being  used  in  perfumery 
to  an  increasing  extent  Nonyl  aldehyde  is  used  in 
ISac  and  rose  perfumes,  octyl  aldehyde  in  jasmine,  nar- 
cissus, hyacinth,  and  jonquil,  and  duodecyl  aldehyde  is 
assuming  an  important  place  in  violet  perfumes.  The 
latter  is  used  in  proportion  of  S  to  10  per  cent  of  the 
ionone  employed,  and  is  said  to  produce  an  in&nitely 
superior  bouquet 

Silk  llutlei.  Not  Kobes, — 

Gu  mantles  made  from  artificial  silk  are  found  to 
be  stronger  and  more  durable  than  mantles  made  from 
cotton  or  ramie.  Microphotographs  show  that  the 
artificial  silk  fibers  remain  unbroken  under  action  of 
the  beat,  while  the  others  break.  In  practical  vibration 
tests  an  artificial  silk  mantle  was  found  to  last  seven 
weeks  on  a  burner  which  destroyed  a  ramie  mantle  in 

Some  Molecules  I— 

Professor  Sang  says  that  1  Cc.  of  hydrogen  is  cal- 
culated to  contain  about  G2S  octillion  of  molecules.  If 
ten  thousand  of  these  are  allowed  to  escape  every 
second,  it  would  take  seventeen  quintitlion  (17,000,000,- 
0)0,000,000,000)  of  years  to  empty,  and  Lord  Kelvin 
has  ascribed  to  the  ether  of  space  a  weight  of  one- 
lulliondi  gramme  per  cubic  meter. 

Own  Upl— 

The  scarcity  of  Bulgarian  oil  of  rose  and  the  con- 
itquent  high  prices  have  induced  the  smuggling  of  oil 


of  geranium  as  an  adulterant  into  that  country  to  such 
an  extent  that  the  authorities  propose  that  its  use  as 
an  adulterant  be  allowed  and  recognized.  The  1910 
crop  was  only  half  that  of  1809,  and  the  1911  crop  is 
smaller  still. 

Harder  Will  OutI— 

Capillary  analysis  is  a  new  form  of  operation  by 
which  certain  poisons  are  detected  in  very  minute  quan- 
tities in  the  presence  of  large  amounts  of  other  matter. 
The  instrument  used  is  called'  the  stalagmometer,  and 
it  is  sensitive  to  1/6500  grain  of  many  metals.  It  is 
more  rapid  than  the  usual  method  of  chemical  analysis. 

What  Not  to  Drink  I — 

Dr.  Whitney  says  that  the  toxic  efFects  of  alcoholic 
beverages  is  due  in  part  to  other  substances  than  alco- 
hol, and  that  various  liquors  reduced  to  the  same  per 
cent  of  alcohol  vary  markedly  in  their  toxic  action. 
Wines  are  the  most  toxic,  malt  beverages  come  next, 
and  distilled  liquors  are  least  toxic 

Adrenalin  u  an  Antidote. — 

Adrenalin  in  l-in-1000  solution  is  stated  by  Jona  to 
be  an  efficient  antidote  for  cyanide  poisoning.  About 
half  an  ounce  should  be  given,  followed  by  iron  hy- 
droxide The  adrenalin  is  stated  to  retard  absorption 
of  the  poison,  and  can  be  used  for  this  purpose  in 
other  forms  of  poisoning. 

Cm  Be  Done, — 

That  sulphuric  acid  can  be  manufactured  by  passing 
the  sulphur  dioxide  gas  into  towers,  similar  to  the 
Glover  towers  used  for  nitric  acid,  is  proved  by  the 
successful  operation  of  such  a  plant  in  Austria.  They 
are  more  compact  and  appear  to  be  more  economical 
than  the  lead  chambers. 

Not  So  New.— 

The  distillation  of  turpentine  from  pine  and  spruce 
stumps  was  begun  in  Sweden  40  years  ago,  but  has  not 
proved  very  successful  on  account  of  the  persistent 
burnt  odor  in  the  product 
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In/omuUian  is  given  in  this  department  under 
the  folloTving  conditions  only:  (/)  No  queries  are 
answered  by  mail;  {2)  queries  must  reach  us  be/ore 
the  isth  of  the  month  to  be  answered  in  the  BuixB- 
TIN  o/the  month  following:  (j)  inquirers  must  in 
every  instance  be  regular  subscribers;  and  {4) 
names  and  addresses  must  be  affixed  to  all  com- 
munications. 


Bedbug  Exterminators. 

S.  W.  K.  wants  a  formula  for  a  bedbug  exterminator 
that  will  not  stain  and  does  not  contain  mercuric 
chloride : 

Naphthalin 1  ounce  av. 

Gasoline   18  fluidounoes. 

Mix  and  dissolve. 

This  is  efficacious  and  is  dangerous  to  use,  on  ac- 
count of  the  inflammability  of  the  gasoline.  This  mix- 
ture, it  is  said,  may  be  used  indiscriminately  on  bedding, 
furniture,  textiles  of  all  descriptions,  wall-paper,  etc. 
It  may  be  improved  by  adding  one  ounce  or  so  of 
paraffin  wax,  which  acts  by  forming  a  coating  over  the 
eggs  of  the  insects  and  preventing  their  hatching  out 

A  good  bedbug  killer  is  benzine,  pure  and  simple,  or 
mixed  with  a  little  oil  of  mirbane.  It  evaporates  quickly 
and  leaves  no  stain.  The  only  trouble  is  the  inflam- 
mability of  its  vapor. 

The  following  is  a  popular  preparation:  To  half  a 
gallon  of  kerosene  oil  add  a  quart  of  spirit  of  turpen- 
tine and  an  ounce  of  oil  of  pennyroyal.  This  mixture 
is  far  less  dangerous  than  benzine.  The  pennyroyal  as 
well  as  the  turpentine  is  not  only  poisonous  but  exceed- 
ingly distasteful  to  insects  of  all  kinds.  The  kerosene 
while  less  quickly  fatal  to  bugs  than  benzine  is  cheaper 
and  safer,  ahd  when  combined  with  the  other  ingre- 
dients becomes  as  efficient. 

Where  the  wall-paper  and  woodwork  of  a  room 
have  become  invaded,  the  usual  remedy  is  burning 
sulphur.  To  be  efficient  the  room  must  have  every 
door,  window,  crevice,  and  crack  closed.  The  floor 
should  be  wet  in  advance  so  as  to  moisten  the  air.  A 
rubber  tube  should  lead  from  the  burning  sulphur  to  a 
key-hole  or  auger-hole  and  through  it,  and  by  the  aid 
of  a  pair  of  bellows  air  should  be  blown  to  facilitate 
the  combustion  of  the  sulphur. 

Here  are  two  good  formulas  that  can  be  depended 
upon: 

(1)     Oil  of  pennyroyal l   drachm. 

Turpentine    8  ounces. 

Kerosene  oil,  enough  to  make  1  gallon. 

Put  Up  in  8-ounce  bottles  as  a  bedbug  exterminator. 

(S)     Oil  of  eucalyptus 1  drachm. 

Eucalyptus  leaves  1  ounce. 

Benzine    S  ounces. 

Turpentine   S  ounces. 

Kerosene,  enough  to  make 10  ounces. 

Mix  the  turpentine,  benzine,  and  kerosene  oil»  and  macerate 
the  eucalyptus  leaves  m  it  for  24  hours;  then  strain  and  make 
vp  the  measure  to  1  pint,  having  first  added  the  oil  of  eucalyptus. 


Label  for  Horse  Colic  Remedy, 

R.  B.  writes:  "We  are  going  to  sell  a  horse  colic 
remedy  of  the  following  formula: 

Tincture  of  opium 1  fluidounee. 

Spirit  of  turpentine S  fluidounces. 

Raw  linseed  oil.. enough  to  make  18  fluidounces. 

"How  must  our  label  read  to  conform  to  the  Pure 
Food  and  Drugs  Act?" 

Attorney  Charles  M.  Woodruff,  to  whom  we  have 
referred  your  query,  answers  as  follows: 

"The  pure  food  and  drug  laws  do  not  dictate  how 
one  must  label  a  drug  product  except  in  the  matter  of 
stating  the  quantity  of  certain  ingredients  if  they  are 
contained  in  the  formula.  For  example:  Your  formula 
contains  tincture  of  opium,  the  quantity  or  proportion 
of  which  should  be  stated  upon  the  label. 

"The  law  forbids  and  prescribes  suitable  penalties 
for  the  adulteration  and  misbranding  of  drugs,  and 
then  defines  the  terms  'drugs,'  'adulteration,'  and  'mis- 
branding.' For  example:  Your  remedy  would  be 
adulterated  if  you  sold  it  under  a  name  recognized  in 
the  U.  S.  P.  or  National  Formulary  and  it  differed 
from  the  standard  of  strength,  quality,  or  purity  as 
determined  by  the  test  laid  down  by  these  authorities, 
unless  the  actual  strength  was  stated  on  the  package; 
or,  if  the  strength  and  purity  are  stated  on  the  package 
and  the  drug  fall  below  the  professed  standard  of 
quality  under  which  it  was  sold. 

"It  would  be  deemed  misbranded  if  the  label  con- 
tained any  statement  regarding  the  article  or  any  sub- 
stance or  ingredient  which  was  false  or  misleading  in 
any  particular,  or  if  it  was  falsely  branded  as  to  the 
State,  Territory,  or  country  in  which  it  is  manufac- 
tured or  produced;  and  again  if  it  is  an  imitation  of 
or  offered  for  sale  under  the  name  of  another  article; 
again,  if  the  quantity  or  proportion  of  alcohol  is  not 
stated  upon  the  package." 


Mimeograph  Inks. 

I.  H.  S. — For  use  with  any  kind  of  a  stencil,  ink  must 
necessarily  be  thick — more  like  a  paste  than  like  writing 
fluid^— and  it  would  apparently  be  best  to  use  for  the 
coloring  agent  some  substance  not  soluble  in  the  liquid 
employed  to  carry  it,  as  it  would  then  have  less  ten- 
dency to  "creep"  under  the  edges  of  the  stencil  and  so 
spoil  the  impression.  To  grind  a  pigment  fine  enough 
for  the  purpose  would  be  quite  laborious,  if  done  by 
hand,  but  colors  may  be  obtained  in  the  market  ground 
in  water,  under  the  name  of  "distemper  colors."  An 
addition  of  gum  arabic  or  dextrine  mucilage  would  be 
necessary  to  hold  the  pigment  to  the  paper  on  drying, 
and  a  very  small  quantity  of  glycerin  would  prevent 
the  mixture  from  drying  too  readily.  Aniline  colors, 
ground  with  dextrine  mucilage,  can  also  probably  be 
made  to  answer.  The  ink  used  for  mimeograph  copy- 
ing process  is  of  a  pasty  character,  and  almost  an^ 
good  stencil  ink  will  answer  the  purpose.  A  few 
formulas  follow:  , 

(1)  Shellac,  2  ounces;  borax,  9  ounces;  water,  96  ounces; 
gum  arabic,  2  ounces;  and  of  Venetian  red,  lampblack,  Prussian 
blue,  or  any  desired  coloring  substance,  a  sufficiency.  Boil  the 
shellac,  borax,  and  some  water  until  they  are  dissolved;  add  the 
gum  arabic,  and  withdraw  from  the  fire.     When  the  solution  has 
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become  cold,  complete  to  25  ounces  with  water  and  more  of  the 
coloring  substance  to  bring  the  ink  to  a  suitable  consistency. 

(8)  Printers*  ink,  made  thin,  is  used  on  the  mimeograph. 
The  manufacture  of  inks  of  this  type  calls  for  a  considerable 
amount  of  experience  and  skill.  As  much  depends  on  the 
manipulation  as  upon  the  formula.  The  basis  of  printers*  ink 
is  a  good  quality  of  linseed  oil,  thoroughly  boiled.  It  is  boiled 
until  it  smokes,  then  ignited,  allowed  to  bum  about  half  an  hour, 
then  smothered,  and  a^ain  boiled  until  it  can  be  pulled  out  into 
strings  about  half  an  inch  long.  Then  a  little  rosin  is  added. 
and  some  soap,  and  the  whole  is  boiled  again,  after  which  the 
pigment,  usually  lampblack,  is  thoroughly  incorporated  by  ma* 
chinery.  The  amount  of  rosin  and  soap  to  be  incorporated 
Taries  with  the  conditions  of  use,  and  governs  the  consistency 
of  the  ink.  The  pigment  must  be  very  thoroughly  triturated  in 
to  get  good  results. 

(S)  A  simple  substitute  formula  is  the  following:  Copaiba,  9 
ounces;  lampblack,  S  ounces;  indigo,  5  drachms;  Prussian  blue,  5 
drachms;  Indian  red,  0  drachms;  vellow  soap,  dried  and  pow- 
dered, t  or  8  ounces.  These  must  be  very  thoroughly  triturated 
together.  The  consistency,  which  is  an  important  feature  of 
this  kind  of  ink,  may  be  controlled  by  the  quantity  of  soap  used. 


and  the  benzoin  have  been  added  a  few  drops  at  a 
time.  This  must  be  done  carefully, or  the  cream  will 
separate.     It  is  healing,  cleansing,  and  whitening." 


Sticking  Labels  on  Tin  Containers;  Painting  Tins. 

G.  A.  S.  writes:  "I  am  having  lots  of  trouble  in 
making  labels  stick  to  my  drug  cans.  I  have  tried 
several  different  methods  of  sticking  them  without  ob- 
taining satisfactory  results.  Do  you  know  or  could 
you  suggest  some  way  they  could  be  put  on  which 
would  make  them  adhere?  Can  drug  cans  be  painted 
so  as  to  make  them  look  well?  If  so,  kindly  inform 
me  which  would  be  the  color  most  suitable  and  how 
to  apply  the  paint." 

Here  are  two  schemes  borrowed  from  a  book  en- 
titled "360  Dollar  Ideas  for  Druggists."  H.  V.  Lott,  of 
Canton,  Illinois,  says:  'To  make  a  label  adhere  to  a 
tin  box,  proceed  as  follows:  Rub  two  or  three  drops 
of  tincture  of  myrrh  on  the  surface  of  the  container, 
let  the  box  dry,  and  then  apply  the  label  in  the  usual 
way.  I  have  used  this  method  for  five  years,  and  no 
box  has  ever  been  returned  to  my  store  without  the 
label  still  sticking  to  it." 

S.  L.  Wc5'andt,  Ph.G.,  Trafford  City,  Pa.,  advises: 
To  stick  a  label  on  the  tin  or  aluminum  caps  of  oint- 
ment boxes,  or  on  tin  of  any  kind,  put  a  few  drops  of 
tincture  of  benzoin  compound  on  the  surface  and  apply 
a  lighted  match.  When  the  burning  ceases,  apply  a 
dry  gummed  label.    It  will  stick  for  all  time." 

Replying  to  your  second  query,  if  the  drug  cans  are 
dean,  any  paint  can  be  applied.  Use  a  fresh  paint. 
Furthermore,  it  should  be  flat  or  free  from  oil.  After 
painting  the  tins,  a  gloss  may  be  obtained  by  applying 
a  layer  of  varnish. 


Lemon  Cream. 

C.  H.  H. — Supplementing  what  we  had  to  say  last 
month  on  the  subject  of  lemon  cream,  we  print  the 
following  borrowed  from  the  Montreal  Pharmaceutical 
Journal: 

"As  a  woman  grows  older  the  sebaceous  secre- 
tions diminish  and  her  face  needs  oil  or  skin  food.  For 
this  there  is  nothing  better  than  a  lemon  cream  made 
of  almond  oil,  six  ounces;  white  wax,  ten  drachms; 
spermaceti,  ten  drachms;  lanolin,  three  ounces;  oil  of 
lemon,  two  drachms;  elder-flower  water,  six  ounces; 
witch-hazel,  two  ounces;  tincture  of  benzoin,  one 
drachm. 

"Put  the  spermaceti,  white  wax,  almond  oil  and  lan- 
olin all  in  a  double  boiler,  and  when  they  are  warmed 
sufficiently  take  the  mixture  from  the  fire  and  beat  in 
the  elder-flower  water,  in  which  the  lemon,  witch-hazel. 


Van  Swieten's  Solution. 

M.  B.  L.  writes:  "Can  you  furnish  me  with  the 
formula  of  Liquid  Van  Sevitan?  It  is  prescribed  by 
one  of  the  local  physicians,  who  claims  it  to  be  a 
pharmacopoeial  preparation.  I  have  carefully  looked 
over  the  U.  S.  P.,  N.  F.,  U.  S.  Dispensatory,  and  all 
other  available  literature  that  I  was  able  to  procure  on 
pharmacy  and  pharmaceutical  preparations  and  find  no 
mention  of  it." 

We  do  not  find  Liquid  Van  Sevitan.  If  you  mean 
Van  Swieten's  solution,  in  Remington's  Practice  of 
Pharmacy  appears  the  following  formula: 

Corrosive  chloride  of  mercury 15  grains. 

Alcohol,  80  per  cent 8^  fl^idounces. 

Distilled  water,  sufficient  to  make  89  fluidounces. 

A  tablespoon ful  contains  nearly  ^  grain  of  corros- 
ive chloride  of  mercury. 

The  New  Standard  Formulary  gives  the  following 
formula : 

Mercuric    chloride 7H  grains. 

Ammonium  chloride  16  grains. 

Alcohol  t  fluidrachms. 

Orange  flower  water 8  fluidounces. 

Distilled  water,  to  make 18  fluidounces. 

Dissolve  the  salts  in  1^4  fluidounces  of  water,  and  add  the 
other  ingredients.  This  solution  should  be  kept  in  dark  of 
amber-tolored  bottles. 

Several  of  the  European  pharmacopoeias  give  formu- 
las for  Van  Swieten's  solution,  but  there  is  apparently 
some  difference  between  them.  Mercuric  chloride, 
however,  is  the  chief  ingredient  in  each  one. 


Transferring  Engravings  to  Paper. 

T.  H.  L.  wants  a  formula  of  a  good  transferring 
fluid,  something  that  can  be  used  for  either  fabrics  or 
paper. 

The  liquid  used  for  this  purpose  may  be  made  by 
dissolving  1^  drachms  of  common  yellow  soap  in  1 
pint  of  hot  water,  adding,  when  nearly  cool,  ^  fluid- 
ounce  of  spirit  of  turpentine  and  shaking  thoroughly 
together.  Apply  the  fluid  liberally  to  the  surface  of 
the  engraving  or  other  printed  matter  with  a  soft  brush 
or  sponge,  being  careful  not  to  smear  the  ink,  which 
soon  becomes  softened,  and  allow  it  to  soak  for  a  few 
minutes.  Then  damp  well  the  plain  paper  on  which 
the  transfer  is  to  be  made,  place  on  it  the  engraving, 
and  subject  the  whole  to  a  moderate  pressure  for  about 
a  minute.  On  separating  them  a  reversed  transfer  will 
be  found  on  the  paper.  The  transfer  will  not  be  equal 
in  intensity  to  the  original,  as  only  a  part  of  the 
printer's  ink  is  removed.  If  the  ink  be  very  old,  a 
longer  soaking  and  more  pressure  may  be  necessary. 

We  do  not  know  whether  this  process  can  be  used 
on  fabrics  as  well  as  paper,  but  you  might  try  it. 


Several  Queries. 

E.  P.  submits  the  following  request:  "Please  give 
me  the  full  derivation  of  the  words  pyroxylin,  coUoxy- 
lin,  xyloidin,  and  collodium.  I  also  want  an  easy 
method  for  the  assay  of  pyroxylin  if  there  is  one,  and 
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any  history  beyond  that  given  in  the  National  Dis- 
pensatory." 

Pyroxylin  is  derived  from  the  Greek,  revpy  fire, 
and  fyJXovy  wood;  xyloidin  from  €vA.ov,  wood,  and 
ei6oiy  form ;  coUodium  from  icoXXoodrfi^  glue-like.  See 
Gould's  Dictionary  of  Medicine. 

We  can  find  no  method  of  assaying  pyroxylin.  You 
might  make  a  nitrogen  determination  by  the  Kjeldahl 
method,  but  that  is  not  exactly  easy.  Is  it  possible  you 
have  in  mind  the  determination  of  pyroxylin  content  in 
an  ethereal  solution?  In  that  event  you  could  evapor- 
ate off  the  solvent  and  weigh  the  residue. 

We  have  consulted  several  chemical  works  for  the 
history  of  pyroxylin,  but  find  they  add  little  to  what  is 
published  in  the  National  Dispensatory. 


An  Interesting  Incompatibility, 

E.  D.  D.  submits  a  very  unusual  query.  It  seems 
he  received  the  following  prescription: 

Ammoniatied  mercury 6  gralni. 

Salicylic  acid   6  grains. 

Ointment  of  rose  water 1    ounce. 

Mix. 

He  filled  the  prescription  and  dispensed  the  salve  in 
a  glass  jar  with  an  aluminum  lid.  The  customer  re- 
turned the  jar  to  the  physician,  claiming  that  it  was 
hot  and  burned  his  fingers. 

Prof.  W.  L.  Scoville,  to  whom  we  have  referred 
this  query,  offers  the  following  explanation:  .  The 
trouble  is  due  to  the  action  of  the  aluminum  on  the 
mercury  salt.  The  latter  is  reduced  and  an  amalgam 
forms,  the  mercury  uniting  with  the  aluminum.  Then 
this  appears  to  be  acted  upon  by  the  water  in  the 
cream  and  aluminum  hydroxide  formed  in  presence 
of  air. 

The  aluminum  cover  should  be  protected  thoroughly 
by  parchment  paper. 


Quinine  Precipitated, 

T.  M.  W.  submits  the  following  physician's  prescrip- 
tion for  a  hair  tonic  for  criticism: 

Mercuric  chloride 7  grains. 

Resorcin    S   drachms. 

guinine    8  drachms, 
il  of  Ur 1^   fluidrachms. 

Tincture  of  cantharides 1  fluidrachm. 

Tincture  of  green  soap yi  fluidrachm. 

Alcohol,  enough  to  make 8  fluidounces. 

He  wants  to  know,  too,  whether  it  should  be  labeled 
poison. 

A  precipitate  of  quinine  is  thrown  down  by  the  mer- 
curic chloride.  Since  this  hair  tonic  is  a  prescription 
written  by  a  physician,  it  need  not  be  labeled  poison 
unless  the  doctor  so  directs. 


Clarifying  Compound  Elixir  of  Taraxacum, 

O.  A.  R.  has  been  having  trouble  with  Elixir  of 
Taraxacum  Compound  N.  F.  He  says:  "I  get  a  pre- 
cipitate, a  cloudy,  muddy  mixture,  every  time  I  must 
send  out  a  prescription  containing  it.  I  have  tried 
filtering  the  elixir  through  paper,  pumice,  magnesia, 
precipitated  calcium  carbonate,  and  purified  talc.  After 
about  2  ounces  filter  through  any  one  of  these  mediums, 
the  filter  becomes  clogged.  Can  you  tell  me  what  to 
do  to  get  a  clear  filtrate?" 


No.  We  can't  see  any  help  for  you.  This  elixir  is 
made  from  fiuidextracts  of  the  kind  that  are  inclined 
to  precipitate  badly.  We  have  never  yet  seen  it  made 
and  remain  clear.  The  best  suggestion  we  can  offer 
is  to  decant  or  filter  the  elixir  as  it  is  needed.  A  filter 
paper  should  be  sufficient  without  any  other  clarifying 
agent.  

An  Incompatible  Prescription, 

W.  B.  asks  why  a  solution  of  potassium  citrate  in 
water  effervesces  when  mixed  with  spirit  of  nitrous 
ether? 

Prof.  Wilbur  L,  Scoville,  to  whom  we  have  re- 
ferred this  query,  offers  the  following  explanation: 
Aqueous  solutions  of  potassium  citrate,  unless  weak, 
will  not  mix  with  alcoholic  liquids.  In  a  combination 
with  spirit  of  nitrous  ether,  the  potassitun  citrate  solu- 
tion liberates  the  nitrous  ether  from  its  alcoholic 
solution,  and  the  ether,  boiling  at  17*  C.  (»»•  F.), 
passes  off  just  enough  to  appear  as  an  effervescence. 
If  the  liquids  be  cooled  well  below  17*  C.  before  mix- 
ing, no  effervescence  will  occur,  but  the  ether  will  be 
found  floating  on  top  of  the  liquids  in  a  short  time. 
The  alcohol  will  also  have  separated  from  the  mixture. 


A  Presentable  Mixture, 

A.  J.  D.  requests  us  to  criticize  the  following  pre- 
scription : 

Potassium  iodide t  drachma. 

Tincture  of  gelsemium S  fluidrachms. 

Simple  elixir,  enough  to  make....!  fluidounces. 

Mix  and  make  solution. 

In  aqueous  solution  the  potassium  iodide  would 
precipitate  alkaloids  from  tincture  of  gelsemium,  but 
when  20  per  cent  or  more  of  alcohol  is  present,  as  in 
this  case,  the  alcohol  prevents  precipitation.  Save  for 
a  slight  cloudiness,  made  by  diluting  the  tincture,  the 
prescription  will  be  very  presentable  when  compounded. 


Dry  Shampoo, 

G.  B.  C.  wants  a  formula  for  dry  shampoo,  one 
containing  powdered  orris  root.  The  following  mix- 
ture is  suggested: 

Powdered  orris  8  ounces. 

Fullers'  earth   7  ouncea. 

Arrowroot  starch ^  ounce. 

Oil  of  lavender 1  drachm. 

Alcohol   1  ounce. 

The  oil  of  lavender  is  dissolved  in  the  spirit  and  sprayed  on 
to  the  mixed  powders. 


Elixir  of  Cinchona. 

F.  P.  H.  wants  a  formula  for  an  essence  of  calisaya 
alkaloids. 

A  preparation  quite  generally  used  is  the  following: 

Quinine    sulphate 80  grains. 

Cinchonidine    sulphate 15  grains. 

Boiling    water 8  ounces. 

Dissolve  and  add: 

Elixir  aromatic  U.  S.  P..  to  make 1  gallon. 

Tincture   of  cudbear  compound,   q.   s.  to  color 
deep  red. 


Will  some  pyrotechnical  expert  answer  the  following 
query  for  one  of  our  readers:  "What  chemicals  when 
allowed  to  soak  through  cotton  or  a  similar  substance 
from  opposite  sides,  ignite  upon  coming  together?" 
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M  A  .  A  Aii-Miv    It  has  been  known  for  some 
HBNT  TO  TBE      months  that  Frank  H.  Free- 

SHBBIIAN  ACT.        ^.j^j^^^  ^^j^^g  ^5  ^^  j^^^  ^j_ 

viser  of  the  N.  A,  R.  D.  in  the  illness  of  Judge 
Errant,  was  drafting  an  amendment  to  the 
Sherman  act  which  would  specifically  permit 
retail  dealers  to  act  cooperatively  in  the  pro- 
tection of  living  prices.  After  a  good  deal  of 
study  and  effort,  together  with  assistance  from 
the  National  Executive  Committee,  Mr.  Free- 
ricks  finally  perfected  his  amendment  and  last 
month  laid  it  before  the  Senate  Committee  on 
Interstate  Commerce  at  a  hearing  specially 
secured  by  W.  S.  Richardson. 

Mr.  Freericks  talked  for  some  time  before 
the  committee,  and  he  handled  himself  and  the 
proposition  ably.  He  declared  that  the  Sher- 
man act,  while  aiming  to  preserve  free  com- 


petition, really  destroyed  free  competition  for 
the  reason  that  it  permitted  large  dealers  to  so 
cut  prices  and  indulge  in  other  tactics  as  to 
drive  the  small  dealers  to  the  wall  and  thus 
bring  about  a  partial  monopoly.  The  small 
dealers  were  prevented  from  protecting  them- 
selves by  means  of  any  combination  of  effort, 
for  this  was  held  to  be  restraint  of  trade  within 
the  terms  of  the  act. 

His  proposition  was  to  supplement  the  law 
with  a  number  of  sections  giving  labor  organ- 
izations, producers,  growers  and  retail  merch- 
ants the  right  to  "direct  the  concerted  action  of 
their  members  to  prevent  ruinous  underselling 
tending  toward  monopoly  and  centralization  of 
trade."  To  this  end,  so  far  as  retail  dealers 
were  concerned,,  associations  would  be  permis- 
sible and  "members  of  such  associations  might 
agree  among  themselves  and  with  individual 
manufacturers  to  secure  the  selling  prices  es- 
tablished by  such  individual  manufacturers  for 
their  respective  products."  And  in  order  that 
this  right  would  not  be  abused,  the  amendment 
provides  for  adequate  supervision  either  from 
a  special  governmental  commission  or  from 
some  bureau  in  the  Department  of  Commerce 
and  Labor. 

Mr.  Freerick's  argument  was  that,  unless  re- 
tailers were  protected  in  some  such  manner, 
they  became  the  prey  and  victim  of  their  larger 
and  richer  competitors ;  that  equality  of  oppor- 
tunity was  therefore  destroyed;  and  that  in 
the  long  run  it  was  "better  for  the  country  as 
a  whole  to  preserve  a  condition  under  which 
the  smaller  man  can  continue." 


NEW  N.  A.  B.  D. 
CONTBACT  PLAN. 


During  the  present  session  of 
Congress,  however,  all  sorts 
of  amendments  to  the  Sher- 
man act  have  been  proposed,  and  the  situation 
is  in  such  confusion  that  nothing  is  likely  to  be 
done  this  year.  The  whole  question  indeed  is 
more  or  less  in  chaos,  but  this  is  no  reason  why 
the  drug  trade  should  be  in  despair  for  the  ulti- 
mate outcome.    The  act  will  in  all  probability 
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be  amended  in  some  fonn  within  the  next  year 
or  two,  and  indeed  the  Sherman  law  was  the 
one  important  political  issue  until  Mr.  Roose- 
velt threw  himself  into  the  breach  a  few 
months  ago  and  brought  constitutional  ques- 
tions into  the  foreground.  Competition  and  its 
regulation,  however,  will  be  a  paramount  topic 
for  many  years  to  come,  and  the  drug  trade 
will  be  wise  if  ic  keeps  itself  in  touch  with  the 
problem  and  does  everything  possible  for  its 
own  protection. 

In  the  meantime  Mr.  Freericks  has  also 
drawn  up  a  new  form  of  contract  plan  which 
we  understand  is  a  combination  of  the  Miles 
and  Boehm  methods.  We  expressed  the  opin- 
ion editorially  last  December  that  it  was  ex- 
ceedingly doubtful  whether  any  sort  of  price 
protection  would  escape  the  prohibition  of  the 
present  Sherman  act.  Evidently  the  National 
Executive  Committee  of  the  N.  A.  R.  D. 
agreed  with  this  view,  for  Mr.  Freericks  was 
instructed  to  draw  up  an  amendment  to  the 
Sherman  act  prior  to  giving  consideration  to  a 
new  contract  plan.  Inasmuch,  however,  as 
there  will  be  inevitable  delay  in  amending  the 
law,  the  N.  A.  R.  D.  has  decided  to  go  ahead 
and  see  what  it  can  do  in  the  meantime  with 
the  problem  of  price  protection. 

It  is  possible  that  even  now  some  form  of  a 
contract  plan  might  be  drawn  up  which  would 
not  be  held  in  contravention  to  the  law.  The 
eflfort  is  worth  trying  anyway.  Mr.  Freericks's 
plan  is  now  in  the  hands  of  the  Executive  Com- 
mittee for  discussion,  and  it  will  be  printed 
soon  in  N.  A,  R.  D,  Notes — ^possibly  before 
this  issue  of  the  Bulletin  reaches  its  readers. 
As  we  have  already  suggested,  however,  we 
understand  that  the  plan  combines  the  agency 
assignment  idea  of  the  Miles  method  with  the 
coupon  feature  of  the  Boehm  scheme.  The 
coupon  idea  makes  for  practical  simplicity,  and 
does  away  with  a  good  deal  of  bookkeeping 
and  inconvenience  of  one  kind  and  another. 


CONOEBSSIONAL 
HATTEU. 


Besides  the  Richardson  bill, 
there  are  six  or  eight  other 
measures  pending  in  Con- 
gress to  amend  the  food  and  drugs  act  or  else 
aflfecting  the  drug  trade  in  some  other  way.  A 
hearing  was  to  be  held  on  all  of  these  mea- 
sures before  the  Interstate  Commerce  Commit- 
tee of  the  House  on  April  28,  but  at  the  time 
of  going  to  press  we  had  not  heard  what  the 


defil^^te  results  were,  if  any.  It  is  doubtless 
too  early  an)rway  to  say  what  the  committee 
may  decide  to  do.  In  the  meantime  the  Rich- 
ardson bill  continues  to  be  discussed  from 
every  angle  in  the  drug  press,  the  medical  press, 
and  even  in  lay  journals.  Everybody  is  agreed 
that  the  bill  in  its  present  form  is  a  monstrosity, 
and  that  some  modification  is  essential  before  it 
can  be  considered  seriously.  Just  what  this 
modification  may  be,  and  whether  the  various 
drug  interests  will  come  to  an  agreement  con- 
cerning it,  remain  to  be  seen.  So  far  as  the 
tentative  narcotic  ruling  of  the  government  is 
concerned,  hearings  were  held  some  weeks  ago 
before  the  Board  of  Drug  and  Food  Inspection 
of  the  Department  of  Agriculture,  but  at  this 
writing  no  decision  has  been  promulgated  from 
the  department. 


THE  AETIFICIAL 

CULTIVATION 

OP  DEUOS. 


Dr.  Rodney  H.  True,  of  the 
Bureau  of  Plant  Industry  of 
the  Department  of  Agricul- 
ture, recently  delivered  an  address  at  the  an- 
nual meeting  of  the  C9llege  of  Pharmacy  of 
the  City  of  New  York  on  the  cultivation  of 
medicinal  plants.  Dr.  True  made  it  plain  that 
agriculture  is  absorbing  more  and  more  of  the 
land  formerly  bearing  native  drugs.  Golden- 
seal was  cited  as  a  striking  example.  Dr.  True 
said  that  twenty-five  years  ago  this  drug  was 
plentiful  and  the  price  low.  Ginseng  he  men- 
tioned as  another  example  of  a  plant  which  has 
grown  costly  by  reason  of  its  scarcity.  Blood- 
root,  serpentaria  and  pinkroot  have  also  be- 
come far  less  abundant. 

Facts  like  these  have  stimulated  study  of  the 
problem  of  growing  these  drugs  by  artificial 
cultivation.  Dr.  True  went  on  to  explain  the 
various  precautions  that  must  be  observed  in 
cultivating  drugs.  Cascara  seeds  must  be ' 
planted  before  they  become  too  dry  and  mold- 
ing must  be  prevented.  Lobelia  will  come  up 
in  a  year  or  a  fraction  of  that  time,  depending 
on  the  season  in  which  it  is  planted. 

When  it  comes  to  the  cultivation  of  foreign 
drugs,  the  work  is  far  more  complicated  than 
the  growing  of  domestic  plants.  They  must  be 
transplanted  in  an  agreeable  environment.  Un- 
less they  bear  seed,  the  roots  must  be  intact. 
"Imported  citronella  and  geranium,"  said  Dr. 
True,  "have  failed  to  grow  in  this  country 
owing  to  the  fact  that  they  were  injured  by 
faulty  packing."    Washington  and  Vermont, 
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according  to  the  government  reports,  have  been 
found  very  suitable  for  the  cultivation  of 
poppy.  But  labor  and  freight  rates  are  too 
high  to  make  the  scheme  practicable.  Licorice, 
it  is  said,  will  flourish  in  Southern  California. 
When  we  consider  that  something  like  eigh- 
teen million  dollars  worth  of  vegetable  drugs 
are  imported  annually  into  the  United  States, 
we  watch  with  considerable  interest  the  experi- 
ments of  the  Bureau  of  Plant  Industry  to  pre- 
serve our  domestic  herbs  and  to  cultivate  medi- 
cinal plants  not  now  indigenous  in  this  country. 


CO-OPBBATIVE 

DEUGOISTS* 
AOVBSnSUIO. 


Cooperative  local  advertising 
is  being  done  by  druggists  in 
at  least  four  cities— Cincin- 
nati, Cleveland,  Chicago,  and  Philadelphia.  The 
Cincinnati  plan,  under  which  the  druggists  call 
themselves  the  Economy  Drug  Stores,  was  de- 
scribed in  the  Bulletin  some  months  ago.  The 
Qeveland  plan  is  very  similar.  There  nmtty- 
one  druggists  are  in  the  scheme,  and  they  call 
themselves  the  Mutual  Drug  Stores.  The  ads. 
appear  every  Wednesday  and  every  Sunday  in 
at  least  one  of  the  local  papers,  and  the  drug- 
gists all  profit  alike  from  them.  An  expert  ad. 
writer  has  been  secured  to  prepare  the  an- 
nouncements, and  usually,  in  addition  to  regu- 
lar line  goods,  a  special-day  offer  is  made  on 
something  as  a  bait  to  the  purchasing  public. 

In  Chicago  and  Philadelphia  the  plan  is 
somewhat  different.  In  Chicago  a  double  page 
is  taken  in  the  Chicago  American  once  a  week. 
Across  the  top  and  down  the  center  appears 
text  matter  giving  reasons  why  the  public 
should  patronize  the  small  druggists  scattered 
over  the  city,  whose  names  presumably  appear 
in  the  advertisement.  The  rest  of  the  space  is 
devoted  to  display  ads.  inserted  by  national 
manufacturers  and  others  of  whom  the  drug- 
gists approve,  and  whose  goods  they  handle. 
The  manufacturers  pay  enough  for  the  space 
so  that  the  druggists  are  put  to  no  expense  for 
the  publicity  they  get.  The  Philadelphia  plan, 
we  understand,  is  somewhat  similar,  although 
we  believe  only  one  page  is  used  instead  of 
two. 

Another  cooperative  scheme  being  worked 
by  the  Chicago  Retail  Druggists'  Association 
has  to  do  with  druggists'  windows.  A  com- 
pany is  being  formed  among  the  members  of 
the  association  for  the  purpose  of  establishing 
a  definite  price  for  window  display  space,  and 


then  for  renting  the  space  to  manufacturers 
who  may  want  to  use  it.  As  first  attempted, 
this  plan  didn't  work  out  very  well,  but  the 
problem  is  now  being  approached  from  another 
direction.  Each  druggist  who  goes  into  the 
scheme  is  expected  to  buy  a  share  of  stock 
worth  $10.00,  but  it  is  represented  to  him  that 
his  income  will  run  into  a  handsome  figure  an- 
nually. ♦     ♦     ♦ 

The  selection  of  a  successor 

*^«V"fS!i«'   to  Dr.  Wiley  continues  to 

arouse  a  great  deal  of  com- 
ment. The  number  of  candidates  is  already 
quite  large,  but  no  one  seems  to  know  which 
particular  one  has  the  inside  track.  Drs.  Doo- 
little  and  Mitchell,  both  of  them  already  in  the 
Bureau  of  Chemistry,  continue  to  be  mentioned 
for  the  place,  as  does  also  Dr.  H.  E.  Barnard, 
Food  and  Drug  Commissioner  of  Indiana. 

The  candidacy  of  Dr.  James  H.  Beal,  first 
suggested  by  the  College  of  Pharmacy  of  Co- 
lumbia University,  in  New  York,  has  been 
warmly  advocated  by  niunerous  friends  in  the 
trade,  and  a  considerable  campaign  in  his  favor 
has  been  developed.  The  Midland  Druggist 
observes  that  "a  more  wide-spread  movement 
could  not  be  imagined."  We  learn  from  N.  A. 
R.  D.  Notes,  too,  that  Prof.  F.  J.  Wulling  has 
been  suggested  to  the  president  by  some  of  the 
pharmacists  of  Minnesota  under  the  prompting 
of  Charles  H.  Huhn,  chairman  of  the  Execu- 
tive Committee  of  the  N.  A.  R.  D. 

In  the  meantime  President  Taft  is  under- 
stood to  be  waiting  until  he*gets  replies  to  all 
of  the  letters  of  inquiry  sent  out  to  scientific 
men  and  to  college  and  university  presidents 
throughout  the  country.  He  evidently  hopes 
that  the  consensus  of  expert  opinion  will  auto- 
matically point  to  some  one  man  for  the  place, 
thus  insuring  the  appointment  of  a  popular  and 
effective  man.         *     *     * 


PEOPOSED 
HICBIOAN 


Very  wisely,  it  seems  to  us, 
the  two  State  associations  in 
Michigan  are  planning  to 
consolidate.  The  Michigan  State  Pharmaceuti- 
cal Association  has  been  in  existence  for  twen- 
ty-five or  thirty  years,  but  the  Michigan  Retail 
Druggists'  Association  was  created  only  three 
or  four  years  ago.  The  membership  of  the 
latter  body  was  largely  confined  to  the  western 
portion  of  the  State,  and  the  purpose  of  the 
organization  was  chiefly  to  secure  certain  legis- 
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lation.  There  is  no  longer  any  need  for  a  sep- 
arate society,  however,  and  we  are  glad  to  see 
that  a  joint  meeting  will  be  held  in  Muskegon 
during  August,  and  that  consolidation  will  un- 
doubtedly be  eflfected  at  that  time.  A  referen- 
dum vote  has  been  taken  among  the  two  mem- 
berships, and  will  doubtless  be  almost  unani- 
mously in  favor  of  the  proposed  merger.  What 
the  name  of  the  greater  association  will  be  is 
one  of  the  details  which  will  doubtless  not  be 
settled  until  the  Muskegon  meeting.  The  date 
is  August  13  and  14. 


ADMENALIN 


For  several  years  there  has 

iN^ffsw  »iSB^      b^«"   a  movement   in   New 

Jersey  looking  toward  the 
enactment  of  a  graduation  prerequisite  law. 
Last  summer,  at  the  annual  meeting  of  the 
State  Association,  the  subject  was  threshed  out 
with  a  good  deal  of  heat,  and  the  final  result 
was  the  adoption  of  a  resolution  by  a  small 
majority  favoring  the  enactment  of  such  a  law. 
A  bill  was  subsequently  drawn  up  and  intro- 
duced this  last  winter  into  the  State  legislature. 
Some  factional  diflferences  developed,  we  un- 
derstand, particularly  between  two  rival  insti- 


tutions in  the  State,  and  so  unfavorable  an  im- 
pression was  made  upon  the  Legislative  Com- 
mittee before  which  hearings  were  held  that 
the  whole  proposition  was  tabled.  It  will 
doubtless  come  up  again  at  this  year's  meeting 
of  the  association,  and  in  all  probability  an- 
other bill  will  be  introduced  in  the  legislature, 
for  the  majority  of  sentiment  in  the  State 
seems  to  favor  the  prerequisite  proposition. 


DM.  TAEAHINE 
BONOMED. 


The   United   States    Circuit 

patentsTpbeld.  Court  o  f  Appeals  has  affirmed 

the  decision  of  the  lower 
court  upholding  the  validity  of  the  product 
patents  on  Adrenalin  and  Adrenalin  Solution. 
From  this  decision  there  can  be  no  appeal,  and 
the  case  is  therefore  settled  permanently.  The 
defendants  wer^  the  H.  K.  Mulford  Company, 
whose  products,  Adrin  and  Adrin  Solution, 
were  declared  to  be  clear  infringements  of  the 
Takamine  patents.  The  decision  is  so  positive 
in  its  language  that  all  other  imitations  of 
Adrenalin  are  undoubted  infringements  also. 
Some  of  the  manufacturers  of  these  products 
withdrew  them  from  the  market  a  year  ago 
when  the  first  decision  was  rendered,  and  the 
others  will  now  probably  be  proceeded  against. 
The  Court  of  Appeals  even  intimated  that  a 
synthetic  product  would  be  held  to  violate  the 
patents,  although  it  refused  to  discuss  this 
phase  of  the  question  for  the  reason  that  it  was 
not  in  issue  in  the  Mulford  suit.  Adrenalin 
and  Adrenalin  Solution  are  manufactured  by 
Parke,  Davis  &  Co.,  who  pay  royalties  to  Dr. 
Takamine,  the  inventor. 


Dr.  Jokichi  Takamine  has 
recently  been  granted  a  dis- 
tinguished honor  by  the  Im- 
perial Academy  of  Japan.  A  monetary  prize 
and  award  of  high  merit  have  been  given  him 
for  the  discovery  of  Adrenalin,  and  the  pre- 
sentation is  to  be  made  in  Tokio  on  the  12th 
of  the  present  month.  Although  the  Imperial 
Academy  has  been  in  existence  for  about  seven 
years.  Dr.  Takamine  is  only  the  second  man  to 
be  so  honored.  The  first  prize-winner  was  Dr. 
Kamara,  the  famous  Japanese  astronomer. 
The  Imperial  Academy  was  organized  by  the 
Japanese  government,  and  the  membership  is 
limited  to  60,  one  representative  man  being 
selected  by  the  Emperor  from  each  depart- 
ment of  scientific  endeavor.  The  Academy 
corresponds  to  the  Academic  Francaise  or  the 
Royal  Society  of  Great  Britain,  and  its  awards 
are  considered  evidence  of  very  great  dis- 
tinction. 


TBE  DETEOrr 
DMUO  CLUB. 


Some  months  ago  we  spoke 
about  the  drug  clubs  which 
were  being  formed  in  St. 
Paul  and  Minneapolis.  A  similar  organization 
has  now  been  effected  in  this  city.  A  campaign 
for  increased  membership  is  on,  and  the  pur- 
pose is  to  have  club  rooms  if  the  receipts  will 
warrant  them.  In  the  meantime  the  purpose  of 
the  club,  following  the  plan  in  St.  Paul  and 
Minneapolis,  will  be  largely  if  not  entirely  so- 
cial. The  officers  of  the  organization  arc 
Henry  C.  Reinhold,  president,  Robert  W.  Ren- 
nie,  vice-president,  Oscar  W.  Gorcnflo,  secre- 
tary, and  P.  E.  Biddecombe,  treasurer. 


The  druggists  of  Greater  New  York  have  de- 
cided to  accept  the  sliding  scale  of  telephone 
commissions  agreed  upon  between  the  tele- 
phone company  and  the  special  telephone  com- 
mittee of  the  Pharmaceutical  Conference. 
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THE    VARIATION    CLAUSE   IN    THE    FOOD 

AND  DRUG  LAWS. 

Every  once  in  a  while  we  hear  a  protest 
against  the  so-called  variation  clause  in  the 
Federal  food  and  drugs  act — a  clause  which  is 
likewise  embodied  in  most  of  the  State  laws. 
This  clause  may  be  found  in  italics  in  the 
following  quotation  from  Section  7  of  the 
Federal  act: 

That  for  the  purposes  of  this  act  an  article  shall  be 
deemed  adulterated:  In  the  cstse  of  drugs,  first,  if 
when  a  drugr  is  sold  under  or  by  a  name  recognized 
in  the  United  States  Pharmacopoeia  or  National  For- 
mulary, St  dififers  from  the  standard  of  strength,  qual- 
ity, or  purity,  as  determined  by  the  test  laid  down  in 
the  United  States  Pharmacopceia  or  National  For- 
mulary official  at  the  time  of  investigation:  Provided, 
That  no  drug  defined  in  the  United  States  Pharmaco- 
P(Bia  or  National  Formulary  shall  be  deemed  adulter- 
ated under  this  provision  if  the  standard  of  strength, 
quality,  or  purity  be  plainly  stated  upon  the  bottle,  box, 
or  other  container  thereof,  although  the  standard  may 
differ  from  that  determined  by  the  test  laid  down  in 
the  United  States  Pharmacopoeia  or  National  For- 
mulary. 

Recently,  for  instance,  a  leading  article  was 
published  in  N.  A.  R.  D.  Notes  in  which, 
among  other  statements,  the  following  opinion 
was  expressed : 

To  every  retail  pharmacist  who  has  given  this  sec- 
tion serious  thought,  it  is  a  mystery  as  to  who  is  re- 
sponsible for  the  words  following  the  word  "Provided" 
in  the  section.  To  them  it  seems  a  travesty  on  justice ; 
wd  to  every  intelligent  person  the  section  means  that 
"no  matter  what  the  composition  of  a  preparation  may 
be,  if  the  label  gives  it  an  official  name  and  its  strength 
is  stated,  it  is  not  adulterated." 

All  such  criticisms  as  this  betray  an  utter 
inability  to  grasp  the  fundamental  purpose  of 
food  and  drug  laws.  Their  object  is  not  to 
prevent  the  sale  of  this  or  that  food  or  drug, 
but  to  compel  its  sale  openly,  fairly,  without 
false  pretense,  and  with  the  positive  truth 
about  it  stated  honestly  on  the  label.  If  a 
man  wants  to  buy  oleomargarine  instead  of 
butter,  he  should  have  the  right  of  all  free 
citizens  to  do  it,  but  he  mustn't  be  deceived 
and  given  oleomargarine  when  he  asks  for 
butter  and  pays  butter  prices.  That's  all  there 
is  to  it.  Give  the  man  what  he  wants — ^but 
don't  deceive  him.  Tell  him  the  facts — ^and 
then  it's  up  to  him. 


There  happens  to  be  a  stomach  specialist  in 
Detroit  who  prescribes  large  quantities  of  a 
weak  tincture  of  nux  vomica  only  25  per  cent 
of  the  official  strength.  He  does  this  because 
he  wants  his  patients  to  take  teaspoonful 
doses,  which  are  easily  measured  by  them. 
Now  does  anybody  mean  to  say  that  it  should 
be  illegal  to  furnish  this  physician  with  tinc- 
ture of  nux  vomica  of  this  character  so  long 
as  the  strength  is  plainly  printed  on  the  label  ? 
He  isn't  deceived,  is  he?  He  wants  this  par- 
ticular product  and  he  insists  on  having  it. 

There  is  only  one  "Pill  Opium"  in  the  U.  S. 
P.  It  contains  one  grain  of  opium.  Suppose 
physicians  want  pills  containing  one-half  grain 
of  the  drug  ?  Should  the  law  declare  that  they 
cannot  buy  such  pills,  even  though  the  strength 
is  clearly  printed  on  the  bottle? 

But  so  far  as  drugs  are  concerned,  these 
considerations  are  after  all  beside  the  question. 
The  main  reason  why  the  variation  clause 
should  always  stand  is  this :  It  will  permit  of 
pharmaceutical  progress.  The  U.  S.  P.  is 
brought  out  only  once  in  ten  years.  Must  no 
improvements  be  registered  in  medicinal  prod- 
ucts until  ten  years  from  now,  say,  when  a 
new  book  happens  to  be  published  ?  Everybody 
knows  that  the  scientific  investigators  in  the 
large  manufacturing  establishments  have  chiefly 
been  the  men  who  have  brought  about  a  steady 
advance  in  standards,  and  that  the  Pharma- 
copoeia has  been  three  or  five  or  ten  years 
behind  them  in  making  such  changes  official. 
Shall  we  deny  ourselves  as  a  calling  the  benefit 
of  this  forward  movement,  and  kill  or  stultify 
all  progress?  Must  we  hold  improvements 
back  until  the  clock  rings  a  few  years  hence? 

This  is  exactly  what  will  happen  if  we 
declare  by  law  that  no  changes  may  be  made 
in  U.  S.  P.  or  N.  F.  preparations.  Why  resort 
to  such  an  obstinate  measure  ?  Every  protec- 
tion is  afforded  if,  making  the  necessary  change 
in  a  given  preparation,  the  facts  are  clearly 
stated  on  the  label  as  the  variation  clause  pro- 
vides. 

Furthermore,  there  are  good  lawyers  who 
maintain  that  the  variation  clause  is  the  only 
thing  which  saves  Section  7  of  the  food  and 
drugs  act.  Otherwise  there  is  a  strong  proba- 
bility that  when  put  to  the  test  of  couit  con- 
struction the  section  would  be  held  unconstitu- 
tional. The  right  of  the  individual  to  buy 
what  he  wants,  and  the  right  of  the  manu- 
facturer and  dealer  to  make  and  sell  honest 
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goods  with  honest  labels,  cannot  be  infringed 
upon  beyond  a  certain  more  or  less  clear  and 
definite  point.     This  is  a  free  country. 


SOME  HYNSONIAN  VIEWS. 

Henry  P.  Hynson,  our  irrepressible  friend 
from  Baltimore,  has  been  telling  the  physicians 
of  his  own  city  what  ought  to  be  done  in  the 
future  to  put  the  relations  of  pharmacist  and 
physician  on  a  firm  and  permanent  footing. 
He  doesn't  believe  much  in  the  present  U.  S. 
P.  and  N.  F.  propaganda  movement.  "There 
is  a  pitiable  lack  of  knowledge  and  under- 
standing evidenced  in  most  of  the  propagandic 
exploitation,"  and  anyway  he  thinks  it  unfor- 
tunate "to  teach  that  all  that  is  in  the  Pharma- 
copoeia or  National  Formulary  is  good,  and  all 
that  is  without  is  bad."  This  is  to  "put  lions 
in  the  pathway  of  progress." 

What,  then,  are  Mr,  Hynaon's  ideas  about 
what  shall  be  done  to  bring  about  "a  more 
beautiful  and  happy  to-morrow?"  Well,  in 
the  first  place,  we  must  rationalize  the  standard 
books  used  alike  by  the  two  professions,  and 
clear  away  a  lot  of  rubbish.  He  would  leave 
the  Pharmacopoeia,  however,  as  it  is — a  book 
of  standards  for  all  medicines  used  by  the 
physicians  of  America.  Mr.  H)mson  is  not 
an  advocate  of  a  narrow  Pharmacopoeia. 

1.  What  some  of  the  medical  extremists 
want,  however,  when  they  talk  about  a  narrow 
Pharmacopoeia,  is  what  Mr.  Hynson  would 
have  in  the  form  of  "a  national  compilation  of 
standard  therapeutic  agents."  To  this  seventh 
heaven  he  would  elect  only  those  medicaments 
which  "bear  the  stamp  of  scientific  approval 
and  the  impress  of  some  competent  and  general 
authority."  He  would  let  this  authority  be 
the  A.  M.  A.,  and  let  that  association  publish 
the  book. 

2.  In  addition  to  this,  we  must  have  some- 
thing like  the  N.  F.  for  the  publication  of 
formulas  acceptable  alike  to  higher  medicine 
and  higher  pharmacy.  The  present  book, 
however,  contains  in  Mr.  Hynson's  judgment 
a  lot  of  mixtures  which  have  no  good  reason 
for  existence,  and  he  would  throw  them  over- 
board and  have  a  purified  and  scourged  Na- 
tional Formulary.  This,  unlike  the  book  of 
standard  therapeutic  agents,  would  be  pub- 
lished by  the  American  Pharmaceutical  Asso- 
ciation. 

3.  In  casting  these  devils  out  of  their  present 


heaven,  however,  they  should  be  caught  and 
collected  in  a  new  book  of  miscellaneous  odds 
and  ends  of  formulas,  for  many  foolish  people 
still  insist  on  using  such  things.  For  this 
purpose  Mr.  Hynson  would  have  an  "unen- 
dorsed collection" — a  "final  resting  place"  for 
things  removed  from  the  accredited  authorities. 
Such  a  book  of  "unofficial  formulas"  the  A. 
Ph.  A.  now  has  in  contemplation. 

To  Mr.  Hynson's  way  of  thinking  these 
several  things  would  purify  the  atmosphere. 
The  Pharmacopoeia  need  then  no  longer  be 
used  as  the  basis  of  any  propaganda  move- 
ment, for  there  would  be  a  book  of  accepted 
therapeutic  agents,  compiled  by  the  physicians 
themselves,  which  would  really  stand  the  test 
of  therapeutic  worth.  The  same  thing  would 
be  true  of  the  purged  National  Formulary, 
which  would  no  longer  contain  things  of  ques- 
tionable merit.  The  A.  M.  A.  book  of  standard 
agents,  and  the  A.  Ph.  A.  book  of  standard 
formulas,  could  be  used  as  a  platform  on 
which  both  professions  could  work  together 
•harmoniously.  The  Pharmacopoeia  would  be 
relegated  to  its  proper  position  as  a  book  of 
legal  standards  of  identity  and  strength,  while 
all  of  the  doubtful  mixtures  now  cursing  the 
N.  F.  would  be  cast  apart  into  a  book  which 
nobody  need  put  any  faith  in  but  which  every- 
body would  use. 

So  there  you  are — sl  programme  of  reform 
worked  out  by  one  of  the  leading  ethical 
pharmacists  of  the  country. 


THIS  ISSUE  OF  THE  BULLETIN. 

Our  friends  have  been  telling  us  in  gratify- 
ing number  that  we  have  been  turning  out  a 
great  journal  this  spring.  Elsewhere  we  are 
printing  a  very  few  of  these  generous  let- 
ters. Such  praise  has  spurred  us  on  to  re- 
newed efforts,  and  we  are  presenting  some 
special  features  in  this  issue  of  the  Bulletin 
which  we  hope  will  prove  interesting  and  at- 
tractive : 

1.  Our  Illustrated  Section  of  six  pages  is 
unusually  good  this  month.  We  are  devoting 
two  pages  to  pictures  of  the  president  of  the 
N.  A.  R.  D.,  his  store,  and  his  residence. 
Then  there  is  a  page  of  nine  portraits  show- 
ing presidents  of  some  of  the  State  pharma- 
ceutical associations,  and  another  page  of 
well-known  teachers  in  our  schools  and  col- 
leges.   The  cartoon  of  Prof.  John  Uri  Lloyd 
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will,  we  hope,  strike  everybody  as  being  ex- 
cellent, while  the  full-page  picture  of  B.  S. 
Cooban,  taken  behind  his  own  counter  for  us 
specially,  will  prove  of  particular  interest  to 
Bulletin  readers  because  of  Mr.  Cooban's 
former  connection  with  this  journal. 

2.  We  have  recently  brought  to  a  close  our 
prize  contest  for  best  papers  on  "The  Sale 
and  Fitting  of  Trusses."  The  three  prize- 
winning  contributions  are  printed  in  this  is- 
sue, and  they  will  certainly  prove  a  novelty. 
Very  little  has  appeared  in  the  drug  journals 
on  this  subject,  and  we  fear  that  most  drug- 
gists have  neglected  their  truss  business,  but 
our  three  contributors  tell  how  they  have 
made  a  substantial  success  of  the  line. 

3.  The  second  article  in  the  series  of  tech- 
nical papers  on  sundries  is  devoted  to  tooth- 
brushes. Mr.  J.  Addison  Bowne,  an  importer 
of  large  experience,  describes  how  the  brushes 
are  made,  what  they  are  made  of,  and  gives 
many  pointers  of  usefulness  to  the  druggist 
who  desires  to  know  all  he  can  about  the 
goods  which  it  is  his  business  to  sell  over  the 
counter. 

4.  Our  series  of  priz^-winning  papers  on 
"My  Best  Paying  Side-line"  is  also  con- 
tinued. Mr.  Holzhauer  tells  how  he  has 
built  up  a  profitable  business  on  razors  and 
razor  supplies,  and  he  sends  in  a  photograph 
showing  how  he  features  these  goods  in  his 
window. 

In  the  foregoing  paragraphs  we  have  mere- 
ly touched  on  some  of  the  special  features  of 
the  present  issue  of  the  Bulletin.  Next 
month  we  shall  have  a  lot  of  especially  good 
things.  First  in  importance,  perhaps,  we 
shall  print  the  three  hair-tonic  formulas 
which  have  been  awarded  prizes  in  our  re- 
cent contest,  and  shall  p[ci)ably  give  space 
also  to  a  couple  of  short  papers  in  which 
druggists  tell  how  they  have  pushed  these 
preparations.  Then  we  shall  continue  the 
series  of  articles  on  dru^^ists'  ^(indries,  the 
series  on  "Best  Paying  Side-lines,"  the  busi- 
ness autobiography  of  Mr.  Farrington,  and 
other  things  which  have  proved  of  interest 
and  helpfulness  to  our  readers.  Nor  should 
we  neglect  to  mention  that  we  shall  have  in 
the  next  Bulletin  six  or  seven  pages  of  pic- 
tures which  we  hope  will  prove  more  attrac- 
tive than  ever. 

The  fact  of  it  is,  we  are  not  satisfied  mere- 
ly to  have  a  paid  circulation  for  our  journal 


which  is  three  or  four  thousand  in  excess  of 
that  enjoyed  by  any  other  drug  paper,  but  we 
want  to  forge  ahead  farther  yet.  Ours  is  a 
six-cylinder,  high-power  proposition — ^and  we 
want  to  keep  the  dust  all  behind  us ! 


WHAT  THEY  THOUGHT  OF  THE  LAST 

BULLETIN. 

We  are  always  being  made  happy  by  a  con- 
stant stream  of  letters  from  our  readers  telling 
us  how  much  they  appreciate  this  journal. 
After  the  April  number  had  been  published, 
however,  congratulations  were  more  numerous 
than  ever.     Witness  a  few  of  them : 

I  have  just  read  the  April  Bulletin,  and  I  must  say 
that  the  journal  gets  better  all  the  time.  Have  been  a 
subscriber  four  years,  and  the  last  issue  is  the  best  I 
have  seen.  The  pictures  are  appreciated  by  all,  and 
the  more  the  better.  There  has  never  been  a  dull  copy 
since  I  began  taking  the  journal.  One  kick  I  have 
coming  is  that  I  am  sorry  to  see  the  department  of 
"General  Essays"  drop  out.  Jewbll  A.  Sull. 

Arkansas  City,  Ark. 

Your  April  issue  of  the  Bulletin  is  without  doubt 
the  best  you  have  ever  published.  The  journal  is  al- 
ways good,  but  this  one  excels  them  all.  It  contains 
many,  many  of  the  most  helpful  suggestions  for  live 
druggists,  and  is  one  which  would  be  valuable  if  kept 
for  reference.  Finis  J.  Rogers. 

Chattanooga,  Tenn. 

Permit  me  to  congratulate  you  upon  the  appearance 
of  your  April  issue,  both  editorially  and  mechanically. 
With  best  wishes  for  the  future  of  the  Bulletin  of 
Pharmacy,  which  we  assure  you  is  always  carefully 
read  by  us,  we  remain,  T.  P.  Cook, 

Mgr.  New  York  Quinine  and  Chemical  Works. 
New  York  City. 

We  tried  pretty  hard  to  make  the  last  issue 
of  the  Bulletin  a  winner,  and  we  are  glad  to 
know  that  our  efforts  were  appreciated. 


MYLERT  VERSUS  ALERT. 

The  time  will  come  when  no  pharmacist  will  think 
of  trying  to  do  business  without  belonging  to  his  local 
organization  any  more  than  he  now  tries  to  get  along 
without  a  bank  account  and  credit  with  manufacturers 
and  jobbers. — Meyer  Bros.  Druggist, 

This  is  a  fine  article,  Bro.  Whelpley,  except  the 
''credit  with  manufacturers  and  jobbers."  Our  doc- 
trine is  for  retailers  to  pay  cash  and  take  the  discount, 
or  strive  valiantly  for  the  time  when  they  can  do  so 
if  they  can't  now. — C  R,  D,  A.  News. 

Chas.  Mylert  was  not  Alert  this  time.  It  is 
exactly  by  "paying  cash  and  taking  the  dis- 
count" that  a  merchant  establishes  credit  with 
manufacturers  and  jobbers. 
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THE  HALL  OF  FAME 


PROFESSOR  BRADLEY  OOES  TO  BOSTON. 
Theodore  J.  Bradley,  B.S.,  Ph.G.,  has  been 
elected  to  succeed  the  late  J.  W.  Baird  as 
executive  officer  and  Professor  of  Analytical 
and  Organic  Chemistry  in  the  Massachusetts 


oratories  of  the  New  York  State  Department 
of  Health  and  the  New  York  State  Depart- 
ment of  Agriculture,  and  an  expert  exam- 
iner in  pharmacy  for  the  New  York  State 
Civil  Service  Commission.  In  addition  to  all 
this  Professor  Bradley  has  for  twelve  yeai-s 
been  teacher  of  science  and  mathematics  in 
the  Albany  Academy,  a  famous  boys'  military 
and  preparatory  school,  and  during  the  last 
eight  years  has  been  head  of  the  department 
in  these  branches. 

So  far  as  his  native  qualities  are  concerned, 
he  is  brainy,  determined,  a  hard  worker,  full 
of  steam  and  energy,  and  a  man  pretty  sure 
to  push  along  in  anything  that  he  undertakes. 
The  Massachusetts  College,  with  its  rich  en- 
dowment, has  an  opportunity  to  work  out  a 
future  for  itself  of  great  value  to  the  calling, 
and  Professor  Bradley  is  an  excellent  acqui- 
sition toward  the  accomplishment  of  this  end. 


Thbodobb  J.  Bkaduy. 

College  of  Pharmacy.  The  choice  is  an  ex- 
cellent one.  Professor  Bradley  is  not  par- 
ticularly well  known  in  pharmaceutical  circles, 
for  the  reason  that  during  the  last  few  years 
he  has  specialized  more  in  chemistry,  but  he 
has  an  equipment  of  native  ability  and  wide 
training  which  fits  him  admirably  for  the 
place. 

Some  of  the  things  that  may  be  said  of 
him  are  that  he  spent  five  years'  apprentice- 
ship in  two  of  the  best  drug  stores  in  Albany, 
N.  Y. ;  was  graduated  from  the  Albany  Col- 
lege of  Pharmacy  in  1895  at  the  head  of  his 
class ;  completed  a  four  years'  course  in  engi- 
neering, and  science  in  the  Rensselaer  Poly- 
technic Institute,  Troy,  in  1904;  has  for  sev- 
enteen years  been  at  various  times  instructor, 
lecturer  and  adjunct  professor  of  chemistry 
and  pharmacy  in  Albany  College  of  Phar- 
macy, during  the  last  twelve  of  which  he  has 
been  the  secretary  of  the  faculty  and  the 
executive  and  financial  officer;  has  been  an 
instructor  and  lecturer  in  chemistry  at  the 
Albany  Medical  College;  chemist  in  the  lab- 


IS  IT  TO  BE  "CONGRESSMAN  STODDART?" 
Thomas  Stoddart,  drug  leader  in  New  York 
State,  is  a  candidate  for  the  Republican  con- 
gressional nomination  in  the  new  Buffalo  dis- 
trict No  one  who  knows  Mr.  Stoddart  doubts 
that  in  point  of  business  experience,  contact 
with  legislative  matters,  and  sobriety  of  judg- 
ment he  would  make  an  excellent  congressman. 
For  years  he  has  been  one  of  the  chief  men 


among  the  druggists  of  New  York  State.  He 
served  twice  as  president  of  the  New  York 
State  Pharmaceutical  Association  some  years 
ago,  and  after  a  long  hiatus  he  was  called  back 
into  the  same  service  a  year  or  two  since.     No 
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bill  of  importance  afFecting  pharmacists  has 
been  introduced  in  the  New  York  legislature 
but  that  Mr.  Stoddart  has  had  much  to  do 
with  its  original  construction  and  subsequently 
with  its  legislative  history  in  Albany.  Always 
prominent  in  the  civic  affairs  of  Buffalo,  he 
has  once  or  more  been  a  member  of  the  City 
Council,  and  during  at  least  one  session  he  was 
the  presiding  officer  of  that  body.  On  more 
than  one  occasion  he  has  been  prominently 
mentioned  for  the  mayoralty,  and  it  does  not 
beggar  the  truth  to  say  that  he  has  played  a 
most  conspicuous  role  in  the  political  and  com- 
mercial life  of  the  city. 


gratifying  evidence  of  the  esteem  in  which  the 
man  is  held.  As  Dr.  Beal  said,  "long  may  he 
flourish  I" 


A   DRUGGIST   FOR  DAIRY  AND  FOOD 
COHHISSIONER. 

Down  in  Ohio — that  grand  old  State  which 
lias  produced  so  many  presidents  and  would-be 
presidents — the  Dairy  and  Food  Commissioner 


TOASTING  PROFESSOR  REMINGTON. 
Prof.  Joseph  P.  Remington,  maker  of  phar- 
macopoeias, was  given  a  testimonial  dinner  the 
other  day  by  the  Philadelphia  Drug  Qub.  It 
was  in  honor  of  his  sixty-fifth  birthday  on  the 
one  hand,  and,  on  the  other,  of  his  fortieth 
anniversary  as  a  member  of  the  faculty  of  the 
Philadelphia  College  of  Pharmacy.  The  tribute 
was  well  deserved.  No  one  in  the  country  is 
more  worthy  of  the  praise  and  blessings  of  his 


Chaklih  B.  Aib 


JO«.  P.  RBHtHOTDH. 

fellow  workers.  Professor  Remington  is  not 
only  the  dean  of  the  Philadelphia  College,  but 
he  comes  pretty  near  being  the  dean  of  Amer- 
ican pharmacy  as  well.  The  dinner  was  largely 
attended,  and  there  were  many  telegrams  and 
letters  read  from  the  Professor's  numerous 
friends  throughout  the  country.  These  mes- 
sages have  since  then  been  brought  together  in 
the  form  of  a  neat  souvenir,  and  they  give 


is  elected  by  the  people  instead  of  appointed  by 
the  governor.  The  nomination  and  election 
of  State  officers  is  in  full  swing  this  year,  and 
it  affords  us  much  pleasure  to  see  that  Charles 
S.  Ashbrook  has  been  strongly  urged  to  become 
a  candidate  for  the  Republican  nomina6on  for 
Dairy  and  Food  Commissioner.  It  will  be 
recalled  that  Mr.  Ashbrook  served  two  terms 
recently  as  president  of  the  Ohio  Pharmaceu- 
tical Association,  and  it  is  considerable  praise 
to  say  of  him  that  he  was  the  only  man  ever 
elected  to  this  position  twice.  So  creditable, 
however,  was  his  energetic  campaign  looking 
toward  the  organization  of  county  associations, 
and  so  efficient  was  his  administration  gener- 
ally, that  the  members  insisted  on  putting  him 
back  into  office  in  order  that  he  could  carry 
forward  some  of  his  reforms. 

He  has  a  prosperous  store  in  Mansfield,  and 
of  that  town  he  is  a  leading  citizen.  For  two 
years  he  was  president  of  the  Mansfield 
Mercantile  Association,  and  he  will  make  an 
excellent  Dairy  and  Food  Commissioner  if 
the  people  of  the  State  choose  to  nominate  and 
elect  him. 
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Berman  C,  Shaptrtne.  Savannah.  Ga..  Fraaldent  of  the  NaUanal  Aaaoclatlon  of  Ratnll 
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CLewlaDldil,  ProtenoroIThMHTUId  Allied  B.  HiuHted.  Pn^iwor   at   M»- 

Praetloe  ot  PIurnuiCT  In  the  t^Diarlllel  teiia  Ucdk*  In  the  Albuu'  Oallase  of 

Colksa  ol  Phvnucr. 


Q«i>cveB.  KaulIinftii.ProtegMH'iif  Phmr- 
nuMT  Id,  uid  Dow  of.  the  Collen  ol  Pbac- 
■DMV  iKOUo  8UU  llDlnnltT.  O 


E.  U.  LtPieere,  Profenor  of  Phamuuj 
Is  the  HaBnchoMtta  CoUcte  ol   Ph>r- 


duvles  P.  Heebner,  Doui 
Of  ni»niiM7.  OnUrlo  CoIl«ss  of 
macj.  Toronto. 


Hennaa  J,  Lobnuum.  Dsmi  ot  tba  De- 
putmvDt  ol  Pharmftcr  of  the  Uolvenltj 
or  tin  State  of  New  Jenej,  Jcner  Cltr. 


Clair  A.  Dra.  Aaaodato  ProTMaoT  of 
Phuniacr.  CkillesB  at  Phamuw]'  ol  Ohio 
Stale  UDlverdtr.  Ooliimbiu. 


B.  v.  Bowell.  Dean  and  ProfeMOr  ot 
Phannua>.  Department  of  Pharmaor.  Unt 
Tonitr  d(  North  California.  Chapel  HUt. 


T«*ob*rs  la  Sohc  al  th«  PharaMcy  Sckoola  aad  Collatfaa. 


Three  Prize  Papers  on  the  Sale  and  Fitting  of 
Trusses. 

Those  dru^ists  who  have  really  made  a  study  of  the  fiftlnit 
of  trusses*  and  have  devoted  themselves  to  pnshlnit  (he  line* 
have  fonnd  it  to  be  one  of  the  most  profitable  departments 
In  their  stores.  Failure  usually  results  from  Indifference  and 
neiUect.  In  order  to  show  how  success  can  be  realized  we 
recently  offered  two  prizes  for  the  best  papers  by  experienced 
drntfiftsts  —  papers  In  which  they  should  tell  what  methods 
they  had  used  In  bulldlnit  up  a  custom  In  (he  sale  and  flttlnif 
of  trusses.  The  prize  committee  thou((ht  a  third  paper  amonif 
the  entries  was  worthy  of  an  award*  and  so  we  are  now 
printing  In  this  Issue  of  the  Bulletin  all  three  contrlbntions. 
They  will  be  found  full  of  sn^estlon  and  profit.— Tbe  Editors. 

THE  riBST  FBIZE  FAPEK  ON  TKUSSES. 


Yes,  I  sell  trusses.  I  fit  them  also,  Tlie 
selling  and  fitting  of  trusses  are  two  different 
propositions.  One  is  merely  a  commercial 
transaction;  the  other  requires  knowledge  and 
skill  and  involves  a  responsibility.      My  first 


acquaintance  with  the  truss  business  came  some 
forty  years  ago,  when,  as  a  boy  working  in  a 
city  drug  store,  I  was  called  upon  to  clean  up 
and  sort  out  a  job  lot  of  trusses  which  had 
accumulated  in  an  old  closet.  I  had  to  tighten 
screws,  adjust  pads,  repair  leather  covers,  and 


rebuild  whole  trusses  from  parts  of  broken 
ones.  It  was  a  tedious  and  dirty  job,  but 
when  it  was  completed,  I  knew  more  about  the 
making  of  a  truss  than  any  one  in  the  store. 
The  task  I  then  grumbled  at  has  proved  of 
much  value  since. 

Years  later,  in  my  own  store,  I  decided  to 
put  in  a  line  of  trusses,  as  I  believed  there  was 
money  in  it.  A  Dr.  Johnson,  an  itinerant 
"rupture  specialist,"  visited  our  burg  once  a 
month  and  raked  in  the  coin  by  fitting  trusses, 
for  which  he  charged  big  prices.  Once  he 
announced  his  final  visit;  I  called  upon  him 
and  asked  him  if  he  really  meant  it  or  whether 
it  was  an  "Adelina  Patti  farewell."  He  said 
he  meant  it  and  suggested  that  I  take  over  his 
local  patronage.     Said  he: 

A  PROFITABLE  LINE. 

"It's  easy  work  if  you  once  learn  how  and 
there's  good  money  in  it.  Pick  out  a  good 
dependable  style  of  truss  and  learn  what  it  will 
do  and  what  you  can  do  with  it.  I  don't  pre- 
tend to  doctor  anything  but  ruptures  and  only 
to  fit  trusses  to  them.  I'm  not  a  graduated 
doctor,  but  as  I  was  in  the  business  before 
medical  laws  were  passed  I  have  an  exemption 
certificate  under  which  I  can  work.  Unless 
you  are  a  licensed  doctor,  or  can  arrange  mat- 
ters with  your  home  doctors,  you  cannot 
charge  for  fitting  trusses.  Better  look  the  law 
up  and  make  sure  of  your  position  first," 
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I  looked  up  the  law  and  found  that  only 
licensed  M.  D.'s  could  fit  "appliances,"  but  my 
lawyer  told  me  that  so  long  as  I  made  no 
charge  for  my  services,  I  could  not  be  inter- 
fered with.  However,  the  local  physicians 
were  interviewed  and  not  one  objected  to  my 
proposition ;  in  fact  all  encouraged  me  to  stock 
up  and  some  offered  to  refer  patients  to  me  if 
I  proved  successful  as  a  fitter.  One  of  them 
frankly  admitted  that  he  did  not  know  how  to 
fit  a  truss  and  apparently  could  not  master  the 
knack  as  he  had  no  mechanical  faculty  in  his 
cerebral  make-up. 

From  a  friend,  who  had  for  several  years 
been  one  of  the  surgeons  of  the  Schnedicker 
and  Miller  Rupture  Treatment  Companies, 
came  the  suggestion  that  the  most  satisfactory 
truss  was  the  kind  known  as  the  "silver  bronze 
Sherman  style,"  at  that  time  put  upon  the 
market  by  the  Penfield  Co.  He  further  ad- 
vised me  to  thoroughly  study  the  anatomy  of 
ruptures,  their  symptoms  and  diagnosis,  the 
mechanism  of  their  reduction,  and  especially 
their  retention  by  trusses. 

Well,  I  waded  into  the  subject;  borrowed 
Gray's  Anatomy  and  half  a  dozen  books  on 
surgery,  and  after  a  month  of  study  was  ready 
to  stand  an  examination.  Sherman's  truss  I 
found  was  sold  wholesale  at  $24.00  a  dozen; 
when  fitted  to  the  patient  and  sold  with  a 
guaranty  to  retain  the  rupture  and  one  year's 
repairs  free,  the  price  was  $15.00  per  each — 
not  a  bad  profit.  This  was  the  regular  price 
all  over  the  country  and  I  could  see  no  reason 
for  cutting  prices.  I  got  that  price  twenty-five 
years  ago ;  I  get  it  to-day. 

STOCKING  UP. 

When  ready  to  stock*  up  I  left  the  store  in 
charge  of  my  clerk  and  spent  a  week  with  my 
friend  the  rupture  specialist,  and  from  him 
got  much  practical  "laboratory"  work  in  fitting 
trusses  to  actual  patients,  running  from  five  to 
ten  cases  daily.  On  my  return  home  I  pur- 
chased small  sample  lots  of  several  different 
styles  and  stocked  up  pretty  heavily  on  the 
Sherman  style.  Upon  their  arrival  an  an- 
nouncement of  my  new  department  was  made 
in  the  local  papers.  I  advertised  to  supply  any 
truss  made  at  the  regular  price,  but  featured 
the  Sherman  truss,  under  my  own  trade  mark, 
and  stated  that  when  fitted  to  the  patient  by 
me  personally  I  would  guarantee  it  to  hold  the 
rupture  at  all  times  and  under  all  conditions 


and  to  keep  it  in  repair  free  for  one  year. 
The  first  month  I  fitted  enough  trusses  to  pay 
for  my  entire  stock ! 

FITTING  A  TRUSS. 

To  at  a  truss.  First  determine  the  kind  of 
rupture  your  customer  is  suffering  from. 
Secure  a  perfect  reduction  of  the  hernia  and 
make  sure  that  the  canal  is  empty  of  intestine, 
omentum,  or  other  abnormal  contents.  Unless 
the  canal  can  be  perfectly  emptied  do  not  fit  a 
truss ;  send  the  customer  to  a  competent  physi- 
cian for  proper  treatment,  as  a  truss  applied 
Under  such  conditions  will  surely  make  trouble 
for  both  you  and  your  customer.  With  the 
patient  lying  down,  apply  the  truss  just  as  it 
comes  from  the  factory,  and  then  while  it  is 
on  the  body  adjust  the  pads  to  cover  the  inner 
ring  and  upper  part  of  the  canal;  with  your 
hands  bend  the  wire  spring  so  it  will  hold  the 
pads  over  the  right  spot,  then  fasten  the  pads 
in  place  so  that  their  surface  presents  the 
pressure  in  a  direction  upwards,  inwards  and 
backwards,  or  at  right  angles  to  the  plane  of 
the  canal  at  the  inner  ring.  Fasten  the  back 
strap  and  then  test  the  retention  action  of  the 
truss. 

Have  your  customer,  while  still  lying  on  the 
table,  give  several  sharp,  spasmodic  coughs. 
li  the  intestine  enters  the  canal*  your  adjust- 
ment is  faulty  and  must  be  done  over  until 
this  coughing  test  is  met  with.  Now  let  the 
customer  stand  on  his  feet  and  pass  the  cough- 
ing test.  Then  bend  forward,  to  the  right, 
left  and  backwards,  then  squat,  step  up  on  a 
chair 'and  jump  down.  If  all  of  these  tests  are 
met  satisfactorily  tell  him  to  go  about  his  usual 
work  and  carefully  watch  the  action  of  the 
truss.  After  it  has  been  worn  a  little  while 
the  body  heat  will  relax  the  spring  somewhat 
and  it  may  need  readjustment.  Warn  the 
customer  not  to  "monkey"  with  the  truss,  but 
to  come  to  you  if  anything  goes  wrong  with  it. 

Some  of  my  experiences  may  be  interesting. 
Errors  of  diagnosis  were  frequently  found. 
People  came  to  me  for  trusses  who  were  suf- 
fering from  hydrocele,  hematocele,  orchitis, 
tubercular  testicle,  hernia  testis,  cryptorchid- 
ism, varicocele,  etc.  Many  of  these  were 
already  wearing  trusses  which  had  been 
fitted  (!)  by  other  people,  but  which  failed  to 
"hold  the  rupture."  Such  cases  were  referred 
to  their  family  doctor  or  to  some  competent 
surgeon  for  treatment. 
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Many  people  came  asking  me  to  adjust  trusses 
which  they  had  purchased  elsewhere  and  which 
failed  to  retain  the  rupture.  Many  of  these 
had  been  "fitted'*  over  the  outer  clothing;  most 
of  them  were  cheaply  made  and  worthless  as 
retention  appliances.  These  I  positively  re- 
fused to  adjust,  telling  the  people  I  would  not 
fit  any  truss  but  my  own  special  style.  The 
demerits  of  the  "cheap"  trusses  were  explained 
to  them,  and  not  infrequently  they  discarded 
their  old  trusses  and  took  one  of  mine.  In 
time  it  became  generally  understood  that  while 
I  sold  many  kinds  of  trusses  I  would  not  fit  or 
guarantee  any  but  my  own. 

I  was  advised  and  have  always  found  it  the 
best  practice  to  fit  every  case  with  a  double 
truss.  In  single  ruptures  a  blank  pad,  a  large 
flat  one,  is  placed  over  the  normal  side  as  a 
prophylactic  measure.  The  pressure  of  a  truss 
tends  to  throw  the  weight  of  the  intestines 
towards  the  sound  side,  and  as  this  is  presum- 
ably no  stronger  than  was  the  ruptured  side 
originally,  there  is  an  increased  probability  of 
another  rupture  unless  a  protective  blank  pad 
be  used.  In  double  ruptures  of  course  a  double 
truss  is  necessary  to  retain  both  ruptures 
properly. 

The  matter  of  pads  is  an  important  one. 
These  are  of  many  shapes,  sizes  and  materials, 
and  it  took  considerable  experience  to  learn  to 
fit  the  right  pad  to  a  rupture.  The  pad  must 
cover  the  opening  of  the  inner  ring  and  the 
upper  part  of  the  canal,  be  large  enough  to  do 
this  and  of  such  a  shape  as  to  preclude  the 
intestine  coming  out  and  slipping  around. 
There  are  hard  rubber,  wood,  celluloid,  metal, 
papier  mache,  enameled  wood,  sponge-rubber 
and  water  pads ;  solid  and  spring  pads ;  round, 
oval,  ovoid,  triangular,  conical,  spheroid,  flat 
and  three-finger-shaped  pads.  You  can  see  the 
immense  field  of  possibilities  in  pads. 

THE  CHOICE  OF  PADS. 

For  years  I  used  chiefly  the  ovoid  hard  rub- 
ber pad.  Lately  I  have  used  the  ovoid  sponge- 
rubber  pad.  The  plain  wood  pad  absorbed 
perspiration  and  dermal  oil  and  became  foul; 
the  celluloid  pad  did  not  stand  the  wear  and 
tear  well;  metal  pads  became  corroded  and 
made  the  skin  sore;  papier  mache  pads  pre- 
sented the  same  troubles  as  the  wooden  ones: 
enameled  wood  pads  lost  their  enamel  and 
became  too  rough ;  water  pads  leaked,  flattened 
out  and  became  useless.     The  ovoid  shape  was 


best  suited  to  most  cases ;  the  other  to  atypical 
ones.  Spring  pads  were  preferred  because  they 
were  self-adjusting  to  the  various  body  move- 
ments. 

I  refused  absolutely  to  recommend  rubber  or 
celluloid  covered  trusses  because  of  the  ex- 
treme difficulty  in  securing  proper  adjustment 
and  the  danger  of  damaging  the  covering  ma- 
terial. Many  wearers  would  try  to  adjust 
them  according  to  directions  and  almost  invari- 
ably cracked  or  burned  the  rubber  or  celluloid. 

Quite  a  little  revenue  came  in  from  repairs, 
such  as  replacing  lost  or  worn  screws,  broken 
pads,  furnishing  new  covers,  etc.  I  soon 
learned  that  a  broken  spring  could  not  be  re- 
paired satisfactorily  as  the  soldering  did  not 
restore  the  strength  of  the  spring  and  inter- 
fered with  its  "spring  action."  Repairs  should 
be  priced  in  accordance  with  the  original  price 
to  the  customer  of  the  truss  repaired  or  the 
truss  from  which  the  repair  parts  are  taken. 
A  pad  for  a  ten-dollar  truss  should  be  priced 
just  the  same  when  placed  on  a  two-dollar 
truss  as  when  placed  on  one  of  its  own  style. 
The  price  of  the  component  parts  of  a  truss 
must  bear  a  definite  ratio  to  that  of  the  whole. 
A  small  stock  of  pads,  covers,  springs  and  re- 
pair parts  should  be  kept  on  hand. 

I  read  and  studied  the  literature  of  every 
advertising  truss  and  rupture  specialist.  Having 
acquired  a  local  reputation  as  a  truss  fitter, 
many  people  came  to  me  for  my  opinion  con- 
cerning these  advertisers,  and  I  have  never 
hesitated  in  telling  the  truth — that  most  of 
them  are  frauds.  I  would  advise  any  druggist 
taking  up  this  line  of  work  to  investigate 
along  the  same  lines,  expose  the  humbugs,  and 
boost  his  own  truss. 

A  SPECIAL  ROOM  ADVISABLE. 

If  you  undertake  to  fit  trusses  you  will  need 
a  private  room  which  can  of  course  be  used 
for  other  purposes.  In  this  room  you  will 
need  an  examining  table,  with  cushioned  top, 
two  or  three  chairs,  a  warm  rug  on  the  floor, 
stove  or  other  heating  arrangement,  and  your 
work  bench  for  repairs,  assembling,  etc.  Keep 
your  stock  of  trusses  in  heavy  paper-board 
boxes,  protected  from  light  and  weather,  dust 
and  insects. 

You  can  fit  ladies  if  they  see  fit  to  come  to 
you,  but  it  is  a  good  idea  to  have  another  lady 
present  whilst  the  fitting  is  going  on.  The 
prices  of  trusses  for  women  and  children  are 
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the  same  as  for  men ;  the  first  cost  of  the  truss 
is  the  same,  and  usually  there  is  more  trouble 
and  bother  in  fitting  them. 

Having  taken  up  this  line  of  work  let  people 


know  about  it.  Advertise  the  fact  to  the 
public  in  the  newspapers  and  by  special  circu- 
lars directly  to  those  whom  you  know  to  be  in 
need  of  your  help. 


THE  SECOND  PRIZE  PAPER  ON  TRUSSES. 

BT  JACOB  8CHBODT.  Ph.G.. 
DftlUui,  TexM. 


Possibly  seven  out  of  ten  men  should  wear 
a  truss  or  submit  to  an  operation.  Notwith- 
standing that  fact,  for  many  years  I  went 
along  believing  that  a  truss  was  one  of  those 
unprofitable  articles  which  a  druggist  was 
obliged  to  carry  in  stock  and  sell  in  a  perfunc- 
tory way  like  many  other  articles  of  merchan- 
dise 

THE  START. 

But  one  day  I  awoke,  to  the  fact  that  the 
majority  of  the  human  race  needed  a  device  to 
reduce  the  danger  that  comes  from  strangu- 
lated hernia  and  to  make  life  more  comfort- 
able. For  several  months  I  made  a  study  of 
fitting  trusses  and  decided  it  was  worth  the 
time  in  a  financial  and  educational  way  to  push 
the  sale  of  trusses. 

I  fitted  up  a  special  room  for  the  purpose. 
The  expense  of  furnishing  such  a  room  need 
not  be  great.  And  one  is  well  repaid  in 
prestige  which  comes  to  a  druggist  who  has 
the  proper  facilities  for  fitting  trusses.  A 
person  suffering  from  hernia  naturally  is  skep- 
tical. This  is  possibly  due  to  his  having  pur- 
chased some  appliance  that  would  not  hold 
well.  He  may  have  bought  a  truss  from  some 
one  that  knew  very  little  about  fitting,  and  the 
result  is  a  discouraged  and  dissatisfied  cus- 
tomer. . 

We  wish  to  begin  right.  The  first  impression 
that  a  customer  receives  is  usually  a  lasting 
one ;  so  I  always  try  to  impress  customers  with 
my  ability  to  properly  fit  them.  Once  you  get 
their  confidence,  it  is  very  easy  to  make  a  sale, 
especially  if  you  do  your  part,  or  rather 
understand  your  business.  You  must  under- 
stand the  mechanical  construction  of  the  par- 
ticular appliance  you  sell  and  fit.  Then  it  is 
easy  to  make  the  sale  and  very  few  failures 
will  result.  I  have  learned  that  to  get  the 
best  results  from  wearing  a  truss  it  is  neces- 
sary to  insure  the  proper  fit.  One  must  take 
accurate  measure  and  adjust  the  shape  of  the 
truss  so  that  it  will  conform  to  the  body.  For 
there  are  no  two  persons  whose  hips  are 
shaped  alike,  and  each  person  must  be  fitted 


accordingly.  I  sell  and  fit  only  one  make  of 
truss.*  It  is  easier  to. give  satisfaction  by  that 
practice  than  by  selling  several  makes.  It  also 
helps  me  to  convince  the  customer  that  I  be- 
lieve in  what  I  sell,  and  avoids  confusion  in 
his  mind  as  to  the  one  to  buy. 

GUARANTEEING  EACH   TRUSS. 

An  absolute  guarantee  is  given  with  each 
sale  we  make,  that  the  truss  will  hold  the 
hernia.  If  it  does  not,  the  person  wearing  it 
may  bring  it  back  any  time  before  the  expira- 
tion of  thirty  days.  This  we  believe  is  the 
strongest  guarantee  given  by  any  one,  and  is 
just  a  little  more  than  any  I  ever  heard  of, 
but  has  proved  quite  the  proper  thing.  We 
do  not  expect  to  please  and  fit  every  customer 
we  have.  It  is  impossible  to  do  this,  but  one 
can  fit  the  majority  of  people. 

If  upon  examination  you  find  adhesions, 
and  that  the  hernia  has  not  been  reduced  for 
some  time,  do  not  attempt  to  fit  that  man  with 
a  truss.  Rather  advise  him  to  consult  some 
surgeon,  and  both  you  and  he  will  be  better 
satisfied. 

The  truss  I  fit  is  so  constructed  as  to  hold 
at  the  internal  ring.  This  is  the  proper  place 
at  which  to  support  a  rupture,  and  not  at  the 
external  ring,  as  the  latter  would  allow  the 
internal  ring  to  be  open,  and  the  pressure 
would  be  on  the  gut.  Thus  you  would  never 
get  a  cure,  much  less  make  a  sale. 

In  spite  of  the  fact  that  one  of  the  best 
authorities,  a  great  many  years  ago,  advised 
that  a  pad  should  be  placed  over  the  internal 
ring,  the  idea  has  not  been  given  much  thought 
apparently  by  the  majority  of  manufacturers. 

For  the  amount  of  money  invested,  and  the 
amount  of  free  advertising  we  get,  the  proper 
fitting  of  trusses  pays  well.  Aside  from  the 
trusses  sold,  it  brings  business  on  other  arti- 
cles, for  it  attracts  people  to  the  store  who 
could  be  induced  to  come  in  no  other  way. 


*This  truss  is  'The  Smithsonian,"  and  is  made  b' 
the  Smithsonian  Truss  Co.  of  Topeka,  Kansas; — ^J. 


THE  THIRD  ntlZE  rAPEB  ON  TRUSSES. 


My  brother  and  I  arc  in  the  drug  business 
in  this  town  of  twenty-five  hundred  people. 
We  have  a  good  trade,  carrying  but  two  side- 
lines :  cigars  and  trusses. 

Does  it  pay  a  druggist  to  carry  a  stock  of 
trusses?  Certainly!  At  least,  we  have  found 
it,  or  rather  made  it,  a  very  satisfactory  and 
profitable  part  of  our  business.  How  have  we 
done  it?     Well,  I  will  try  to  tell  you,  briefly.- 

THE  STOCK. 

First,  as  to  stock.  Several  years  ago  we 
carried  several  kinds  of  trusses.  Now  we 
have  only  the  hard  rubber,  because  we  have 
found  it  the  most  satisfactory  in  every  respect, 
especially  in  one .  particular,  which  I  shall 
speak  of  later.*  We  carry  only  a  few  trusses 
■of  each  size,  ranging  from  26  to  38  inches. 
Children's  and  double  trusses  we  do  not  keep 
in  stock,  finding  it  more  satisfactory  to  make 
the  necessary  measurements  and  order  directly 
from  the  manufacturer.  We  are  so  situated 
that  we  can  get  them  in  a  few  hours. 

WHERE  THE  BUSINESS  COMES  FROM. 

Having  the  stock,  how  did  we  get  the  trade? 
Partly,  of  course,  by  advertising,  the  local 
newspaper  proving  to  be  our  best  medium. 
When  we  consider  that  one  in  every  fifteen 
persons  in  the  civilized  world,  at  some  time  in 
life,  is  aflEected  with  hernia,  that  the  majority 
of  these  people  are  compelled  to  wear  trusses 
constantly,  that  the  average  life  of  a  good 
truss  is  seven  years,  and  that  the  affection  is 
common  to  people  of  all  localities  at  all  sea- 
sons, we  know  that  a  large  and  stable  business 
is  being  done  by  somebody,  somewhere.  Why 
should  I,  why  should  you,  brother  druggist, 
not  have  a  share  of  this  business  ?  We  should 
and  we  can;  but  we  must  go  after  it.  It  is 
always  about  us.  Often  persons  are  passing 
our  doors  on  a  costly  trip  to  the  distant  spe- 
cialist to  be  fitted  for  a  simple  form  of  hernia 
which  you  or  I,  their  local  druggist,  could 
do  just  as  satisfactorily  and  at  much  less 
cost  to  them.  Yes !  Let  the  people  know 
that  you  are  in  the  business  and  you  will  get 
some  inquirers. 

The  truss  wc  carry  is  the  "Seeley,"  made  by 
Chesterman  &  Streeter,  2S  Eleventh  St.,  E>hiladelphia, 
Pa.— M.  L.  McC. 


Then  having  stock  and  customers,  is  this 
all?  Oh  no!  This  is  only  the  beginning  of 
either  success  or  failure  according  as  you,  Mr. 
Druggist,  prove  equal  or  otherwise  to  the 
occasion.  No  one  need  hope  to  make  a  suc- 
cess of  fitting  trusses  until  he  first  has  a  fairly 
accurate  knowledge  of  the  cause,  nature, 
forms,  and  possible  results  of  hernia.  This 
can  be  acquired  by  carefully  studying  some 
good  authority  on  the  subject. 

Having  the  theory,  add  to  it  five  other  es- 


M.  L.  McCoUoudi. 

sentials,  viz.,  common  sense,  care,  gas-jet,  cold- 
water-spigot,  and  measuring  tape,  and  your 
equipment  is  complete.  Having  examined  the 
hernia  and  found  it  to  be  within  the  realm  of 
mechanical  treatment,  make  careful  measure- 
ment of  body  on  the  line  of  the  hernia,  and 
select  the  truss.  Use  common  sense  in  the 
work,  remembering  that  a  coal-heaver  will  re- 
quire a  more  rigid  spring  than  a  bookkeeper. 

CAREFUL   FITTING   NECESSARY. 

Any  one  who  has  worn  a  truss,  or  has  had 
much  experience  in  fitting  trusses,  knows  that 
a  small  fraction  of  an  inch  misplacement  of  a 
pad  or  slightly  too  much  or  too  little  pressure 
means  trouble  and  dissatisfaction. 

In  the  care  of  fitting,  and  the  assurance  we 
give  to  each  customer  that  we  will  gladly  ad- 
just and  readjust  the  truss  until  it  is  perfectly 
satisfactory,  is,  I  am  sure,  the  secret  of  our 
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success  in  the  business.  No  customer  of  the 
druggist  appreciates  more  sincerely  the  "make- 
good"  plan,  and  if  satisfactorily  fitted,  adver- 
tises you  more  effectively  than  does  your  truss 
customer. 

Often  a  truss  of  the  right  size  and  shape 
fails  to  fit  as  you  know  it  should,  and  care- 
fully examining  the  contour  of  the  body,  you 
find  some  irregularity  of  form  which  causes 
the  trouble.  Then  it  is  that  the  best  feature 
of  the  hard-rubber  truss  is  seen.  It  can,  with 
care,  be  fitted  to  all  of  these  irregularities. 
Pass  the  part  you  wish  to  shape  carefully 
through  a  gas  or  alcohol  flame  until  you  think 
the  desired  change  is  made ;  then,  still  holding 
it  firmly,  place  it  for  a  few  moments  in  cold 
water  -until  its  form  is  fixed.  In  my  twenty 
years'  experience  I  cannot  recall  one  case  of  a 


truss  being  brought  back  and  definitely  left  on 
our  hands.  We  have  tried  to  give  satisfac- 
tion and  have  succeeded. 

A  SATISFIED  CUSTOMER. 

To-day,  as  I  am  writing  this  article,  a  gen- 
tleman came  into  the  store  suffering  from  a 
truss  that  had  been  fitted,  or  rather  mis-fitted, 
on  him  yesterday.  At  a  glance  we  saw  the 
truss  was  too  large  for  him.  It  had  been 
purchased  from  us  but  was  not  fitted  by  us.  We 
replaced  it,  without  charge,  and  sent  the  cus- 
tomer away  comfortable  and  happy.  Will  he 
remember  that?  Well,  he  will  and  to  our 
advantage,  too ! 

Oh!  yes,  if  you  give  thought  and  care  to 
the  fitting  of  trusses,  it  will  pay  you.  It  has 
PAID  us. 


CAREFULNESS  IN  PRESCRIPTION  WORK. 

Twelve  Cardinal  Rnlea  to  be  Followed  In  Dlapenalntf — Hablta  of  Care  and  Preolalon  which 

Shovld  Be  Cvltlvated  by  Hen  Entfatfed  in  Componndin^. 

By  OTTO  RAUBBNHEIMER.  Ph.O.. 

BrooiiiyB*  N.  Y. 


In  prescription  work  I  follow  12  cardinal 
rules.     They  are : 

1.  The  reading  of  the  prescription  directly 
in  front  of  the  messenger  or  quite  especially 
the  patient  should  be  avoided,  if  possible.  Fre- 
quently, very  frequently,  as  every  dispensing 
pharmacist  knows,  the  prescriptions  are  not 
written  very  plainly  or  distinctly,  and  any 
hesitation  on  the  part  of  the  pharmacist,  either 
by  motion  or  expression,  is  very  apt  to  shake 
the  public  confidence  in  both  pharmacist  and 
physician.  Should  there  be  any  doubt  about 
any  ingredient  in  the  prescription  or  for  any 
other  cause,  then  it  is  best  to  inform  the 
patient  that  the  medicine  will  be  sent  to  him. 

2.  Writing  name  and  address  of  patient  on 
the  prescription.  '  In  case  the  physician  has 
neglected  this,  then  the  pharmacist  should  do 
so,  as  thereby  the  prescription  can  be  easily 
identified.  Furthermore,  this  will  be  a  help 
when  compiling  a  mailing  list  of  customers. 

3.  Writing  of  the  label  should  be  done  next. 
This  has  the  following  advantages  : 

(a)  It  gives  the  pharmacist  another  oppor- 
tunity to  carefully  read  the  prescription  and 
directions. 


(b)  It  brings  to  notice  any  overdose  or  in- 
compatibility. 

(c)  It  allows  the  ink  on  the  label  to  become 
thoroughly  dry  by  the  time  the  medicine  is 
finished. 

4.  The  compounding  of  the  prescription,  in 
my  opinion,  should  be  done  behind  a  closed  or 
partly  closed  prescription  counter  or  even  in  a 
separate  room.  Although  this  somewhat 
secret  procedure  is  not  followed  by  some  phar- 
macists, I  believe  it  is  better  for  the  patient 
not  to  observe  how  his  medicine  is  dispensed. 

To  illustrate  this  more  fully,  I  might  cite 
the  following  instances: 

(a)  The  prescription  calls  for  a  portion  of 
a  proprietary  preparation.  Would  it  be  well 
to  let  the  patient  see  how  you  fill  the  bottle 
from  the  ready-made  package? 

(&)  The  prescription  calls  for  a  single  in- 
gredient, which  merely  requires  the  weighing 
out  of  a  simple  article,  say  one  ounce  of  pow- 
dered boric  acid.  The  physician  evidently  does 
not  want  the  patient  to  know  that  he  is  order- 
ing boric  acid.  If  he  did,  he  would  not  have 
given  him  the  prescription  but  told  him  verb- 
ally. 
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(c)  Should  you  measure  an  ingredient  in 
full  view  of  the  patient  and  you  accidentally 
measure  more  than  required  and  you  pour 
some  back  into  the  stock  bottle,  then  this  pro- 
cedure would  give  the  patient  the  impression 
that  you  are  not  a  careful  dispenser.  The 
same  is  true  in  weighing. 

5.  All  ingredients  entering  the  prescription 
should  then  be  brought  to  the  dispensing 
coimter,  as  this  acts  as  a  check.  In  doing  this 
the  names  of  the  ingredients  are  read  on  the 
prescription,  are  again  read  when  bringing  the 
articles,  to  the  prescription  counter,  again  when 


otto  K&ub«nheliner.  Ph.Q. 

dispensing,  and  again  when  returning  the  con- 
tainers to  their  proper  place. 

6,  The  weighing  and  measuring  should  be 
done  carefully  and  accurately.  I  am  very 
sorry  to  say  that  a  great  deal  of  guesswork  is 
frequently  done  at  the  prescription  counter. 
When  the  pharmacist  once  gets  into  this  habit, 
it  is  very  difficult  to  break  him  off  it. 

7,  The  compounding  should  be  done  with 
skill  and  neatness.  I  have  seen  phannacists 
behind  the  prescription  counter  who  were 
graduates  and  doctors  in  pharmacy  and  were 
doctors  of  philosophy,  but  who  made  a  ter- 
rible muss  when  compounding  mixtures,  pow- 
ders, pills,  etc. 

8,  Do  not  be  disturbed  when  compounding 
a  prescription,  either  by  conversation  or  store 
duties,  as  this  will  distract  your  attention  from 
the    prescription    and    thereby    give    rise    to 


9.  The  checking  follows  the  compounding. 
Having  the  ingredients  and  quantities  freshly 
in  mind,  the  dispensing  pharmacist  should  be 
able  to  recall  them  from  memory  and  thus 
check  the  prescription  with  another  clerk  or 
assistant. 

10.  The  next  very  important  step  is  to 
make,  if  necessary,  a  notation  on  the  pre- 
scription, so  as  to  assure  the  preparation  of 
the  medicine  in  the  same  manner  when  re- 
peated. The  rotation  in  which  the  ingre- 
dients are  mixed  can  he  done  by  prefixing 
them  with  numbers  1,  2,  3,  etc.  The  size  of 
the  capsule  or  cachet  should  always  be  re- 
corded and  in  capsules  one  should  indicate 
whether  "dry"  or  "mass."  In  pills  it  is  nec- 
essary to  note  the  excipient  used  and  also  the 
weight  of  the  finished  pill  mass.  Every  phar- 
macist knows  how  annoying  it  is  to  have  the 
patient  bring  back  the  capsules  or  pills  with 
the  grievance  that  they  differ  in  size  from 
the  last  lot,  or  that  the  mixture  has  fonned  a 
precipitate,  while  the  last  time  it  was  com- 
pounded it  was  perfectly  clear. 

11.  The  carefulness  of  the  dispensing 
pharmacist  should  extend  to  the  selection  of 
the  container.  For  instance,  mixtures  which 
are  to  be  protected  from  the  light  should  be 
put  in  amber  bottles,  and  medicines  marked 
poison  on  the  prescription  should  be  dispensed 
in  special  poison  bottles.  When  the  physi- 
cian orders  an  internal  medicine  and  an  ex- 
ternal application  at  the  same  time,  and 
often  in  the  same  quantities,  it  is  a  safeguard 
to  dispense  the  external  use  preparation  in  a 
bottle  of  different  shape  or  different  color.  As 
an  illustration  I  submit  the  following  two  pre- 
scriptions for  the  same  patient,  received  at  the 
same  time  only  a  few  days  ago : 

(1)  Tinct.  Echinac.  Angust.,  1  fluidounce. 
Signa:  Ten  drops  in  water  after  meals. 

DR.  N. 

(2)  Ltg.  Cresolis  Comp.,  1  fluidounce. 

Signa :  Ten  drops  to  4  tluidounces  of  water,  (or 
local  use.  DR.  N. 

The  principal  danger  in  these  two  prescrip- 
tions lies  in  the  fact  that  in  each  case  the  dose 
is  ten  drops,  to  be  administered  internally 
on  the  one  hand  and  locally  on  the  other. 
Should  both  of  these  prescriptions  be  dis- 
pensed in  bottles  of  the  same  size,  the  same 
shape,  and  the  same  color,  it  might  give  rise 
to  confusion,  especially  since  the  color  of 
tincture  of  echinacea  and  of  compound  solu- 
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tion  of  cresol  is  about  the  same.  As  one  of 
the  careful  pharmacists,  I  took  the  special 
precaution  to  dispense  the  tincture  of  echi- 
nacea in  a  regular  one-ounce  prescription  bot- 
tle, but  put  the  one  ounce  of  compound  solu- 
tion of  cresol  in  a  different  shaped  two-ounce 
amber  bottle.  I  did  that  to  prevent  confusion 
on  the  part  of  the  patient.  I  thereby  used 
three  safeguards^  namely,  bottles  of  different 
shape,  of  different  size,  and  of  different  color. 
Some  countries  even  have  special  laws  to  that 
effect,  so  that  a  preparation  for  external  use 
can  be  readily  distinguished  from  a  medicine 
for  internal  administration. 

Sometimes  it  happens  that  a  physician  or- 
ders pills  or  powders  for  different  patients  in 
the  same  family.  In  order  to  avoid  confusion 
I  select,  in  such  cases,  different  colored  boxes. 

12.  Last,  but  not  least,  the  labeling  and  fin- 
ishing should  be  done  neatly.  I  have  always 
been  in  the  habit  of  writing  the  number  of 
the  prescription  also  on  the  back  of  the  label. 
This  helps  to  reveal  the  number  when  the 
medicine  is  to  be  renewed  and  the  label  is 
badly  soiled.  I  also  mark  the  number  of  the 
prescription  on  the  bottom  of  all  the  pill  and 
powder  boxes,  showing  that  box  and  cover  be- 
long together  and  helping  to  detect  any  con- 
fusion in  the  directions.  Besides  the  custom- 
ary external  use  labels,  I  also  attach,  as  an 
additional  safeguard,  bright  orange-red  labels 


with  heavy  black  letters,  which  I  had  made  in 
two  sizes : 


FOR 
EHERNAL  USE 


^ 


FOR  EXTERNAL  USE 


OonspioQoaa  labels  oonBiBtinff  of  blaok  lettering  on  a  red  back- 

ffround* 


I  have  adopted  this  idea  from  a  custom  in 
France,  where  this  orange-red  label  has  been 
made  compulsory  by  a  ministerial  decret  of 
June  25,  1855,  owing  to  the  many  confusions 
between  external  and  internal  preparations. 
Particulars  can  be  found  in  French  Codex, 
1908,  pp.  950-952. 

In  conclusion,  I  again  want  to  reiterate  that 
carefulness  should  be  the  watchword  of  every 
pharmacist  and  that  constant  vigilance  should 
be  exercised  in  the  compounding  of  pre- 
scriptions. 

It  is  furthermore  necessary  that  the  pre- 
ceptor in  the  store  and  the  teacher  in  the  col- 
lege should  take  special  pains  to  impress  the 
apprentice  and  student  with  the  great  respon- 
sibility of  the  pharmacist  to  the  public.  When 
this  is  understood  and  practiced,  then  the 
pharmacists  will  be  more  professional  and 
will  be  more  respected  by  physicians  as  well  as 
the  public. 


TOM,  DICK,  AND  HARRY. 

By  MAXWELL  BUKOFZER. 


Tom  is  a  druggist  to  the  core, 
He  calls  his  own  a  little  store, 
That  yields  a  living  and  no  more. 

If  Tom,  whose  business  is  not  large, 
And,  hence,  a  clerk  cannot  support. 

Leaves  for  an  hour  his  spouse  in  charge. 
Woe!  there  is  trouble  with  the  "Board." 

For  did  not  she — ^the  ghastly  crime  I — 

Illegally  acquire  a  dime. 

When  she,  for   fever,  ague  and  chills. 

Dispensed  a  box  of  quinine  pills! 

Dick  runs  a  paint  shop  right  next  door; 
Of  course,  of  drugs  he  knows  no  more 
Than  Tommy  does  of  J-Iindu  lore. 
If  Dick,  whose  business  is  not  large, 

And,  hence,  can  just  a  boy  afford, 
Leaves  him  all  afternoon   in  charge. 

There  is  no  trouble  with  the  "Board." 
What  of  it,  that  the  boy's  been  seen 


To  sell)  unlabeled,  Paris  green 

In  paper  bags?    Dick  gets  the  dough. 

He's  not  a  druggist,  don't  you  know! 

Now,  Harry  never  kept  a  store. 

As  scribe  he  ambled  to  the  fore; 

He  grinds  out  formulas  galore. 

When  Harry  from  his  throne  called  desk 

Tells  womenfolk  how.  to  preserve 
Their  nose  from  wrinkles,  why,  his  task 

Is  as  stupendous  as  his  nerve. 
He  knocks  poor  Tommy  every  chance. 
While  never  giving  Dick  a  glance. 
And  though  his  brain  leaks  through  his  fist 
He  poses  as  a  "philanthropist." 

The  moral  is,  if  you  should  query: 
There  is  between  Tom,  Dick,  and  Harry 
In  this  great  country  of  the  Free, 
A  diff'rence  that  the  Blind  can  see! 
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CHAPTER  V. 

SCHEMES  AND  SIDE-LINES. 

When  a  man  is  trying  to  make  a  financial 
success  of  a  drug  store  in  a  country  village  of 
2000  people  he  needs  to  sell  almost  anything 
that  those  people  will  buy  at  a  profit  to  the 
store. 

My  store  carried  a  good  drug  stock,  but  it 


Pnnk  PurlnSton. 

did  not  Stop  there.  It  handled  stationery  and 
books  of  course,  and  as  opportunity  offered  I 
tried  out  various  side-lines,  some  of  which 
proved  profitable  and  were  retained,  and  some 
of  which  were  later  discarded  as  unprofitable. 

SOME   UNUSUAL  SIDE-LINES. 

I  made  a  nice  little  profit  out  of  a  Rambler 
bicycle  agency  for  a  time,  although  I  did  not 

^Copyri^ted,  lOU,  bj  Frank  Farrington. 


carry  any  stock.  When  the  so-called  bicycle 
craze  subsided,  I  let  that  business  go. 

Agencies  are  pretty  good  profit  makers  for 
the  man  who  is  something  of  a  salesman.  I 
found  that  I  could  sell  a  few  typewriters,  and 
I  held  an  Underwood  agency  for  several  years 
until  the  company  discontinued  selling  through 
such  sub-agencies.  The  machines  were  sold  at 
full  prices  and  afforded  me  about  25  per  cent 
profit.  For  the  druggist  who  handles  station- 
ery the  line  of  typewriters  is  a  good  one. 

He  needs  a  machine  of  his  own  with  which 
he  should  be  familiar,  and  he  should  be  able  to 
demonstrate  its  efficiency  to  some  extent. 
Being  right  on  the  ground,  he  is  in  close  per- 
sonal touch  with  many  acquaintances  who  are 
talking  of  getting  machines,  and  they  will  buy 
through  a  local  agent  rather  than  from  an  out- 
sider if  they  are  pleased  with  his  machine.  In 
cases  where  the  customer  is  too  much  for  the 
agent  to  handle,  he  can  call  in  a  company 
salesman  to  close  the  deal  and  divide  the 
profits. 

Schools  and  public  offices  are  good  type- 
writer prospects,  and  an  exchange  in  which 
their  old  machine  is  taken  pays  the  agent  just 
as  much  profit  usually  as  a  sale.  There  are  a 
good  many  standard  machines  which  will 
establish  local  agencies. 

TYPEWRITER  SUPPLIES. 

Along  with  these  goods  a  line  of  typewriter 
supplies  may  be  carried,  or  they  may  be 
handled  without  any  agency  of  a  machine.  The 
stock  does  not  run  up  into  a  large  sum  of 
money.  There  should  be  ribbons  in  black  and 
purple,  record  and  copying,  for  all  makes  of 
machines,  though  the  same  ribbon  fits  several 
machines,  so  that  this  does  not  mean  separate 
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numbers  for  all  possible  makes.  Ribbons  are 
easily  sent  by  mail  at  low  cost,  so  that  the 
stock  can  be  filled  up  two  or  three  ribbons  at 
a  time. 

■The  best  way  to  work  up  the  supplies  busi- 
ness is  to  canvass  every  local  typewriter  user 


Mr.  Fftirln^ton-i 


it  home  In  DeltJ. 


at  least  once  a  month.  Of  course  outside 
agents  are  doing  this  in  your  town  all  the 
time,  but  the  dealer  who  gets  busy  and  covers 
the  ground  can  get  the  business,  and  if  he  is 
at  all  successful  he  will  soon  find  that  many  of 
the  agents  are  skipping  his  town  as  unprofit- 
able. 

Ribbons  pay  a  first-class  profit,  good  gradea 
costing  about  $5,00  per  dozen  and  retailing 
from  75  cents  to  $1.00  each.  Typewriter 
papers  should  be  sold  at  list,  from  which  the 
dealer  receives  40  per  cent  and  2  per  cent. 
Job  lots  do  not  develop  trade  so  successfully 
as  does  a  standard  line  of  good  papers  in 
boxes  with  the  number  on  each  box,  so  that 
the  user  can  come  back  and  get  another  box  of 
the  same  paper  by  simply  noting  the  number. 
Users  of  paper  who  buy  by  the  box  are  very 
apt  to  want  to  duplicate  the  same  exact  paper, 
as  they  will  be  making  up  some  document  in 
which  they  want  to  use  identical  paper  for  all 
pages. 

FOUNTAIN   PENS. 

Fountain  pens  are  very  generally  sold  in 
drug  stores,  and  I  found  the  plan  of  keeping 
the  stock  full  of  great  help.  A  good  stock 
makes  more  sales  than  a  small  assortment.  It 
impresses  the  customers,  and  it  is  more  likely 
to  attract  the  attention  of  visitors  who  did  not 
come  to  buy  pens.  I  adopted  the  policy  of 
letting  all  pens  go  out  on  ten  days'  trial  free. 


with  the  privilege  of  returning  them  at  the 
end  of  that  time  if  not  satisfactory.  Of 
course  when  a  man  showed  enough  interest  to 
take  a  pen  and  try  it  for  ten  days  we  expected 
to  make  a  sale  eventually.  We  would  ex- 
change pens  with  him  as  many  times  as  might 
be  necessary  to  get  one  that  suited  him,  even 
sending  to  the  factory  to  get  one  specially 
adapted  to  his  needs  or  fancy. 

The  manufacturers  kept  our  stock  in  shape. 
Any  pens  soiled  or  marked  in  trial  were  done 
over  without  expense,  and  we  issued  a  very 
liberal  guarantee  with  each  pen,  agreeing  to 
replace  at  any  time  within  a  year  any  part 
except  the  gold  pen  if  broken  by  use,  misuse, 
or  accident.  The  line  we  carried  gave  us  40 
per  cent  discount  from  the  list  prices  and  ran 
from  $1.50  to  $7. 

Of  course  we  carried  cheaper  pens  at  25 
cents,  50  cents,  and  $1,  but  we  never  recom- 
mended or  guaranteed  them.  If  a  man  wanted 
a  cheap  pen  and  would  not  pay  more  than  it 
cost,  he  got  it,  but  he  took  all  the  risk  himself. 
We  only  warranted  the  cheap  ones  to  work 
when  delivered  to  the  buyer.  Of  course  if  a 
customer  came  back  with  one  that  had  devel- 


Some  outdoor  dcm  m 

Oped  a  manifest  imperfection  we  took  it  back 
and  returned  it  to  the  maker  for  credit. 

Fountain  pen  sales  help  the  sale  of  fountain 
pen  fluid  and  fillers,  and  we  made  it  a  point  to 
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tell  customers  that  we  had  the  best  ink  for 
that  pen,  and  they  came  back  for  it. 

HOW  TO  HANDLE  CANDY  AND  GUM. 

Candy  is  scarcely  a  side-line  in  a  drug  store. 
It  is  one  of  the  standard  lines  and  a  good  one. 
Perhaps  not  all  drug  stores,  though,  realize 
the  importance  of  handling  it  right. 

First  there  should  be  an  agency  for  one  of 
the  high-grade  and  popular  advertised  kinds, 
something  standard.  This  will  retail  at  80 
cents  a  pound.  Then  there  should  be  a 
cheaper  line  at  50  cents  or  60  cents,  and  an- 
other popular  box  of  about  a  pound  for  35 
gents.  And  there  ought  to  be  always  on  hand 
a  full  supply  of  attractive  5-  and  10-cent 
packages  which  should  be  displayed  on  the 
counter  with  cards  on  them. 

Window  displays  of  these  goods  can  be 
made  most  attractive.  I  know  of  nothing 
you  can  display  in  the  window  that  will  bring 
people  in  as  quickly  as  candy,  opened  so  that 
it  will  make  people  hungry  to  see  it.  Chewing 
gum  is  usually  neglected  and  shoved  into  a 
corner.  Get  it  out  and  push  it.  Put  it  in 
the  window  with  a  large  card  that  every  one 
can  see,  and  you  can  quadruple  the  gum  sales. 

It  pays  to  carry  all  kinds  of  gum  for  which 
there  is  any  demand,  and  a  good  way  to 
arrange  them  if  space  is  limited  is  to  have  a 
large  tray  that  will  show  several  sticks  of  all 
makes  and  keep  the  entire  assortment  in  it  in 
a  very  conspicuous  place.  Have  it  so  that 
people  can  help  themselves  when  you  are  busy 
and  throw  down  their  nickel  and  not  be 
obliged  to  wait. 

Let  it  be  understood  that  every  box  of 
candy  you  send  out  is  warranted  fresh,  and 


\ 


that  if  it  turns  out  otherwise  it  is  the  fault  of 
the  manufacturer  for  sending  you  a  poor 
package,  and  take  it  back  without  a  word  and 
refund  the  money  or  hand  out  a  new  package. 
If  you  are  doing  business  with  a  maker  who 
will  not  stand  behind  your  guarantee,  change 
brands. 

•      TPIE  BOOK  QUESTION. 

Even  dealers  who  do  not  handle  books  will 
find  it  profitable  to  put  in  a  line  of  the  popular 
copyrights  that  sell  everywhere  now  for  50 
^ents  and  include  all  the  popular  novels  of  a 
year  or  two  ago.  There  are  hundreds  of 
titles  in  these,  and  they  can  be  bought  from 
35  to  38  cents  according  to  quantity.  A  rack 
of  them  kept  full  of  late  titles  will  make  sales 
in  any  drug  store. 

The  circulating  library  scheme  usually 
proves  a  failure  as  far  as  net  profits  go.  Of 
course  anything  that  brings  in  more  people 
may  prove  worth  while  even  if  it  does  not 
individually  pay  a  profit.  Still  the  circulating 
library  should  be  viewed  with  suspicion  unless 
there  is  a  manifest  demand  for  it.  It  takes 
up  valuable  space  and  is  a  source  of  much 
complaint  on  account  of  the  difficulty  in  keep- 
ing on  hand  the  books  people  want.  I  tried 
renting  a  library,  and  after  a  year  or  so  threw 
it  out.  It  was  a  money  loser.  I  established 
a  library  of  my  own,  and  that  also  lost  me 
money.  I  took  one  on  a  commission  basis, 
and  that  failed  to  develop  any  business.  If  a 
man  sells  books  he  does  not  want  a  circulating 
library  in  the  store  anyway.  I  took  the 
matter  up  because  my  chief  competitor  had 
one  and  I  needed  it  in  self-defence.  I  made 
a  lower  rate  than  his  contract  allowed  him  to 
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A  group  of  Farrington  ads. 
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do,  and  this  resulted  in  keeping  my  customers 
from  patronizing  his  library  and  even  brought 
some  of  his  trade  to  me,  but  as  a  library  for 
revenue  only  it  was  a  failure.  A  man  has  to 
do  such  things  sometimes.  But  if  possible  it 
were  better  to  leave  them  alone  and  spend  the 
time  and  energy  on  some  legitimate  line. 

Among  other  lines  which  I  developed  with 
great  profit  were  stock  foods  atid  veterinary 
remedies.  Sporting  goods  paid  for  a  time, 
but  finally  proved  unprofitable  on  account  of 
competition  which  specialized  in  that  line. 
Fancy  goods  were  thrown  out  for  lack  of 
room. 

TEMPTING  BUYERS. 

One  of  the  great  reasons  for  the  success  of 
the  department  stores  in  getting  women  into 
the  store  is  the  fact  that  they  always  have 
something  new  to  show  to  the  people.  A 
woman  likes  to  go  to  a  store  that  always  has 
attractive  little  specialties  on  exhibition  in  the 
way  of  new  things  at  popular  prices.  The 
drug  store  sells  as  many  lines  of  goods  that 
are  alluring  to  women  as  any  kind  of  a  store, 
but  the  average  druggist  does  not  take  pains 
enough  to  keep  something  new  out  in  a  con- 
spicuous place  so  that  there  is  always  a 
temptation  to  the  customer  to  buy. 

I  have  put  in  many  specialties  temporarily, 
pushing  them  as  long  as  they  attracted  trade 
and  moved  off  rapidly,  only  to  throw  them  out 
when  they  began  to  drag,  replacing  them  with 
something  different.  The  drug  store  cannot 
afford  to  give  up  space  permanently  to  slow- 
moving  novelties  and  goods  that  are  salable 
only  for  a  short  time. 

One  little  annual  plan  or  scheme  that  I 
inaugurated  that  became  a  success  as  a  busi- 
ness getter  was  an  "Annual  Talcum  Sale." 
One  week  in  May  each  spring  I  put  out  a 
special  offer  on  some  brand  of  talcum  powder, 
often  choosing  a  new  line  that  I  wanted  to 
introduce,  or  some  particularly  good  proposi- 
tion secured  by  a  quantity  purchase.  The 
price  made  always  allowed  a  good  profit, 
although  it  was  usually  an  offer  of  a  regular 
25-cent  box  for  about  15  cents.     One  season 

■ 

It  was  a  full  pound  package. 

I  offered  a  $2.00  cash  prize  to  schoolchildren 
for  the  best  advertisement  of  school  tablets 
^vritten  by  a  student  in  a  Delhi  school.  I 
specified  that  the  ad.  must  be  entirely  the  work 


of  the  child  submitting  it  and  that  it  must  be 
of  suitable  size  to  fit  my  newspaper  space. 
Here  are  the  two  winning  ads.,  the  judge  hav- 
ing decided  that  these  two  were  of  the  sarrie 
quality,  and  the  prize  being  divided  equally 
between  them: 

No.  1.    Tablets:   School  Tablets. 

Tablets  large  and  tablets  small, 
Tablets  here  for  one  and  all, 
Tablets  here  for  you  and  me, 
Tf  you  don't  believe  it,  come  and  see. 

Tablets  here  you're  sure  to  find, 
Cheap  and  of  a  better  kind; 
Farrington's  the  man  to  sell 
Tablets,  and  he  treats  you  well. 

Money  hack  if  you  want  it. 

No  2.     Attention! 

It  is  hard  for  some  children 
who  buy  tablets  to  deeide 
which  place  to  go.    If  you ' 
go  to  Farrington's  once,  you 
will  have  no  doubt  where  to  go 
in  the  future. 

Rough  and  smooth  paper.    . 
Pretty  and  fancy  covers. 
Come  and  look  them  over 
every  one. 

Farrington's  Drug  Store, 

Those  are  not  bad  advertisements  at  all  for 
a  school  child  to  write — in  fact  their  sim- 
plicity and  directness  is  something  of  a  model. 

A  little  plan  which  stimulated  the  sales  on 
writing  paper  was  the  use  of  the  offer  below. 
It  was  printed  on  both  sides  of  a  white  card, 
size  about  2  by  5  inches.  These  were  mailed 
to  the  ladies  in  bright-red  envelopes  which 
they  just  fitted. 

On  one  side  of  the  card : 

Use  This  Card. 

This  card  is  good  for  five  cents  to  apply 
on  a  purchase  of  either  of  the  pound-paper 
propositions  on  the  other  side  if  used  with- 
in ten  days  after  its  receipt. 

Farrington's  Drug  Store. 

(Over) 

On  the  other  side : 

The  Way  to  Buy  Writing  Paper. 

We  sell  a  fashionable,  linen  fabric  paper 
in  the  styhsh  shape  and  size  for  35  cents 
per  pound  of  100  sheets.  The  envelopes  to 
match  are  25  cents  for  fifty.  We  sell  the 
100  sheets  of  paper  and  50  envelopes  for 
50  cents. 

This  makes  this  fine  paper  cost  you  less 


204 


BULLETIN  OF  PHARMACY 


than  you  pay  in  buying  an  inferior  paper 
by  the  box. 

We  have  a  low-priced  fabric  paper  that 
we  sell  for  28  cents  for  80  sheets  of  paper 
and  50  envelopes.    This  is  a  great  bargain. 

Farrington's  Drug  Store. 

(Over) 

TEACHING  THE  GROCER  A  LESSON. 

Delhi  has  been  a  full-price  town  on  patents 
since  the  Spanish-American  war,  when  we 
made  the  imposition  of  the  tax  an  excuse  for 
raising  prices  to  list.  Recently,  however,  a 
cut-rate  grocer  came  to  town  and  proceeded  to 
stock  a  half-dozen  of  the  best  selling  proprie- 
taries which  he  immediately  advertised  at  cut 
rates. 

The  plan  that  I  devised  to  make  this  work 
as  much  as  possible  to  my  advantage  was  this. 
I  issued  a  circular  letter  to  all  of  my  mailing 
list,  covering  the  whole  town.  In  it  I  an- 
nounced : 

SOME  SPECIAL  PRICES, 

Here's  a  chance  to  save  some  money  at  Farrington's. 

We  offer  bargain  prices  as  below  for  a  time.  Look 
over  the  list  and  see  if  there  isn't  something  on  it 
that  you  need. 

Then  followed  a  list  of  the  cut-rate  patents 
at  the  same  prices  that  the  grocer  had  made. 
Also  I  included  a  number  of  other  specials. 

The  effect  of  this  letter  was  to  get  for  our 
store  the  credit  of  the  reduction  in  the  prices 
and  to  bring  us  the  business  on  them.  Our 
letter  reached  the  people  before  many  of  them 
had  read  the  cut-rate  newspaper  ad.,  and  while 
I  made  no  mention  of  the  matter  in  the  papers 
and  thus  avoided  antagonizing  the  grocer,  I 
got  the  business.  His  sales  were  so  slight  on 
the  patents  that  he  never  bought  a  second  lot. 

While  poetic  ads.  are  not  as  a  rule  very 
profitable,  still  something  of  the  sort  occasion- 
ally adds  spice  to  the  campaign.  Here  is  one 
that  I  had  printed  on  cards  and  mailed  to 
users  of  typewriter  supplies.  With  very  little 
change  it  may  be  made  to  fit  any  line  of  goods 
and  may  be  used  as  a  newspaper  advertisement : 

REMEMBER  JOHN! 

John  Jones  it  was  who  ran  a  bank 

And  ran  it  on  the  square. 
He  treated  all,  whatever  their  rank, 

In  manner  just  and  fair. 


He  borrowed  from  both  rich  and  poor 

Whatever  they  would  lend. 
He  loaned  to  all  who  were  secure 

And  wanted  cash  to  spend. 

But  though  so  square,  and  honest  quite, 

John  never  read  our  ad. 
And  now  his  bank  is  closed  up  tight, 

His   face  is  long  and  sad. 

Moral: 

I'hough  you  may  think  you're  short  of  naught 

That  we  can  well  supply, 
Remember  John,  and  don't  be  caught. 

Know  when  and  where  to  buy. 

Buy  typewriter  stuff,  stationery 
and  law  blanks  of  Farrington. 

Here  is  a  plan  that  I  used  to  stimulate  cash 
buying  and  to  promote  interest  in  the  candy 
department.  It  worked  very  satisfactorily  for 
a  time,  but  did  not  prove  a  permanent  success. 
The  public  seemed  to  tire  of  it.  The  offer 
read  as  follows: 

CANDY  FREE  FOR  YOUR  CHECKS. 

The  cash  register  checks  we  give  out  with 
all  cash  purchases  are  good  for  ten  per 
cent  of  their  face  value  in  exchange  for 
candy. 

For  instance,  when  you  have  bought  a 
dollar's  worth  of  goods,  your  check  can  be 
exchanged  for  ten  cents  in  confectionery. 

Why  not  get  the  benefit  of  this  offer? 

Anything  you  need  that  we  sell  ought  to 
save  you  some  money  on  a  candy  pur- 
chase. And  every  time  you  buy  candy, 
you  get  a  check  which  is  good  on  the 
next  lot  of  candy.  A  40-cent  purchase  of 
candy  gives  you  a  check  worth  4  cents  on 
the  next  candy  purchase. 

Save  your  checks! 

There  is  no  better  candy  anywhere  than 
we  sell,  and  we  guarantee  every  package 
to  be  fresh.  If  it  is  not  satisfactory  we 
will  give  you  back  your  money. 

Have  you  tried  the  Chocolate  Dipped 
Maraschino  Cherries  yet?  25  cents  a  box. 

The  best  business-getting  scheme  I  ever 
worked  and  the  ways  in  which  I  made  use  of 
the  cash  register  as  a  business-getter  will  be 
described  in  the  next  chapter. 

{To  be  continued  in  June.) 


How  the  Druggist's  Sundries  Are  Made. 

SECOND  PAPER :  TOOTH-BRUSHES. 

• 

Where  the  Bristles  and  the  Bone  Handles  Come  From,  and  How  the  Brushes  are  Made  by 
Hand  in  Europe— The  Bristles  Tied  in  by  Peasants  in  Their  Homes— Points 

to  Consider  in  Judgins  the  Goods. 

By  J.  ADDISON  BOWNE. 


The  editor  of  the  Bulletin  of  Phar- 
macy has  asked  me  to  prepare  a  paper  on  the 
manufacture  of  tooth-brushes.  Although  I 
have  been  engaged  in  the  importation  of 
brushes  for  upwards  of  thirty  years,  it  is  diffi- 
cult in  a  limited  space  to  describe  their  manu- 
facture, and  particularly  to  tell  how  they  may 
be  judged  and  selected  to  advantage.  The  re- 
tail druggist  has  so  many  different  articles  to 
look  after  that  it  is  almost  impossible  for 
him  to  give  enough  special  attention  to  tooth- 
brushes to  really  enable  him  to  determine 
their  quality. 

Furthermore,  this  is  a  technical  business, 
and  it  would  be  quite  out  of  the  question  for 
me  to  describe  adequately  the  points  necessary 
in  the  proper  selection  of  brushes.  This  re- 
quires years  of  study,  but  some  of  the  factors 
to  be  considered  are : 

1.  Quality  of  the  bristles. 

2.  Size  and  finish  of  the  bones. 

3.  Shaping  of  the  bones,  artistic  or  other- 
wise. 

4.  The  tout  ensemble.  The  general  appear- 
ance of  the  brush — does  it  please  the  eye,  is 
it  agreeable  to  handle,  etc.,  etc.  ? 

WHERE    THE    BRISTLES    COME    FROM. 

In  describing  the  manufacture  of  tooth- 
brushes, the  first  thing  to  consider  is  the 
bristles.  As  everybody  knows,  these  are  the 
hair  of  hogs  or  wild  boars.  Some  of  these 
boars  grow  to  an  immense  size  with  a  luxuri- 
ant growth  of  bristles  along  the  back.  The 
hogs  must  be  at  least  nine  years  old  before 
the  bristles  are  of  proper  length  and  character 
for  manufacturing  purposes,  and  even  then 
only  those  of  the  male  can  be  used. 

The  bristles  come  mainly  from  Germany. 
The  chief  market  is  the  Leipsic  Fair  every 
spring,  which  is  attended  by  the  largest  manu-* 
facturers  of  brushes  and  dealers  in  bristles. 
The  bristles  are  sold  in  casks,  and  the  manu- 
facturers wash,  sort  and  dress  them  for  their 


own  use.  Very  frequently,  if  the  color  does 
not  turn  out  to  be  as  white  as  desired,  acids 
are  used  to  bleach  the  bristles.  One  must  be- 
ware, however,  of  tooth-brushes  in  which  the 
bristles  are  too  white,  for  they  are  acid 
bleached,  and  in  the  process  the  life  of  the 
bristles  has  been  destroyed.  They  are  pretty 
to  the  eye,  but  are  not  durable.  Select  a 
brush  in  which  the  bristles  are  a  cream  white 
instead  of  a  dead  white. 

Some  of  the  best  manufacturers,  indeed, 
absolutely  decline  to  use  an  acid  bleach,  be- 
cause the  bristles  "mat'*  after  being  used  a 
few  times.  As  for  the  stiffness  of  bristles, 
many  of  the  most  prominent  dentists  depre- 
cate the  use  of  brushes  in  which  the  bristles 
are  extremely  hard,  claiming  that  their  con- 
tinued employment  cannot  do  otherwise  than 
affect  the  enamel  at  prominent  points.  They 
advocate  a  reasonably  stiff  brush,  but  one 
not  too  hard. 

THE  BONE   HANDLES. 

The  next  thing  to  be  considered  is  the  bones 
used  for  brush  handles.  These  are  secured 
from  the  United  States,  Australia,  and  the 
Argentine  Republic.  Until  within  the  last 
few  years  the  United  States  furnished  the 
larger  part  of  the  supply,  but  we  are  now 
killing  our  cattle  so  much  younger  than  we 
did  formerly  that  the  bones  are  smaller  and 
are  consequently  not  so  desirable  for  fine 
goods.  Manufacturers  have  therefore  been 
obliged  to  look  to  the  other  two  countries  for 
their  supplies  of  the  better  grades. 

For  fine  brushes,  such  as  those  made  in 
France  and  England,  the  thigh  bones  of  cattle 
are  more  largely  employed.  In  Japanese 
goods,  which  are  much  cheaper,  the  shin 
bones  are  more  generally  used. 

Every  year  both  bristles  and  bones  increase 
in  price.  This  is  because  the  demand  is  con- 
stantly increasing,  while  there  is  no  additional 
increase  in  the  supply.     So  far  it  has  seemed 
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impossible  to  find  a  substitute  for  bristles, 
but  it  would  look  as  if  some  other  material 
must  eventually  take  the  place  of  bone  in  the 
handle.  During  the  last  few  years  celluloid 
has  been  used  to  some  extent,  even  though  it 
costs  more  than  bone.  If  bone,  however,  con- 
tinues to  increase  in  cost,  it  seems  probable 
that  it  will  be  replaced  by  celluloid  or  some 
other  material  yet  to  be  discovered. 

MAKING  THE  BRUSHES. 

In  order  to  explain  the  method  of  manu- 
facturing bone  tooth-brushes,  you  will  un- 
derstand that  the  bones  employed  are,  with 
the  exception  of  cheap  brushes  or  those  of 
small  size,  the  thigh  bones  of  cattle,  each  one 
of  which  makes  six  tooth-brush  handles. 
There  is  much  scope  for  skill  and  art  in  the 
shaping  of  handles,  and  there  is  a  great  dif- 
ference between  brushes  in  this  respect.  After 
the  handles  are  shaped  they  must  be  drilled 
for  the  manufacture  of  the  brush  proper. 
First  the  face  of  the  brush  is  drilled,  and 
next  'the  longitudinal  holes  are  made;  the 
latter  start  at  the  end  of  the  head  of  the 
brush,  and  they  engage  every  one  of  the  lat- 
eral holes  previously  drilled.  This  drilling  of 
the  longitudinal  holes  is  a  question  of  hand 
labor  and  is  a  matter  of  real  difficulty.  This 
will  be  realized  if  you  will  take  into  consid- 
eration the  fact  that  the  drill  employed  is  in 
the  neighborhood  of  three  or  four  inches  in 
length,  and  has  about  the  diameter  of  an  ordi- 
nary pin.  Unless  it  is  very  carefully  manipu- 
lated, it  is  apt  to  fly  out  at  either  side  of  the 
brush  head,  in  which  event  the  piece  of  bone 
is  absolutely  spoiled  for  further  employment 
so  far  as  the  manufacture  of  a  tooth-brush  is 
concerned. 

After  this  shaping  and  drilling  have  been 
done,  everything  is  in  readiness  for  the  in- 
troduction of  the  bristles.  The  bones  so  pre- 
pared are  sent  out  to  people  within  a  radius 
of  ten  or  twelve  miles,  who  there,  in  their 
homes,  put  in  the  bristles.  This  work  is 
tedious  but  not  exceedingly  difficult. 

TYING  IN  THE  BRISTLES. 

In  the  first  place,  the  "mounter"  (as  the 
person  is  called  who  does  this  portion  of  the 
work)  must  insert  a  piece  of  cord  into  the 
longitudinal  holes,  and  at  the  last  hole  of 
the  row  nearest  the  handle  must  pick  up  the 


end  of  the  cord  with  an  excavating  needle, 
which  is  very  much  like  a  miniature  crochet 
needle.  He  must  then  tie  a  knot  in  the  end 
of  the  cord,  and  with  a  crooked  needle  force 
this  knot  beyond  the  last  hole,  which  thus 
can  serve  as  an  anchorage  for  that  cord. 
Then,  in  every  hole  in  the  brush,  he  must 
pick  up  his  cord  with  the  "crochet"  needle, 
making  a  loop:  with  his  fingers  he  now  takes 
the  necessary  amount  of  bristles,  slips  them 
under  this  loop,  and  pulls  the  thread  through 
the  longitudinal  hole  until  the  bristles,  with 
the  help  of  the  fingers,  are  in  position. 

From  the  foregoing  it  can  be  easily  seen 
that  the  stability  of  each  tuft  of  the  bristles 
depends  upon  the  proper  anchorage  of  the 
cords  at  both  ends.  If  the  "mounter"  should 
break  the  cord  in  attempting  to  force  too 
many  bristles  in  a  hole,  and  should  fail  to 
start  the  row  afresh,  the  entire  row  of  bristles 
is  improperly  fastened  and  is  likely  to  come 
out  during  the  first  few  times  the  brush  is 
used. 

The  next  operation  is  the  trimming.  This 
is  done  by  a  very  ingenious  machine,  and 
constitutes,  in  the  writer's  opinion,  the  great- 
est advance  in  tooth-brush  manufacture  dur- 
ing the  last  20  years.  After  this  come  the 
operations  of  polishing,  stamping,  boxing, 
etc.,  all  of  which  are  very  simple. 

THE   ENGLISH   OR    "WAX-BACK''   BRUSHES. 

In  the  English  style  of  brush,  that  having 
stripes  in  the  back  of  the  head,  the  process  of 
manufacture  is  the  same  as  the  French  up  to 
the  drilling  of  the  longitudinal  holes.  In- 
stead of  the  longitudinal  holes,  a  very  small 
circular  saw  is  used,  and  with  it  the  operator 
saws  about  half-way  through  the  back  of  the 
head,  each  groove  thus  made  engaging  every 
one  of  the  holes  previously  drilled  in  the  face. 
The  bristles  are  then  drawn  in  directly  with 
wire,  this  wire  lying  in  the  small  groove  or 
slot  made  by  the  saw.  The  slot  is  subse- 
quently filled  with  wax  and  rendered  im- 
pervious to  water — ^hence  the  term  "wax- 
back"  by  which  these  English  brushes  are 
known  to  the  trade. 

CELLULOID  BRUSHES. 

The  brushes  made  of  celluloid  are  almost 
entirely  manufactured  by  machinery,  and  the 
bristles  are  fastened  in  by  so-called  "anchors." 
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But  while  the  better  goods  of  this  class  have 
given  satisfaction,  there  have  been  imported 
so  many  cheaply  made  brushes,  in  which  the 
manufacturers  have  employed  very  poor 
bristles,  that  the  sale  of  the  better  grades  has 
fallen  off  considerably.  Even  with  these  bet- 
ter celluloid  goods,  the  bristles  are  inserted  in 
such  manner  that  the  purchase  of  them  is  a 
lottery.  This  is  for  the  reason  that  the 
"anchor"  is  such  a  very  thin  piece  of  steel 
that  in  forcing  the  bristles  into  the  holes  many 
of  them  are  cut  in  half — a  fact  that  is  not 
discovered  until  the  consumer  has  used  his 
brush  a  few  times,  when  he  has  that  disagree- 
able experience  of  having  the  bristles  come 
out  in  his  mouth. 

A   NEW   MACHINE. 

A  new  system  of  manufacturing  tooth- 
brushes by  machinery  has  been  brought  to  the 
writer's   attention.      The   bristles   are    forced 


into  the  holes  by  a  piece  of  soft  metal,  thus 
preventing  the  cutting  pf  the  bristles.  This 
metal  subsequently  hardens  and  absolutely 
locks  the  bristles  in  their  proper  position — 
locks  them  so  tightly'  that  it  is  next  to  im- 
possible to  pull  them  out  with  a  pair  of  pliers. 
Each  tuft  is  fastened  independently  of  all  the 
others.  This  is  an  American  invention,  and 
a  number  of  machines  are  now  in  process  of 
construction.  The  purpose  is  to  make  tooth- 
brushes both  with  bone  and  celluloid  handles, 
and  I  believe  that  we  shall  see  some  of  them 
marketed  very  shortly.  By  making  brushes 
in  the  United  States  by  machinery,  we  can 
overcome  the  proposition  of  cheap  foreign 
labor,  and  by  saving  the  40'per'Cent  tariff 
we  can  not  only  get  brushes  cheaper,  but  can 
in  addition  make  better  brushes  than  have 
ever  before  been  produced.  iSo  far,  however, 
practically  all  of  the  brushes  on  the  American 
market  have  been  made  abroad. 
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MY  BEST  PAYING  SIDE-LINE.** 


The  Third  of  an  Important  Sarlaa  of  Artlolaa  by  Different  DratftfUte  In  which  Each  Wrtter 
Telle  what  Claee  of  Ooode  hae  Paid  Him  Beet— Thle  Time  It  le  Kazore  and 

Shaving  Sappilee. 

By  CHARLES  W.  HOLZHAUER. 

Nawark*  N«  J* 


One  of  the  best  paying  side-lines  we  have 
featured  has  been  razors  of  all  kinds  and  shav- 
ing accessories.  Shaving  soaps,  brushes,  and 
lotions  have  always  been  sold  in  drug  stores, 
and  it  is  an  easy  step  to  add  to  these,  razors 
and  strops  and  all  the  other  items  which  are 
used  by  men  who  shave  themselves.  And  the 
fact  that  the  man  who  shaves  himself  uses  at 
least  a  half-dozen  different  articles,  gives  a 
very  good  opportunity  for  the  sale,  by  sugges- 
tion, of  several  of  them  at  one  time,  thereby 
increasing  the  volume  of  the  sale.  At  least 
half  of  those  who  buy  a  razor  will  buy  a 
strop,  and  who  cannot  make  a  sale  of  soap 
along  with  a  lather  brush?  Beside  these,  a 
hone,  extra  blades  if  a  safety  razor  has  been 
sold,  a  stropping  machine,  talcum,  witch-hazel, 
and  bay  rum  naturally  suggest  themselves.  A 
very  good  business  may  be  worked  up  in  the 


resharpening  of  old  blades.  The  effort  is 
worth  while,  for  all  shaving  supplies  as  a  rule 
pay  a  good  profit,  as  good  probably  as  any 
drug-store  side-line. 

USE  A  LEADER. 

To  call  attention  to  the  fact  that  we  are 
headquarters  for  shaving  materials,  we  make 
a  leader  of  a  razor  for  49  cents.  We  bought 
a  lot  of  razors  from  the  importers  which  we 
could  sell  at  this  price  and  still  make  a  profit. 
This  at  once  attracted  men  to  the  store.  Upon 
the  same  counter  upon  which  these  49-cent 
razors  are  displayed  we  show  razors  up  to 
$4.00.  Very  frequently  the  higher  priced  ones 
are  sold,  and  we  always  make  it  a  point  to 
show  them.  At  least  quarterly  we  make  a 
special  window  display  of  the  goods,  and 
always  keep  them  in  plain  sight  in  the  store 
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when  there  is  no  display  in  the  window. 
Working  with  the  window,  a  newspaper  ad- 
vertisement, preferably  on  the  sporting  page 
of  the  paper,  announcing  a  special  sale  of 
razors  will  bring  good  results. 

COOPERATE  WITH  THE  MANUFACTURERS. 

Nearly  all  manufacturers  are  glad  to  co- 
operate with  the  dealers  in  supplying  material 


arranged  a  window  exhibition  is  excellent, 
especially  of  some  novelty.  Here  again  ar- 
rangements can  often  be  made  with  the  maker 
of  a  razor  to  supply  a  competent  man  to  show 
the  goods.  We  have  had  splendid  results 
from  the  demonstration  of  a  self-honing  strop. 
Once  started,  a  steady  business  wilt  follow, 
for  men  who  use  safety  razors  are  continually 


A  dltplar  ol  shaTlDC  lupciltea  Id  the  window  ot  Charlo  Holihttuer. 


for  displays,  and  it  is  generally  very  attractive 
— signs,  cut-outs,  dummies,  and  mechanical 
figures.  Often  the  best  windows  can  be  made 
with  these  and  a  small  stock  of  goods,  thus 
avoiding  overstocking. 

Demonstrations  are  desirable.     If  it  can  be 


buying  blades  and  many  of  them,  to  say  noth- 
ing of  their  other  supplies  which  often  require 
replenishing.  The  point  is  to  keep  the  goods 
in  sight.  Let  people  know  that  you  have 
them  and  are  in  a  position  to  supply  all  their 
shaving  wants. 
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DOLLAR  IDEAS 


FILLING  JARS  OP  PETROLATUM. 

Henry  K.  Schwartz,  South  Bend,  Indiana: 
The  accompanying  etching  illustrates  a  water- 
bath  which  we  use  in  filling  jars  of  petrolatum 
plain  and  petrolatum  carbolated.     The  water 
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keeps  the  contents  hot  for  a  long  time.  The 
double  faucet  enables  one  to  drain  off  the  hot 
water  and  run  in  cold.  The  capacity  is  about 
fifty  pounds.  

CULTIVATING  THE  FARMER. 

Daisy  A.  Frick,  Audubon,  Iowa:  How 
many  pharmacists  find  it  hard,  on  busy  pre- 
scription days,  to  keep  the  customer  from  be- 
coming impatient  when  it  is  necessary  to  wait 
his  turn !  This  applies  more  to  drug  stores  in 
country  towns  where  people  rush  in  with  pre- 
scriptions on  Saturday  afternoon,  a  time  when 
the  farmers  and  farmers*  wives  come  to  do 
their  shopping  and  pay  their  weekly  visit  to 
the  physician.  Many  of  these  customers  are 
chronic  patients.  A  cold  and  stormy  day 
makes  them  rush  in,  and  they  are  anxious  to 
hurry  out  again.  Each  one  wants  his  pre- 
scription filled  right  away  so  that  he  can  get 
home- 
While  the  pharmacist  is  busy  dispensing 
the  prescription,  let  the  proprietor  or  the 
other  clerk  invite  the  customer  to  a  chair  and 
talk  to  him  about  his  stock.     Ask  him  what 


he  feeds,  their  general  condition,  etc.  Ask 
him  if  he  has  trouble  with  hogs,  whether  they 
are  suffering  with  worms,  etc.  Then  talk 
stock  food,  worm  remedies,  and  poultry  food. 

Almost  every  country  drug  store  carries 
stock  food  and  remedies  as  a  side-line.  And 
it  is  surprising  to  note  the  results  of  these 
personal  talks  with  the  farmers  while  they  are 
waiting  for  a  prescription  to  be  filled.  Many 
a  sale  can  be  made  that  would  otherwise 
escape,  and  these  customers,  once  made,  are 
usually  repeaters  for  the  same  line  of  goods. 

In  addition  to  the  personal  talk  on  the  in- 
side, a  nice  business  can  be  developed  by  driv- 
ing into  the  country  and  making  personal 
visits  to  the  homes  of  the  farmers,  soliciting 
sales  of  stock  foods  and  stock  remedies. 


AN  INGENIOUS  CORK  REMOVER. 

George  Sines,  Pomerania,  N.  J,:  Here  is  a 
simple  little  cork  remover  that  is  easily  made. 
Take  a  piece  of  wire  and  make  a  little  round 
finger  grip  in  the  end  of  it.  Set  the  other  end 
of  the  wire  on  a  solid  piece  of  iron,  and 
with  a  hammer  flatten  it  out  into  the  shape  of 
a  spear-head.     The  sides  of  the  spear  should 


be  sharp  and  should  taper  to  a  point,  but  the 
upper  surface  should  be  flat.  When  a  cork- 
screw won't  remove  a  tight  fitting  cork,  in- 
stead of  pulling  out  the  cork  piecemeal,  I  use 
this  spear  cork  remover.  I  force  the  head 
down  clear  through  the  center  of  the  cork, 
turn  the  finger  grip,  and  pull.  Out  comes  the 
cork. 


SELLING  CORN  PADS. 

Ray  S,  Sisson,  Decker,  Indiana:  When  a 
customer  asks  for  a  com  salve  or  remedy  and 
a  sale  is  made  of  a  ten-  on  twenty-five-cent 
item,  don't  stop  there.  Show  the  purchaser  a 
package  of  unmedicated  corn  pads.  Explain 
that  by  using  the  medicine  inside  the  pad  the 
drug  will  not  get  rubbed  off  and  will  have  a 
better  chance  to  act.  In  this  manner  the 
remedy  can  be  used  both  day  and  night,  thus 
hastening  the  cure.  Nine  times  out  of  ten 
you  can  make  an  extra  sale  in  this  way. 
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LETTERS 


This  is  where  our  readers  exchange  opinions  and 
practical  suggestions  with  one  another.  The  Editors 
are  always  glad  to  receive  short  letters  on  subjects  of 
mutual  interest. 

THE  COAT  SHIRT  RUINING  THE  DRUG 

BUSINESS. 

Dear  Billie: 

There  has  been  a  matter  of  great  import- 
ance on  my  chest  for  some  considerable  time, 
and  unless  I  get  rid  of  it  in  some  way  it  is 
liable  to  result  in  a  case  of  pneumonia  or 
worse. 

In  the  many  years  gone  by,  I  remember 
what  a  fine  return  we  received  from  various 

« 

hair  tonics,  and  what  a  large  number  of  men 
were  noticeably  bald-headed.  It  seemed  to 
my  young  eyes  that  nearly  every  man  past 
forty  was  more  or  less  bald,  and  that  we  had 
rich  material  to  work  on.  Many  and  many  a 
nice  preparation  costing  twelve  or  thirteen 
cents  we  unloaded  on  the  bald-headed  man  for 
one  dollar  per.  We  felt  proud  of  our  busi- 
ness sagacity,  and  frequently  we  wondered 
why  the  boss  didn't  raise  our  pay  when  we 
sold  five  or  six  bottles  in  one  week  and  then 
got  the  victims  as  steady  customers  for  many 
a  succeeding  bottle. 

Oft  re-entering  the  business  again  some 
years  ago,  my  first  thought  was  for  these  old 
income-bringing  fonnulas,  and  I  .proceeded  to 
make  a  variety  of  both  the  dry  kind  and  the 
wet  kind,  the  sticky  kind  and  the  quinine 
kind.  But  they  did  not  sell  well,  and  some 
men  even  insinuated  that  I  had  better  mind 
my  own  business  instead  of  always  suggest- 
ing that  my  "Hair  Invigorator"  would  do 
them  good.  I  became  discouraged  and  quit 
trying  to  sell  the  stuff,  but  I  did  not  quit  the 
problem,  and  I  will  now  bring  it  before  you. 

THE  COAT  SHIRT  is  the  sole  and  entire 
cause  of  all  our  loss  of  income  from  hair 
tonics,  and  we  must  organize  and  push  the 
coat  shirt  and  all  its  modifications  into  the  far 
western  sea.  Put  the  coat-shirt  people  out  of 
business!  If  we  break  them  let  us  extend  the 
hand  of  fellowship  and  set  them  up  in  the 
drug  business,  but  never  let  it  be  said  that  a 
set  of  men  who  will  work  nineteen  hours  a 
day  for  seven  days  in  the  week  and  all  the 
rest  of  the  year  for  less  compensation  than  a 


side  showman  at  a  circus  are  so  weak-kneed 
as  to  stand  this  curse  any  longer. 

Among  the  office  force  of  a  manufacturing 
pharmacist  was  a  man  of  fine  appearance  who 
was  asked  quite  often  to  chaperon  parties 
through  the  works.  It  was  his  custom  to 
keep  a  nice  shirt  of  the  old  top-and-bottom 
type  handy  in  the  back  office,  and  when  called 
on  to  come  to  the  front  and  chaperon  any 
guests  he  Hastily  slipped  on  his  fine  shirt  and 
was  ready  to  fare  forth.  It  was  noticed  that 
he  kept  getting  balder  all  the  time,  and  finally 
the  attention  of  the  whole  force  was  turned 
his  way  as  furnishing  a  very  interesting  sub- 
ject for  solution. 

Without  going  through  with  all  the  weari- 
some details  of  the  ^  story,  suffice  it  to  say 
that  it  was  finally  proved  beyond  reasonable 
doubt  that  the  whole  cause  of  the  man's  bald- 
ness was  the  friction  set  up  in  pulling  this 
shirt  over  his  head.  In  giving  it  a  quick 
flirt  off  and  on  he  very  'materially  raised  the 
temperature  of  his  hair  and  head,  induced 
dryness  of  the  scalp,  breaking  of  the  hair 
and  subsequent  baldness.  This  suggested  the 
manufacture  of  the  coat  shirt,  and  it  has  kept 
on  till  now  a  department  store  clerk  looks  in 
scorn  at  a  man  who  mildly  suggests  that  the 
"high-ball"  shirt  suits  him  the  best. 

Let  us,  then,  band  together  to  put  down 
this  menace.  And  in  conclusion,  Billie,  if 
your  head  is  bald,  very  bald,  it  redounds  to 
your  credit,  for  don't  you  see  that  the  baldest 
man  must  be  the  one  who  has  changed  his 
shirt  the  most  often? 

Down  with  the  coat  shirt! 

Meridian,  Miss.  GeO.  W.  STAPLE. 


A  REAL  3UICIDE  THIS  TIME! 
To  the  Editors: 

A  few  years  since,  when  I  was  clerking  in 
a  drug  store  in  the  central  part  of  Iowa,  a 
man,  a  stranger  to  me,  came  into  the  store 
and  asked  for  a  bottle  of  strychnine.  After 
selling  it  to  him  and  going  through  the  usual 
formalities  of  making  a  record  of  the  pur- 
chase of  a  poison,  he  asked  me  whether  it 
was  very  poisonous.  Of  course,  I  informed 
him  that  it  was,  and  that  it  would  kill  any- 
thing it  came  in  contact  with,  meaning  of 
course  animals. 

He  went  away,  and  I  thought  nothing  more 
of  the  deal  until  the  following  morning,  when 
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on  my  way  to  the  store,  I  learned  that  a  man 
had  committed  suicide  in  one  of  the  hotels 
during  the  night.  Being  curjous,  as  many 
people  are  about  such  things,  and  not  having 
far  to  go,  I  went  in  company  with  others  to 
the  room  where  the  suicide  was.  Much  to 
my  surprise,  I  found  the  man  to  be  the  iden- 
tical person  to  whom  I  had  sold  the  poison 
the  day  before.  There  he  was,  coat,  hat  and 
boots  off.  I  saw  one-half  the  strychnine  there. 
The  bottle  was  uncorked  and  lay  on  the  win- 
dow sill. 

I  said  nothing  to  anybody,  but  went  imme- 
diately to  the  store.  As  soon  as  my  employer 
showed  up,  I  told  him  the  circumstances,  how 
I  had  sold  the  man  the  poison  with  which  he 
afterward  took  his  life. 

It  is  needless  to  say  that  the  transaction 
was  not  wholly  satisfactory  to  the  proprietor 
because  of  the  unsavory  taint  and  the  very 
liberal  advertising  the  public  generally  gives 
the  drug  store  where  poison  is  obtained. 

The  man,  however,  ipust  have  been  an  old 
bachelor,  or  at  least  had  no  near  friends  or 
relatives,  for  much  to  our  surprise  and  quite 
luckily  for  us,  too,  no  one  ever  came  to  inquire 
into  the  matter.  Thus  we  were  saved  consid- 
erable embarrassment.    Arthur  E.  Pratt. 

Waukon,  Iowa. 


REMOVING  WALNUT  STAINS  FROM  THE 

HANDS. 

To  the  Editors : 

A  correspondent,  E.  A.  L.,  in  your  issue  of 
December,  1911,  asks  for  something  to  re- 
move walnut  stains  from  the  hands.  I  have 
had  many  inquiries  about  walnut  stains,  and 
some  years  ago  I  wrote  to  the  Chemist  and 
Druggist  of  Australia  for  information,  and 
the  editor  replied : 

"Two  things  occur  to  us  that  may  be  tried. 
First,  wetting  the  fingers  and  rubbing  them 
with  crystals  of  hyposulphite  of  sodium,  and 
then  dipping  them  in  a  dilute  solution  of  oxalic 
acid.  This  would  generate  SO2,  which  might 
bleach  the  stains.  Another  method  is  to  dip 
the  fingers  in  a  solution  of  permanganate,  al- 
lowing them  to  soak  for  a  few  minutes,  and 
then  dip  them  in  oxalic  acid.  We  have  found 
this  to  remove  many  obstinate  vegetable 
stains." 

The  former  treatment  was  fairlv  satisfac- 
fory  when  given  a  trial,  though  the  whole  of 


the  stain  was  not  completely  removed.  The 
latter  has  not  been  tried  here.  The  trial  of 
chlorinated  lime  was  not  a  success,  but  it  was 
not  tised  with  acetic  acid  as  suggested  by  your- 
self. J.  S.  DODDS. 
Akaroa/  New  Zealand. 


WHAT  ONE  STORE  DOES  ABOUT  SHORTER 

HOURS. 

To  the  Editors: 

From  time  to  time  I  have  read  articles  in 
your  journal  and  in  others  on  the  subject  of 
Sunday  closing.  Perhaps  the  method  in 
vogue  in  our  store  may  be  feasible  in  some 
other  store  similarly  situated. 

Our  Sunday  hours  are  from  S.tSO  a.m.  to 
12.30  P.M.,  and  from  5  to  8  p.m.  Every 
Sunday,  therefore,  this  store  is  closed  from 
12.30  to  5  p.m.  These  hours  were  arranged 
by  the  late  Mr.  Leo  Eliel  when  he  opened 
this  store  in  1900,  and  there  has  been  no 
change  and  practically  no  complaint  from  our 
patrons. 

The  force  works  as  follows:  There  are 
four  .of  us  in  the  store — manager,  senior 
clerk,  junior  clerk,  and  apprentice.  We  di- 
vide into  two  shifts.  One  Sunday  the  man- 
ager and  apprentice  are  on  duty;  the  next 
the  senior  and  junior  clerks  take  their  place. 
Thus  each  shift  has  every  alternate  Sunday 
entirely  free  of  duty. 

There  is  no  unity  among  the  stores  of  the 
city,  each  doing  as  the  owner  sees  fit,  and 
most  of  them  keeping  open  all  day. 

South  Bend,  Indiana.  EmiL   ReYER. 


PRICING  A  PRESCRIPTION. 

To  the  Editors: 

In  regard  to  the  pricing  of  the  prescription 
which  appeared  on  page  126  of  the  March 
Bulletin,  I  would  say  that  the  price  should 
be  computed  by  the  time  it  took  to  fill  the 
prescription  at  the  regulation  schedule  of 
$1.50  per  hour  and  twice  the  cost  of  the 
drugs.     The  prescription  reads: 

Strychnine  sulphate ^  grain. 

Extract  of  aloin 8  grains. 

Extract  of  belladonna 6  grains. 

Extract  of  cascara 24  grains. 

Make  48  pills. 

In  filling  prescriptions  of  this  description  it 
is  not  always  advisable,  however,  to  charge 
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exclusively  by  the  hour,  as  some  prescription- 
ists  can  work  a  great  deal  faster  than  others. 
I  think  a  fair  price  for  the  prescription  would 
be  90  cents.  Joseph  G.  Nixon,  Ph.G. 

Sylacauga,  Ala. 


FLORAL  DEPARTMENT. 


A  MALE  JOB. 

To  the  Editors: 

Please  try  to  find  room  for  this  one  in  your 
freak  column.     Don't  you  think  it  deserves 


it?  This  reminds  me  of  the  story  of  the 
woman  who  "fell  off  a  roof  and  injured  her- 
self on  the  back  porch." 

Marion,  Va.  CarsoN   DrUG  Co. 


ANOTHER  SWINDLER. 

To  the  Editors: 

I  wish  you  would  notify  the  readers  of  the 
Bulletin  of  an  alleged  doctor  who  is  work- 
ing the  druggists  of  this  State  very  smoothly. 
He  comes  to  a  druggist,  rents  a  space  in  his 
store,  tests  eyes  for  glasses,  and  sells  the 
glasses  out  of  his  case  if  he  cin  fit  people.  If 
not,  he  writes  a  prescription,  taking  the  money 
in  advance,  and  stating  that  the  glasses  will 
follow  in  a  few  days  from  a  certain  optical 
company  in  Dallas.  But  he  fails  to  turn  in 
the  order,  thus  getting  away  with  the  people's 
money.  If  he  could  be  located,  we  would  ap- 
preciate it  greatly.  City  Drug  Co. 

Wcatherford,  Texas. 


To  the  Editors: 

I  wish  to  say  that  I  am  a  reader  of  all  the 
pharmaceutical  journals,  and  that  I  find  the 
Bulletin  best  of  all.  I  think  it  by  far  the 
best  journal  published,  and  I  always  look  for- 
ward to  its  coming  at  the  beginning  of  each 
month  with  the  keenest  of  interest. 

West  Paris.  Maine.  L.  Y.  LoWE. 


I  am  paying  up  my  Bulletin  subscrip- 
tion to  May,  1913.  Your  journal  is  enjoyed 
by  us  knights  of  the  pestle  and  mortar,  from 
the  stories  of  Algernon  down  to  actual  for- 
mulas and  Dollar  Ideas.  With  kind  regards 
and  best  wishies  for  the  Bulletin  of  Phar- 
macy^ and  hoping  that  you  won't  forget  to 
jab  my  name  down  on  your  mailing  list,  I  am, 

Donaldsonville.  La.  ElmER  L.  GaUDET. 

The  Bulletin  is  a  source  of  a  lot  of  in- 
formation as  well  as  a  lot  of  pleasure.  I 
don't  see  how  any  department  could  be  im- 
proved. And  why  any  druggist  wants  to  cut 
out  the  humorous  part  is  more  than  I  can 
see;  for  we  have  little  enough  of  the  comic 
side  of  life  anyway.  I  always  enjoy  the 
Bulletin.  Gilbert  W.  Clarke. 

Verona,  Miss. 

I  am  writing  this  to  congratulate  you  on 
the  many  excellent  features  of  the  Bulletin. 
The  Bulletin  appears  to  be  a  necessity  to 
me.  My  pharmaceutical  digestion  is  always 
out  of  kilter  until  I  have  taken  the  monthly 
dose.  F.  W.  E.  Stedem. 

Philadelphia,  Pa. 

For  some  reason  or  other  I  failed  to  re- 
ceive the  Bulletin  this  month,  and  unless  it 
comes  very  shortly  I  shall  have  to  suspend 
business.  A.  J.  Strathis. 

Doylestown,  Pa. 

We  continue  to  find  the  Bulletin  the  best 
journal  yet,  and  don't  want  to  miss  a  single 
copy.  Turner  Cannon. 

McKenzie,  Tenn. 

The  Bulletin  seems  to  improve  with  every 
issue.    It  is  a  welcome  guest  once  a  month. 

Beaver  Falls.  Pa.  G.  M.  GrAHAM. 

I  receive  five  or  six  different  journals,  but 
yours  I  enjoy  the  most  of  all. 

Arthur,  Iowa.  JeSSE  HeNRICKSEN. 

The  best  of  the  drug  journals — the  Bulle- 
tin OF  Pharmacy! 

Brooklyn,  N.  Y.     A.  PATRICK  SpERO,  Ph.G. 
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PRIZE  SODA  FORMULAS. 

The  Soda  Fountain  conducted  a  contest  in  which  it 
offered  prizes  for  the  best  soda  beverages.  The  dis- 
pensers submitted  their  favorite  recipes,  with  the  full 
working  process,  explaining  each  step  in  detail,  the 
method  of  manipulation,  and  giving  a  descriptive  name 
for  each  beverage.  The  following  dish  was  awarded 
first  prize  of  $5.00: 

TURKISH-ITALIAN    SUNDAE. 

On  a  fancy  china  plate  place  two  16-to-the-quart 
disherfuls  of  ice  cream,  one  of  chocolate  to  represent 
Italy  and  the  other  of  peach  to  represent  Turkey. 
Over  the  chocolate  ice  cream  pour  a  ladleful  of 
crushed  bananas  and  a  like  amount  of  prepared  figs 
over  the  peach  ice  cream.  Around  the  base  of  the 
chocolate  ice  cream  place  halves  or  quarters  of  Italian 
cream  chocolates;  in  the  same  way  arrange  around  the 
peach  ice  cream  similar  sized  pieces  of  Turkish  paste. 
On  the  top  of  the  ice  cream  representing  the  Turks 
place  a  large  red  cherry  to  simulate  the  fez  or  red  felt 
or  cloth  cap  worn  by  the  Turks;  in  a  similar  manner 
place  on  top  of  the  chocolate  ice  cream  a  small  cube  of 
orange  to  mark  the  Italians.  On  the  dish  between  the 
two  cones  of  ice  cream  put  a  spoonful  of  whipped 
cream  colored  with  caramel  to  represent  the  war  cloud 
hanging  over  the  two  countries.    Sells  for  20  cents. 

This  formula  is  not  only  timely,  but  it  is  attractive 
to  both  the  eye  and  the  taste,   Why  not  feature  it? 

The  following  dishes  were  awarded  lesser  prizes : 

CHARLOTTE   RUSSE    NUTAE. 

Sweet  cream,  20  per  cent,  1  quart;  powdered  sugar, 
6  ounces;  extract  of  vanilla,  2  fluidrachms;  ice  cream 
powder,  2  teaspoonfuls;  chopped  nuts  (very  fine),  6 
ounces.  Mix  by  whipping  the  cream  until  almost  stiff 
with  the  sugar,  ice  cream  powder  and  extract ;  then  add 
the  chopped  nuts  and  whip  until  the  mixture  will 
stand.  Having  previously  made  ready  1  dozen  ice- 
cream saucers,  take  24  lady-fingers,  slice  them  into 
halves  and  place  four  of  the  halves  around  on  each 
saucer  and  fill  the  center  with  charlotte  russe.  Then 
take  a  small  quantity  of  whipped  cream,  colored  a 
light  red  or  pink,  and  decorate  the  dish,  topping  off 
with  a  maraschino  cherry.  Sell  this  for  15  cents.  It 
yields  a  nice  profit. 

METROPOLITAN   DESSERT. 

Into  a  tall  sherbet  glass  put  in  the  order  named 
1  ounce  of  maple  syrup,  a  ladleful  of  whipped  cream 
and  a  No.  16-to-the-quart  scoopful  of  vanilla  ice  cream. 
Over  the  ice  cream  place  a  ladleful  of  crushed  pecan 
nuts  and  top  with  whipped  cream  and  a  maraschino 
cherry.  On  one  side  of  the  dish  put  a  Nabisco  or 
brandywine  wafer. 

TRIPLE-FRUIT  SUNDAE. 

Into  a  sundae  glass  put  a  No.  16  disherful  of  ice 
cream,  pour  over  it  a  ladleful  of  crushed  pineapples, 
then  hollow  out  a  No.  6  cone  of  ice  cream  and  place  it 


on  top  of  the  ice  cream  first  put  on  the  dish.  Cover 
this  with  crushed  strawberry  and  decorate  with  mar- 
aschino cherries. 

This  makes  a  desirable  and  showy  sundae  and  can 
be  made  from  the  material  or  supplies  on  hand  at 
any  fountain,  large  or  small. 


SOME  VERY  PRETTY  DISHES. 

J.  B.  Clark,  writing  in  The  Liquid  Dispenser,  sug- 
gests several  recipes  for  soda  beverages.  They  are  new, 
extremely  tempting,  and  make  a  hit.  Druggists  will 
have  no  trouble  in  getting  the  prices  given  or  even  a 
nickel  more,  says  Mr.  Clark. 

CUBA    PARFAIT. 

Use  an  8-ounce  concave  glass  for  best  results.  Start 
by  putting  a  layer  of  pineapple  cubes  in  the  bottom  of 
the  glass,  then  one  small  disher  strawberry  ice  cream; 
flatten  this  even  with  a  spoon;  now  place  a  layer  of 
sliced  peaches  on  this;  again  one  small  disher  of 
vanilla  ice  cream;  now  sprinkle  some  whole  pecans  on 
top  and  dress  with  a  dash  of  whipped  cream  and 
cherry.     Charge  15  or  20  cents. 

ANGEL   PARFAIT. 

Start  in  the  same  way;  use  first  one  layer  of  straw- 
berry; one  small  disher  of  vanilla  ice  cream,  flatten; 
one  layer  of  crushed  orange;  one  small  disher  of  New 
York  or  vanilla;  sprinkle  ground  nuts  on  top;  dress 
with  whipped  cream  and  serve.    Charge  15  or  20  cents. 

DUCHESS    SUNDAE. 

Use  a  fancy  plate  for  serving.  Place  on  plate  slices 
of  pineapple;  on  top  of  this  one  disher  of  vanilla  ice 
cream  and  flatten  so  that  the  top  will  be  smooth;  cut 
slices  of  bananas  and  place  them  around  top  edge  of 
the  cream;  dress  with  whipped  cream  in  center  and  a 
cherry  or  strawberry.  Sell  for  15  cents.  It  is  a 
winner. 

SNOWMAN    SUNDAE    ( NOVELTY). 

Use  a  small  plate  for  serving.  Place  on  the  plate 
one  slice  of  pineapple;  then  one  disher  of  vanilla  ice 
cream,  well  rounded  for  body;  now  one  small  disher  of 
lemon  ice;  place  a  toothpick  to  hold  the  head  and 
body;  now  comes  the  arms  from  two  long-shaped 
marshmallows,  stuck  on  toothpicks  and  inserted  on 
each  side;  use  two  whole  red  raspberries  for  the  eyes 
and  half  of  a  cherry  for  nose  and  the  other  half  for 
mouth.    This  is  a  scream  and  sells  easily  for  25  cents. 

CRYSTAL  NUT  SUNDAE. 

Use  tulip-shaped  sundae  glass.  One  small  disher 
vanilla  ice  cream,  over  this  pour  small  amotmt  of 
chocolate  syrup,  add  another  small  disher  of  vanilla 
ice  cream;  over  this  put  a  ladle  of  fresh  fruit  salad 
and  sprinkle  with  whole  pecans.  Dress  with  whipped 
cream  in  center  and  top  with  cherry.  Sells  for  15 
cents. 

CHICAGO    SPECIAL. 

Use  champagne  sundae  glass.  One  twenty-to-quart 
disher  vanilla  ice  cream;  one  twenty-to-quart  disher 
strawberry  ice  cream;  one  twenty-to-quart  disher 
orange  ice.    Over  all  place  a  ladle  of  fruit  salad  and 
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top  with  a  dash  of  whipped  cream  and  cherry.    Sells 
for  ]3  or  20  cents. 

NEAPOLITAN    NUT   SUNDAE. 

Take  your  large  disher  and  fill  one-third  full 
of  vanilla  ice  cream,  then  one-third  full  of  chocolate 
ice  cream,  one-third  full  of  strawberry.  Here  you 
now  have  what  is  known  as  Neapolitan  ice  cream. 
Turn  out  in  sundae  glasses.  Use  any  desired  flavor, 
top  with  nuts  and  cream  and  cherry,  and  serve  for  15 
cents. 

MUTT  AND  JEFF. 

Slice  one  banana  and  lay  it  flat  in  a  split-banana 
sundae  dish.  Set  one  disher  chocolate  cream  at  one 
end,  and  the  same  amount  of  vanilla  ice  cream  at  the 
opposite  end.  Cut  another  banana  into  two  unequal 
lengths  and  place  it  upright  in  the  cream.  Top  each 
with  a  dash  of  whipped  cream.  One  fresh  marshmal- 
low  is  placed  on  top  of  each  banana.  Serve  with  a 
small  slice  of  orange  between  the  upright  bananas  and 
decorate  the  ice  cream  with  a  few  whole  cherries. 

If  desired,  a  loaf  of  sugar  saturated  with  brandy 
or  alcohol  can  be  placed  on  each  marshmallow  and  then 
lighted  when  about  to  serve. 

This  novelty  must  not  sell  for  less  than  25  cents. 

AMERICAN    BEAUTY. 

Use  tulip-shaped  sundae  glass.  Place  one  large 
disher  of  strawberry  and  vanilla  ice  cream  mixed  in 
bottom  of  glass.  Then  place  quartered  banana  strips 
on  each  side  of  the  glass,  coming  to  a  point  at  the  top. 
Use  plenty  of  crushed  cherries,  and  top  with  whipped 
cream  and  a  whole  cherry. 

Put  it  on  your  menu  for  20  or  25  cents. 


THE  FUNCTION  OF  THE  SODA  FOUNTAIN. 

Not  long  ago  the  Boston  Medical  and  Surgical 
Journal  printed  an  editorial  on  the  soda  fountain 
which  we  are  glad  to  reproduce.  Our  readers  will 
find  in  it  some  unusually  good  text  for  a  booklet 
devoted  to  the  soda  fountain: 

"Few  popular  American  inventions  are  more  char* 
acteristic  of  the  national  genius  than  the  soda  foun- 
tain. It  is  practical,  it  is  simple,  and  it  serves  a  useful 
purpose.  When  hot  weather  comes,  the  normal  phys- 
iologric  instinct  is  to  drink  more  freely  than  at  other 
times.  Water  is,  of  course,  the  standard  human  bev- 
erage; but  it  is  not  always  easy  to  get  good  water,  and 
the  human  passion  for  variety  craves  something  with 
a  different  flavor.  This  desire  for  a  new  taste  was 
probably  at  the  bottom  of  the  earliest  use  of  alcoholic 
liquors;  the  constitutional  effects  were  a  secondary 
affair.  There  arc  still  those  who  seek  to  quench  the 
increased  thirst  of  hot  weather  with  wine  or  beer. 
But  if  alcohol  is  a  bad  drink  at  all  times,  it  is  worse 
when  the  thermometer  is  highest.  With  their  innate 
good-sense,  therefore,  the  majority  of  the  American 
people  turned  from  the  bar  in  quest  of  harmless  and 
thirst-slaking  drink,  and  the  problem  of  their  search 
was  solved  by  the  soda  fountain. 

"The  soda  fountain  bubbles  with  the  versatility  of 
the  American  character.  It  contains  many  possibilities 
within  its  limited  compass.    Originally  it  was  designed 


merely  to  dispense  aerated  water  flavored  with  various 
fruit  extracts.  The  effervescence  and  the  flavor  con- 
tributed the  two  essential  elements  of  a  refreshing 
drink.  Gradually,  however,  new  elements  were  added. 
The  same  American  genius  which  had  shown  itself  in 
the  invention  of  the  cocktail,  found  in  the  domain  of 
temperance  drinks  a  new  field  for  ingenuity;  new 
mixtures  and  combinations  were  devised,  until  now 
the  nomenclature  of  the  soda  fountain  is  as  complex 
as  that  of  any  science.  In  the  first  place,  there  still 
remains  the  fundamental  category  of  plain  sodas : 
then  there  are  all  these  plus  ice>cream  or  plus  phos- 
phates, or  plus  an  egg  or  plus  any  two  or  three  in- 
gredients. The  addition  of  the  egg  was  an  important 
step,  for  that  introduced  the  element  of  nutrition. 
Many  a  hustling  American  business  man,  who  would 
formerly  have  gulped  a  whisky  raw,  followed  by  a 
chaser,  or  would  have  gone  empty,  now  drinks  his  egg 
phosphate,  and  returns  to  his  business  refreshed  and 
to  his  home  good  tempered.  The  soda  fountain  has 
helped  the  morals  and  the  health  of  the  American 
people. 

"There  are  numerous  other  mixtures  with  strange 
names  and  unfathomed  composition — the  sundaes  and 
the  fizzes  and  the  freezes  and  so  on.  Most  delectable 
perhaps  is  the  lime  freeze,  made  of  lime-juice,  mint, 
ice,  and  soda  water,  a  perfect  substitute  for  the  per- 
nicious and  seductive  mint- julep.  It  is  in  the  prep- 
aration of  these  mixed  drinks  that  one  sees  the  soda 
fountain  at  its  best.  The  decorative  stand,  the  mys- 
terious compartments — from  which  fluid  flows  on  the 
pressure  of  a  knob,  as  Faust's  wine  flowed  from  the 
table — ^the  tinkle  of  glasses,  the  cool  clink  of  ice,  the 
fizz  of  the  soda,  have  all  the  fascination  of  a  fully 
equipped  bar;  and  the  attendant,  in  white  duck  coat 
and  apron,  tossing  a  dash  of  phosphate  into  your  drink 
and  then  shaking  the  whole  to  a  foaming  mixure,  as- 
sumes all  the  friendliness  of  the  bartender  without 
any  of  the  latter's  diabolic  possibilities. 

'The  soda  fountain  has  few  objectionable  qualities, 
and  these  are  far  outweighed  by  its  merits.  It  is 
clean,  it  is  wholesome,  it  is  attractive.  It  combines 
cheapness  and  convenience  with  beauty  in  its  min- 
istration to  human  thirst.  It  is  perennial,  for  it  can 
dispense  a  whole  new  category  of  hot  drinks  in  winter. 
It  is  a  great  civilizing  agent,  a  triumphant  manifesta- 
tion of  clear-headed,  practical  American  genius." 


"KOKO  CREME*'— A  POPULAR  SODA-FOUN- 
TAIN SYRUP. 

During  an  experience  of  twenty  years  operating  a 
soda  fountain  in  connection  with  a  retail  drug  store 
in  a  small  town,  Charles  R.  Rhodes  has  tried  numerous 
syrup  formulas  under  fanciful  names.  But  all  have 
been  discarded  except  one,  Koko  Creme,  which  has 
grown  steadily  in  popular  favor  since  its  introduction 
eighteen  years  ago. 

Believing  that  a  flavor  which  has  proved  palatable 
to  many  of  his  patrons  for  such  a  long  period  might 
be  profitably  used  by  pharmacists  in  other  localities. 
Mr.  Rhodes  submitted  the  formula  at  the  last  meetirg 
of  the  Pennsylvania  Pharmaceutical  Association. 

For  a  glass  of  soda  water,  mix  a  sufficient  quantity. 
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about  1}^  ounces  of  equal  parts  of  chocolate  and  vanilla 
syrups,  and  add  one-half  ounce  of  pure  cream. 

In  dispensing,  be  careful  to  have  the  flavoring  in- 
gredients thoroughly  mixed  with  the  carbonated  water 
and  serve  with  a  foam. 

The  syrups  are  prepared  as  follows: 

Chocolate — 

Powdered  chocolate 8  ounces. 

Granulated  sugar 8  pounds. 

Shredded  gelatin H  ounce. 

Water 6  pints. 

Dissolve  the  gelatin  in  the  water  cold,  heat  to  the  boiling 
roint,  then  add  seven  pounds  of  sugar  and  stir  until  dissolved. 

To  this  solution  add  the  powdered  chocolate,  which 
has  been  slightly  triturated  with  the  remainder  of  the 
sugar,  boil  for  ten  minutes,  stirring  constantly  with  a 
wooden  spoon  or  paddle. 

If  necessary,  add  sufficient  water  previously  boiled 
to  make  the  finished  product  measure  ten  pints  and 
then  pass  it  thorugh  a  wire  milk  strainer.  Chocolate 
syrup  prepared  by  this  process  meets  all  the  require- 
ments for  soda  fountain  use.  It  is  smooth,  of  proper 
density,  and  will  not  readily  ferment.  It  should  be 
kept  in  tightly  stoppered  quart  or  half-gallon  bottles 
and  thoroughly  shaken  when  dispensed. 

The  vanilla  syrup  is  prepared  by  dissolving  one-half 
ounce  shredded  gelatin  in  one-half  gallon  of  water, 
cold.  Heat  to  the  boiling  point,  add  seven  pounds  of 
granulated  sugar,  dissolve,  add  sufficient  water  to  make 
one  gallon  and  strain.  When  cold  add  four  ounces  of 
vanilla  extract. 

The  chocolate  and  vanilla  syrups  thus  prepared  can 
be  used  when  these  flavors  are  called  for  separately 
and  need  only  be  mixed  when  koko  creme  is  requested. 
The  gelatin  is  an  excellent  foam  producer,  free  from 
the  objectionable  properties  of  soap-bark  preparations 
for  similar  use. 

When  these  syrups  are  combined  as  directed  to  make 
koko  creme,  the  result  is  a  wholesome  delicious  bever- 
age that  tastes  similar  to  the  old  time  chocolate  drop. 
The  drink  can  be  sold  profitably  at  five  cents  a  glass 
and  will  doubtless  prove  a  winner  at  any  soda  fountain 
where  it  receives  a  fair  trial. 


SELECTED  FORMULAS. 

FEACH   PUTF. 

Into  an  attractive  bonbon  dish  put  a  ladleful  of 
crushed  peaches.  Fill  in  with  half  vanilla  cream  and 
half  peach  cream.  Top  with  whipped  cream,  over 
which  sprinkle  some  dry  English  walnuts.  On  the 
crest  put  two  maraschino  cherries. 

CHOCOLODA. 

Put  into  a  12-ounce  mixing  glass  one-fourth  full  of 
cracked  ice,  2  ounces  of  chocolate  syrup  and  1  ladleful 
of  marshmallow  dressing.  Then  fill  the  glass  with 
good,  rich  milk,  shake,  strain  into  a  12-ounce  glass  and 
add  one  20-to-the-quart  disherful  of  ice  cream  (choco- 
late or  vanilla)  on  top.  Serve  as  an  egg  drink.  Sells 
for  20  cents. 

PINEAPPLE  BLEND. 

A  contributor  sends  the  following  formula  with  the 
statement  that  during  the  winter  she  finds  that  soft 
drinks  made  without  carbonated  water  sell  the  faster 


and  are  liked  better  by  the  people;  mix  well  together 
and  place  on  ice  1  otmce  of  pineapple  extract,  1  ounce 
of  orange,  1  otmce  of  tartaric  acid  solution  (8  ounces 
of  tartaric  acid  to  1  pint  of  water),  1  quart  of  simple 
syrup  (10  pounds  to  1  gallon  of  water),  ^^  ounce  of 
yellow  color  and  2  quarts  of  clear  water.  Serve  in 
8-ounce  glasses.  At  5  cents  per  glass  it  yields  a  good 
profit. 

FROZEN   ORANGE  BASKETS. 

Cut  an  orange  into  the  shape  of  a  basket  with  a 
handle.  Cut  out  the  inside  of  the  orange,  leaving  a 
little  of  the  juice.  Then  fill  the  basket  with  ice  cream 
and  top  off  with  a  cherry,  or  two.  The  baskets  can  be 
made  and  frozen  as  wanted,  or  they  may  be  made  to 
order;  they  should  not  be  frozen  too  hard.  Slice  off  a 
little  from  the  bottom  so  that  the  basket  will  stand 
upright 

FRUITADE. 

Squeeze  the  juice  of  half  an  orange  into  a  mixing 
glass  and  add  1  ounce  of  orange  syrup,  1  ounce  of 
cherry  syrup,  cracked  ice,  and  a  dash  of  solution  of 
acid  phosphate.  Fill  the  glass  with  carbonated  water, 
mix  well  and  strain  into  a  10-ounce  glass;  top  off 
with  cracked  ice  and  a  maraschino  cherry.  Sells  for 
5  cents.  Instead  of  using  cracked  ice  and  cherry  syrup 
one  can  employ  one  16-to-the-quart  dipperful  of  orange 
ice  on  top  and  dispense  the  mixture  as  "orange  float.'' 

SWEET   ENJOYMENT. 

To  one  pint  of  pineapple  syrup,  add  eight  ounces 
of  vanilla  syrup,  eight  ounces  of  raspberry  syrup,  and 
twelve  ounces  of  strawberry  syrup,  and  mix  thoroughly. 
To  serve,  draw  one  and  one-half  ounces  into  a  twelve- 
ounce  glass,  add  one  ounce  of  sweet  cream,  and 
fill  with  carbonated  water. 

BANANA   CREAM    SHAKE.  . 

Into  a  mixing  glass  draw  one  and  one-half  otmces 
of  fresh  banana  syrup  (simple  syrup  or  peach  syrup 
may  be  used),  into  this  slice  one-half  a  banana  in 
very  thin  slices.  Add  a  portion  of  ice  cream  and  fill 
with  milk  and  shake.  Pour  without  straining  into  a 
twelve-ounce  glass  and  serve  with  a  spoon.  This  may 
be  topped  with  whipped  cream. 


A  BRIEF  SODA  AD. 


"Sherwood's  Drug  Bulletin,"  a  store  paper  pub- 
lished in  Cleveland,  had  a  little  announcement  of  its 
soda  fountain  that  invited  patronage.  It  reads  as 
follows : 


The  Soda  Fountain. 

The  Soda  Fountain  continues  to  sizzle 
as  if  it  were  mid-summer.  The  appetizing 
morsels  and  toothsome  dainties  as  prepared 
by  our  sldlled  dispensers  are  much  appre- 
ciated, as  evidenced  by  the  increased  pat- 
ronage we  are  enjoying. 

The  Nutritious  Malted  Egg  Drinks  as 
we  prepare  them  are  steadily  growing  in 
popularityr.  Healthful  and  appetizing  as 
they  are,  there  is  little  wonder.  All  our 
syrups  are  made  from  pure  granulated 
sugar  and  flavored  with  crushed  fruit 
They  are  pure  and  wholesome.  Every 
drop  of  our  soda  water  is  filtered — ^you  can 
drink  it   freely  because  it*s  clean. 
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reproducti 
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of  druggisif  adverliting  are  solicited  for 
or   comment   in   this   department   of   the 


An  Unusual  Store  Paper. — 

A  somewhat  novel  store  paper  is  distributed  by  ttte 
Key  West  Drug  Co.,  of  Key  West,  Florida.  It  is  en- 
titled the  "Key  West  Booster,"  and  is  printed  partly 
in  English  and  partly  in  Spanish.  Aside  from  several 
articles  of  local  interest  are  a  liberal  supply  of  jokes. 
We  reproduce  one  of  the  ads  : 


Thia  Helped  the  Prescription  Department — 

Schlintz  Bros.,  of  Appleton,  Wis.,  recently  arranged 
a  display  of  drugs  and  chemicals  in  the  window.    It  did 


more  to  develop  the  business  of  the  prescription  de- 
partment than  any  other  plan  they  ever  tried. 
On  the  left  was  a  sign : 


YOOR  DOCTOR  KNOWS 
Your   individual    requirfoienii.      Brtn 
prCKriptlan    btct.     It   will    be    filled 


Another  sign  on  the  right  read : 


No   medicin 
■redienu  ■ 
Idnd  you  K. 

MEDICINES 
e    can    be    good   u» 
«  of  full  .irenph. 
t  bire. 

«»    the   in. 

Th.fs  the 

KEY  WEST  DRUG  CO. 


DRUOS-That'B  our  business~Vou 
can  accuae  us  of  'TootlnK  our  own  horn" 
If  you  want  to  but  we  arc  proud  of  the  re. 
cord  we  have  made  tn  this  line  of  business. 

Since  the  organization  ot  this  business 
9  years  ago  it  haa  been  the  sole  Intention 
ot  the  management  to  give  to  Key  West  a 
store  second  to  none  In  the  state.  No  stone 
has  been  left  unturned.  No  expense  has 
been  spared  to  cany  out  these  Intentions, 
and  today  we  are  operating  two  stores, 
and  they  are  Iwth  winners,  because  we 

k  to  the  drug  buslncss~we  arc  not 


nrtnnct-MklfNtlH 

KEY  WEST  DRUG  CO. 


In  the  center  of  the  trim   was 
chemicals  and  a  few  samples  of  drugs.     A  scale,   a 
graduate,  mortar  and  pestle  completed  a  display  of  a 
strictly  pharmaceutical  nature. 
An  Excellent  Prescription  Ad. — 

We  are  reproducing  herewith  an  excellent  enclosure 
for  prescriptions.  It  is  used  by  Messrs.  Wilkinson  & 
Co.,  prescription  druggists,  of  Keokuk,  la.    No  discus- 


A    whole    page    was    devoted    to   this    appeal    for 
business. 
Politics  in  Pharmacy. — 

Politicians  have  given  A.  J.  Strathie  of  Doyles- 
town.  Pa.,  a  cue  for  a  very  readable  ad.  It  occupies 
only  about  two  inches  in  the  newspaper,  but  has  at- 


D«„FrienJ: 

1 

■bowB  in  Ibis  my  of  your  renwd  Mi!  na*id  («  out  on- 

We  l»T.  dhI  die  nrr  pur. 
«eiy  dettU  at  tlH  onbr  imptiddj 

t  dni.  ud  (oUowed 

Should  DW  eSoct.  be 
tolHM.«.b.Udeemou 

ol*aru 

xinbehnniroubKk 
JouUt  fortune. 

You«« 

wttulr 

4ZIM>ln9n«. 

K«kuk.lo-.. 

WIUCINSON&CO. 

P,wip>ii»DnW^ 

We  belieTe  in 
"INITIATIVE" 

"REFERENDUM" 

ud  "RECAU" 

You  Bke  die  "mniATIVE"  ud  viot  onr 

I"  our  foode  to  tou  tot  yam 

All  TOUT  CAUS  at  ow  iton  an  uabiea  to 

Soounedup — 

"  ll'a  a  ptsuure  (orvi  to  pleua  ym." 

HULSHIZER'S  PHARlUa, 


sion  is  necessary.  The  enclosure  is  3^  by  4  inches  in  tracted  no  little  attention.  It  seems  Mr.  Strathie  hit 
dimensions  and  must  impress  the  recipient  with  the  care  upon  the  idea  one  day  while  talking  politics  with  a 
with  which  the  prescription  has  been  compounded.  lawyer  in  his  town. 
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CAPSULES  OF  SCIENCE 

Prepared  by  Pkof.  W.  L.  Scovillk. 


The  Unseen  and  Unknown. — 

D.  Berthelot  says  there  are  four  classes  of  ultra- 
violet light-rays.  The  longest  are  those  from  the  sun, 
which  do  not  destroy  germs  directly  but  have  a  chem- 
ical action.  Medium  and  extreme  ultraviolet  rays, 
which  are  produced  by  arc  lamps,  are  germicidal  and 
also  induce  chemical  actions,  and  these  two  di£Fer 
chiefly  in  the  nature  of  the  chemical  changes  which 
they  induce^  Finally  there  are  "unknown"  and  very 
short  rays  which  are  so  readily  absorbed  that  they 
have  escaped  study  thus  far. 

Tincture  of  Gentiui. — 

The  natural  emulsion  of  gentian  root  is  stated  by 
Bourquelot  and  Bridel  to  be  insoluble  in  alcohol,  yet 
10  cause  hydrolysis  of  the  gentiopicrin  by  simple  con- 
tact in  90-per-cent  alcohol.  The  emulsion  itself  is  solu- 
ble in  SO-per-cent  alcohol  and  in  lower  strengths,  but 
ils  activity  is  not  prevented  by  flO-per-cent  alcohol,  al- 
though it  is  insoluble  therein.  Hence  a  truly  stable 
tincture  of  gentian,  which  contains  the  full  amount  of 
gentiopicrin,  can  only  be  obtained  by  treating  the  drug 
with  boiling  alcohol. 

Kesnlts  vs.  Froth. — 

German  chemists  have  found  that  the  best  deans- 
ins  results  from  soaps  come  from  a  tallow  soap.  Next 
in  order  come  soaps  made  with  liquid  vegetable  oils, 
then  come  cocoanut  and  palm  oil  soaps,  and  last  are 
'win  soaps.  The  strength  of  the  soap  solution  has  a 
great  influence  also,  the  best  results  being  obtained  with 
a  solution  containing  from  0.3  to  0.4  per  cent  of  soap. 

The  Heaaure  of  a  Poison.— 

J.  Traube  says  that  poisons  change  the  surface  ten- 
sion of  colloidal  solutions  very  markedly,  and  argues 


¥bb  Acoun'  Hbbtiho  op  thb  A.  Ph.  A.— DeUTBr  la  to  be  the 
Pl^ov.  Aad  the  oonTentloQ  proixilAeft  to  be  one  of  uniuuftl  In- 
tOHL  Amonc  otber  thlnsi  ■  trip  will  be  uruiced  to  the 
"eumnilt  ot  the  OonUnental  DlTidB,"  the  hlshest  point  reached 
br  >  itaudaid  cni«e  railroad  In  America.  The  train  Is  here 
•Irawii  wUh  •ome  cf  the  i  ~     ~ 

>Miall  about  thsi 


Thb  AnauHT  Mbktihd  op  tub  A.  Ph.  A.— Here  we  have  a 
view  ot  "  Yankee  Doodle  tdke."  which  Is  lo  be  leeu  on  the  rail- 
road trie  montlooed  in  connection  with  the  other  cat  on  thla 
pace.  The  water  la  of  unfatbomed  depth,  emerald-sreen  In 
color,  and  lO.ODO  teet  above  the  sea  level.  All  about  It  la  a  vea- 
tore  ot  beantlfol  auow  even  in  the  warm  mmmer  wetither. 

that  because  of  such  changes,  which  in  turn  induce 
other  changes,  the  action  of  poisons  is  physical  and  not 
chemical,  and  that  the  greater  the  change  of  physical 
condition  which  the  poison  produces,  the  greater  is  its 
toxicity.  For  instance,  corrosive  sublimate  shows  a 
change  in  surface  tension  in  1  part  in  3,000,000,  while 
potassium  iodide  shows  it  in  1  part  in  400,000. 

Rational  Therapeutica. — 

The  condition  of  the  body  materially  modifies  the 
action  of  drugs,  according  to  W.  Salant.  Starvation 
increases  the  toxic  action  of  cocaine,  strychnine,  and 
phenol,  but  decreases  that  of  phosphorus.  Alcoholism 
makes  the  body  more  susceptible  to  atropine  and  lead, 
and  decreases  the  elimination  of  caffeine.  Fatigue 
often  increases  the  susceptibility  to  poisons,  and  fevers 
modify  the  action  of  drugs,  perhaps  through  the  in- 
creased temperature.  Hence  the  action  of  a  drug  in 
health  only  suggests  what  its  action  in  disease  may  be. 

Another  Theory  Knocked. — 

Two  German  chemists  claim  that  in  chemical  re- 
actions of  the  metals  there  are  split  off  negatively- 
charged  electrons,  which  in  many  cases  escape  and 
contradict  the  theory  of  the  indestructibility  of  matter. 
In  such  case  stoichiometrical  calculations  are  not  ac- 
curate, since  fragments  of  atoms  escape  and  are  lost. 

How  to  Walk.— 

J.  Amar  says  that  the  conttmiption  of  oxygen  in 
excess  of  that  in  quiet  represents  the  energy  required 
in  walking,  and  from  this  he  figures  that  the  most 
economical  expenditure  of  energy  occurs  when  a  man 
walks  at  the  rate  of  about  three  miles  per  hour,  and 
takes  80  to  ISO  steps  per  minute. 

Electromulsions. — 

A  German  chemist  says  that  oil  emulsions  owe  their 
stability,  in  part  at  least,  to  electrical  repulsion  of  the 
minute  oil  particles  which  prevents  their  coalescing. 
The  addition  of  an  electrolyte,  or  the  passing  througb 
the  emulsion  of  a  current  of  electricity,  neutralizes 
this  repulsive  action   and   destroys  the  emulsion. 
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QUERIES 


L 


Information  is  £^ven  in  this  department  under 
the  folUnving  conditions  only:  (/)  No  queries  are 
answered  by  mail;  (2)  queries  must  reach  us  be/ore 
the  isth  of  the  month  to  be  answered  in  the  Bui«i«^ 
TIN  of  the  month  following:  (j)  inquirers  must  in 
every  instance  be  regular  subscribers;  and  {4) 
names  and  addresses  must  be  affixed  to  all  com- 
munications. 


Nickel-plating  Brass  Lamps. 

E.  B.  K.  wants  to  know  the  process  for  nickel- 
plating  the  brass  trimmings  and  lamps  on  automobiles 
permanently. 

Brass  or  copper  is  sometimes  brightened  before 
entering  to  the  plating  bath  by  dipping  it  momentarily 
in  nitric  acid  diluted  with  about  20  parts  of  water, 
and  quickly  rinsing  it  in  running  water.  It  should 
be  placed  in  circuit  immediately  after  this. 

The  hand  must  not  come  into  contact  with  any 
part  of  the  work  after  removal  from  the  alkali,  as 
the  slightest  touch  may  spoil  all. 

On  removal  of  the  plated  work  from  the  plating 
bath  it  should  be  quickly  rinsed,  without  handling,  in 
cold  water,  then  transferred  to  hot  water,  which  will 
cause  it  when  taken  out  to  dry  quickly  and  perfectly. 
If  the  finished  work  is  to  present  a  smooth  polishing 
surface,  it  must  present  such  a  surface  before  entering 
the  plating  bath.  Nickel  is  hard  and  will  not  readily 
submit  to  a  burnishing  tool. 

When  the  work  is  placed  in  circuit  in* the  plating 
bath  (and  it  should  not  be  permitted  to  remain  many 
moments  in  the  bath  without  being  placed  in  circuit) 
it  should  be  moved  about  to  free  it  from  bubbles. 

The  process  of  nickel-plating  is  a  simple  one,  and 
by  a  little  practice  and  proper  attention  to  the  require- 
ments, the  bath  may  be  worked  month  after  month, 
and  the  metal  deposited  smoothly  and  with  certainty. 

POKKULA. 

Double  sulphate  of  nickel  and 

ammonium  5  to  8  parts. 

Water 100  parts. 

Dissolve  the  nickel  double  salt  in  above  quantity  of  water 
with  the  aid  of  heat.  Cautiously  add  ammonia  or  the  ammonium 
sulphate,  until  the  solution  is  neutral  to  test  paper.  This  solution 
should  be  maintained  as. nearly  neutral  as  possible  in  use.  This 
is  commonly  known  in  the  United  States  as  the  Adams  solution. 
It  is  in  very  p^eneral  use  by  nickel-platers  throughout  the  United 
States,  and  yields,  where  properly  managed,  excellent  results. 

For  a  description  of  the  battery  used  and  for  sev- 
eral other  processes,  consult  the  Scientific  American 
Cyclopedia,  published  by  Munn  &  Co.,  New  York. 


A  Percentage  Problem. 

B.  P.  submits  the  following  queries:  "How  much 
iodine  is  there  in  one  grain  of  potassium  iodide;  also 
in  one  drachm  of  syrup  of  ferrous  iodide?" 

According  to  the  Pharmacopoeia  the  molecular 
weight  of  potassium  iodide  equals  164.76,  obtained  by 
adding  the  atomic  weight  of  potassium,  38.86,  to  that 
of  iodine,  125.9.  Since  one  atom  of  potassium  unites 
with  one  atom  of  iodine  to  make  a  molecule  of  potas- 


sium iodide,  it  follows  that  the  iodine  content  of  this 
salt  is  125.9  divided  by  164.76.  This  fraction  of  a 
grain  represents  the  amount  of  iodine  in  one  grain  of 
potassium  iodide. 

In  the  second  problem  we  proceed  as  we  did  in  the 
first,  dividing  in  this  instance  twice  the  atomic  weight 
of  iodine  by  the  molecular  weight  of  ferrous  iodide 
and  multiplying  the  result  by  the  number  of  grains  of 
ferrous  iodide  in  one  drachm  of  the  syrup.  The 
molecular  weight  of  Fela  equals  307.3,  obtained  by  add- 
ing together  55.5,  the  atomic  weight  of  iron,  and  251.8, 
twice  the  atomic  weight  of  iodine. 

The  specific  gravity  of  syrup  of  ferrous  iodide  is 
1.349.  This  multiplied  by  56  gives  75.544  grains.  Since 
the  syrupy  liquid  contains  about  5  per  cent  by  weight 
of  ferrous  iodide  we  multiply  75.544  by  .05  and  obtain 
3.7772,  which  multiplied  by  the  fraction  (251.8  divided 
by  307.3)  equals  3.905  grains,  the  answer. 


Wart  Paint. 

E.  L.  writes:  "You  will  do  me  a  great  favor  by 
sending  formulas  for  a  colorless  wart  remover.  I 
have  a  few  myself,  but  it  occurs  to  me  that  you  may 
know  some  well-tried  recipes.  Do  you  think  I  could 
improve  upon  a  50-per-cent  solution  of  acetic  acid  with 
a  small  percentage  of  formaldehyde?  Is  there  any- 
thing that  could  be  used  to  disguise  the  odor  of  the 
acid?" 

The  following  formulas  are  borrowed  from  a  very 
reliable  work,  but  it  is  a  question  whether  they  are 
colorless : 

(1)  Carbolic  acid   1  drachm. 

Glacial  acetic  acid 8  drachms. 

(2)  Chloral  hydrate  1  ounce. 

Glacial  acetic  acid 1  ounce. 

Salicylic  acid 4  ounces. 

Alcohol    4  ounces. 

Flexible  collodion    8  ounces. 

The  Pharmaceutical  Era  recently^  published  the 
following  formulas  for  a  wart  paint  and  a  wart  re- 
mover respectively: 

(1)  Resorcin    150  grains. 

Salicylic  acid   150  grains. 

Lactic  acid  150  grains. 

Flexible  collodion    900  grains. 

Ether    800  grains. 

(3)  Compound  tincture  of  lavender..  .2  fluidrachms. 
Glacial  acetic  acid,  enough  to  make  4  fluidounces. 

It  would  be  hard  to  tell  whether  these  preparations 
are  better  than  a  50-per-cent  solution  of  acetic  acid 
with  a  small  amount  of  formaldehyde,  without  actually 
trying  them  on  the  warts.  As  for  disguising  the  odor 
of  acetic  acid,  oil  of  lavender  may  prove  satisfactory. 


Casein  Massage  Cream. 

G.  P. — According  to  the  American  Druggist  the  fol- 
lowing is  an  excellent  formula  for  massage  cream: 

Casein,  freshly  precipitated 3  ounces. 

Boric  acid   4  drachms. 

Cacao  butter   8  drachms. 

Oil  of  muguet 10  drops. 

Mix  the  boric   acid  with    the   casein,    add   the   cacao   butter 

greviously  softened  by  warming,  and  incorporate  the  materials 
y  trituration  into  a  smooth  cream,  adding  the  perfume  last. 

Oil  of  muguet  is  the  commercial  name  for  synthetic 
"oil  of  lilac;"  it  gives  a  very  fragrant  and  delicate 
odor  to  toilet  creams.    Positive  directions  for  success- 
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tuOy  making  a  casein  massage  cream  can  hardly  be 
given,  for  much  depends  upon  the  casein  itself,  the 
amount  of  water  it  may  contain,  and  the  skill  of  the 
operator.  However,  the  above  formula  may  be  used 
as  a  basis  for  experimentation,  modifying  it  by  the 
substitutioa  of  a  small  amount  of  lanolin  for  an  equal 
amount  of  cacao  butter  and  adding  a  few  drops  of  a 
solution  of  carmine  if  a  flesh  tint  is  desired.  If  the 
dried  casein  of  commerce  is  used  this  should  be  soft- 
ened by  warming  it  with  suflicicnt  water,  to  which  a 
little  glycerin  may  be  added.  The  addition  of  a  small 
amount  of  borax  also  aids  in  softening  dry  casein. 

For  other  formulas,  consult  the  annual  indexes  in 
the  December  issues  of  the  Buujtin.. 


Flexible  yamtsh. 

C  J.  H.  wants  help.  He  says :  "1  am  after  a  pliable, 
varnish,  something  that  is  not  affected  by  alcohol  or 
water  and  dries  quickly.  I  have  tried  to  make  all 
kinds  of  solutions  of  gutta-percha  and  caoutchouc, 
uing  everything  possible  in  the  way  of  solvents,  with 
unsatisfactory  results." 

Here  are  several  formulas  for  flexible  varnish  taken 
from  the  literature.  Be  careful  in  handling  inflam- 
mable solvents. 


MlDI 

Mbt< 

1 

tule  gutta-ptrcha 
Uiueed  oil,   1  ■ 

lim. 

"lf"l"o"hi",  \b 

iiiuill.  IK  ounct 
Mulpbidc.     Di|( 


!lphi3e. " 


1  pDond*.     Digeat    i 


1  'silloni.^ed  white  c 


I odo- tannic  Acid. 
M.  Z.  writes:  Can  the  following  prescription  be 
dispensed  as  a  clear  solution  containing  the  iodine 
equivalent  of  Z  grains  in  each  fluidrachm?  If  not, 
what  addition  is  required?  As  the  formula  stands  I 
can  only  get  a  dark-colored  solution  containing  free 
iodine  and  am  unable  to  get  any  chemical  reaction  be- 
tween the  two  ingredients.    The  formula  reads: 


..STM  I 


This  preparation  is  similar  to  iodo-tannic  add  of 
the  French  Codex.  Suppose  you  consult  that  French 
work.  In  the  French  preparation  as  given  in  the 
Codex,  there  is  twice  as  much  tannic  acid  as  iodine. 
This  leads  us  to  believe  that  you  should  use  IS  grains 
more  of  tannic  acid.  The  French  authorities,  by  the 
way,  do  not  boil  the  mixture  but  digest  it  at  60°  centi- 
grade, agitating  from  time  to  time. 


To  Protect  Trees  from  Climbing  Insects. 

A.  R.— Any  combination  of  cheap  greases  with  tar, 

pilch,  rosin  or  ozokerite,  which  will  remain  sticky  when 

cold,  and  not  melt  loo  easily,  may  be  smeared  around 


A  D>uo  Btobb  DniiBB  WATBB.—DariiiK  th«  recent  floods  in  the  Bontli.  the  town  ol  Hickman.  K7,.  wbi  eipedallr  ontortimBte,  w 
^wden  ol  tt«  f  ewipapen  wUltecall.  We  are  preaentln*  a  Dlctore  of  the  ■t4ire  ot  the  Hickmau  Drns  Ca,  taken  at  a  time  when  the 
main  Hoot  wa*  IS  laches  nndier  water.  IncUentall;  It  U  Interestlnr  to  know  that  this  is  tbeveiTston  which  Uark  Twain  told  abont 
lBhls"LJfeon  theMlssiaadiipt."  TbemotorboatontsldeotthedoorappaientlTahawslkowautomennachedtheBtoredarlnc  the  flood. 
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the  trunks  of  trees  to  prevent  insects  from  crawling  up 
them.  The  following  combinations  are  suggestive,  and 
may  be  modified  to  suit.  Any  combination  which  is 
soft  OP  sticky  at  40**,  and  will  not  run  at  130°,  can  be 
used : 

1. — Pitch,  12  parts ;  rosin,  10  parts ;  rosin  oil,  2  parts. 

2. — Tallow,  7  parts;  palm  oil,  5  parts. 

3. — Ozokerite,  15  parts ;  petroleum,  3  to  6  parts. 

4. — ^Rosin,  4  parts;  linseed  oil,  1  part;  molasses,  1 
part.    Boil  together. 

5. — Rosin,  12  parts;  rosin  oil,  12  parts;  soda  lye,  1 
part.     Boil  together. 

6. — Tar,  10  parts ;  rosin,  5  parts ;  palm  oil,  8  parts. 


A  Paint  for  Oilcloth, 

H.  L.  S.  writes :  "Could  you  tell  me  of  a  paint  that 
can  be  used  for  lettering  on  white  oilcloth?  I  want  the 
following  colors :  brown,  yellow,  cardinal,  red,  black, 
and  white.  It  must  not  come  off  when  cleaned  with  a 
wet  rag." 

Go  to  a  paint  shop  and  obtain  any  kind  of  tint  or 
color  as  long  as  it  is  cut  in  Japan.  If  a  gloss  is  de- 
sired, varnish  after  the  paint  has  dried.  On  linoleum, 
the  paint  will  probably  be  flat.  But  this  defect  can  be 
corrected  by  applying  a  floor  varnish  of  good  quality. 


Strontium  Citrate  Precipitated. 
W.  P.  M.  received  a  prescription: 

Strontium  bromide  1  ounce. 

Potassium    citrate    2  drachms. 

Chloral  hydrate   2  drachms. 

Peppermint  water,  q.  s.  ad 4  ounces. 

"Upon  compounding  this  prescription,  a  thick  white 
precipitate  formed,"  adds  our  querist,  "which  I  cannot 
account  for.  I  had  difficulty  in  filling  the  bottle,  as  the 
mixture  would  hardly  flow.  Kindly  criticize  the  pre- 
scription." 

We  have  commented  on  mixtures  of  this  character 
before  in  our  department  of  "Queries."  The  trouble  is 
due  to  the  formation  of  strontium  citrate  which  is 
thrown  down  as  a  precipitate. 


Fly-bane  for  Cattle. 

H.  L.  M.  wants  a  formula  for  a  fly-chaser  to  be 
sprayed  on  horses  and  cattle  during  the  warm  weather. 
One  of  our  correspondents  has  found  the  following 
formula  an  excellent  one  to  keep  flies  off  cattle: 

Oil  of  pennyroyal 4  drachms. 

Oil  of  lavender 2  drachms. 

Carbolic  acid   .* 1   drachm. 

Fish  oil  enough  to  make 1  pint. 

A  spray  of  one-per-cent  solution  of  compound  cresol 
solution  U.  S.  P.  should  also  be  efficient. 


An  Incompatible  Prescription. 
U.  D.  Co.  submits  the  following  prescription : 

Sodium  salicylate   8  drachms. 

Quinine  sulphate   1  drachm. 

Sulphuric   acid    (dil.) 2  drachms. 

Simple  elixir,  enough  to  make.... 3  fluidounces. 

Mix  and  make  solution. 

Our  correspondent  wants   to  know  how  this  pre- 
scription should  be  filled  to  make  a  clear  solution. 


Soluble  salicylates  with  solutions  of  quinine  sulphate 
give  a  white,  curdy  precipitate  of  quinine  salicylate 
which  is  nearly  insoluble  in  water.  Sodium  salicylate 
with  a  dilute  solution  (1:1000)  of  quinine  sulphate 
gives  a  crystalline  precipitate  in  a  few  days.  Suppose 
you  consult  the  doctor  who  wrote  this  prescription. 
Induce  him  to  leave  out  the  sulphuric  acid  and  replace 
the  quinine  sulphate  with  quinine  hydrochloride.  This 
will  probably  yield  a  clear  solution. 


Paste  Dressing  for  Russet  Shoes. 

C.  M.  W. — We  do  not  know  the  composition  of  the 
proprietary  tan  shoe  polish  which  you  mention.  The 
paste  dressings  used  on  russet  leather  consist  of  mix- 
tures of  wax  with  oil  and  other  vehicles  which  give 
a  mixture  of  proper  working  quality. 

A  simple  formula  is : 

Yellow   wax 0   parts. 

Oil  of  turpentine 80  parts. 

Soai)   1  part 

Boiling  water 20  parts. 

Dissolve  the  wax  in  the  turpentine  on  a  water-bath  and  the 
soap  in  the  water,  and  stir  the  two  Ii<^uids  together  until  the 
mixture  becomes  sufficiently  cold  to  remain  homogeneous. 

Another  dressing  for  tan  shoes  consists  of : 

Beeswax    1   part. 

Oil   of   turpentine 4  parts. 


Spray  for  Catarrh. 

C.  £.  W.  wants  a  catarrh  spray  containing  carbolic 
acid. 

The  following  formula  is  found  in  the  literature: 

Carbolic  acid  10  minims. 

Glycerin   8  drachms. 

Vaselin  ' 2  ounces. 

Warm,  and  use  as  a  spray  every  four  hours. 


A  Film  Cement. 

I  ronton. — ^The  following   formula   for  film  cement 
was  given  us  by  an  experienced  photographer : 

Ether   2  ounces. 

Acetone  4  ounces. 

Take  a  strip  of  non-infiammable  film  about  8  inches  long,  cut 
it  up  into  small  pieces,  and  dissolve  them  in  the  solution. 

This,  we  are  told,  is  a  very  good  cement  for  the 
reason  that  it  works  quickly. 


To  Frost  Windows, 

B.  J.  O.  writes :  "Please  publish  a  formula  for  frost- 
ing windows  with  Epsom  salts." 

A  process  is  given  in  "350  Dollar  Ideas  for  Drug- 
gists," on  page  175.  Moisten  the  glass  with  a  sponge 
dipped  in  a  saturated  solution  of  Epsom  salt  in  stale 
beer,  and  allow  it  to  dry  in  the  air. 


To  Polish  Celluloid. 

P.  B.  D.  wants  a  formula  of  a  polish  for  celluloid. 

Make  a  kind  of  putty  of  hot  soap,  free  from  rosin, 
in  which  equal  parts  of  fine  pumice  stone  and  flour 
emery  have  been  mixed. 


M.  E.  B. — We  do  not  know  a  formula  for  the  pro- 
prietary mixture  which  you  describe. 
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TUB  UGBARDSON 


Nobody  knows  yet  what  Con- 
tSS^aTmim^.  ?ress  may  do  at  this  session 

with  reference  to  the  Rich- 
ardson bill  and  the  half  dozen  or  so  other 
measures  designed  to  amend  the  food  and 
drugs  act  in  different  ways.  A  series  of  hear- 
ings on  these  different  bills  was  held  some  time 
ago  by  the  House  Committee  on  Interstate 
Commerce,  and  the  different  branches  of  and 
associations  in  the  drug  trade  were  represent- 
ed. The  Legislative  Committees  of  the  N.  A, 
R.  D.  and  the  A.  Ph.  A.  had  a  conference  in 
Washington  at  the  time,  and  agreement  was 
reached  upon  certain  modifications  of  the  Rich- 
ardson measure.  One  or  two  representatives 
of  the  jobbing  trade  were  also  present,  but 
they  were  not  in  accord  with  some  of  the  posi- 
tions taken  and  apparently  did  not  vote. 


The  N.  A.  R.  D.  and  A.  Ph.  A.  Committees 
were  afterwards  represented  at  the  hearing  by  • 
Frank  H.  Freericks,  attorney  for  the  N.  A. 
R.  D.  The  position  of  the  jobbing  trade  was 
set  forth  by  F.  E.  Holliday.  Charles  M. 
Woodruff,  in  his  capacity  as  secretary,  spoke 
for  the  newly-organized  Association  of  Manu- 
facturers of  Medicinal  Products.  The  Pro- 
prietary Association  was  represented  by  Harry 
B.  Thompson  and  George  L.  Douglas.  Dr. 
Lyman  F.  Kebler  spoke  at  some  length  and  it 
turned  out  that  he  was  the  real  author  of  the 
Richardson  bill  as  it  was  at  first  drawn  up.  At 
the  first  day's  hearing  he  submitted  a  number 
of  further  changes  in  the  draft,  among  which 
was  one  striking  out  the  so-called  variation 
clause.  Dr.  H.  W.  Wiley  and  other  individ- 
uals were  also  heard. 

Hundreds  of  sheets  of  typewritten  notes,  and 
pages  upon  pages  in  different  journals,  have 
since  been  required  to  set  forth  what  all  these 
men  had  to  say.  They  were  not  at  all  in  agree- 
ment with  one  another,  and  in  the  last  analysis 
it  will  be  left  for  the  House  Committee  to  ar- 
rive at  its  own  conclusions.  The  chairman  of 
the  committee,  Congressman  Adamson,  is  un- 
derstood to  be  against  the  passage  of  any  food 
and  drug  legislation  at  this  session  of  Con- 
gress, and  it  looks  more  and  more  as  if  noth- 
ing would  be  done  until  the  next  session.  If 
any  amending  bill  be  passed,  however,  it  will 
probably  not  be  the  Richardson  measure  at 
all,  but  the  Sherley  bill.  The  latter  is  very 
brief,  simple,  and  direct,  and  merely  provides 
that  a  drug  shall  be  deemed  to  be  misbranded 
''if  the  package  or  label  should  bear  any  state- 
ment regarding  the  curative  or  therapeutic 
effect  of  such  drug  that  is  false  and  fraudu- 
lent." 

This  was  the  original  purpose  of  the  Rich- 
ardson bill,  but  the  framers  evidently  thought 
that  while  they  were  about  it  they  might  as 
well  do  a  lot  of  other  things,  and  they  loaded 
up  the  measure  with  so  much  stuff  that  no  two 
people  have  been  able  to  agree  on  it 
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All    this    agitation    for    the 

^AUSB^AOAnT.    amendment  of  the  food  and 

drugs  act,  it  will  be  remem- 
bered, was  provoked  by  the  decision  in  the 
now  famous  Johnson  cancer  cure  case.  The 
court  held  against  the  government  and  with 
the  defense  that  curative  claims,  whether  ex- 
aggerated or  not,  were  not  reached  by  the  food 
and  drugs  act,  and  since  then  there  has  been  a 
very  general  desire  so  to  amend  the  act  if  pos- 
sible that  the  omission  will  be  corrected.  Presi- 
dent Taft  sent  a  short  message  to  Congress 
pointing  out  the  desirability  of  action,  and  the 
Sherley  bill,  the  Richardson  bill,  and  half  a 
dozen  other  measures  are  the  result.  The 
Sherley  bill  hits  the  nail  squarely  on  the  head 
and  will  do  all  that  can  possibly  be  done.  Con- 
gressional sentiment  seems  to  be  crystallizing 
in  its  favor.  The  Richardson  bill  drags  in  a 
lot  of  extraneous  issues  upon  which  there  is 
no  agreement  as  yet,  and  we  shall  be  very 
much  surprised  if  it  is  adopted  by  Congress. 

Take,  for  instance,  all  the  discussion  about 
the  variation  clause.  This  received  perhaps 
more  attention  at  the  recent  congressional  hear- 
ings than  any  other  feature  of  the  Richardson 
bill.  Dr.  Kebler  started  it  all  by  urging  at  the 
hearing  on  the  first  day  that  the  variation 
clause  contained  in  the  Richardson  bill  as  it 
was  introduced  into  Congress  be  stricken  out. 
Subsequently  the  N.  A.  R.  D.  and  A.  Ph.  A. 
Committees,  in  their  conference  in  Washing- 
ton, voted  in  favor  of  supporting  Dr.  Ketler 
on  this  proposition,  and  Mr.  Freericks  accord- 
ingly urged  before  the  House  Committee  that 
the  clause  be  dropped  and  that  the  "single 
standard"  for  U.  S.  P.  and  N.  F.  products  be 
observed. 

We  expressed  our  opinion  about  this  ques- 
tion editorially  last  month,  and  we  do  not  need 
to  go  all  over  the  ground  again.  The  varia- 
tion clause  has  always  been  contained  in  the 
food  and  drugs  act,  and  it  is  now  proposed  by 
Kebler,  Freericks  and  others  to  drop  it.  What 
will  happen  if  it  is  dropped?  Simply  this — 
there  can  be  no  possible  improvement  in  U.  S. 
P.  and  N.  F.  products  for  ten  years  or  more 
until  new  editions  of  these  books  are  published ! 
Everybody  will  have  to  travel  in  the  same  old 
rut,  use  the  same  old  method,  and  hold  back 
all  progress  until  the  word  comes  to  go  ahead ! 
Furthermore,  there  are  many  able  lawyers  who 
declare  that  if  the  variation  clause  of  the  food 


and  drugs  act  is  stricken  out  the  law  will  be 
rendered  unconstitutional.  Why  ?  Because 
you  can  interfere  with  the  freedom  of  trade, 
and  the  rights  of  individuals,  just  so  far  and 
no  farther.  A  man  must  be  permitted  to  buy 
what  he  wants  to  buy,  and  to  make  and  sell 
what  he  wants  to  make  and  sell,  unless,  of 
course,  he  is  interfering  with  the  public  health 
or  the  public  welfare  or  the  rights  of  other  in- 
dividuals. 

*     *     * 


OOVEINHENT 


Another     strong     argument 

coNPiTcirnoN.     ^g^inst  the  abandonment  of 

the  variation  clause  was 
made  by  Mr.  Holliday  at  the  recent  hearings. 
He  spoke  of  a  certain  proprietary  essence  of 
pepsin.  TJiis  product  had  become  very  popu- 
lar and  well  known  before  a  formula  for  a 
similar  preparation  appeared  in  the  N.  F.  The 
N.  F.  publishers  printed  a  competing  formula, 
and  borrowed  the  title  which  the  manufacturer 
had  always  used,  namely,  "Essence  of  Pepsin." 
Now  suppose  Congress  ties  things  up  so  that 
there  can  be  no  variation  in  N.  F.  products,  and" 
no  preparation  can  therefore  be  sold  under  the* 
title  of  "Essence  of  Pepsin"  unless  it  is  made 
absolutely  after  the  N.  F.  formula  and  process.. 
The  original  manufacturer,  then,  will  either 
have  to  abandon  the  process  which  he  has  al- 
ways used,  and  on  which  he  has  built  up  his 
reputation,  or  else  he  will  have  to  call  his 
preparation  by  some  other  name.  In  other 
words,  either  his  process  or  his  title  will  be 
taken  awav  from  him.  That  which  he  has. 
built  up  the  government  has  therefore  robbed 
him  of.  This  is  plain  confiscation,  isn't  it — 
taking  a  man's  property  away  from  him  with- 
out due  process  of  law?  Does  anybody  argue 
that  a  statute  which  permits  this  sort  of  thing 
is  constitutional? 

This  point  has  come  up  in  one  way  and  an- 
other on  several  occasions  since  the  passage  of 
the  food  and  drugs  act.  There  are  dozens  of 
products  in  the  National  Formulary  which  are 
in  exactly  the  same  category,  and  there  are 
perhaps  a  few  in  the  Pharmacopoeia  as  well. 
If  therefore  the  variation  clause  is  abandoned, 
and  manufacturers  of  the  original  products  are 
accordingly  made  either  to  change  their  titles  or 
to  conform  to  the  official  formula,  an  injury 
will  be  done  to  them  which  may  be  corrected 
by  an  appeal  to  the  courts.  We  shall  certainly 
have  a  nice  mess! 
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A  NEEDED 


Mr.  Miers  Busch,  of  the 
well -Known  jobbing  house  of 
Shoemaker  &  Busch  in  Phila- 
delphia, has  been  for  some  time  carrying  on  a 
propaganda  to  induce  the  newspapers  of  the 
country  to  cut  out  all  reference  to  specific  poi- 
sons and  their  doses  in  publishing  reports  of 
suicides.  Last  October,  for  instance,  the  Na- 
tional Wholesale  Druggists*  Association  passed 
the  following  resolution  and  recommended  it 
for  adoption  by  associations  generally : 

Whereas,  the  publication  by  the  daily  newspapers 
of  the  names  of  the  poisons  used  in  cases  of  suicide  or 
homicide,  together  with  information  concerning  such 
poisons  and  the  amount  constituting  a  fatal  dose,  has 
the  tendency  to  suggest  their  use  to  criminals  and  per- 
sons of  suicidal  intent; 

Therefore  be  it  resolved,  that  we  recommend  that 
the  members  of  the  National  Wholesale  Druggists'  As- 
sociation request  the  proprietors  of  newspapers  in  their 
vicinity  to  omit  in  future  the  publication  of  these 
details. 

Practically  the  same  resolution  has  also  been 
adopted  by  six  or  eight  State  pharmaceutical 
associations,  a  number  of  local  bodies,  and  sev- 
eral medical  societies.  Mr.  Busch  has  this 
year  called  upon  every  State  pharmaceutical 
association  in  the  country  to  take  action  if  it 
has  not  already  done  so.  In  the  meantime  the 
newspapers  of  Mr.  Busch's  own  city  have 
promised  to  conform  to  his  request,  while  Mel- 
ville E.  Stone,  general  manager  of  the  Asso- 
ciated Press,  has  expressed  himself  in  full 
sympathy  with  the  idea  and  has  said  that  he 
would  do  what  he  could  to  bring  all  of  his 
thousands  of  correspondents  into  line. 

The  simple  fact  is,  as  everybody  knows,  that 
suicides  are  contagious.  Let  the  newspapers 
publish  stories  to-day  about  some  prominent 
suicide,  and  to-morrow  there  will  be  half  a 
dozen  other  stories  to  report  in  different  parts 
of  the  country.  This  is  particularly  true  when 
the  reports  give  the  name  of  the  poison  used, 
and  the  dose  employed.  If  these  facts  are 
omitted,  most  of  the  harm  done  by  such  pub- 
licity is  avoided. 


Dl.  WILEY'S 
SUGCBSSOI. 


Nothing  has  been  done  yet 
in  the  selection  of  a  succes- 
sor to  Dr.  H.  W.  Wiley. 
President  Taft  has  been  compelled  to  take  the 
field  in  defense  of  his  administration,  and  his 
time  and  his  thought  have  been  so  wholly  oc- 
cupied that  he  has  doubtless  paid  little  atten- 


tion to  appointments.  Nothing  indeed  may  be 
done  for  some  time,  inasmuch  as  the  work  of 
the  Bureau  of  Chemistry  is  apparently  run- 
ning along  pretty  well  under  the  temporary 
direction  of  Dr.  Doolittle.  In  the  meantime, 
however,  the  drug  trade  is  taking  up  the  can- 
didacy of  Dr.  James  H.  Beal  with  a  great  deal 
of  enthusiasm.  Resolutions  in  his  favor  have 
been  adopted  by  a  number  of  organizations 
like  the  Philadelphia  Association  of  Retail 
Druggists,  the  Chicago  Retail  Druggists'  As- 
sociation, the  Hyde  Park  druggists  in  Chicago, 
the  Western  Pennsylvania  Retail  Druggists* 
Association,  the  Pittsburg  Branch  of  the  A. 
Ph.  A.,  the  New  York  College  of  Pharmacy, 
and  many  others.  The  State  associations  will 
begin  to  hold  their  annual  conventions  before 
long,  and  they  will  doubtless  fall  in  line  with 
the  general  movement.  Meanwhile  a  delega- 
tion of  prominent  members  of  the  drug  trade, 
especially  from  Dr.  Beal's  own  State  of  Ohio, 
have  called  on  President  Taft  in  person  to 
urge  Dr.  Beal's  appointment.  Dr.  Beal  him- 
self, however,  is  not  lifting  a  finger  in  his  own 
behalf,  and  is  leaving  both  the  initiation  and 
development  of  the  movement  entirely  to  his 
friends.  *     *     -. 


HONOHIPPIC 
DIUO  JOUINALS. 


Our  friend  Schneider,  editor 
of  the  Pacific  Pharmacist  out 
in  'Frisco,  is  a  warm  and  en- 
thusiastic advocate  of  Dr.  Wiley.  He  is  a 
little  bit  peeved  that  some  of  the  drug  journals 
have  on  divers  occasions  attacked  his  cham- 
pion, and  he  gives  a  list  of  these  offenders  in 
an  editorial  published  in  the  April  issue.  Of 
course  the  Bulletin  of  Pharmacy  is  not  in 
this  list — that  isn't  the  reason  we  are  mention- 
ing the  circumstance.  What  interests  just  now 
is  the  term  which  Dr.  Schneider  applies  to 
these  papers  who  have  offended  against  his 
sense  of  decency.  He  calls  them  "monohippic" 
journals.  Pretty  good  word,  isn't  it?  Mono- 
hippie!  "Mono"  is  of  course  "one,"  but  we 
do  not  suppose  this  word  means  one-hipped,  or 
hip-sided,  or  lop-sided.  Neither  is  it  likely  to 
mean  that  these  journals  are  "hipped"  on 
themselves.  Confound  it,  what  does  the  term 
mean  anyway  ?  We  are  curious  to  know  what 
compliment  is  being  paid  to  some  of  our  edi- 
torial friends.  Can  it  be  that  Dr.  Schneider 
is  a  Greek  scholar,  and  that  he  has  coined  a 
phrase  meant  to  suggest  that  some  of  the  drug 
papers  are  one-horse  journals?     With  this  fear 
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in  mind,  we  resist  the  temptation  to  reprint  his 
list  of  monohippic  monstrosities. 

^H       t¥       * 

DM.  BUSBY        O^^  o^  ^^^  interesting  ru- 
CONTEMPLATING    mors  of  the  day  has  it  that 

A  CHANGE?  j^^     jj     jj     j^^g^y   ^.jj   g^^^ 

retire  from  some  of  his  several  positions  in 
order  to  establish  a  pharmacognostical  labora- 
tory in  connection  with  the  business  of  Dr. 
George  A.  Ferguson.  Dr.  Ferguson  was 
formerly  a  professor  in  the  New  York  Col- 
lege of  Pharmacy,  and  since  retiring  from 
the  faculty  has  become  an  analytical  and  con- 
sulting chemist.  It  is  supposed  that  Dr. 
Rusby  will  give  up  the  deanship  of  the 
New  York  College,  but  will  retain  his  posi- 
tion on  the  faculty.  It  is  expected,  too, 
that  he  will  abandon  his  work  as  pharma- 
cognosist  for  the  government  at  the  port  of 
New  York.  He  has  several  other  irons  in  the 
fire  also,  and  in  fact  is  one  of  the  busiest  men 
it  has  ever  been  our  fortune  to  know.  His 
ability  and  his  reputation  are  such  that  it 
would  seem  most  wise  for  him  to  capitalize 
them  in  a  private  business  of  his  own,  and 
there  is  no  doubt  that  such  a  change  as  he  con- 
templates would  greatly  increase  his  income. 


An  ingenious  advertising  plan 
*aTb'S?no?      has  been  carried  out  this  year 

in  behalf  of  the  annual  meet- 
ing of  the  Tennessee  Pharmaceutical  Associa- 
tion. The  convention  is  to  be  held  in  Chat- 
tanooga on  July  9,  10,  and  11.  Chattanooga 
is  a  place  of  such  remarkable  historical  interest 
that  it  lends  itself  very  nicely  to  purposes  of 
publicity.  W.  I.  Gates,  Chairman  of  the  Pub- 
licity Committee,  has  taken  a  series  of  sou- 
venir post-cards,  bearing  different  Chattanooga 
views,  historical  and  otherwise,  and  then  print- 
ed on  the  front  of  them  short  announcements 
of  the  forthcoming  meeting.  The  particular 
announcement  on  each  card  is  different,  and 
the  "follow  up"  method  has  apparently  been 
used  in  mailing  the  series.  By  the  time  a 
druggist  has  received  the  third  or  fourth  card 
he  has  become  pretty  thoroughly  interested  in 
the  meeting,  and  has  developed  a  desire  to  see 
some  of  the  places  which  have  been  brought 
to  his  attention.  The  scheme  strikes  us  as  a 
pretty  good  one  and  worthy  of  adoption  by 
other  associations. 


There  has  been  some  mistin- 
SAGCHAEiN        derstanding  among  druggists 
EULiNG.  regarding  the  Federal  regu- 

lation against  the  use  of  saccharin  in  foods* 
Some  druggists  have  worried  lest  certain  medic- 
inal preparations  containing  saccharin  would  be 
considered  illegal.    In  aromatic  preparations  o  f 
castor  oil,  for  instance,  saccharin  is  quite  fre- 
quently employed  for  the  reason  that  sugar  is 
not  soluble,  and  druggists  in  some  instances 
have  shown  alarm  over  the  presence  of  saccha- 
rin in  products  of  this  character.  Fears  of  this 
kind  are  all  based  upon  a  misapprehension. 
The  ruling  in  question  affects  foods  only  and 
has  nothing  whatever  to  do  with  medicines. 
Furthermore,  so  far  as  foods  are  concerned, 
the  ruling  has  recently  been  somewhat  modified 
so  that  now  saccharin  may  be  used  in  foods  for 
invalids  or  semi-invalids  who  are  advised  by 
their  physicians  not  to  use  substances  which 

contain  sugar. 

*     *     * 

The    latest   branch    of    the 

oFraB^A^PH.'A.    American     Pharmaceutical 

Association  to  be  organized 
is  that  in  St.  Louis.  William  K.  Ilhardt  has 
been  elected  president,  and  the  first  regular 
meeting  was  held  some  time  ago.  On  that 
occasion  a  number  of  interesting  papers  were 
presented,  and  a  wide  range  of  topics  discussed. 
Medicinal  plants,  with  particular  reference  to 
the  Missouri  Botanical  Garden,  occupied  most 
of  the  space  on  the  programme,  but  other  sub- 
jects were  taken  up  like  the  Richardson  bill, 
the  Pharmacopoeia,  board  examinations,  and 
the  drug-clerk  question.  The  Chicago  branch 
of  the  A.  Ph.  A.,  by  the  way,  has  lately 
adopted  the  custom  of  inviting  some  man  from 
outside  the  State  to  come  to  Chicago  and  de- 
liver a  special  address.  The  first  speaker  in 
this  series  was  John  Uri  Lloyd,  who  gave  a 
most  interesting  talk  concerning  his  travels  in 
Eastern  lands  and  the  collection  and  shipment 
of  such  drugs  as  opium,  licorice,  myrrh,  and 
the  like.  i^     i^    ^ 

American  manufacturers  of 
^■BouLATioN^^^    proprietary  medicines  whose 

products  are  marketed  in 
Canada  should  take  cognizance  of  the  new  reg- 
ulations recently  promulgated  by  the  Board  of 
Inland  Revenue  of  the  Dominion.  The  Act 
provides  that  all  patent  and  proprietary  medi- 
cines intended  for  internal  use  in  man,  manu- 
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factured  or  imported  into  Canada  for  sale, 
shall  be  registered  with  the  Department  at  Ot- 
tawa before  April  1  each  year,  although  all 
preparations  for  external  use,  provided  they 
contain  no  cocaine,  are  exempt  from  registra- 
tion. Among  other  things,  the  new  regula- 
tions require  that  if  any  preparation  contains 
drugs  in  excess  of  the  dose  required,  the  name 
of  the  drug  must  be  printed  on  the  label  of  each 
individual  package  containing  it.  The  pres- 
ence of  oils  of  tansy,  savin,  pennyroyal,  etc., 
ergot,  and  other  abortifacients,  when  present, 
must  also  be  declared  on  the  label. 


IVIDBIINITY 
INSUmANCB. 


Here's  a  strange  develop- 
ment! We  have  been  hear- 
ing for  years  that  druggists 
in  certain  cities  found  it  a  wise  bit  of  coopera- 
tion to  have  their  associations  buy  indemnity 
insurance  protecting  the  members  against  dam- 
age suits  arising  from  mistakes  in  compound- 
ing and  the  like.  Now  comes  along  the  insur- 
ance  commissioner  of  the  State  of  Missouri, 
who  issues  an  order  prohibiting  the  sale  of 
indemnity  insurance  for  druggists,  doctors, 
dentists,  and  automobilists.  Why?  Because 
such  insurance  tends  to  make  the  insured  care- 
less. If  he  knows  he  is  going  to  be  protected 
anyway,  he  will  not  use  that  degree  of  caution 
which  would  otherwise  be  his  guiding  star. 
This  is  rather  a  fine  point  to  take,  but  it  would 
seem  in  the  meantime  as  if  indemnity  insur- 
ance could  not  be  purchased  in  the  State  of 
Missouri  unless  it  is  f otmd  that  this  particular 
commissioner,  in  placing  the  ban  upon  it,  has 
exceeded  his  powers. 

^H       t¥       * 

It  is  rather  interesting  to 
coNmuDATiNO.    ^^^^w  that  the  proprietors  of 

three  drug  stores  in  Minne- 
apolis have  joined  hands  and  formed  "The 
Public  Drug  Co."  with  an  authorized  capital 
stock  of  $250,000.  Stewart  Gamble  is  presi- 
dent of  the  corporation,  F.  L.  Dennie  vice- 
president,  C.  B.  McCall  secretary,  Alvah  W. 
Ludwig  director,  and  S.  H.  Brownlee  treasurer 
and  general  manager.  Mr.  Gamble  is  well- 
known  as  the  president  of  the  State  associa- 
tion two  or  three  years  ago.  The  three  stores 
formerly  owned  by  these  men  will  be  main- 
tained, and  a  fourth  establishment  will  be 
opened  at  201  Washington  Avenue  South.  The 
consolidation  is  made  for  the  obvious  purpose 


of  eliminating  waste  and  achieving  economies. 
Doubtless  other  stores  will  be  added  if  the  con- 
ditions warrant  such  a  step. 

3|e        4t        * 

It  has  been  discovered  on 
HABiT^miBS.      niore  than  one  occasion  that 

the  products  sold  for  the 
treatment  of  the  narcotic  habit  themselves  con- 
tain the  very  narcotics  which  they  are  sup- 
posed to  combat!  Here  is  a  recent  case  in 
point:  The  "St.  James  Society"  of  New  York 
City  was  prosecuted  by  the  government  for 
shipping  what  was  called  a  "drug-habit  cure." 
The  ground  of  complaint  was  that  the  product 
was  misbranded,  but  the  interesting  disclosure 
made  by  the  prosecution  was  this,  that  the 
alleged  drug-habit  cure  contained  morphine  to 
the  extent  of  3^  grains  to  the  fluidounce ! 

♦     ♦     * 

Gustav  Ramsperger,  one  of  the  original 
founders  of  the  German  Apothecaries'  Asso- 
ciation in  New  York,  and  a  German-American 
of  prominence,  was  instantly  killed  a  few 
weeks  ago  by  falling  from  the  sixth  floor  win- 
dow of  his  apartment  in  Central  Park  West. 
He  was  88  years  old. 


The  Water  Bureau  in  Philadelphia  has  re- 
cently ruled  that  druggists  having  soda  foun- 
tains must  hereafter  pay  an  extra  tax  of  $6.00 
annually,  w^hether  or  not  there  is  a  separate 
connection  between  the  fountains  and  the  city 
mains.     The  P.  A.  R.  D.  is  fighting  the  ruling. 

*  «  3|C 

The  Senior  class  of  the  Brooklyn  College  of 
Pharmacy  has  presented  the  college  with  a 
memorial  tablet  of  the  late  Dr.  William  Muir, 
one  of  the  founders  of  the  institution.  The 
tablet  is  made  of  bronze  with  a  background  of 
marble.  «     ^c     :(c 

The  Milwaukee  convention  of  the  N.  A.  R. 
D.  this  year  has  been  changed  from  the  week 
of  August  26  to  the  week  of  August  12,  for 
the  reason  that  some  other  large  gathering  is 
to  be  in  Milwaukee  during  the  last  week  of  the 
month.  :(c     4c     4c 

A  successor  to  Dr.  H.  W.  Wiley  has  just 
appeared  on  the  scene,  but  he  will  not  be  able 
to  qualify  for  some  time.  He  was  bom  on  the 
16th  of  last  month— Dr.  Wiley,  Jr. 
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THE  RELATION  OF  INSURANCE  TO  CREDIT. 

For  some  time  we  have  been  trying  to  im- 
press upon  our  readers  the  cardinal  importance 
of  a  proper  degree  of  insurance  protection. 
We  now  find  in  a  recent  issue  of  the  Midland 
Druggist  sl  short  but  most  illuminating  article 
by  George  W.  Lattimer,  chairman  of  the  Com- 
mittee on  Fire  Insurance  of  the  National 
Wholesale  Druggists'  Association,  and  a  mem- 
ber of  the  jobbing  firm  of  the  KauflFman- 
Lattimer  Co.,  of  Columbus,  Ohio.  Mr.  Latti- 
mer especially  discusses  in  this  paper  the  rela- 
tion of  insurance  to  credit. 

He  shows,  for  instance,  that  the  jobber  or 
manufacturer,  in  extending  credit  to  the  re- 
tailer, finds  it  of  the  utmost  importance  that, 
in  addition  to  the  retailer's  commercial  rating, 
he  discover  what  insurance  protection  the 
man  has.  For  what  avails  it  if  the  druggist  is 
rated  at  $20,000,  say,  if  all  of  this  amount,  as 
frequently  happens,  is  invested  in  stock,  fix- 
tures and  building,  and  if  the  whole  sum  is 
lost  by  a  sudden  fire  with  no  insurance  by  way 
of  reimbursement? 

In  order  to  show  just  what  this  means  Mr. 
Lattimer  quotes  a  credit  man  in  one  of  the 
large  wholesale  houses  in  a  leading  city : 

Of  the  many  property  statements  coming  under  my 
supervision,  I  feel  safe  in  stating  that  there  is  not  one 
in  fifty  which  shows  the  trade  carrying  sufficient  fire 
insurance.  We  attach  so  much  importance  to  fire  in- 
surance that  we  have  for  some  years  past  required 
our  customers  to  whom  we  have  extended  credit  to 
report  on  blanks  which  we  furnish,  the  amount  of  in- 
surance carried  and  the  name  of  the  company  and  date 
of  expiration.  We  then  follow  up  the  expiration  and 
see  that  the  insurance  is  renewed. 

One  of  the  heaviest  losses  sustained  by  us  this  year 
was  the  result  of  a  customer  burned  out  without  insur- 
ance, and  in  looking  back  over  our  list  for  some  years, 
I  find  that  cases  of  this  kind  have  been  frequent. 

Practicallv  all  business  in  the  United  States 
is  done  upon  credit,  and  the  accurate  placing 
of  a  man's  rating  is  one  of  the  carefully 
studied  commercial  sciences  of  the  day.  That 
merchant  is  foolish  who  does  not  give  the 
information  requested  by  creditors  or  by  com- 
mercial agencies,  and  who  does  not  comply 
with  all  of  the  requirements  of  the  situation. 
Insurance  protection  plays  a  large  part  in  the 
problem  of  credit,  and  every  merchant  owes  it 
to  his  creditors  as  well  as  to  himself  to  see 


that  he  buys  fire  insurance  of  the  proper  kind 
and  quantity.  So  important  is  this  considera- 
tion that  the  National  Credit  Men's  Associa- 
tion, during  the  last  two  or  three  years,  has 
published  no  fewer  than  six  booklets  on  the 
relation  of  insurance  to  credit.  And  yet  every 
day  merchants  are  being  burned  out  with  little 
or  no  insurance,  thus  subjecting  themselves 
and  all  their  creditors  to  losses  for  which  there 
is  no  excuse  at  all. 


PROGRESS  IN  VACCINE  THERAPY. 

We  are  living  in  an  age  of  remarkable 
scientific  discovery.  Especially  in  the  field  of 
applied  bacteriology,  great  strides  are  being 
made.  Some  medical  men  even  predict  that 
the  time  is  not  far  distant  when  many  of  the 
suppurative  conditions  now  treated  surgically 
will  be  cured  in  other  w'ays.  There  will  be 
serums,  vaccines,  or  related  bodies  which,  in- 
troduced into  the  circulation,  will  prevent  the 
growth  of  pathological  organisms.  Operators 
are  already  using  vaccines  for  prophylactic 
purposes.  The  field  of  surgery,  it  appears, 
will  dwindle.  But  that  the  technique  will 
progress,  we  have  no  doubt. 

In  the  treatment  of  infections,  vaccines  are 
already  supplanting  the  knife.  Take  boils, 
for  example.  Slash  them  open,  establish 
drainage  was  the  usual  advice  not  long  ago. 
Now  the  physician  withdraws  the  content,  in- 
jects a  little  vaccine,  and  the  boil  is  healed. 
There  is  no  scar,  and  the  patient  has  much 
less  discomfort.  So  with  catarrhal  inflamma- 
tions, the  time  is  probably  coming  when  sur- 
gical intervention  will  no  longer  be  necessary. 
Biological  products  will  be  available  either  to 
immunize  susceptible  people  against  such  in- 
fections or  to  cure  them  when  they  actually 
come  down  with  disease. 

Of  late  we  have  been  watching  with  a  great 
deal  of  interest  the  wonderful  work  of  Dr.  A. 
F.  Schafer,  of  Bakersfield,  California.  Dr. 
Schafer  is  the  discoverer  of  the  Phylacogen 
treatment  of  germ  diseases.  Rheumatism  of 
the  joints,  until  recently  a  hopeless  affection 
that  resisted  nearly  all  forms  of  medical  treat- 
ment, is  now  being  cured  with  half  a  dozen  or 
more  injections  of  the  proper  Phylacogen. 
Rheumatism  Phylacogen  is  already  on  the 
market,  and  is  soon  to  be  followed  by  other 
Schafer  products. 

Among  these  Pneumonia  Phylacogen  is 
especially  promising.  Hitherto  this  dread  dis- 
ease has  baffled  physicians.      The  mortality 


BULLETIN  OF  PHARMACY 


227 


has  been  high — about  40  per  cent.  Beyond 
watching  the  heart  and  insuring  proper  nurs- 
ing, there  was  little  a  physician  could  do.  He 
undertook  such  cases  with  the  same  fear  and 
trepidation  that  marked  his  visit  to  a  diph- 
theric patient  before  the  advent  of  antitoxin. 
Now  he  may  call,  give  an  injection  or  two  of 
Pneumonia  Phylacogen,  and  the  patient  begins 
to  improve  at  once.  In  a  few  hours  the  fever- 
ish temperature  subsides,  the  blood-pressure 
becomes  normal,  and  the  patient  is  on  the  road 
to  recovery.  Of  course,  he  must  have  strength 
enough  to  tide  him  over  the  period  of  con- 
valescence. But  as  for  the  disease  itself,  it  is 
said  to  yield  to  Phylacogen  in  something  like 
80  per  cent  of  the  cases.  Thus  far  the  pneu- 
monia product  has  been  used  experimentally 
only,  but  its  early  manufacture  has  been  an- 
nounced. 

We  might  go  on  to  write  a  book  about  the 
wonderful  work  of  Dr.  Schafer.  There  are 
so  many  diseases  in  which  the  Phylacogens  are 
indicated.  But  we  must  hasten  now  to  an 
explanation  of  the  theory  of  the  phylacogen 
action.  It  is  Dr.  Schafer's  belief  that  most 
pathological  affections  are  due  not  to  the  spe- 
cific germ  alone,  but  also  to  the  action  of  other 
organisms  that  may  be  associated  with  it.  Dr. 
Schafer  has  found  further  that  every  germ 
contains  the  elements  of  its  own  destruction. 
It  contains  products  which,  extracted  or  re- 
moved, may  be  used  to  prevent  the  growth  of 
the  very  organisms  from  which  they  are  de- 
rived. This  is  not  exactly  a  new  phenomenon. 
There  has  always  been  a  kinship  between  the 
principle  of  similia  similibus  curaniur  and  cer- 
tain phases  of  immunity.  Pharmacists  are  well 
aware  that  when  a  culture  of  acetic  acid  bacilli 
generates  12  per  cent  of  acetic  acid,  the  germs 
die,  overcome  by  their  own  secretion.  In  a 
somewhat  similar  w^ay  Phylacogens  are  de- 
structive to  the  very  germs  from  which  they 
come.  The  organisms  of  rheumatism,  typhoid, 
pneumonia,  mixed  infections  of  various  kinds, 
erysipelas,  acne,  and  other  diseases  succumb  to 
an  injection  of  the  proper  Phylacogen,  which 
is  nothing  more  or  less  than  the  elements  of 
the  very  germ  bodies  which  they  are  intended 
to  combat. 

What  a  wonderful  piece  of  work!  Dr. 
Schafer's  Phylacogens  are  not  serums.  Nor 
are  they  vaccines.  In  a  sense  they  may  be 
called  modified  vaccines,  and  at  least  for  the 
present  represent  the  last  word  in  biological 
therapeutics. 


BUSINESS  CARELESSNESS. 

It  certainly  is  strange  how  indifferent  some 
druggists  are  to  the  most  fundamental  neces- 
sities of  business  life.  In  talking  with  a  large 
jobber  some  time  ago  we  were  astonished  to 
find  how  frequently  it  was  that  druggists  made 
no  attempt,  for  instance,  to  secure  a  good 
credit  rating.  One  case  in  point  was  men- 
tioned where  a  man  had  been  slow  in  his  pay- 
ments for  ten  years.  He  kept  getting  worse 
and  worse,  and  more  and  more  in  arrears. 
He  had  no  rating  with  either  Bradstreet  or 
Dun,  and  the  jobber  was  afraid  to  grant  him 
credit  any  longer.  Letters  calling  attention 
to  arrearages  were  ignored.  Finally,  after  a 
great  deal  of  pressure  had  been  brought  to 
bear,  the  man  paid  part  of  his  account  with  a 
check,  but  the  check  was  afterwards  protested 
when  presented  for  payment ! 

Here  was  a  druggist  whose  financial  obliga- 
tions never  caused  him  any  anxiety,  who  never 
thought  of  the  value  of  cash  discounts  that 
might  be  earned,  who  usually  ignored  letters 
calling  attention  to  arrearages,  who  apparently 
paid  his  bills  only  when  dunned  time  and  time 
again,  and  with  whom  it  was  no  crime  at  all 
to  issue  a  check  knowing  full  well  that  he  had 
not  enough  money  on  deposit  to  meet  it. 

When  he  was  taken  to  task  about  these 
shortcomings,  he  declared  that  he  was  out  of 
town  when  the  protested  check  arrived.  This 
evidently  seemed  to  him  sufficient  excuse.  If 
he  had  been  there  he  would  have  taken  care  of 
it!  As  for  the  absence  of  any  rating  with 
Bradstreet  or  Dun,  he  loftily  asserted  that  he 
never  bothered  with  letters  of  inquiry  from 
these  sources.  He  never  troubled  himself  to 
make  any  statement  to  such  concerns.  He 
added,  moreover,  that  credit  rating  was  only  a 
matter  of  favoritism,  and  that  he  knew  per-* 
sonally  a  number  of  people  who  had  good 
ratings  but  who  were  nothing  but  bluffs  in 
fact. 

What  are  you  going  to  do  with  such  men  in 
business  life?  Our  friend,  the  jobber,  told  us 
that  there  were  a  surprising  number  of  such 
druggists  with  whom  every  jobber  and  manu- 
facturing house  have  to  deal.  They  seem  to 
have  had  no  commercial  training  whatever — to 
possess  no  ideas  of  commercial  practices  and 
precautions.  They  ignore  their  plain  obliga- 
tions, and  then  become  offended  if  their  cred- 
itors speak  rather  plain  language  to  them. 


BULLETIN  OF  PHARMACY 


THE  HALL  OF  FAME 


DR.  SCHLOTTERBECK  GOES  TO 
ROCHESTER. 

The  alumni  of  the  School  of  Pharmacy  of 
the  University  of  Michigan,  and  all  of  the 
other  numerous  friends  of  Dr.  Schlotterbeck 
for  that  matter,  have  been  very  much  inter- 
ested in  the  announcement  that  he  has  been 


A  PROMINENT  IOWA  PHARMACIST. 
Theodore  W.  Ruete,  of  Dubuque,  Iowa,  is 
a  druggist  virho  has  frequently  been  honored 
by  the  people  of  his  own  city  and  by  his  fel- 
low workers  throughout  the  State,  He  has 
served,  for  instance,  as  president  of  the  Iowa 
State  Pharmaceutical  Association.  He  was 
a  member  of  the  first  A,  Ph.  A.  Committee 
appointed  to  get  out  the  National  Formidary. 
In  Dubuque  he  has  been  a  prominent  citizen, 
and  at  the  present  time  is  president  of  Finley 
Hospital.  Mr.  Ruete  was  bom  and  received 
his  educational  training  in  Germany,  which 
accounts  for  the  thoroughness  of  his  pharma- 
ceutical equipment.  Soon  after  arriving  in 
this  country  the  Civil  War  broke  out,  and  he 
served  as  apothecary  and  hospital  steward 
until    peace   was   declared,   witnessing   during 


DB.  J.  O.  BOHLOTTBaBBCK. 

granted  a  year's  leave  of  absence  by  the 
University  in  order  to  establish  a  laboratory 
for  the  J.  Hungerford  Smith  Co.  of  Rochester, 
N,  Y.  Mr.  Smith  himself  is  an  alumnus  of 
the  school,  as  is  his  son  also,  and  the  Smiths 
evidently  knew  from  personal  experience  that 
Dr,  Schlotterbeck  was  admirably  adapted  to 
create  a  new  laboratory  of  the  kind  needed,  to 
equip  it  properly,  to  get  a  good  working  staff, 
and  to  lay  out  the  work  wisely  and  thoroughly. 
In  the  meantime  Dr.  Schlotterbeck's  place  as 
.dean  and  professor  will  be  filled  by  other  mem- 
bers of  the  faculty  and  by  assistants  who  have 
received  their  training  under  him. 

The  esteem  in  which  Dr,  Schlotterbeck  is 
held  by  the  alumni  was  exhibited  on  the  even- 
ing of  May  23,  when  a  testimonial  dinner  was 
given  him  at  the  Hotel  Cadillac  in  this  city.  ' 
There  were  present  about  forty  former  stu- 
dents of  the  school,  and  the  occasion  was  one 
of  unusual  enthusiasm.  Dr.  Schlotterbeck's 
character  and  ability  were  eulogized  by  several 
speakers,  and  a  handsome  gold  watch  was  pre- 
sented to  the  guest  of  honor  during  the  course 
"f  the  evening. 


this  period  many  of  the  great  battles  fought 
by  the  Army  of  the  Potomac,  He  has  been 
in  Dubuque  for  thirty-eight  years  and  has 
always  conducted  a  first-class  business,  in 
which  particular  attention  has  been  paid  to 
the  prescription  department. 


MR.  RYAN  GIVEN  AN  HONORARY  DEGREE. 

At  the  annual  commencement  exercises  of 
the  Philadelphia  College  of  Pharmacy  last 
month  Frank  G,  Ryan,  President  of  Parke, 
Davis  &  Co,,  had  conferred  upon  him  the 
honorary  degree  of  Master  of  Pharmacy 
(Ph.M.).     This  degree  has  been  granted  very 
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sparingly  by  the  College,  and  has  always  been 
reserved  for  those  who  have  really  distin- 
gttished  themselves  in  some  branch  of  the  call- 


TmAKK  a.  By  AH. 


photograph  of  his  front  porch.  But  since 
incidentally  this  shows  three  generations  of  the 
Frailey  family  we  ought  not  to  be  disappointed.  ' 
For  here  we  have  portraits  of  William  O. 
Frailey,  Sr.,  William  O.  Frailey,  Jr.,  and 
William  O.  Frailey,  3d.  William  O.,  Jr.,  is 
manager  of  the  branch  store  on  East  King 
Street,  while  Billy  the  Third  will  some  day  be 
manager  of  another  branch.  Thus  the  Frailey 
dynasty  in  the  drug  business  promises  to  make 
history. 


PHARMACIST  AHD  MASON. 
Frank  Richardson,  of  Cambridge,  N.  Y., 
has  been  treasurer  of  the  New  York  State 
Pharmaceutical  Association  now  for  eight  or 
ten  years,  and  seems  to  have  a  life  tenure  on 
the  job.  We  doubt  even  if  the  adoption  of  T. 
R.'s  recall  methods  would  oust  him  from  the 


ing.  It  is  a  reward  of  unusual  merit.  Mr. 
Ryan  is  an  alumnus  of  the  College,  and  was 
for  fourteen  years  a  member  of  the  faculty. 


THE  FRAILEY  DYNASTY. 

Everybody  in  N.  A.  R.  D.  and  A.  D.  S. 

circles  knows  who  William  O.  Frailey  is,  and 

no  one  need  be  told  that  he  has  two  prosperous 


Thx  Thxeb  Pkiiu 


Stores  in  Lancaster,  Pa.  We  recently  asked 
Mr,  Frailey  to  send  us  a  picture  of  his  resi- 
dence, and  what  he  supplied  instead  was  a 


PmAKI  RlOBABDWMI. 

place.  This  is  what  it  means  to  give  per- 
manent satisfaction.  Mr,  Richardson  was 
gradinted  from  the  Albany  College  of  Phar-  ■ 
macy  twenty  years  or  more  ago.  He  was  high 
honor  man,  and  for  a  reasonable  period  after 
that  he  was  a  member  of  the  faculty.  EKiring 
this  time  he  had  a  store  in  Albany,  but  later  on 
he  listened  to  the  alluring  call  of  the  open,  and 
so  hied  himself  up  to  Cambridge,  where  there 
was  more  green  grass  and  fresh  air,  and  where 
the  life  of  the  retailer  was  somewhat  less  irk- 
some. Incidentally  Mr.  Richardson  is  quite 
prominent  in  the  Masonic  fraternity,  and  he  is 
now,  among  other  things,  president  of  tlie  Past 
Masters'  Association  of  the  Twentieth  Masonic 
District. 
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o  phumaeirt.  hM  his  reatdancaftt  Har«v«IikT«Hr.  andHrs-Betnuuiniii  theliFoTdnUi>ba<i>t,ln 

reiuthenu.  frootoCths 

BoHM  of  Wall'kMiwa  DraMlata. 
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E.  E.  CoJUno.  located  In  the  nnliersEU  town  of  Ann  Arbor,  Hera  we  bftve  >  Hew  ttf  the  UtIiw  room  In  the  Te^anoe 

Hichlsnn.  na  president  lut  rear  of  the  State  PhormaceDtlc*!  of  J-  3-  Ooodreu.  who  ta  next^oot  DslsbbaT  to  Hr.  Cftlktna  In 

AMOdktlon.  Ann  Arbor. 


Here  we  have  the  reddeuce  of  M.  Nail  m 


BomcB  of  W*ll>kMowa  OroMlala. 
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John  W.  Ddit.  tbe  Doit  Dnw  Co..  Mont- 


L.  D.  Sale.  Wa*t«ni  Whoteakle  Dnic  Co.. 


a  F.  Well«r,  Blchardaon  Dnw  Co..  B.  C  Hvti,  Huti  *  Bahnwii  Co..  Book 

Onuha,  Neb.  Idand.  III. 

A  pmim  of  W«U-kHowa  Jobbara. 
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PraaldaaU  of  Somri  of  th«  Stat*  Board*  of  Pbamacy. 
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TbO  ATVt  thzett  Tlewi  on  thin  pare  represcmt  drtic  fltoi«>  la  Here  ve  hare  w,  handsome  boOdliw  oontftlsiuir  the 

Boat  India.    Tbla  particnlu'  one  ta  tbe  phannacr  of  Dr.  E.  B.  data  phumucf  oE  E.  Speeohlcr.  in  Kanwhl,  Indift.    Mr.  S] 

Paiti  in  ttoetU,  Bsloohlrtui.  lej  erUentlr  ovna  tbe  enClre  Btrnotnn. 


We  are  now  Id  Japan,  and  thli  phannacx  ve  And  locBl«d  Still  in  Japan,  we  bave  In  the  first  itore  at  the  left  an  Ant 

■boot  lOO  milea  from  Toklo  mar  Uw  Aaama  Honntaln.    The  lean  pliamuu?  Id  the  dtr  ot  Toklo.    Tbi*  (tore  U  nndar  t 

■■■■Mill  !■  T   ft    rw Kiimlinlii  of  Uw  Scliool  ot  Pliamutox  numacnnent  of  Hr.  F«nner  al».    The  itreet  la  a  trpical  O 

•a(lhBOniT«nltrolHlGliicao.  in  Tokio. 

A  pai*  of  ForaUa  Dratf  Stor**. 


Three  Prize  Hair-Tonic  Formulas. 

In  awardlnit  prizes  In  the  recent  contest  condncted  hy  the 
Bulletin  for  hest  hair- tonic  {ormnlas*  the  Prize  Committee 
feels  it  only  fittlnif  to  explain  why  many  of  the  products  failed 
to '  receive  favorahle  consideration.  Several  had  too  hlith  a 
percentaite  of  alcohol,  maklnif  the  mixture  too  expensive  for 
ifeneral  sale.  Others  were  excellent  dandruff  removers  hut 
not  hair  tonics — that  la  to  say,  they  contained  antiseptics  hut 
not  scalp  stimulants.  Still  others  Included  chloral*  which  is 
obiectlonahle  because  It  must  he  mentioned  on  the  lahel  to  t)ie 
uneasiness  of  the  customer.  A  few  had  objectlonahle  Inifredl- 
eots  such  as  corrosive  sublimate  or  lead  acetate,  chemicals 
to  which  some  people  are  susceptible.  The  three  prize- 
winnlnif  formulas  we  believe  to  be  excellent,  and  we  are 
iflvlnif  honorable   mention   to   several   others.— The   Cohhittee. 

FIRST  PRIZE  FORMULA. 

By  Daisv  a.  Prick,  Aopubon,  Iowa. 

KESOR-QUINOL   HAIR   TONIC. 

I  find  that  I  am  becoming  enthusiastic  over 
the  hair-Ionic  proposition.  The  formula  which 
I  submit  is  my  own  and  is  actually  resulting  in 


Resorcin  4  drachms. 

Tincture  of  jaborandi 2  ounces. 

Tincture  of  cantharides 4  drachms. 


le  prodnct 

increased  sales.  I  just  had  a  "come-back"  for 
$5.00  worth.  I  sell  6  bottles  for  $5.00.  It  is 
a  repeater.  Moreover,  every  time  we  sell  a 
bottle  of  hair  tonic,  we  recommend  and  almost 
invariably  sell  a  shampoo  bag  at  ten  cents 
or  three  for  a  quarter.  The  customer  is 
advised  to  keep  the  hair  clean. 

I  submit  a  specimen  package  of  our  Tonic, 
and  also  one  of  our  newspaper  ads.  The 
formula  reads : 

Quinine    li  drachm. 


Have  YoD  Dandruff  7 


Does  Yrnir  Hair  Fall  Out? 

Do  Yon  Know  What  Besor^ 
Qninol  Hair  Tonk  Will 
Do?       

FIRST— It  makes  the  acalp  heal- 
thy.     In  doing  tkia  the  dandruff 


keeps    the    sealp 


SECOND - 

heathy. 
Whatdoo} 

RcMr-Qninol  Hair  Tonic 
Wkal  ii  it} 

Not  an  experiment,  but  oni  own 
well  -  teated    fonnula,    indoned    by 

Price  ILOO  a  Bottle. 
Trial  aize,  2S    cents. 


FRICK  DRUG  CO. 


Mempaper  ad.  of  the  Flick  hair  tonio. 

Alcohol  4  ounces. 

Spirit  of  myrcia 16  ounces. 

Rose  water 9  ounces. 

Mix  and  perfume  with  oil  of 

bergamot   H  drachm. 

Oil  of  rose  geranium H  drachm. 

Oil  of  cologiie ^  drachm. 

Add  the  oils  to  the  alcohol  first  Add  aromatic  sul- 
phuric acid,  three  drachms,  to  the  quinine.  Mix  all 
Fiher.  twice  if  necessary.  This  makes  a  full  quart. 
The  amount  of  alcohol  is  50  per  cent. 
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We  dispense  the  tonic  in  a  six-ounce  sprink- 
ler-top bottle,  with  the  label  on  the  flat  side  of 
the  bottle.  The  total  cost  of  one  bottle  is  20 
cents.     It  brings  us  $1.00. 


SECOND  PRIZE  FORMULA. 

By  I.  S.  Pladson,  Stukgis,  S.  D. 

This  formula  has  given  good  satisfaction. 
The  preparation  supplies  both  germicidal  and 
tonic  properties,  which  should  be  the  first  aim 
of  any  good  hair  tonic.  The  resorcin  is  anti- 
septic and  the  cantharides  a  powerful  local 
stimulant.  The  betanaphthol  furnishes  a  good 
germicide.  The  jaborandi  tends  to  restore  the 
natural  color  of  the  hair,  though  it  does  not 
dye  or  stain  the  hair.     The  formula  reads : 

Resorcin    10  grammes. 

Tincture  of  cantharides 10  Cc. 

Fluidextract  of  jaborandi 10  Cc. 

Betanaphthol   10  grammes. 

Oil  of  bergamot 15  minims. 

Glycerin 60  Cc. 

Alcohol, 

Rose  water,  .aa  q.  s.  to  make  500  Cc. 


No  sediment  is  deposited  on  standing,  nor 
does  the  product  need  to  be  filtered.  It  has  a 
good  color  and  pleasant  odor.  It  is  put  up  in 
eight-  and  sixteen-ounce  dark,  amber-colored 
bottles  with  sprinkler  top.  It  sells  for  fifty 
cents  and  a  dollar,  which  gives  a  good  margin 
of  profit.  With  a  little  push  it  ought  to  be  a 
good  seller  with  any  one. 


THIRD  PRfZE  FORMULA. 

By  F.  P.  Theriot,  Gretna,  La. 

Resorcin  1  drachm. 

Quinine  sulphate 1  scruple. 

Bay    rum 4  fiuidrachms. 

Glycerin    4  fiuidrachms. 

Tincture  of  cantharides....  2  fiuidrachms. 

Tincture  of  capsicum 2  fiuidrachms. 

Fluidextract  of  jaborandi...  2  fiuidrachms. 

Alcohol  2  ounces. 

Water,  q.  s.  ad 16  ounces. 

Mix  and  dissolve.    Florame  extract,  1  drachm,  for 
perfume. 

The  preparation  may  be  colored  red  if  de- 
sired by  means  of  red  saunders. 


FORMULAS  RECEIVING 

i 

In  addition  to  the  three  prize  winners,  the 
committee  thought  the  following  formulas 
were  deserving  of  honorable  mention : 

BY  C.  A.  HOUGEN,  DURAND,  WIS. 

We  generally  put  our  hair  tonic  up  in  half- 
pound  perfume  bottles  or  in  plain  8-ounce 
ovals  with  a  purple  cap  over  the  cork.  It  sells 
for  75  cents.  As  it  only  costs  about  20  to  25 
cents,  the  profit  is  a  very  fair  one : 

Boric   acid 1  ounce. 

Salicylic  acid J4  ounce. 

Resorcin   4  scruples. 

Glycerin    1  fluidounce. 

Oil  of  rose  geranium 12  minims. 

Oil  of  bergamot •  4  minims. 

Alcohol    1  pint. 

Water  distilled  to  make 1  quart. 

Color  with  tincture  of  curcuma  if  wanted. 

We  sell  the  product  on  a  strict  guarantee 
that  if  it  does  not  positively  stop  falling  hair 
and  eradicate  dandruff  "you  get  your  money 
back."  We  have  sold  hundreds  of  bottles  and 
have  only  had  one  returned  so  far,  and  that 
one  we  sold  to  a  man  who  asked  for  something 
else,  and  .wanted  it  for  his  wife.  That  he 
wanted  it  for  her  he  did  not  tell  us,  or  we 
should  have  known  better.  She  refused  to 
try  it,  and  consequently  missed  a  good  thing. 

We  have  used  newspaper  ads.  to  push  this 


HONORABLE  MENTION. 

preparation — sometimes  with  noticeable  results 
and  sometimes  with  indifferent  success.  Our 
long  suit  is  to  push  it  over  the  counter  to 
people  who  want  something  for  themselves. 


BY  H.  C.  LANDAU,  GETTYSBURG.  PA. 

This  is  a  hair  tonic  which  I  have  used  for 
years  and  on  which  I  have  an  excellent  trade. 
It  always  gives  satisfaction  and  never  arouses 
a  complaint.  It  will  stop  an  itching  scalp 
within  an  hour,  stop  dandruff  in  two  applica- 
tions, and  will  promote  the  growth  of  hair.  It 
is  sold  under  this  guarantee,  and  I  have  never 
returned  a  cent.  Every  bottle  sold  brings  a 
demand  for  another  one. 

Quinine  sulphate 2  drachms. 

Resorcin  20  grains. 

Menthol    20  grains. 

Tincture  of  capsicum 6  drachms. 

Tincture  of  cantharides 6  drachms. 

Spirits  of  ammonia  aromatic  4  drachms. 

Glycerin    4  drachms. 

Alcohol  diluted,  q.  s.  ad 16  ounces. 

Perfume  with  dactylis  or  to  suit.  No  artificial  color- 
ing is  used.  Apply  to  scalp  with  finger-tips,  massage 
lightly  every  night  for  a  week,  then  once  a  week,  for 
an  invigorating  tonic. 

The  prices  are:  4  ounces,  25  cents;  8 
ounces,  50  cents;'  16  ounces,  $1.00. 
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BY  WILLIAM  H.  TABACNIC,  PH.G., 
ST.  LOUIS,  MO. 

Our  preparation  can  be  made  for  about  85 
cents  a  quart.  It  is  put  up  in  four-ounce 
fancy  bottles  and  retails  for  50  cents  a  bottle. 
A  package  of  this  preparation,  including  cork, 
label,  etc.,  costs  about  15  cents,  netting  a  profit 
of  about  70  per  cent.  Of  course  it  could  be 
made  a  little  cheaper  by  decreasing  the  amount 
of  alcohol,  etc.,  but  I  would  hardly  advise  it 
as  I  have  found  the  proportions  of  the  ingre- 
dients in  this  formula  to  be  just  right.  I  have 
used  the  formula  for  several  years  and  have 
observed  it  is  a  good  repeater.  It  is  an  ex* 
cellent  preparation  for  dandruff  and  falling 
hair,  and  an  elegant  hair  dressing.  It  is  to  be 
rubbed  into  the  scalp  as  often  as  required. 

I  recommend  when  selling  my  hair  tonic 
the  use  of  my  liquid  shampoo  for  shampooing 
the  hair.  This  is  merely  tincture  of  green 
soap  perfumed.  I  seldom  fail  to  make  a  sale 
of  my  shampoo  with  each  purchase  of  my 
hair  tonic.     The  latter  is : 

Mercuric  chloride 2  grammes. 

Salicylic  acid 10  grammes. 

Resorcinol    30  grammes. 

Tincture  of  cantharides 30  grammes. 

Glycerin 100  grammes. 

I  Alcohol    500  Cc. 

Water,  q.  s.  to  make 1000  Cc 

Perfume  to  suit  (rose). 

Dissolve  the  bichloride,  salicylic  acid,  and  the  re- 
sorcinol in  the  alcohol.  Add  the  tincture  of  cantharides, 
glycerin,  and  water.    Perfume  and  filter. 

T 

I  use  a  rose  odor  myself,  but  the  individual 
csm  use  any  odor  that  pleases.  This  prepara- 
tion acquires  a  light  lavender  color,  without 
any  coloring  agent  being  used. 


BY  E.  W.  THfeALLS.  HAYDEN,  COLO. 

Salicin    1  drachm, 

Resorcin    2  drachm^. 

Tincture  of  cantharides ,  2  drachms. 

J-         Tincture  of  capsicum 2  drachms. 

Glycerin    1  ounce. 

Rose   water 6  ounces. 

Bay  rum,  q.  s.  ad 16  ounces. 

Dissolve  the  chemicals  in  the  rose  water.  Add  the 
tinctures  and  the  glycerin,  and  finally  the  bay  rum. 
Color  to  suit  with  tincture  of  cudbear,  N.  F. 

I  have  found  this  to  be  highly  successful  in 
cases  of  dandruff  and  falling  hair,  and  as  a 
stimulant  to  the  scalp.  It  is  of  great  value  in 
eczematous  diseases  of  the  scalp.  It  is  easily 
and  quickly  prepared  on  account  of  the  ready 


solubility  of  the  chemicals.  I  have  never  ex- 
ploited it  nor  advertised  it  as  shelf  goods,  but 
have  handed  out  many  bottles  as  a  special 
preparation.  I  charge  50  cents  for  a  six-ounce 
bottle.  The  cost,  as  one  can  readily  see,  is 
inconsiderable.  - 


BY  G.  W.  PFENDER.  CHICAGO,  ILL. 

Our  preparation  has  proved  very  good.  It 
will  certainly  stop  the  formation  of  dandruff, 
loss  of  hair,  and  cause  new  hair  to  grow  ivhen 
other  remedies  have  no  effect.  Three  of  our 
customers  now  have  a  splendid  growth  of  hair 
after  it  had  fallen  out  from  syphilis.  Many 
others  use  it  as  a  general  hair  tonic. 

Resorcinol   3  dracljms. 

Glycerin   1  drachm. 

Tincture  of  cantharides 3  drachms. 

Water  and  alcohol,  enough  to 
make   6  ounces. 

Perfume  with  a  few  drops  of  a  mixture  of  oil  of 
bergamot,  geranium,  citronella,  and  cinnamon. 


BY  OTTO  c.  Mccarty,  carthage,  Indiana. 

This  preparation  has  been  used  in  my 
brother's  barber  shop  for  a  niunber  of  years 
and  was  originally  obtained  from  a  New  York 
hair  specialist: 

Spirit  of  ammonia  aromatic...^  ounce. 
Solution  of  potassium  arsenite^  ounce. 

Tincture  of  nux  vomica ^  ounce. 

Tincture  of  capsicum 2  drachms. 

Tincture  of  cantharides 2  drachms. 

Glycerin   2  drachms. 

Bay  rum 1  ounce. 

Rose  water,  q.  s....- 8  ounces. 

Rub  well  into  the  scalp  two  or  three  times  a  week 
for  dandruff  and  falling  hair. 

This  is  the  best  remedy  I  have  ever  seen  for 
dandruff,  falling  hair,  and  itching  of  the  scalp. 


BY  DAVID  I.  COHEN,  PH.G.,  JERSEY  CITY. 

Quinine  alkaloid 5^  drachm. 

Mercuric  chloride  2  grains. 

Chloral  hydrate  2  drachms. 

Resorcin  1}4  drachms. 

Tincture  of  capsicum 2  drachms. 

Tincture  of  cantharides ^  ounce. 

Oil  of  bay 15  drops. 

Alcohol    6  ounces. 

Aqua,  q.  s 16  oimces. 

Directions:  Massage  well  into  the  scalp 
once  a  day,  preferably  on  retiring.  In  ob- 
stinate cases  should  be  used  twice  daily  until 
improvement  is  noticed. 
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BY  CHARLBS  R.  ARCHIBALD,  NOKOMIS,  ILL. 

Pilocarpine  nitrate 0.4    gramme. 

Quinine  sulphate 0il4  gramme. 

Tincture  of  cantharides....  12       Cc. 

Tincture  of  capsicum 12       Cc. 

Spirit  of  myrcia 90       Cc. 

Alcohol,  q.  s.  ad 180       Cc 

Mix  and  make  solution.    Perfume  to  suit. 

Apply  daily  to  the  scalp. 


it  the  corrosive  sublimate  previously  dissolved  in  hot 
water.  Then  add  to  this  the  rest  of  the  ingredients. 
Let  it  stand  for  24  hours  and  filter. 


BY  D.  COHEN,  LOS  ANGELES,  CAL. 

Resorcin    15  grains. 

Salicylic  add 15  grains. 

Boric  add  15  grains. 

Quinine    sulphate 10  grains. 

Tincture  of  cantharides 1  drachm. 

Tincture  of  sanguinaria 1  drachm. 

Tincture  of  lavender  compound.  1  drachm. 

Alcohol 2  ounces. 

Bay  rum  to  make 8  ounces. 

BY  C.  J.  WALL,  GRAPEVINE,  TEXAS. 

Resorcin    1  dradim. 

Tincture  of  cantharides 2  drachms. 

Fluidextract  of  jaborandi 2  dradims. 

Tincture  of  cinchona  flava 2  ounces. 

Essence   violettes 1  dradim. 

Spirit  of  myrcia q.  s.  ad  8  ounces. 

Mix. 


BY  C.  M.  EVANS,  MT.  HOREB,  WIS. 

Resorcin    2  ounces. 

Glycerin  2^  ounces. 

Tincture  of  cantharides 2^  ounces. 

Tincture  of  cinchona  comp 5  ounces. 

Alcohol, 

Bay  rum,  of  each 3  pints,  12  ounces. 

Apply  to  the  scalp  two  or  three  times  a  week. 


BY  F.  D.  O.  WALKER,  ROCK  ISLAND,  ILL. 

Arsenous   add 6  grains. 

Potassium   bicarbonate 2^  drachms. 

Sulphuric  add 5  minims. 

Glycerin  1  drachm. 

Alcohol    4  drachms. 

Oil  of  rosemary 1  minim. 

Oil  of  lavender 2  minims. 

Caramel  enough  to  make  light  amber. 
Water  su£Scient  to  make 12  ounces. 

Mix. 

Apply  to  the  roots  of  the  hair,  rubbing  briskly,  every 
two  or  three  days  for  three  weeks.  Then  use  once  a 
week  to  keep  the  scalp  in  good  condition. 


BY  CARL  R.  FIEBICH,  PROVIDENCE,  R.  L 

Resorcin  2  drachms. 

Salicylic  acid H  drachm. 

Castor   oil 1  ounce. 

Alcohol  8  ounces. 

Tannic  add 10  grains. 

Distilled  water  enough  to 

make    2  pints. 

Perfume  Otto  of  Jockey  Club..  15  drops. 
Color  with  "Evergreen" 10  drops. 

BY  W.  M.  RICKERT,  FAYETTE,  IOWA. 

Corrosive  sublimate 2  grains. 

Tincture  of  cantharides ^  ounce. 

Glycerin   }4  ounce. 

Resordn  2  drachms. 

Alcohol  4  ounces. 

Distilled  water  q.  s.  to 8  ounces. 

Mix. 

Apply  night  and  morning,  rubbing  in  well  with  the 
finger-tips. 

We  have  colored  it  and  perfumed  it,  but 
most  of  our  trade  prefer  it  as  given  above. 


BY  If.  KALMANOR,  MORRIS  PLAINS,  N.  J. 

Quinine    sulphate lOJ^  drachms. 

Tincture  of  capsicum 7  drachms. 

Tincture  of  cantharides 4  ounces. 

Fluidextract  of  jaborandi...      4  ounces. 

Corrosive  sublimate 21  grains. 

Bay  rum 26  ounces. 

Oil  of  lavender 10^  drachms. 

Glycerin   10^  ounces. 

Alcohol  42  ounces. 

Purified  talcum 2  ounces. 

Water  to  make 1  gallon. 

Dissolve  the  quinine  and  oil  in  the  alcohol.    Add  to 


BY  FRANK  W.  SMITH,  BUFFALO,  N.  Y. 

Sodium    chloride 120  grains. 

Predpitated  sulphur  60  grains. 

Lead   acetate 60  grains. 

Glycerin    J4  pint. 

Bay  rum  3  fluidounces. 

Jamaica  rum 54  pint. 

Water  1  pint  (not  more). 

Grain  alcohol 1  fluidounce. 

Scent  to  suit,  bergamot  oil  prefererd. 


BY  F.  P.  TAYLOR,  MINOT,  N.  D. 

Resordn 2  drachms. 

Tincture  of  cantharides 1  drachm. 

Tincture  of  capsicum 1  drachm. 

Oil  of  bergamot 15  minims. 

Bay    rum 1  ounce. 

Glycerin  4  drachms. 

Alcohol,  enough  to  make 4  ounces. 

Color  with  green  vegetable 
coloring 15  minims  to  4  ounces. 

Rub  in  the  scalp  with  tips  of  fingers  twice  a  week. 


GARHEL  HAIR  TONIC  A  SELLER. 


BT  H.  KALLTWODA, 
San  Fnmoifloo,  Gal. 


For  a  number  of  years  I  have  been  putting 
up  and  selling  "Carmel  Hair  Tonic"  with 
gratifying  results.  My  preparation  is  a  win- 
ner and  a  repeater.  I  put  it  up  in  ordinary 
prescription  ovals,  8  ounces,  and  sell  it  for 
$1.00.  I  also  run  a  trial  size,  a  4J/^-ounce 
panel,  which  sells  for  60  cents. 

I  attribute  a  great  deal  of  my  success  to  the 
simple  yet  impressive  style  of  my  package,  as 
well  as  to  its  merits. 

The  bottle  should  be  tightly  corked,  capped, 
and  string-sealed.  It  should  have  a  good 
label,  not  a  plain  one.  Spend  a  cent  at  least 
for  it.  A  woman's  head  with  an  abundance 
of  hair  makes  a  fine  centerpiece,  around  which 
the  name  appears.  The  package  should  be 
wrapped  with  transparent  parchment  paper, 
making  a  neat  and  attractive  appearance.  The 
word  "Quinine"  catches  many.  I  always  keep 
a  few  bottles  on  my  counter,  priced.  Any  one 
wishing  another  hair  tonic  gets  it,  but  I  often 
manage  to  get  rid  of  mine  instead,  not  by  the 
"just  as  good"  stunt,  however,  but  by  a  nice, 
convincing  line  of  talk.  I  put  my  personal 
recommendation  behind  the  article.  If  you 
have  a  nice  head  of  hair,  show  it  to  your 
customer. 

Once  in  a  while  I  display  it.  Sometimes  I 
get  a  few  china  eggs  and  door-knobs  and  place 
them  in  the  window  with  a  sign  to  this  effect, 
"Guaranteed  to  grow  hair  on  a  door-knob, 
why  not  on  your  knob?"  The  bottom  of  the 
display  is  covered  with  mattress  stuffing  or 
barber-shop  trimmings.  I  have  a  large  sign 
as  follows: 
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A  reproduction  of  a  window  sign  noed  by  Mr.  Kalliwoda  to  ad- 
Tertiae  his  hair  tonic— purposely  made  amateurish. 

The  crudeness  of  my  picture  draws  atten- 
tion.    The  rest  of  the  window  convinces. 

Here  is  another  little  "booster."  In  my  talk 
to  a  customer,  I  mention  the  fact  that  he  can 


feel  it  almost  as  soon  as  it  is  applied.  This 
is  true.  The  menthol  is  added  for  that  pur- 
pose. It  gives  a  peculiar  cooling  sensation,  as 
though  the  hair  were  beginning  to  sprout. 
Anyway,  it  affects  the  mind,  and  that  is  half 
the  battle.  Directions  should  emphasize  to 
rub  well.  For  the  friction  and  circulation 
restored,  is  another  factor  in  propagating  the 
growth. 

The  formula  and  cost  of  the  tonic  is  here 
given. 

°    .  '  CARMEL    QUININE    HAIH   TONIC 

Pilocarpine  hydrochloride — 2  drachms,  @  $1.50  a 

drachm  $3.00 

Resorcin — 5}^  oimces,  @  $1.10  a  pound 39 

Chloral  hydrate — 5}4  ounces,  @  $1.18  a  pound 40 

Quinine  sulphate — 5  ounces,  @  16c  per  100  ounce 

lots 80 

Betanaphthol — 5^  ounces,  @  $1.45  a  pound 49 

Menthol — 1  ounce,  @  60c  an  ounce 60 

Alcohol— 154  gallons,  @  $2.96  a  gallon 4.44 

Glycerin — 1  pint,  @  22c  a  pound 27 

Oil  of  bergamot — 1  ounce,  @  $6.00  a  pound 40 

HCl,  Tincture  of  alkanet — ^aa  q.  s 05 

Water,  q.  s. — 5  gallons 35 

$10.84 

1.  Dissolve  the  pilocarpine  in  2  ounces  of  water; 
add  tincture  alkanet,  q.  s. 

2.  Dissolve  the  resorcin  and  chloral  in  1  quart  of 
water. 

3.  Dissolve  the  oil  of  bergamot  in  8  otmces  of  al- 
cohol. 

4.  Dissolve  the  naphthol  and  menthol  in  1  quart  of 
alcohol. 

5.  Dissolve  the  quinine  in  alcohol  (acidulating  with 
HCl  until  end  point  is  reached). 

6.  Mix  the  remainder  of  alcohol  with  the  glycerin. 
Add  1  gallon  of  water. 

7.  Now  mix  solutions  3  and  4,  then  5.  Add  this 
mixture  to  6.    Add  solution  2. 

8.  Now  gradually  add  water  to  make  5  gallons.  A 
slight  precipitate  may  form,  probably  naphthol.  Filter, 
add  solution  1,  and  put  up  in  eight-ounce  bottles. 

Additional  costs  may  be  summed  up  as 
follows : 

Labels  $  .50 

Corks No.  60,  $3.50  M.    .28 

Caps $0.35  per  gross    .29 

Bottles @  $3.75  per  gross  3.12 

Parchment   paper 10 

Sealing  wax 05 

^  day's  labor 1.50 

$  5.84 
Cost  of  tonic  10.84 


Total  cost  of  80  bottles $16.68 

80  bottles  ®  $1.00 80.00 

Profit  on  cost $63.32 

or  Profit  on  cost  approximately 38.5  per  cent. 
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The  color  and  odor  may  be  varied  to  suit 
the  taste.  Without  alkanet  the  tonic  is  lemon 
color.  Some  people  prefer  a  green,  some  a 
brown,  etc. 

The  cost  may  be  materially  reduced  by 
omitting  the  pilocarpine.     But  I  consider  it  a 


valuable  ingredient  and  would  not  like  to  do 
without  it  in  my  own  product. 

And  after  all  is  said  and  done,  I  want  to 
add  that  "Carmel  Quinine  Hair  Tonic"  has 
proved  to  be  a  "crackerjack."  It  has  "brought 
home  the  bacon." 


A  TWO-PACKAGE  HAIR  TONIC. 

BT  8.  C.  OOOPER,  Frm.B., 
Lion's  Head,  Out. 

Perhaps  more  buncombe  has  been  written  septic  head-dress,  a  solvent  of  fatty  excretions, 

and  advertised  about  hair  restorers  than  about  and  exposure  of  the  scalp  to  the  ozone  of  the 

any  other  medication,  and  a  prize  offer  for  the  air  and  to  sunlight.     We  inscribe  below  what 

best  formula  for  a  hair  tonic  makes  the  phar-  we  consider  to  be  an  ideal  cleanser,  which  may 

macist  get  right  down  to  bed-rock.  be  used  daily  for  a  week,  then  as  needed. 

The  study  of  diseases  of  the  hair  does  not  The   cleanser   should   always    be    followed 

reveal  the  definite  unanimity  that  is  apparent  after  an  interval  of  eight  to  twelve  hours  by  a 

in  most  scientific  data.     Dead  hair,  like  dead  tonic  for  the  hair.     An  ideal  tonic  should  com- 

men,  cannot  be  resurrected.      The  causes  of  prise  a  germicide,  an  irritant,  a  rubefacient, 

baldness  may  be :  and  these  in  a  soothing  attractive  vehicle. 

1.  Temporary,  through  fever  or  sickness.  After  assembling,  comparing,  and  rejecting 

2.  Pressure  or  irritation  by  head-dress  or  a  great  many  ingredients,  I  consider  the  for- 
aught  else  upon  the  blood-vessels  of  the  head,  mula  of  the  hair  tonic  given  below  can  for 
thus  damming  up  the  canals  that  supply  nutri-  druggists'  general  purposes  scarcely  be  im- 
tion.  proved   upon.      Furthermore,   if  the  general 

3.  Decomposition  of  perspiratory  and  oily  system  is  toned  up  by  an  internal  alterative  and 
secretions,  giving  rise  to  the  production  of  the  rules  for  health  relating  to  cleanliness, 
bacteria,  thus  wasting  the  hair.  diet,  exercise,  and  good  living  observed,  the 

4.  Dryness  and  disease  of  the  scalp,  usually  scalp  will  share  the  benefit  with  the  rest  of  the 
termed  dandruff.  body. 

We  may  regard  the  last  three  as  producing  scalp  cleanser. 

permanent  baldness   if   proper  treatment  be  Oleic  acid 3^  ounces. 

neglected.      And  we  may  safely  infer  that  if  Alcohol  (90  per  cent) 154  ounces. 

treatment  prove  satisfactory  in  preventing  per-  j^j^  ^^  neutralize  with  about  ^  fluidounce  of  sat- 

manent  baldness,  it  will  prove  helpful  in  cases  urated   solution   of   potassium   hydroxide;    when   cool 

that  are  temporary.      To  master  the  situation  add  oil  of  lavender  10  minims;  ether  to  10  fluidounces. 

we  must:  hair  tonic 

1.  Destroy  or  remove  the  disease,  microbe,  u     *      r     j                         oaa  «^o;«» 

•^  '  Borate  of  soda 200  grams. 

or  germ,  any  or  all  of  them.  Salicylic  acid  40  grains. 

2.  Retain  the  area  in  a  prophylactic  condi-  Boiling  water 10  ounces. 

tion.  Tincture  of  cantharides 2  oimces. 

3.  Nurture     mechanically,     physiologically,  ^^y  ^um 1  ounce. 

and  artificially  that  area,  to  produce  the  de-  ^^^^  ^^^^^'  ^"^"«^  '^  make....i6  ounces. 

sired  result.  The  borax  and  the  acid  should  first  be  dissolved  in 

So  then  proper  treatment  should  comprise  the  boiling  water,  then  cooled  and  the  other  liquids 

a  cleanser-mechanical  to  remove  superficial  ^^^'^'    ^'  ^^^"^^  ^'  ^^"  ^^^^^"  ^"^  ^^^^^^^  ^^^^'^ 

•  use 
waste,  chemical  to  act  upon  the  oily  secretions 

without  undue  causticity.  Under  mechanical  It  will  be  seen  that  we  have  avoided  a  shot- 
means  may  be  mentioned  the  use  of  warm  gun  formula.  We  have  put  in  everything 
water,  soap,  massaging  with  the  finger-tips,  with  a  clear  intention.  We  have  made  no 
drying  by  warm  air  rather  than  by  violent  guess,  and  offer  no  apology  for  the  simplicity 
rubbing  of  the  hairs,  perfectly  clean  head-  of  the  formula.  We  believe  it  is  the  best 
dress — in  this  the  Hindu  teaches  us  a  lesson —  general  recipe  that  has  been  formulated,  and 
and  exposure  of  scalp  to  the  atmosphere,  what  is  more,  time  and  again  it  has  "done  the 
Under  chemical  means  may  be  mentioned  anti-  work.*' 
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HOW  I  BUILT  UP  A  DRUG  BUSINESS. 

An  Autobiography  of  an  Avenge  Drusgirt,  Intended  for 
the  ProHt  and  Entertainment  of  Other  Average  Drug- 
gi«ti — The  Story  of  how  a  Small  Store  in  a  Country  Town 
was  Gradually  Developed  into  Something  Pretty  Good. 

By  FRANK  FARRINGTON, 

Dallu,  N.  Y. 

( Continued  from  May  Bulletin.  ) 


CHAPTER  VI. 

WORKING  THE  BEST  SCHEME  OF  ALL. 

The  scheme  that  I  followed  up  in  the  last 
few  years  is  one  that  involved  the  use  of  cash 
register  checks,  and  while  it  was  something 
of  an  expense,  it  certainly  did  get  the  resuhs. 

The  premium  plan  in  various  forms  has 
been  demonstrated  time  and  again  to  be  the 
best  of  all  trade-getters.     It  has  its  disadvan- 


Hr.  Furincton. 

tages,  and  I  would  not  recommend  it  in  all 
cases.  But  where  it  can  be  properly  used,  it 
has  no  equal. 

PREMIUM   PLANS. 

In  carrying  out  my  plan  I  used  a  check- 
printing  cash  register,  and  the  final  scheme  was 
only  developed  after  experimenting  with  sev- 
eral which  were  successful  only  in  a  moderate 
degree. 

•Copyright,  1912,  by  Frank  Farriogton. 


One  check  plan  that  I  tried  was  that  of  giv- 
ing a  pound  box  of  candy  to  the  person  whose 
purchase  drew  a  check  with  an  even  hundred 
number  on  it.  This  meant  that  check  No.  100, 
2300,  400,  or  4000  drew  a  prize.  I  was  able 
to  get  up  only  a  little  interest  in  this.  It  did 
not  make  any  business  as  far  as  I  was  able  to 
determine. 

Other  plans  met  with  only  partial  success. 
and  I  found  that  one  reason  was  that  frequent 
changes  in  the  scheme  mixed  up  the  people. 
They  would  just  get  the  details  of  one  plan 
well  into  mind  when  they  would  find  that  it 
had  been  discarded  and  some  other  taken  up. 
Thus  what  seemed  like  good  business,  giving 
the  public  a  variety  and  a  change,  proved  a 
disadvantage.  Any  good,  fair  plan  adhered 
to  indefinitely  and  well  advertised  woidd,  I  am 
sure,  produce  profitable  results  in  the  end. 

My  final  plan  was  to  keep  a  standard  set  of 
premium  goods,  the  same  line  continuously 
with  occasional  additions,  and  to  give  these  out 
for  set  sums  in  cash-register  checks.  For  in- 
stance, I  picked  out  a  pair  of  cut-glass  salt  and 
pepper  shakers  to  give  away  for  $10  in  checks. 
These  and  all  the  other  premiums  I  set  out  to 
buy  for  about  5  per  cent  of  the  total  amount 
of  the  checks.  I  picked  out  such  goods  as 
could  be  listed  to  the  public  at  10  per  cent  of 
the  face  value  of  their  checks.  An  offer  of 
10  per  cent  of  the  checks  given  back  in 
premiums  would,  I  knew,  look  very  good  to 
every  woman,  and  particularly  so  if  I  chose 
for  premiums  articles  that  would  especially 
appeal  to  the  feminine  instinct. 

THE  CUT-GLASS  OFFER. 

Every  woman  likes  cut  glass,  and  cut  glass 
pays  a  good  profit.  Hence  my  choice  of  this 
line  at  first.     Here  follows  the  proposition  ib 
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I  outlined  it  in  one  of  the  first  circulars  I  sent 

out: 

SAVE  THISIII 

OUR  FREE  CUT-GLASS  OFFER. 

This  Lasts  Till  Afteb  Christuas. 

Savt  Your  Checks  and  Get  Cut  Glass  Presents  Free. 

With  every  cash  purchase  we  give  a  check  showing 
the  amount  of  the  purchase.  These  checks  are  good 
for  priiM  if  dated  Oct.  1  or  later. 

For  $10  in  checks  a  pair  of  cut-glass  salt  and  pepper 
shakers,  worth  $1.25. 

For  SIS  in  checks  a  cut-glass  bonbon  dish  with 
handle,  worth  $1.75. 

For  S20  in  checks  a  cut-glass  bonbon  dish  worth  $2. 

For  $26  in  checks  a  cut-glass  olive  dish  worth  |2.7S. 

For  $30  in  checks  a  cut-?lass  bonbon  dish  worth 

For  $39  in  checks  a  cut-glass  celery  tray  worth  $3.S0. 

For  $40  in  checks  a  cut-glass  sugar  bowl  and  cream 
pitcher  worth  $4.50  (not  given  out  separately). 

For  $46  in  checks  a  cut-glass  berry  bowl  worth  $S. 

For  )50  in  checks  a  cut-glass  water  bottle  worth 
$5.50. 

This  is  all  fine,  high-grade  cut  glass,  and  will  make 
elegant  Christmas  presents. 

To  find  what  your  checks  are  worth  just  add  up 
the  amounts  of  the  purchases  indicated  on  them  in  red 
ink. 

This  offer  will  not  be  withdrawn  until  after  the 
Holidays,  and  perhaps  not  then. 

Save  your  own  checks  and  get  your  neighbors  who 
are  not  saving  for  themselves  to  save  them  for  you. 

You  can  see  these  prices  on  exhibition  in  our  store 
at  any  time. 

If  you  are  short  of  checks  and  want  a  premium  at 
any  time  you  can  bring  in  what  checks  you  have  and 
you  will  be  allowed  10  per  cent  of  their  face  value  on 
any  cut-glass  article,  paying  the  balance  in  cash. 
Here  are  some  good,  se^otiabte  goods. 

(Then  followed  a  few  special  items  in  good  values.) 

This  plan  was  started  October  1,  with  a 
view  to  running  it  till  January  1.  Its  popu- 
larity, however,  and  the  realization  of  the  dis- 
advantage of  making  frequent  changes  in 
offers,  caused  me  to  retain  it  in  force. 

The  approach  of  (Christmas  made  it  particu- 
larly easy  to  interest  the  people  in  the  plan, 
and  window  displays  of  the  cut  glass  were 
mighty  attractive,  headed  as  they  were  by  big 
cards  reading  "These  Given  Away!" 

I  realized  that  the  success  of  the  plan  lay  in 
interesting  the  women,  and  we  did  everything 
to  get  them  to  begin  saving  their  checks.  We 
placed  big  cards  about  the  store  calling  atten- 
tion to  the  plan  and  pointing  to  the  display  of 
the  premium  goods. 

The  clerks  were  instructed  to  take  pains  to 
hand  the  checks  to  customers  and  not  merely 
throw  them  out  on  the  counter.      And  right 


here  is  where  the  plan  may  fall  down  if  not 
carefully  handled.  People  not  knowing  of  the 
plan  will  not  be  looking  for  the  checks,  and 
they  will  go  away  without  them  unless  they 
are  placed  in  their  hands:  This  means  that 
Mrs.  A.  hears  Mrs.  B.  talking  about  her 
checks,  and  she  thinks,  "I  didn't  get  any  check 
with  that  hot-water  bottle  I  bought,"  and  she 
comes  back  and  makes  a  fuss. 

It  is  unavoidable  that  people  get  away  a 
good  many  times  without  checks,  and  a  rule 
must  be  made  at  the  outset  to  cover  such  cases. 
In  my  store  I  made  it  a  practice  to  give  to 
any  one  coming  back  and  claiming  it,  the  check 
that  was  asked  for.  This  may  in  a  limited 
number  of  cases  have  resulted  in  the  loss  of  a 


Ur.  PnTTlnctou'B  itore  >■  It  was  whm  be  nld  It  lait  jtmr. 

check.  I  don't  believe  it  ever  did,  but  even  if 
it  did,  it  was  far  better  than  to  send  some  one 
away  with  a  grouch. 

In  our  store  we  sold  periodicals  and  took 
magazine  subscriptions,  and  we  gave  checks 
on  these  transactions  for  a  time,  but  eventually 
found  it  desirable  to  discontinue  it,  as  it  was 
often  true  that  a  subscription  would  not  pay 
us  a  net  profit  with  the  cost  of  the  check  out. 

One  important  result  of  the  check  system 
when  once  I  got  it  under  way  was  to  eliminate 
most  of  the  small  amount  of  credit  business 
we  had  been  doing.  As  soon  as  a  family  got 
the  check-saving  habit,  they  would  bring  the 
money  every  time,  and  if  they  didn't  have  it, 
they  would  go  home  and  get  it  or  wait  till  th« 
next  day. 
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Of  course  most  of  our  credit  business  was 
in  small  amounts.  Our  losses  had  always 
been  a  negligible  quantity.  This  made  them 
less  than  that. 

For  the  store  that  has  a  good  deal  of  credit 
trade  this  scheme  is  one  of  the  best  to  turn  it 
into  cash.  Of  course  in  the  case  of  a  trade, 
particularly  a  city  trade,  where  the  credit 
customers  are  mainly  wealthy  families,  the 
premiums  would  not  attract. 

FRUITS  OF  THE  PREMIUM  PLAN. 

But  the  big  feature  of  the  premium  plan  is 
that  it  makes  every  customer  a  fast  customer. 
The  woman  who  is  trying  to  get  $25  worth  of 
checks,  is  going  to  buy  everything  in  the  drug- 
store line  possible  at  the  store  where  she  gets 
the  checks.     If  she  is  passing  a  store  on  the 
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FARRINQTON'S    DRUG    STORE 


A  newspaper  ad.  ezploitiiiff  a  prize  scheme  desicned  to  make  every 
bo7  and  girl  in  town  a  rooter  for  the  Farrinston  store. 

Other  side  of  the  street  and  happens  to  think 
that  she  needs  a  ten-cent  tube  of  vaselin,  she 
is  not  going  in  there  for  it.  No,  sir!  She  is 
going  to  cross  the  street  and  get  that  ten-cent 
check.     Every  little  bit  helps. 

This  is  not  theory ;  it  is  fact. 

That  woman  is  also  going  to  ask  her  friends 
whether  they  have  any  checks  that  they  don't 
want.  They  may  turn  over  the  first  lot  to 
her,  but  when  they  see  the  dandy  piece  of  cut 
glass  she  gets  for  them,  they  will  begin  to  save 
for  themselves. 

It  is  a  little  difficult  at  first  to  show  people 
that  their  purchases  are  going  to  amount  to 
enough  in  the  near  future  to  enable  them  to  get 
a  premium.  They  do  not  realize  that  their 
purchases  count  up  to  enough  to  amount  to 


anything.      They  buy  more  at  a  drug  store 
than  they  think. 

Once  show  them  that  their  checks  will  get 
them   something  before   long  and   they    are 
yours.     In  a  small  town  a  thing  like  this  takes 
hold  more  rapidly  than  in  a  larger  one.      It 
spreads  by  word  of  mouth. 
'  The  premiums  must  be  given  as  careful  dis- 
play as  if  they  were  goods  offered  for  sale. 
And  when  people  want  to  see  them,  either  to 
take  up  one  with  their  checks  or  merely  to  find 
out  what  they  are  like,  they  should  be  waited 
upon  with  the  same  courtesy  as  if  making  a 
purchase.     If  you  offer  people  premiums  and 
then  are  at  all  "crusty'*  about  handing  them 
out,  you  will  soon  spoil  the  effect  of  your  gifts 
and  make  people   unwilling  to   bother   with 
them.     Don't  let  it  appear  that  you  are  putting 
a  person  under  obligations,  but  rather  give 
him  the  premium  as  his  right,  which  it  really  is. 

After  running  the  premium  plan  for  a  time 
I  found  it  desirable  to  add  other  premiums  in 
order  to  interest  more  people.  Some  house- 
wives did  not  care  for  cut  glass.  A  good 
many  men  who  would  save  checks  for  some- 
thing they  themselves  wanted,  would  not 
bother  with  cut  glass. 

To  help  out,  I  added  an  assortment  of  dollar 
watches  which  I  gave  for  $10  in  checks, 
though  I  did  not  state  that  they  were  dollar 
watches. 

I  gave  out  fountain  pens,  but  with  the 
understanding  that  they  were  not  guaranteed 
as  to  durability,  etc.  For  these  I  used  some 
of  the  very  heavily  ornamented  gold  (?)  and 
silver  (?)  kinds  which  cost  little  but  look 
very  valuable.  A  heavily  gold  mounted  pen 
can  be  bought  as  low  as  $1  net. 

Japanese  chinaware  I  found  a  good  line — 
complete  tea  sets,  cream  and  sugar  sets,  etc. 
These  reduced  the  cost  of  the  premium  to 
about  4  per  cent,  and  this  figure  was  the  one 
finally  adopted  as  a  cost  basis. 

This  premium  plan  raised  the  business  in  a 
year  from  $12,164  to  $13,859  cash  receipts, 
which  is  a  splendid  gain  in  so  small  a  com- 
munity, where  there  is  almost  no  chance  to 
increase  the  total  volume  of  trade. 

In  order  to  show  the  reader  to  what  an 
extent  the  people  went  into  the  check-saving 
business,  I  want  to  call  attention  to  the  fact 
that  recently  when  I  sold  my  business  and  the 
checks  were  all  called  in  either  for  premiums 
or  for  exchange  checks  which  would  be  good 
with  the  new  firm,  the  total  checks  brought  in 
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amounted  to  $3284,  which  represented  the 
average  amount  constantly  outstanding.  Of 
course  this  looks  big,  but  four  per  cent  of  it 
would  not  impoverish  you  at  any  time. 

WHEN  TO  STOP. 

The  greatest  difficulty  with  this  plan  is  in 
getting  rid  of  it  if  one  wishes  to  do  so.  When 
it  stops  increasing  the  business,  it  should  not 
be  carried  any  longer.  It  is  too  much  of  a 
load  unless  it  is  getting  enough  trade,  not  to 
be  had  otherwise,  to  pay  for  it. 

It  may  be  discontinued  at  a  change  of  own- 
ership, of  course,  though  that  is  not  wise,  as 
it  makes  the  new  concern  look  penurious.  A 
special  bargain  sale  may  be  made  offering 
many  attractive  prices  and  the  announcement 
made  that  in  the  future,  instead  of  checks, 
extra  values  are  to  be  given  to  offset  them. 

But  about  the  best  way,  and  the  one  least 
likely  to  result  in  a  slump  in  the  business,  is  to 
keep  reducing  the  cost  of  the  premiums  by 
giving  a  little  less  value  until  people  slowly 
lose  interest.     At  the  same  time  the  variety  of 
premiums  may  be  limited  with  the  same  object: 
Of  course  it  is  difficult  to  reduce  the  value 
of  the  premiums  by  raising  the  amount  of 
checks  required  for  a  specific  article  or  giving 
an  inferior  premium  for  a  given  amount.    But 
it  can  be  done  in  other  ways.     For  instance, 
the  premium  at  $10  costing  50  cents  can  be 
changed  to  one  of  silverware  costing  40  cents, 
or  to  one  of  Japanese  china  costing  35  cents, 
etc.      We  found  silverware  of  standard  pat- 
terns valuable  as  premiums.     We  could  buy  a 
certain  well-known  make  of  plated  silver  tea- 
spoons of  an  advertised  pattern  for  $2.41  per 
dozen.       When   a   person   brought   in   $5   in 
checks  he  got  one  of  these.     Customers  could 
keep  getting  more  as  they  accumulated  checks 
until  they  possessed  a  dozen,  and  then  they 


could  begin  on  the  knives  or  the  forks  of  the 
same  pattern,  and  so  on. 

We  found  it  to  be  very  seldom  that  people 
cared  to  pay  the  difference.  If  they  had  not 
checks  enough,  they  would  go  away  and  wait 
till  they  had  more. 

ADVERTISING  A  PREMIUM  PLAN. 

A  few  newspaper  advertisements  are  repro- 
duced showing  how  we  called  attention  to  our 
premium  plan.  And  the  advertisement  of 
"Prizes  for  Boys  and  Girls"  shows  how  a  pre- 
vious very  successful  check  plan  was  worked 
out.  This  one  got  all  the  children  to  working 
for  the  checks.  While  the  total  cost  was  not 
much,  it  certainly  did  get  business. 

This  was  put  on  in  the  spring,  and  the  win- 
dow display  of  the  prizes  secured  the  interest 
and  cooperation  of  the  youngsters  right  away. 
Give  a  boy  a  chance  to  get  a  baseball  mask  or 
glove  free,  or  a  good  fishing  pole,  just  as  the 
season  is  opening,  and  he  will  work  his  head 
off  trying  to  get  it.  The  girls  were  just  as 
enthusiastic  as  the  boys,  too,  and  the  list  of 
prizes  was  long  enough  so  that  every  one  had 
a  hope  of  getting  something. 

The  success  of  such  a  prize  plan  is  always 
increased  by  making  the  list  long  enough  so 
that  every  possible  contestant  will  think,  "Well, 
I  can't  get  the  first  prize,  perhaps,  but  there's 
enough  of  them,  so  I  ought  to  be  able  to  get 
something." 

While  not  bearing  any  relation  to  the 
premium  business,  I  want  to  crowd  in  right 
here  a  recommendation  that  the  druggist  take 
more  trouble  to  get  the  business  on  bug  killers. 

There  is  a  steady  and  quite  rapid  increase  of 
the  use  of  all  kinds  of  insecticides — on  plants, 
trees,  animals,  etc.  The  stockowner  and  the 
farmer  and  fruit-raiser  are  all  banding  against 
insect  pests.      The  druggist  who  goes  after 
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Some  Farrinffton  newspaper  ads. 
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business  along  such  lines,  making  a  specialty 
of  pushing  good  and  modem  preparations,  is 
sure  to  be  well  repaid  for  it, 

I  went  after  this  business  with  imitation 
typewritten  letters  and  newspaper  ads.  and 
with  the  literature  put  out  by  the  makers,  and 
it  developed  into  some  of  the  best  paying  busi- 
ness the  store  had. 

The  reproduced  advertisement,  "Bug  Kill- 


ers," is  a  good  type  of  the  newspaper  adver- 
tising along  this  line. 

In  the  next  chapter,  which  is  the  last  one  of 
this  series,  I  am  going  to  tell  something  about 
the  use  of  special  lines,  and  I  shall  also  give 
an  idea  of  the  proiits  of  the  business,  showing 
its  receipts  and  expenditures  for  comparative 
terms, 

(To  bt  concluded  in  July.) 


A  STRIKING  SODA  WINDOW. 


In  this  article  I  wish  to  describe  a  window 
display  that  appeared  in  the  store  of  E,  N, 
Bastian,  Dansville,  N.  Y.  It  was  arranged 
especially  for  the  "old-home-week"  celebra- 
tion and  stimulated  soda  business  beyond  all 
previous  records. 

The  colors  in  the  trim  were  grass  green 


a  suggestion  which  I  had  read  in  the  Bul- 
letin OF  Pharmacy  for  preserving  flowers 
in  paraffin,  using  them  in  the  display.  Sweet 
peas  were  scattered  about  the  base  of  the  trim, 
and  there  were  roses  in  the  box. 

Welch's  Grape-Juice  signs  were  used  effec- 
tively in  the  center,  while  placards  of  Moxie 


A  loda  trim  In  the  window  ot  E.  H.  BmIUji. 


and  while.  The  strips  running  from  the  bor- 
der of  the  window  to  the  box  in  the  center 
directed  the  course  that  the  eye  should  follow. 
The  box  contained  two  mirrors  set  back  at 
an  angle  of  about  90  degrees.  These  reflected 
three  dishes  and  three  lights. 

We  used  cotton  with  artificial  cherries  to 
••epresent  the  ice  cream.      In  this,  I  followed 


and  other  beverages  appeared  on  the  floor.  A 
few  bottles  of  grape-juice  were  also  in  evi- 
dence. Some  of  the  store  specials  that  found 
mention  on  the  signs  were  walnut  sundae  and 
walnut  chocolate  sundae. 

The  display  was  full  of  color  and  naturally 
attracted  the  visitors  who  walked  by  the  place 
during  the  week  of  the  celebration. 


How  the  Druggist's  Sundries  Are  Made. 

THIRD  PAPER:    RUBBER  GOODS. 

A  Brier  History  of  the  lodustry— Whetv  the  Crude  Rubber  Is  Gathered— The  Discovery 

of  Vulcaolzatlon  and  Its  Bearlog  on  the  Trade — The  Various  Maoufaclurliic 

Processes — Precautioos  to  be  Observed  Id  Buylos  the  Goods. 

By  E.  C.  TIBBITTS, 
Adv.  Mngr.  of  The  B.  P.  Goodrich  Company,  Akroa,  Ohio. 


It  is  hard  to  realize  how  our  forefathers — 
and  our  very  immediate  forefathers  at  that — 
managed  to  exist  without  rubber. 

Less  than  a  hundred  y«ars  ago  rubber  was 
practically  unknown,  save  as  a  curiosity,  nor 
for  many  years  after  its  introduction  was  its 
use  recognized  except  for  the  erasing  of  pencil 
marks,  whence  its  highly  inappropriate  name. 

Not  until  1820  was  the  first  practical  use  of 
rubber  made.  In  that  year  Charles  Macintosh 
discovered  that  by  dissolving  rubber  in  naphtha 
and  applying  it  to  cloth,  it  was  possible  to 
make  waterproof  garments,  but  it  was  many 
years  before  any  further  advance  was  made. 

VULCANIZATION  AN  AMERICAN  DISCOVERY. 

The  discovery  of  vulcanization  in  1839  may 
be  said  to  have  originated  the  modern  rubber 
indus  try  as  we  know  it,  and  made  practicable 
the  manifold  uses  of  rubber  to  which  we  have 
gradually  grown  accustomed. 

To  an  American  belongs  the  credit  of  this 
far-reaching  discovery,  and  Americans  have 
ever  since  been  prominently  associated  with 
the  phenomenal  developments  which  have 
since  ensued. 

Prominent  among  these  has  been  the  name 
of  Goodrich,  the  factory  having  grown  from 
a  staff  of  35  in  1869  to  its  present  importance 
as  the  largest  rubber  factory  in  the  world.  Its 
present  pay-roll  is  over  6000  and  constantly 
Rowing. 

SOURCE  OF  THE  CRUDE  RUBBER. 

Rubber  is  produced  in  some  form  or  other 
in  most  tropical  countries,  its  present  limits 
being,  however,  a  hand  of  about  350  miles  on 
each  side  of  the  equator. 

The  product  of  various  countries  varies 
greatly  in  quality,  and  for  practical  purposes 
the  principal  sources  of  supply  are  still  limited 
to  Brazil  and  some  parts  of  Ceylon,  although 
the  great  increase  in  demand  has  led  to  the 
employment  of  many  other  kinds.  More  care- 
ful cultivation  and  the  introduction  of  new 


plantations  in  many  cases  seeded  from  Bra- 
zilian trees  will  in  time  gradually  broaden  the 
area  of  supply  besides  greatly  improving  the 
quality  of  the  product.  At  present  by  far  the 
best  rubber  comes  from  Brazil,  largely  gath- 
ered from  the  "Hevea"  trees  in  the  forests  of 
the  upper  reaches  of  the  Amazon,  and  known 
as  "Para"  from  its  port  of  shipment.  Such 
is  its  reputation  that  rubber  growers  in  other 


parts  of  the  world  are  importing  "Para"  seed 
in  the  hope  of  ultimately  producing  rubber  of 
equal  quality.  But  there  is  no  doubt  that 
climate  plays  an  important  part  in  the  physical 
and  chemical  properties  of  rubber  from  this 
region. 

Furthermore,  Para  rubber  is  generally  more 
carefully  gathered  and  prepared  for  shipment, 
and  this  has  had  great  influence  in  building  up 
its  supremacy  in  the  rubber  markets  of  the 
world. 
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Next  to  Brazil  comes  Ceylon.  Scientific 
planting  and  the  selection  of  suitable  trees,  to- 
gether with  a  congenial  climate,  have  enabled 
the  Cingalese  planters  to  produce  a  rubber 
which  is  commercially  fully  equal  to  that  of 
their  great  South  American  rival. 

Many  of  the  other  countries  of  South  and 
Central  America  are  large  producers  of  rub- 
ber, while  the  Congo  Free  State  and  other 
West  African  countries  have  achieved  an  un- 
enviable reputation  in  this  connection. 

PRICE  INCREASING. 

The  daily  increasing  demand  is  constantly 
broadening  the  field  of  supply,  but  notwith- 
standing the  recent  great  increase  in  this  direc- 
tion the  price  of  good  rubber  to-day  is  higher 
than  for  years  and  three  or  four  times  what  it 
was  twenty  years  ago. 

While  the  development  of  the  automobile  is 
generally  credited  with  much  of  this  increased 
demand,  there  is  no  doubt  that  rubber  to-day 
enters  far  more  into  our  daily  life  than  is  gen- 
erally imagined.  And  while  the  automobile 
has  certainly  created  a  new  industry,  it  must 
be  borne  in  mind  that  it  was  the  introduction 
of  the  rubber  tire  and  above  all  of  the  pneu- 
matic tire  which  made  the  modem  automobile 
a  practical  success. 

GATHERING SHIPPIl^p MARKETING. 

As  most  of  us  know,  the  crude  rubber  is 
usually  obtained  by  "tapping"  the  trees  or 
vines.  In  some  countries  it  is  still  customary 
to  fell  the  trees,  but  this  is  being  abandoned 
as  wasteful  and  unnecessary. 

The  "latex"  or  gum  is  not  the  true  sap  of 
the  tree,  but  lies  between  the  bark  and  the 
wood.  Consequently  a  slight  upward  incision 
is  all  that  is  necessary.  A  small  tin  cup  is  then 
attached  to  the  trunk  by  means  of  a  wad  of 
clay  and  these  cups  are  collected  when  full  and 
the  still  fluid  contents  gathered  into  large 
bowls.  About  half  a  pound  only  is  collected 
from  each  tree  at  one  tapping. 

The  next  process  is  coagulation,  which  is 
accomplished  by  means  of  heat. 

In  the"  Para  district  a  rod  or  "paddle"  is 
dipped  in  the  latex  and  slowly  revolved  in  the 
smoke  of  a  fire  of  palm  nuts.  When  dry 
another  layer  is  added  until  the  resulting  "bis- 
cuit" aggregates  a  weight  of  about  100 
pounds. 

It  is  then  ready  for  shipment,  and  is  car- 


ried in  small  boats  or  canoes  for  miles  down 
river  to  the  seaport,  A  cargo  of  crude  rubber 
is  valuable,  a  ton  of  it  being  worth  about 
$2500,  while  a  shipment  of  several  hundred 
tons  is  not  uncomman. 

The  principal  markets  are  London  and 
Liverpool,  although  Hamburg.  Antwerp,  and 
New  York  also  receive  large  direct  shipments. 

The  crude  rubber  is  sold  on  sample,  usually 
by  public  auction,  and  much  judgment  is  re- 
quired in  the  selection  of  the  most  suitable 
grades  for  the  various  requirements  of  the 
manufacturer. 

THE  MANUFACTURING  PROCESS. 

There  is  a  vast  difference  between  the  crude 
rubber  "biscuit"  and  the  finished  article. 
Offensive  in  odor  and  full  of  impurities,  it  is 
first  necessary  to  "break  down"  the  rubber 
and  then  wash  out  the  impurities. 

This  is  done  with  huge  steel  cutters  and  by 


The  illaBtntlon  ihowi  Uke  Inmiw  of  rubber  belac  ihoreled 
from  the  wasblucUuik  to  rolls,  when  mitar  flows  ovfr  tlw  rab- 
b«r  oonstuiU;  as  It  Is  belnc  rolled  Into  Uilti.  porous  sheets. 

rollers  with  corrugated  surfaces  which  tear  the 
rubber  into  shreds,  after  which  it  is  washed 
in  hot  water  and  the  superfluous  water  ex- 
pelled by  further  rolling,  from  which  it  em- 
erges in  large  sheets.  These  are  further  dried 
in  heated  chambers  at  a  carefully  regulated 
temperature. 

Hitherto  we  have  dealt  with  more  or  less 
"pure"  rubber,  but  for  manufacturing  pur- 
poses this  pure  rubber  is  practically  useless 
and  requires  the  addition  of  various  ingredi- 
ents, of  which  sulphur  is  one  of  the  principal. 

This  unfortunately  offers  a  large  field  for 
adulteration,  and  it  is  no  exaggeration  to  say 
that  some  so-called  "rubber"  goods  contain 
only  sufficient  real  rubber  to  enable  them  to 
"hang"  together. 

While  the  goods  of  reliable  makers  are  made 
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of  freshly  manufactured  gum,  in  many  of 
the  cheaper  lines  it  is  customary  to  add  a  large 
proportion  of  "reclaimed"  rubber,  or  in  plain 
English,  of  second-hand  used  rubber  which 
has  been  reclaimed  by  various  processes  from 
old  tires,  rubber  shoes,  etc. 

"All  that  glitters  is  not  gold,"  and  unfor- 
/zmately  all  is  not  rubber  that  looks  like  it. 

VARIOUS  PROCESSES. 

When  Pat  was  asked  how  they  made  a 
rubber  ball,  he  answered,  "Ye  just  take  some 
air  and  shtick  the  rubber  outside  av  it,  an' 
there  y'are." 

It  isn't  quite  so  easy,  but  perhaps  more  in- 
teresting, as  the  process  varies  somewhat  with 
nearly  every  article.  Balls,  bulbs,  and  similar 
articles  are  cut  in  sections  from  uncured 
rubber,  and  vulcanized  in  shaped  molds  of  cast 
iron.  A  drop  of  water  is  placed  in  each 
before  closing,  and  this,  turned  into  steam  by 
the  great  heat  of  vulcanization,  "blows"  the 
bulb  into  every  crevice  of  the  mold. 

Others  are  made  in  press  molds,  partly 
vulcanized,  and  cemented  together,  after  which 
they  undergo  a  further  process  of  curing. 

Hot-water  bottles  and  similar  goods  are 
stamped  out  of  uncured  sheet,  and  after  the 
various  parts  have  been  cemented  together,  are 
cured  as  a  whole. 

The  process  of  tube-making  resembles  the 
production  of  the  homely  sausage.  Specially 
prepared  rubber  is  fed  into  a  hopper,  and 
emerges  from  a  nozzle  in  tubular  form  on  to  a 
table,  where  it  is  cut  into  suitable  lengths. 
Larger  tubes,  however,  are  made  from  "sheet," 
and  the  edges  cemented  together  by  a  machine 
which  forms  so  perfect  a  joint  as  to  be  almost 
impossible  of  detection.  This  is  the  process 
followed  in  the  making  of  the  inner  tubes 
of  tires. 

Rubber  bands  are  cut  from  similar  tubes, 
and  after  curing  are  cut  by  a  machine  to  the 
required  sizes.  In  the  Groodrich  factory,  they 
are  hand-picked  before  packing,  so  that  none 
but  absolutely  perfect  bands  are  ever  sent  out. 

Small  goods,  such  as  teats,  etc.,  are  simply 
pressed  in  molds  before  curing.  The  rubber 
at  this  time  is  sufficiently  soft  to  take  any 
desired  shape,  which  it  afterwards  retains 
through  the  finishing  processes. 


In  the  process  of  preparing  the  rubber,  vari- 
ous compounds  are  introduced.  Sulphur  has 
been  previously  referred  to,  the  proportion 
used  varying  according  to  the  result  desired. 
For  red  rubber,  a  preparation  of  antimony  is 
used ;  for  white,  zinc ;  but  nearly  every  manu- 
facturer has  his  own  more  or  less  secret  pro- 
cesses. 

Space  precludes  further  description,  but 
practically  all  rubber  articles  follow  the  pro- 
cedure here  outlined,  modified  according  to 
individual  requirements. 

SELLING  IDEAS. 

Druggists  have  been  somewhat  remiss  in  the 
attention  they  have  given  to  rubber  goods. 
They  usually  stock  them  but  seldom  make  them 
a  leading  line.  Consequently  the  hardware 
and  dry  goods  stores  have  taken  a  deal  of  this 
trade.  When  nights  begin  to  cool  off,  the  hot- 
water  bag  or  bottle  is  sometimes  in  evidence, 
but  one  rarely  sees  a  really  striking  window 
display  of  seasonable  rubber  goods. 

For  the  guidance  of  those  who  may  not 
hitherto  have  devoted  much  attention  to  this 
line,  we  offer  a  short  list  of  the  principal  rub- 
ber goods  likely  to  be  good  sellers  at  different 
seasons.  There  are:  Water  bottles,  covered 
and  uncovered,  syringes  and  douches,  irriga- 
tion bags,  air  cushions,  sponge  and  toilet  bags, 
infants'  diapers  and  nursing  aprons,  feeding 
bottles  and  accessories,  teething  rings,  photo- 
graphic bulbs  and  tubing,  nasal  bulbs,  scent 
sprays  and  atomizers,  rubber  gloves,  bathing 
caps,  massage  appliances,  breast  pumps,  rubber 
bandages  of  various  kinds,  medicine  droppers, 
ice-bags  and  caps,  catheters,  bedpans,  chair  and 
crutch  tips,  rubber  bands,  pencil  rubbers,  etc., 
and  other  medical  and  surgical  appliances  of 
various  kinds. 

These  are  all  paying  lines,  and  an  occasional 
window  display  will  do  much  to  stimulate 
trade.  It  is  little  use  having  goods  in  stock  if 
you  do  not  show  them.     Attractive  trims  can 

m 

be  easily  arranged,  as  most  of  the  goods  can 
be  shown  in  the  original  boxes. 

A  final  word  of  caution:  Don't  overstock. 
Rubber  goods  rapidly  deteriorate  with  ex- 
posure, and  it  is  better  to  get  frequent  supplies 
than  to  run  the  risk  of  carrying  articles  over 
from  season  to  season. 


THE  VICTOR  VANQUISHED. 

la  which  a  Dratflst  Matchas  Wits  with  a  Moaay  Leader— Be  Aocepis  a  Loaa  at  Eztortioaate 
Termsp  bat  Gets  Sqaare  la  a  Foxy  Maaaer — Some  Amasla^  Sitvatloaa. 

By  ERNEST  C.  GRIPPS. 
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"It  is  very  certain,  my  dear,  that  something 
must  be  done,  and  that  quickly,"  said  John 
Stirling,  as  he  cracked  an  egg  and  attacked  its 
contents  with  the  air  of  a  desperate  man. 

He  and  his  wife  were  at  breakfast.  She 
was  somewhat  crushed  and  worried  looking, 
he  prematurely  bald  and  apologetic,  taking 
hurried  glances  at  his  correspondence  in  the 
pauses  of  satisfying  a  still  hearty  appetite. 

"It  never  rains  but  it  pours,"  moodily  con- 
tinued the  druggist,  for  that  was  his  calling. 
"Just  listen  to  this." 

"  'Messrs.  Squills  &  Ipecac  beg  to  remind 
Mr.  Stirling  that  his  account  has  now  exceed- 
ed their  limit  of  credit,  and  unless .'    But 

there,  you  know  the  rest,  my  dear,  don't  you  ? 

"Then  here  again  from. Peters  &  Co.  Where 

is  it?    Oh,  yes.    ' thank  Mr.  Stirling  for 

his  kind  order  for  drugs,  which  is  having  their 
best  attention.  In  the  meantime  they  beg  to 
remind  him  that  his  account,  etc.,  etc.*  The 
last  quarter's  rates  are  overdue,  and  the  water 
company  threatened  last  week  to  cut  off  the 
supply  if  the  rate  was  not  paid  in  seven  days; 
and  the  coal  is  almost  out.  Cash  mttst  be 
obtained  somehow." 

"It  is  no  use  asking  your  uncle,"  said  Mrs. 
Sterling,  despondently.  "You  remember  how 
sarcastic  he  was  last  time.  As  for  Aunt 
Martha,  I  would  sooner  die  than  let  her  know 
the  plight  we  are  in,  wealthy  though  she  is." 

"If  only  some  of  those  confounded  customers 
of  ours  would  pay  up,"  interjected  the  drug- 
gist, "we  could  soon  put  matters  right;  but 
there  seems  precious  little  likelihood  of  that." 

"But  here's  something  I  seem  to  have  missed. 
I  say,  Maud,  this  looks  more  hopeful.  Just 
you  listen. 

"  'A  private  gentleman  having  a  large  sum 
of  uninvested  capital  is  willing  to  lend  the 
same  in  sums  of  £10  to  £1000,  on  note  of 
hand  alone,  to  farmers,  tradesmen,  mechanics, 
householders,  and  any  respectable  and  respon- 
sible person.  Distance  no  object.  Interest  is 
reasonable,  and  repayment  can  be  arranged  to 


suit  the  convenience  of  the  borrower.  Upon 
receipt  of  application  the  lender  will  call  and 
carry  out  the  transaction  without  delay.  All 
business  treated  as  strictly  confidential.' 

"That  certainly  sounds  all  right.  I'll  keep 
the  address,  for  we  may  yet  have  to  apply  to 
some  such  person.  And  now  I  must  get  into 
the  pharmacy." 

A  few  years  before  Stirling  had  taken  a 
house  and  shop  in  one  of  the  main  streets  of 
Barkington.  With  a  few  hundreds  of  poimds 
and  a  young  wife,  he  had  looked  out  on  life 
through  rose-colored  spectacles.  But  as  the 
years  went  by  and  the  capital  disappeared,  and 
the  young  wife  began  to  look  middle-aged,  the 
enthusiasm  of  his  earlier  years  showed  signs 
of  dying  out.  Certainly  he  had  built  up  a 
business  which  was  now  paying  its  way,  but  in 
doing  so  debts  had  been  piled  up  and  creditors 
were  getting  importunate.  If  he  could  only 
hang  on  another  year  or  two,  and  get  in  a  few 
of  his  accounts,  he  might  yet  weather  the 
storm.  For  he  was  still  solvent,  but  the  lack 
of  ready  money  barred  the  way. 

It  is  not  surprising  therefore  that  a  day 
came  when  it  had  to  be  procured,  and  a  letter 
was  despatched  to  Mr.  Ready-cash,  the  author 
of  the  foregoing  artfully  worded  epistle. 

Needless  to  say  this  gentleman  in  due  time 
responded,  and  one  day  appeared  in  person  at 
the  pharmacy.  He  was  a  short,  alert  man 
with  a  clean-shaven  face,  and  his  voice  was 
pitched  in  a  high  key. 

He  wasted  no  time  in  preliminaries,  but  at 
once  stated  his  mission. 

"I  understand,"  said  he,  "you  wish  to  bor- 
row fifty  pounds.  Will  you  kindly  fill  in 
answers  to  the  questions  upon  this  form?" 

The  druggist  never  realized  before  what  an 
insatiable  curiosity  prompts  those  who  engage 
in  the  money-lending  business.  When  he  was 
metaphorically  drained  dry  of  all  possible  in- 
formation respecting  his  past  and  present,  the 
man  of  cash  gave  his  decision. 

"Well,  sir,  I  am  prepared  to  advance  you 
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the  sum  you  require,  namely  fifty  pounds,  pay- 
able in  monthly  installments  of  ten  pounds,  the 
first  to  be  made  a  month  from  date." 

"And  what  interest,"  queried  the  druggist, 
"will  you  charge  me  for  this  accommodation?" 

"Oh,  the  usual,"  said  the  money-lender,  tak- 
ing out  his  pocketbook  and  abstracting  from 
thence  a  stamped  blue  paper.  "The  usual  in- 
terest we  charge  for  such  cases  as  yours  is 
twenty-five  pounds !" 

The  sitting-room  seemed  to  swim  around 
poor  Stirling.  Twenty-five  pounds  for  the 
use  of  fifty,  and  he  was  to  commence  repay- 
ment in  a  month's  time ! 

He  tried  to  work  out  the  rate  of  interest, 
but  his  brain  reeled  and  he  could  not.  Oh, 
but  it  was  monstrous !  He  could  not  take  the 
loan  on  those  terms.  Far  better  to  pay  the 
man's  expenses  down  and  back,  and  scrape 
along  somehow  without  it.  But  there  was  his 
wife!  She  was  depending  upon  the  acquisi- 
tion of  a  little  ready  money  to  pay  the  house- 
hold debts,  and  set  matters  on  a  more  satis- 
factory footing. 

"But,  man,"  at  last  he  said  to  the  financier, 
"what  you  suggest  is  sheer  robbery.  You  are 
satisfied  that  my  assets  will  cover  all  my  lia- 
bilities, including  this  suggested  loan.  Why 
not  make  it  ten  pounds ;  that  will  be  nearly  a 
hundred  per  cent  per  annum!" 

But  the  other  was  obdurate  and  to  all  ap- 
peals turned  a  deaf  ear.  Twenty-five  pounds 
or  no  business  done.  That  was  his  alpha  and 
omega! 

"Well,  will  you  give  me  a  few  moments 
before  I  decide,  in  which  to  consult  my  wife?" 
at  last  said  the  druggist. 

"Certainly,"  replied  the  other,  jingling  his 
money,  "and  when  you  come  back  you  might 
bring  me  a  pen  and  some  ink,  for  I  left  my 
fountain  pen  at  home." 

John  Stirling  went  into  the  pharmacy  and 
gazed  moodily  at  the  show  bottles.  The  sug- 
gestion that  he  should  consult  his  wife  was  but 
a  ruse  to  gain  a  little  time.  He  knew  she  left 
the  whole  matter  entirely  in  his  hands.  There 
seemed  no  way  out  of  the  difficulty,  except  to 
sign  the  promissory  note  and  engage  to  pay  an 
extortionate  sum  as  interest.  And  then  his 
gaze  encotmtered  the  shelves  of  his  small  lab- 
oratory, and  an  idea  entered  his  mind  of  such 
suggestiveness  and  brilliance  that  he  fairly 
staggered. 

'*Good!"    he   said,    "I    think   that   can   be 


worked!  It  is  rather  smart  on  my  part,  but 
it  is  a  case  of  'diamond  cut  diamond/  and  I 
rather  think  our  blood-sucking  friend  is  about 
to  have  a  much-needed  lesson." 

Picking  up  his  inkpot,  he  emptied  the  con- 
tents. Carefully  washing,  he  filled  it  up  with 
a  black  fluid— one  of  the  "sympathetic"  inks 
he  had  used  in  his  student  days — and  which, 
unlike  most,  was  black  when  wet  or  damp,  but 
quite  colorless  when  dry. 

Returning  to  the  money-lender  he  an- 
nounced that  he  was  prepared — seeing  he  had 
no  other  alternative — rto  sign  the  promissory 
note,  according  to  the  terms  proposed. 

Mr.  Ready-cash  smiled  a  knowing  and  not 
pleasant  smile.  Using  the  pen  and  ink  sup- 
plied, he  drew  up  the  document,  which  the 
druggist  signed. 

"And  now,"  said  the  financier,  folding  up 
the  document  and  putting  it  into  an  envelope 
after  pressing  the  blotting-paper  on  it,  "noth- 
ing more  remains  but  for  me  to  hand  you  the 
fifty  pounds  in  gold,  deducting  the  usual  poimd 
for  out-of-pocket  expenses  in  coming  down 
here." 

A  sharp  protest  was  on  the  other's  tongue, 
but  he  swallowed  it,  and  showing  his  visitor 
out  he  went  back  into  the  house  to  find  his 
wife  and  acquaint  her  with  what  he  had  done. 


One  day,  a  few  weeks  after  these  events, 
Mr.  Ready-cash  sat  in  his  office,  in  a 
thoughtful  mood.  Business  lately  had  been 
prospering.  Many  visits  had  he  paid  to 
clients  in  need  of  his  services  and  in  every 
case  he  had  exchanged  coin  of  the  realm  for 
stamped  paper. 

"By  the  bye,"  he  soliloquized,  "the  first  pay- 
ment of  Stirling's  is  almost  due.  I  must  keep 
him  strictly  up  to  time.  Til  just  refresh  my 
memory  as  to  the  exact  date." 

He  opened  his  safe  and  took  from  it  a 
bundle  of  envelopes,  each  of  which  contained  a 
promissory  note,  the  names  and  amounts  being 
docketed  on  the  outside,  with  the  date  and 
other  particulars. 

"Here  we  are — Stirling,  £50."  He  had  not 
looked  at  the  document  since  the  druggist  had 
signed  it,  but  when  he  out  of  curiosity  ex- 
tracted it  from  the  envelope,  his  eyes  grew 
large  with  surprise  as  he  saw  it  was  a  perfectly 
blank  piece  of  paper  but  for  the  red  official 
stamp ! 
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"Strange,"  he  muttered,  "I  must  have  put  it 
among  my  stock  of  unused  notes  and  taken 
this  instead." 

He  searched  through  all  his  stamped  papers, 
he  ransacked  the  safe,  he  turned  out  the 
drawers  of  his  writing  table,  but  no  note 
signed  "John  Stirling"  did  he  find. 

Again  he  scrutinized  the  blank  note,  and 
then  discovered  in  a  comer  a  faintly  pencilled 
figure  "3,"  which  he  distinctly  remembered 
noticing  when  the  druggist  signed  it. 

The  agreement  then  had  been  drawn  upon 
it ;  there  remained  the  question,  "Where  was  it 
nowr 

To  say  that  Mr.  Ready-cash  was  startled  is 
a  mild  way  of  stating  the  case.  He  was  very 
seriously  alarmed,  and  soon  came  to  the  con- 
clusion that  his  best  method  would  be  to  go 
down  to  Barkington  and  interview  the  drug- 
gist. He  ruefully  admitted  to  himself  that  he 
was  anything  but  master  of  the  situation,  but 
trusted  that  "bounce" — ^an  art  in  which  he  was 
an  expert — ^would  carry  him  through. 

He  found  a  very  different  John  Stirling  to 
the  one  he  had  seen  on  his  last  visit.  The 
druggist  was  brisk,  bland  and  smiling,  and 
about  the  house  and  pharmacy  were  signs  of 
prosperity  not  evident  before. 

"Well,'  Mr.  Ready-cash,"  said  he,  "my  first 
installment  is  not  yet  due;  why  have  you 
honored  me  with  this  visit?" 

The  money-lender  produced  the  blank  note, 
and  keeping  tight  hold  of  it  by  one  comer, 
extended  it  in  the  direction  of  the  other. 

"That's  my  reason,"  he  said,  "I  want  to 
know  how  it  is  the  writing  on  this  has  van- 
ished? Don't  think,  sir,  you  are  going  to 
swindle  me.  Unless-  you  can  give  some  satis- 
factory reason  for  this,  it  will  be  very  much 
the  worse  for  you,  I  can  assure  you." 

His  temper  was  rapidly  rising,  but  the  drug- 
gist, with  an  amused  smile  upon  his  face, 
calmly  examined  the  paper. 

"Yes,"  he  said  at  last,  "a  very  satisfactory 
experiment.  Do  you  know,  Mr.  Ready-cash, 
this  blank  piece  of  paper  conclusively  proves 
the  soundness  of  a  new  hypothesis  I  have 
evolved  with  regard  to  the  atomic  theory?" 

The  financier  attempted  to  say  something, 
but  his  rage  made  him  inarticulate.  His  mouth 
opened  and  shut,  but  before  he  could  get  a 
word  in  the  other  continued : 

"But  there,  I  don't  suppose  the  atomic 
theory  interests  you  just  at  present.      What 


yoU  are  anxious  to  know  is  how  to  restore  the 
writing  upon  that  piece  of  paper.  Now  just 
listen  to  me  and  I  will  give  you  the  case 
packed  small.  I  wanted  to  borrow  fifty 
pounds  and  was  willing  to  pay  a  reasonable 
interest  upon  the  sum.  You  came  down.  You 
were  quite  satisfied  with  my  security  and  real- 
ized that  you  ran  no  ultimate  risk  in  the 
matter.  But  you  also  knew  I  was  hard  np 
and  that  I  must  have  ready  money,  and  so  you 
insisted  upon  an  interest  that  was  itiost  ex- 
orbitant and  extortionate.  Can  you  wonder 
that  I  tried  to  circumvent  you  ? 

"As  you  may  imagine,  I  have  a  pretty  fair 
knowledge  of  chemistry,  and  as  I  stood  in  my 
shop  the  day  you  came,  the  idea  suggested 
itself  that  you  should  use  an  ink  for  your 
promissory  note  similar  to  one  my  wife  and 
myself  used  in  our  correspondence  before  we 
were  married.  This  has,  as  you  see,  the 
peculiar  property  of  vanishing  when  quite  dry, 
but  it  can  easily  be  restored  by  sponging  or 
dampening  with  a  certain  liquid.  An  under- 
hand trick,  I  hear  you  say  ?  Probably  it  was, 
but  when  one  has  to  fight  men  of  your  caliber, 
the  weapons  are  not  always  of  the  best,  don't 
you  know !" 

It  was  not  likely  Mr.  Ready-cash  would 
listen  to  this  explanation  quietly.  He  broke 
in  upon  it  by  loudly  demanding  his  rights; 
talking  wildly  about  the  law ;  used  threats  and 
oaths  alternately. 

"Now  don't  upset  yourself  too  much,"  pur- 
sued the  druggist,  "and  very  likely  bring  on  an 
attack  of  angina  pectoris,  or  some  other  heart 
trouble,  but  just  listen  to  me.  You  talk  about 
your  rights  and  the  law,  but  who  is  going  to 
prove  that  I  ever  had  the  money  at  all?  Eh, 
tell  me  that !  You  paid  me  in  gold;  that  can- 
not be  traced  like  notes  or  a  check.  Suppose 
I  deny  that  I  borrowed  the  money  from  you, 
as  I  easily  could;  what  means  have  you  of 
proving  it? 

"You  may  thank  your  stars  you  have  to  do 
with  an  honest  man.  I  confess  that  when  I 
gave  you  that  special  ink,  my  intention  was  to 
use  it  as  a  lever  with  which  to  extract  fairer 
and  more  reasonable  terms  from  you.  But 
since  then,  I  am  glad  to  say,  an  uncle  has  died 
and  left  me  a  legacy ;  so  I  can  settle  the  matter 
right  up  here  and  now. 

"I  am  going  to  pay  you  fifty  pounds,  plus 
fifty  shillings,  which  is  still  rather  over  60  per 
cent  interest  per  annum,  and  should  satisfy 
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any  one — even  a  money-lender.  Now  will 
you  take  it  in  notes  or  gold  ?" 

"Gold,"  said  Mr.  Ready-cash,  sullenly;  "I 
wouldn't  trust  even  a  bank  note  from  this  place 
now  I" 

"As  you  like,"  cheerfully  replied  the  drug- 
gist, counting  out  the  sum  specified,  "and  if 
you  will  hand  me  over  that  piece  of  stamped 
paper,  we  shall  then  be  quits. 

"Thank  you ;  and  as  the  matter  is  now  ami- 


cably settled  between  us,  perhaps  you  would 
like  to  see  how  easily  the  ink  upon  this  can  be 
restored  to  its  pristine  blackness. 

"You  see  I  simply  moisten  it  with  a  piece 
of  damp  blotting-paper,  and  there  it  is !  Now 
don't  glare  like  that !  It's  too  late  now.  But 
what  a  pity  your  knowledge  of  chemistry  is 
not  equaJ  to  that  of  finance.  And  now  ooe 
word  before  we  part.  Another  time  don't 
forget  your  fountain  pen !" 


"MY  BEST  PAYING  SIDE-LINE." 

Th*  Poarth  of  «  Smrlma  ot  AHIal««  hy  DUhrMt  DratflaU.  la  wblcb  Eacb  T«lla  Wbal  Qua 
Ara  tb«  Soarea  of  Troht  thla  TIm*. 

By  E.  H.  ROUSE, 
Oimm4m.  \m. 

I  have  found  a  very  profitable  side-line  in 
automobile  supplies.  They  pay  a  nice  profit 
and  at  the  same  time  you  have  no  large  amount 
of  money  invested. 

This  is  a  small  town  of  less  than  one  thou- 


sand inhabitants,  and  the  store  is  situated  on  a 
comer  that  has  to  be  passed  by  every  tourist 
taking  the  historic  old  stage  route  in  traveling 
from  Washington  to  Richmond  or  Richmond 
to  Washington.     There  are  probably  a  dozen 


cars  of  various  makes  in  and  around  town,  and 
as  no  one  in  the  town  carried  auto  supplies  we 
decided  to  put  in  a  small  line.    ■ 

HOW  THEY  STARTED. 

Our  first  order  consisted  of  only  the  most 
necessar>-  articles,  such  as  spark  plugs,  patches, 
cement,  batteries,  battery  connectors,  tire  tape, 
etc. ;  also  gasoline,  oil,  and  grease. 

After  a  few  weeks,  when  the  local  trade  had 
become  accustomed  to  coming  to  us  for  sup- 
plies, we  began  to  increase  our  stock  and  to 
carry  a  more  complete  line,  such  as  blow-out 
patches,  tire  covers,  bumpers,  brake  bands,  lin- 
ing -valve  lifters,  valve  fittings,  tube  bags, 
pumps,  gaskets,  washers,  burners,  horn  bulbs, 
amaters,  tire  gouges,  chains,  waste,  and  vari- 
ous other  small  fittings  to  enable  the  tourist  to 
make  quick  repairs  and  replenish  his  stock  of 
supplies. 

We  next  took  up  several  special  agency 
propositions  as  follows:  Prest-O-Lite  gas 
tanks  and  supplies,  tires,  and  electric  horns. 

The  Prest-O-Lite  gas-tank  agency  can  be 
secured  by  making  a  cash  deposit  of  six  dollars 
on  each  tank  kept  in  stock,  from  four  to  six 
being  sufficient  to  handle  the  exchange  business 
for  about  a  dozen  cars.  These  tanks  sell  com- 
plete for  eighteen,  twenty-five,  and  thirty-five 
dollars,  paying  a  profit  of  fifty  per  cent  or 
better. 

There  is  then  a  continuous  profit  from  the 
exchange.      You  simply  exchange  tanks,  tak- 
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ing  the  customer's  empty  tank  and  giving  him 
a  full  one,  charging  for  the  gas  it  contains. 
The  price  is  usually  governed  by  that  in  the 
city  nearest  you,  which  is  usually  sufficient  to 
pay  a  good  profit.  We  usually  hold  the 
empties  till  we  have  two  or  three,  and  then 
ship  them  back  to  the  nearest  supply  station, 
receiving  refilled  tanks  in  return. 

By  this  arrangement  the  customer  never  has 
a  worn-out  tank,  and  never  has  to  buy  a  new 
one,  for  it  matters  not  what  condition  the  tank 
is  in  when  he  returns  it,  he  gets  one  in 
exchange  that  is  in  perfect  condition. 

In  regard  to  tires  we  have  the  agency  for 
Goodyear  and  Diamond.  But  before  getting 
a  tire  agency  I  would  advise  to  inquire  of  the 
various  car  owners  which  tire  they  prefer,  and 
then  get  the  agency  for  the  two  or  three  brands 
most  generally  used.  I  would  advise  the  same 
policy  in  regard  to  spark  plugs.  While  the 
percentage  of  profit  on  tires  is  not  so  large  as 
on  other  accessories,  yet  the  profit  on  an  aver- 
age pair  of  tires  ranges  from  ten  to  fifteen 
dollars.  Not  at  all  bad  considering  the  fact 
that  we  have  'no  money  invested,  and  no  stock 
to  carry,  as  we  sell  tires  only  on  special  order. 

We  carry  the  Newtone  electric  horns,  as 
they  consume  only  half  the  amount  of  current 
that  most  of  the  horns  do,  and  also  cost  less; 
they  sell  for  only  twenty  dollars,  and  give 
practically  the  same  sound  as  the  Klaxon, 
which  sells  for  thirty-five. 

SUPPLYING. 

It  is  also  to  the  advantage  of  those  who 
handle. supplies  to  have  agency  membership  in 
the  Tourists'  Club  of  America.  If  you  join 
you  will  be  listed  in  their  year-book  as  a  depot 
for  supplies.  They  furnish  a  large  shield, 
bearing  the  Club's  emblem,  to  hang  in  front  of 
your  building,  to  show  tourists  that  you  carry 
automobile  supplies.  Then  all  members  going 
to  the  home  office  for  routes  through  any  part 
of  the  country  will  be  given  a  regular  drawn- 
up  route  showing  the  places  where  supplies 
can  be  secured,  and  should  the  trip  lead  them 
through  your  town,  your  store  will  be  given  as 
the  place  to  stop  for  gasoline,  oil,  and  grease, 


also  for  repairs.  And  after  a  tourist  is  once 
supplied  by  you  with  reliable  goods,  you  may 
be  sure  that  he  will  give  you  another  call  when 
in  your  vicinity.  For  the  traveler  likes  to 
know  where  he  can  be  supplied,  and  will  not 
look  for  a  new  place  when  passing  that  way 
again. 

In  regard  to  buying  sujiplies,  we  deal  with 
several  supply  houses  most  convenient  to  us, 
buying  our  general  line  from  them  with  the 
exception  of  goggles.  These  we  obtain  from 
the  American  Standard  Thermometer  Co.  We 
find  that  they  make  the  best  line,  also  have 
better  prices  than  the  supply  houses  have. 

Now  after  reading  thus  far,  and  without 
looking  into  the  matter,  you  may  conclude  that 
it  is  a  line  too  extensive  for  the  average  drug- 
gist to  put  in,  but  I  assure  you  that  such  is  not 
the  case.  For  by  buying  in  moderate  quan- 
tities you  will  find  that  you  can  carry  a  nice 
assortment  for  about  one  hundred  dollars.  In 
fact,  some  supply  houses  will  give  you  a  nice 
show-case  with  a  hundred  dollar  assortment 

THE  PROFIT. 

The  profit  on  the  general  line  runs  from 
fifty  to  over  one  hundred  per  cent,  and  the 
number  of  times  your  stock  is  turned  in  a  year 
depends  entirely  upon  the  management,  as  it 
does  on  every  other  line  you  sell.  You  must 
of  course  know  your  goods  to  sell  them. 

There  are  few  tourists  who  pass  our  store 
without  stopping  to  make  inquiries  as  to 
routes  and  road  conditions,  on  which  subjects 
we  try  to  keep  posted. 

Others  who  know  their  routes  stop  for  cool 
drinks.  And  by  keeping  the  auto  supply  case 
in  a  prominent  place  near  the  front  of  the 
store,  where  it  easily  attracts  the  eye  of  the 
traveler,  we  usually  make  a  sale  large  or  small 
before  they  leave  the  store.  The  man  is  not 
born  who  remembers  every  necessity  when 
packing  for  an  extended  tour. 

Finally,  while  we  realize  that  all  stores  are 
not  so  well  situated  to  handle  the  tourist  trade, 
yet  any  drug  store  can  have  the  local  business 
and  will  necessarily  get  some  of  the  traveling 
patronage. 
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DOLLAR  IDEAS 


A  MOVABLE  SEAT. 

/,  Wilber  Tudor,  Homer,  III.:  I  submit  a 
photograph  of  a  "strength  saver"  employed  in 
the  store  where  I  work.  The  illustration  tells 
the  story  better  than  words.  We  believe  in 
making  conditions  pleasant  for  all  kinds  of 
work,  humble  or  not,  and  have  evolved  this 
idea. 

The  device  is  simply  an  old  castoria  box 
mounted  upon  small  wheels  such  as  the  chil- 
dren have  on  their  roller  skates.  The  wheels 
cost  us  five  cents  each;  the  screws  holding 
them  to  the  box  also  cost  live  cents,  making 


the  whole  affair  cost  a  quarter  plus  our  work 
in  assembling  it.  The  materials  can  be  pur- 
chased at  any  hardware  store. 

Since  making  this  one  we  have  seen  similar 
wheels  with  rubber  tires.  For  finer  floors 
these  might  be  better,  but  we  would  prefer  the 
iron  wheels  without  tires. 

We  find  plenty  of  uses  for  the  device.  It  is 
a  wonderful  saver  of  back  and  leg  muscles 
when  cleaning  the  sides  and  end  of  our  floor 
cases.  Other  uses,  may  readily  be  found,  too, 
depending  upon  the  demands  of  the  user. 


ORANGE  RICKEY:  A  GOOD  SODA  DRINK. 

/.  C.  Arthur  St.  James,  Fort  Morgan,  Colo- 
rado: For  the  last  few  soda  seasons  I  have 
had  splendid  success  with  a  drink  made  with 
fresh  limes  and  orange  syrup.  I  call  it  Orange 
Rickey  and  sell  it  for  5  cents.  It  is  made  as 
follows : 

An  ounce  of  orange  syrup  is  freshly  pre- 
pared from  the  grated  peel  and  juice.  You 
can't  buy  it.     Squeeze  out  a  half  or  a  whole 


lime  as  you  prefer.  A  half  is  really  enough, 
and  be  sure  to  add  the  squeezed  lime,  too. 
Next  add  a  scoop  of  chipped  ice  to  the  lime 
and  orange  and  BlI  the  glass  with  carbonated 
water.     Serve  with  a  straw. 

The  name,  of  course,  is  a  nickname,  borrowed 
from  the  other  famous  rickey,  and  was  first 
served  in  a  New  York  store  in  1898.  There 
have  been  many  fountain  rickey  drinks  con- 
cocted, but  this  is  the  original  soda  drink  to 
which  the  name  is  applied. 

No  other  flavor  blends  with  the  fresh  lime 
as  does  a  good  fresh  orange  syrup.  Until  late 
years  it  has  been  impossible  to  get  the  fresh 
fruit  at  a  reasonable  price  in  interior  towns, 
but  a  firm  in  Texas  and  others  in  Arkansas 
fill  orders  for  as  many  hundred  per  week  as 
are  needed  at  the  year-round  price  of  60  cents 
a  basket,  averaging  some  120  to  the  basket. 
Express  is  not  high  and  the  fruit  is  shipped 
quickly  from  its  source.  Old  Mexico.  Recent 
clinical  tests  prove  lime  juice  of  great  value  in 
typhoid.  And  we  must  not  forget  the  "Lime 
Juicers"  of  Captain  Marryat's  stories  where 
each  English  ship  serves  a  certain  ration  of 
lime  juice  in  the  tropics  to  prevent  scurvy. 
For  an  all-round,  healthy,  cooling  summer 
drink,  it's  a  winner.  A  special  scissors-shaped 
squeezer  is  listed  by  fountain  supply  houses  for 
limes. 

TO  SEE  WHETHER  A  BOTTLE  IN  A  CARTON 
IS  BROKEN  OR  NOT. 

N.  E.  Truman,  Bainhridge,  N.  Y.:  Manu- 
facturers often  put  bottles  of  liquid  medicine 
up  in  sealed  cartons.  When  a  package  of 
this  kind  is  received  with  its  outer  cover 
damp  but  unbroken,  the  retailer  has  the  prob- 
lem of  determining  the  exact  nature  of  the 
damage.  The  injury  may  consist  of  a  broken 
bottle  or  loosened  cork,  with  the  resulting  loss 
of  contents,  or  it  way  be  merely  superficial — 
i.e.,  liquid  may  be  spilled  on  the  carton  from 
some  external  source.  In  the  latter  case,  to 
break  open  the  carton  would  in  some  instances 
render  the  package  unsalable. 

A  simple  method  of  finding  the  nature  of 
the  damage  is  to  balance  the  package  against 
another  uninjured  one  of  the  same  kind  of 
goods.  If  the  damp  carton  is  the  heavier,  the 
damage  is  superficial  and  the  contents  intact. 
If  it  is  of  equal  weight  or  lighter,  some  of 
the  contents  of  the  enclosed  bottle  has  been 
spilled. 
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LETTERS 


This  is  where  our  readers  exchange  opinions  and 
practical  suggestions  with  one  another.  The  Editors 
are  always  glad  to  receive  short  letters  on  subjects  of 
mutual  interest. 


IS  IT  ANY  WONDER? 

To  the  Editors: 

This  is  a  sample  page  of  the  expense  ac- 
count of  a  certain  druggist  who  shall  be  name- 
less: 

2.  Exp.  35c,  Adv.  $2.50,  Fount  6oc $  3  45 

3.  Sal.  $62.50,  Sal.  $30.00 92  50 

4.  Ice  $16.00,  Frt.  $1.47 17  47 

Stamps  $1.25,  Exp.  15c 1  40 

5.  Adv.  $15.25,  TeL  $5.00 20  25 

6.  Light  $4.50,  Ice  Cream  $19.00 23  50 

7.  Plumbing  50c,  Laundry  $1.05 1  55 

8.  Fount  55c,  Exp.  $1.20 1  75 

9.  Sal.  $20.60,  Fount  15c 20  75 

la  Stamps  $2.10,  £1.  Light  $10.65 12  75 

11«  Rent  $60.00,  Gasoline  $3.00 63  00 

12.  Manola  75c,  Freight  $1.20 1  95 

14.  Fount  $1.05,  Freight  $1.40 2  45 

15.  Salt  $1.20,  Freight  45c 1  65 

16.  Sal.  $92.50,  Exp.  85c 93  35 

17.  Express  $3.30,  Gasoline  $4.30 8  80 

18.  Laundry  75c,  Freight  40c 1  15 

19.  Fountain  $1,8$,  Exp.  65c 2  50 

20.  Fountain  40c   40 

Let  me  call  your  attention  particularly  to  the 
italicized  items.  The  fountain  charges  were 
for  such  things  as  lemons  and  crackers.  The 
gasoline  mentioned  was  sold  to  a  doctor  for 
his  automobile.  These  are  only  a  few  things 
which  this  man  charges  to  the  expense  account, 
and  then  he  wonders  why  it  is  so  large ! 

Nice  way  to  keep  business  records,  isn't  it? 

The  Clerk. 


AN  ADVERTISING  SUGGESTION. 

To  the  Editors: 

Here  is  an  idea  which  may  help  druggists 
sell  books,  and,  by  the  way,  there  might  be 
quite  a  lot  of  money  in  books  as  a  side-line  if 
the  druggist  chooses  wisely  and  advertises 
judiciously.  Passing  a  well-known  book  store 
in  New  York  recently,  I  noticed  a  very  peculiar 
contrivance  in  the  window.  Upon  a  closer  ex- 
amination I  saw  that  it  was  a  .sort  of  sheet- 
iron  affair  bolted  and  riveted  together.  Plainly 
it  was  some  kind  of  a  machine.  My  curiosity 
was  aroused.  On  the  contrivance  was  a  neatly 
painted  placard  announcing:     "This  is  John 


Rawn's  machine  with  which  he  was  going  to 
make  millions  for  himself  at  the  expense  of 
the  public."  Piled  high  around  the  "machine" 
were  copies  of  a  book  entitled  "John  Rawn." 
Some  of  these  days  I  am  going  to  find  out 
what  kind  of  a  scheme  John  Rawn  had  in 
view.  Anyway,  the  idea  suggests  that  a  handy 
druggist,  his  local  tinsmith,  or  carpenter  might 
arrange  many  window  displays  which  through 
originality,  appropriateness,  and  singularity 
would  attract  attention  and  sell  goods. 

New  York  City.  InKERMAN  BaiLEY. 


HE  KNEW  WHAT   HE  WANTED! 

To  the  Editors: 

Here  is  one  of  the  experiences  we  had  last 
Easter.     We  were  first  handed  this  letter: 


,'p^^7XA>i.  -^ 


We  filled  this  order  by  supplying  a  two-quart 
fountain  syringe.  Later  in  the  day  the  syringe 
was  returned  with  the  following  note : 


Accordingly  I  selected  the  best  syringe  in 
the  shop  with  a  fine  large  "bump"  in  the  middle 
of  it,  and  sent  it  on  its  way  rejoicing! 

Oh,  I  nearly  forgot  to  mention  it,  but  I  want 
to  say  that  I  take  the  Bulletin  and  am  likely 
to  be  a  subscriber  as  long  as  I  am  a  druggist! 

Bangs,  Texas.  J-  C.  GiBSON. 


SUN  CHOLERA  MIXTURE. 

To  the  Editors: 

On  page  130  of  the  March  issue  of  the 
Bulletin  of  Pharmacy  I  notice  that  "A.  H. 
F."  wishes  the  formula  of  the  old  "Sun 
Cholera  Mixture."  An  uncle  of  mine  was 
one  of  the  physicians  to  suggest  the  formula, 
but  I  always  believed  it  to  be  named  from  the 
Baltimore  Sun,  a  paper  edited  by  A.  S.  Abell. 
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I  supposed,  too,  that  it  originated  in  the  Soudi. 

But  perhaps  I  have  been  misinformed.     At  all 

events,  I  submit  a  copy  of  the  formula  as  I 

received  it  from  my  relative  and  trust  you  will 

print  it   for  the  benefit  of  "A.  H.  F."  and 

others : 

Tincture  of  capsicum.......  1  fluidounce. 

Tincture  of  opium 1  fluidounce. 

Tincture  of  rhubarb 1  fluidounce. 

Essence  of  peppermint 1  fluidounce. 

Spirit  of  camphor 1  fluidounce. 

Mix  well. 

Dose:   15  to  20  drops  in  wineglass  of  hot  or  cold 
water.    Repeat  every  15  or  20  minutes  if  desired. 

Stamford,  Ct  MrS.  L.  B.  GayLOR. 


FLORAL  DEPARTMENT. 


AN  AMUSING  PRESCRIPTION. 
To  the  Editors: 

Here  is  a  prescription  which  we  received  a 
short  time  ago: 

Glycerin    1  ounce. 

Bay  rum  J4  pint. 

Marlax  or  malrax 1  ounce. 

Alcohol    yi  pint. 

Pharmacopoeia    ^  ounce. 

Castor    oil ^  ounce. 

If  it  isn't  to  much  trouble  git  the  above. 

One    or    two    of    the   ingredients    rather 
amused  the  men  in  the  store. 

Red  Cross  Drug  Store. 

Chatham,  Ontario. 


•THE  CROWNING  OF  THE  HOUSE." 

To  the  Editors: 

I  certainly  think,  as  I  have  written  you  be- 
fore, that  the  Bulletin  of  Pharmacy  has 
grown  better  every  year  since  its  origin.  From 
Palmer  to  Oldberg  to  Helfman  to  Mason  has 
been  just  one  continued,  endless  chain  of  im- 
provement, until  now  it  has  reached  "Le  cor- 
onation du  Maison,"  as  Napoleon  III.  said — 
with  apologies  to  the  spelling  of  "Maison!" 

Chicago,  III.  W.  BODEMANN. 


THE  ENGLISH  LANGUAGE. 

To  the  Editors: 

Here  is  a  man  who  wanted  succus  alterans. 


.^L^m^,M£^J^ 


His  method  of  spelling  it  certainly  ought  to 
make  him  famous !    Don't  you  think  so  ? 

The  Robinson  Drug  Co. 

Colorado  Springs,  Colo. 


Please  find  enclosed  my  subscription  for  the 
current  year.  I  fancy  this  is  the  sixth  I  have 
sent  you,  and  in  doing  so  I  would  like  to 
express  my  appreciation  of  your  paper  as  I  do 
not  know  of  a  better  one. 

S.  B.  Brownell. 

Newtown,  Hobart,  Tasmania. 

It  is  without  doubt  the  best  of  its  kind  I 
have  ever  seen,  and  any  druggist  is  making  a 
mistake  who  does  not  take  the  Bulletin  of 
Pharmacy.  As  for  me  I  never  intend  to 
miss  another  copy. 

Glenn  C.  Sturdivant. 

Senatobia,  Mississippi. 

Yes,  I  want  the  Bulletin.  You  send  it  on 
till  I  tell  you  not  to,  and  see  that  you  get  the 
dollars.  I  find  it  excellent  reading,  and  it  lets 
one  see  what  is  going  on  outside  these  Islands 
of  ours.  Fred  Walker. 

Castle  Douglas,  Scotland. 

I  get  more  useful  information,  and  enter- 
tainment as  well,  from  the  Bulletin  than  I 
do  from  several  other  magazines  put  together. 

Dallas,  Texas.  CORNELIUS  BeUKA. 

Your  journal  contains  more  valuable  in- 
formation for  the  clerk  and  proprietor  than 
any  other  published. 

Charlotte,  N.  C  NewMAN  A.   SmitH. 

I  get  more  ideas  from  your  journal  than 
from  any  other  which  comes  to  the  store. 

Gilliam,  Mo.  W.  H.  LaND. 

Here  goes  my  one  dollar  bill,  which  pays  for 
the  best  drug  journal  I  have  ever  read! 

Chunkey,  Miss.  G.  E.   ThraSH. 

I  take  half  a  dozen  journals,  but  yours  is 
decidedly  the  best.  E.  D.  Heine. 

Vcmon,  Texas. 

The  Bulletin  is  the  snappiest  pharmacy 
journal  published!  James  L.  Tuohy. 

Salem,  N.  J. 
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SELECTED  FORMULAS. 

CHOCOLATE  FOOD. 

Fill  an  8-ounce  bell  glass  two-thirds  full  of  vanilla 
ice  cream;  then  add  ^' ounce  of  chocolate  syrup  and 
one  teaspoonful  of  Horlick's  malted  milk;  stir  until 
thoroughly  mixed.     Sells  for  15  cents. 

SPA   FIZZ. 

Orange  syrup,  1  ounce;  strawberry  syrup,  1  ounce; 
juice  of  lemon;  cracked  ice,  54th  glassful;  put  into  a 
glass;  shake  and  fill  with  carbonated  water,  coarse 
stream.     Decorate  with  fruit. 

BANANA    SPLIT. 

A  split  banana  is  still  selling  well  as  the  base  of 
fancy  sundaes.  There  is  a  good  reason,  for  the 
banana  sundae  is  certainly  delicious  when  properly  pre- 
pared. Especially  is  this  true  when  the  bananas  are 
fully  ripe  and  mellow.  If  you  want  your  bananas  to  be 
in  good  condition,  keep  them  in  a  dark,  cool  place. 
Here  is  a  combination  that  is  excellent,  and  to  con- 
trast it  from  your  others,  call  it 

"BANANA  BEST." 

On  a  split  banana  put  a  No.  20  cone  each  of  vanilla 
ice  cream,  orange  water  ice,  and  strawberry  ice  cream 
in  the  order  mentioned.  Over  the  vanilla  cream  pour 
some  chocolate  flavor  Velvet  marshmallow  dressing. 
Over  the  strawberry  ice  cream  pour  a  small  ladle  of 
^'Liquid"  crushed  pineapple.  Top  each  cone  with  a 
cherry.  Put  a  green  cherry  on  each  end  cone,  and  a 
red  cherry  on  the  center  cone.  If  you  have  no  green 
cherries,  use  all  red  ones.  Then  decorate  with  whipped 
cream  or  Velvet  marshmallow  so  that  it  will  look 
artistic. 

CHOCOLATE    ECLAIR. 

Have  you  ever  tried  serving  them  at  your  fountain? 
They  can  be  served  in  a  number  of  ways,  and  will  be 
found  good  sellers.  The  empty  eclair  shells  can  be 
purchased  from  any  wholesale  baker.  Take  one  of 
the  shells  and  cut  it  so  that  the  top  lifts  like  a  lid. 
Put  two  No.  20  mounds  of  vanilla  ice  cream  into  the 
shell,  and  spread  out  with  a  spoon  so  that  the  bottom 
is  covered.  Place  the  eclair  on  a  small  platter  or  other 
oblong  dish,  and  pour  over  it  a  ladle  of  heavy  choco- 
late syrup,  or  chocolate  marshmallow  dressing.  This 
can  be  sold  for  10  cents  at  a  good  profit.  A  better 
plan,  where  you  can  secure  15  cents  for  them,  is  to  fill 
the  shell  with  a  parfait  mixture.  This  is  prepared 
by  putting  a  No.  10  cone  of  ice  cream  into  a  mixing 
glass  and  adding  a  ladle  of  whipped  cream  or  Velvet 
marshmallow  cream  and  mix  them  thoroughly.  Cover 
the  shell  with  chocolate  syrup  as  above.  Another 
method  is  to  make  a  filling  by  mixing  chocolate  ice 
cream  and  whipped  cream,  and  then  covering  the  eclair 
with  whipped  cream  or  Velvet  marshmallow  cream  in 
place  of  the  chocolate  syrup. 

The  eclair  shell  may  be  filled  with  whipped  cream  or 
Velvet  marshmallow  cream  and  then  a  small  quantity 


of  chocolate  syrup  or  chocolate  marshmallow  dressing^. 
This  is  especially  nice  to  serve  with  hot  chocolate. 
After  a  little  practice  these  can  be  prepared  quite 
quickly. 

MOORISH  MILK  SHERBET. 

Into  a  mixing  glass  draw  one-half  ounce  each  of 
strawberry,  vanilla  and  pineapple  syrup.  Add  one- 
quarter  glass  of  ice  and  fill  with  milk.  Shake  thor- 
oughly and  strain  into  a  twelve-otmce  glass. 

YARBA    CHOCOLATE. 

Into  a  mixing  glass  draw  one  ounce  of  chocolate 
syrup,  one-half  ounce  of  orange  syrup  and  two  ounces 
of  sweet  cream.  Add  one-quarter  glass  of  fine  ice 
and  fill  with  milk.  Shake  thoroughly  and  strain  into 
a  twelve-ounce  glass. 

SOUTHERN    FRAPFE. 

In  a  mixing  glass  draw  one  ounce  of  chocolate 
syrup,  one-half  ounce  of  coffee  syrup,  add  one-half 
ounce  of  raspberry  juice  and  one-quarter  glass  of  fine 
ice.  Fill  with  milk,  shake  thoroughly  and  strain  into  a 
twelve-ounce  glass. 

YUM-YUM    SHAKE. 

In  a  mixing  glass  draw  one  ounce  of  cherry  syrup, 
one-half  ounce  of  orange  synip,  add  a  ntmiber  twelve 
scoop  of  vanilla  ice  cream  and  fill  with  milk.  Shake 
thoroughly  and  pour  into  a  twelve-ounce  glass  without 
straining. 

CHOCOLATE  BOUCHE  OR  BOUSSHEA. 

Into  a  mixing  glass  draw  two  and  one-half  ounces 
of  hot  chocolate  syrup,  add  one-quarter  glass  of  fine 
shaved  ice,  fill  with  milk,  shake  and  strain  into  a 
twelve-ounce  glass  and  top  with  whipped  cream. 

COFFEE   BOUCHE. 

Pour  one  and  one-half  ounces  of  coffee  extract  into 
a  mixing  glass,  add  one  ounce  of  simple  syrup  or  two 
teaspoonfuls  of  sugar  and  shake  thoroughly,  then 
strain  into  a  twelve-ounce  glass  and  top  with  nutmeg. 

FAIRBANKS  V.   P.  • 

Into  a  mixing  glass  draw  one  ounce  of  grape  syrup 
and  one-half  ounce  of  raspberry  syrup,  add  one-quarter 
glass  of  fine  ice  and  fill  with  milk.  Shake  and  strain 
into  a  twelve-ounce  glass  and  top  with  nutmeg. 

BON  BON. 

Into  a  mixing  glass  draw  one-half  ounce  each  of 
pineapple,  strawberry,  and  vanilla  syrup,  add  a  portion 
of  ice  cream  and  fill  with  milk.  Shake  thoroughly  and 
pour  without  straining  into  a  twelve-ounce  glass. 

MIXED    FRUIT    SHAKE. 

Into  a  mixing  glass  put  a  small  ladle  of  crushed 
pineapple,  one  of  crushed  cherry  and  one  of  crushed 
strawberry,  and  fill  with  ice  cold  milk  and  shake 
thoroughly,  then  pour  into  a  twelve-ounce  glass.  It  is 
very  nice  with  a  portion  of  ice  cream  floated  on  top. 

SOUTHERN    MILK    SHAKE. 

Into  a  mixing  glass  draw  three-quarters  of  an  ounce 
each  of  pineapple  and  vanilla  syrup.  Add  one-quarter 
glass  of  fine  ice  and  fill  with  milk.  Shake,  strain 
into  a  twelve-ounce  glass  and  sprinkle  with  powdered 
cinnamon. 
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MINERAL  MILK. 

Into  an  eight-ounce  glass  draw  three  ounces  of 
any  mineral  water  and  fill  with  milk  and  mix. 

SELTZER  AND    MILK. 

Into  an  eight-ounce  glass  draw  four  ounces  of 
seltzer  and  nil  with  milk  and  mix. 

VICHY  AND  MILK. 

Into  an  eight-ounce  glass  draw  four  ounces  of 
vichy  and  fill  with  milk  and  mix.  This  is  a  good 
morning  drink. 

QUEEN  SHERBET  SYRUP. 

To  two  pints  of  pineapple  syrup  add  two  pints  of 
vanilla  syrup  and  two  pints,  of  strawberry  syrup,  and 
mix  thoroughly. 


sandwiches — and  he  almost  collapsed.  Then  he  shook 
hands  and  said,  "The  next  time  I  come  I'll  buy  another 
drink." 


SPECIALS  FOR  THE  SODA  FOUNTAIN. 

George  Galane,  employed  in  Menk's  pharmacy, 
Newark,  writes  interestingly  in  The  Soda  Fountain  of 
his  work  as  soda  dispenser.  In  a  recent  issue  of  that 
journal  he  said: 

"At  present  I  am  having  my  spring  opening,  where- 
in I  display  a  notable  assortment  of  fresh  fruits, 
bananas,  strawberries,  pineapples,  oranges,  etc.,  of  the 
best  quality  prodirable.  Then,  pasted  on  the  large 
back  mirrors  of  the  fountain,  the  windows,  and  the 
doors  leading  from  the  street  to  the  fountain  I  have 
many  sign  strips  telling  what  we  have  and  what  we 
do.  We  believe  in  signs  here  so  people  will  know  just 
what  we  have  to  offer  in  the  way  of  quality,  service, 
and  goods.  And,  in  passing,  I  might  say  that  we  treat 
all  customers  alike,  so  that  every  patron  is  satisfied. 
We  insist  upon  cleanliness,  order,  and  neat  appearance 
of  ever3rthing  about  the  fountain. 

"Now,  I  have  two  specials  every  week  which  arc 
being  called  for  every  day  in  the  week.  The  specials 
this  week  are: 

"Strawberry  Sponge-^pongt  cake,  fresh  strawber- 
ries, ice  cream  and  whipped  cream,  a  winner  at  15 
cents;  and 

"Fresh  Fruit  Salad  Sundae — fresh  bananas,  cut; 
strawberries,  orange  and  cherries,  chopped  and  mixed. 
This  is  a  good  seller  at  10  cents. 

"I  would  like  to  tell  you  and  my  brother  dispensers 
of  something  that  happened  to  me  recently.  A  man 
came  in  to  me  at  the  soda  fountain  and  asked  for 
something  with  'steam  behind  it.'  I  gave  him  an  egg 
malted  milk.  He  asked  the  name  of  the  drink.  I 
told  him  'egg  chocolate  malted  milk,'  and  he  expressed 
his  appreciation  of  it.  Then  I  gave  him  a  15-cent 
check.  'I  reckon  you  have  made  a  mistake  and  have 
given  me  the  wrong  check,'  said  he.  I  told  him  the 
price  was  16  cents,  to  which  he  replied,  *I  can  buy  a 
small  steak  and  a  cup  of  coffee  for  that  money.' 

"He  then  said  it  was  a  dodge'  of  the  'city  folks'  in 
trying  to  rob  him,  and  turned  to  go.  Seeing  the 
bananas,  pineapples,  oranges,  etc.,  with  which  the  foun- 
tain was  decorated  he  asked  what  I  did  with  them,  or 
if  the  store  was  a  fruit  store.  I  explained  why  and 
how  we  used  them,  and  then  he  'reckoned  we  did  not 
have  any  meat.' 

"*0h,  yes  we  have,'  I  answered,  and  produced  a 
large  ham  from  which  I  had  been  cutting  slices  for 


HOMOGENIZED  CREAM. 

"Homogenized  cream,"  says  the  International  Con- 
fectioner, "is  rapidly  taking  its  place  in  the  ice-cream 
trade.  It  is  put  through  the  homogenizer,  a  machine 
that  breaks  up  the  globules  in  the  cream,  giving  it  a 
thicker  consistency,  without  the  addition  of  a  filler  or 
any  substance  whatever.  Merely  the  structure  of  the 
cream  is  altered.  It  is  impossible  to  chum  the  cream, 
hence  no  butter  will  appear  in  the  ice  cream.  From 
the  view-point  of  economy,  it  is  much  more  reasonable 
in  price  than  the  raw  cream  of  the  same  consistency, 
though  not  as  rich  in  butter- fat,  yet  it  is  a  fact  that 
if  a  large  amount  of  butter-fat  is  present  in  ice  cream 
it  is  not  as  digestible  as  when  made  with  a  compara- 
tively small  butter-fat  content.  Ice  cream  can  be  "too 
rich."  But  the  consumer  thinks  it  is  caused  by  too 
much  sugar,  when  the  richness  is  directly  due  to  the 
cream,  not  the  flavoring.  It  will  pay  those  who  do  an 
extensive  ice-cream  business  to  look  into  the  merits 
of  this  new  product.  By  it  the  consistency  of  40-per- 
cent cream  can  be  produced  from  20-per-cent  cream. 
Like  all  innovations  it  requires  time  to  introduce  it, 
thoiigh  in  Europe  it  is  well  known. 

"Two  ice-cream  formulas  for  vanilla,  each  giving 
10  gallons,  the  proportion  of  milk  and  cream  being 
the  only  difference: 

Five  and  one-quarter  pounds  sug^r. 

Ten  quarts  cream  (40  per  cent). 

Eight  quarts  milk. 

Two  quarts  condensed  milk. 

Four  ounces  gelatin. 

Four  fluidounces  vanilla  extract. 

Five  and  one-quarter  pounds  sugar. 
Sixteen  quarts  cream  (20  per  cent). 
Four  quarts  condensed  milk. 
Four  ounces  gelatin. 
Four  ounces  fluid  vanilla  extract." 


CHIPPED  GLASSWARE. 

E.  F.  White,  writing  in  The  Soda  Fountain,  gives 
some  pointed  talk  on  the  subject  of  chipped  glassware. 
He  says: 

"Because  glasses  represent  a  considerable  part  of 
the  general  fountain  expense,  there  is  a  tendency  to 
continue  to  use  a  glass  after  the  rim  has  become 
chipped.  This  is  a  good  example  of  false  economy. 
Insist  that  your  dispensers  be  as  careful  as  they  can 
in  handling  glasses.  Don't  forget,  however,  that  they 
chip  very  easily  and  no  man  can  avoid  some  breakage. 
The  only  wise  thing  to  do  is  to  discard  a  glass  just  as 
soon  as  you  notice  that  it  is  chipped.  The  appearance 
of  such  a  glass  upon  the  counter  is  decidedly  bad.  It 
is  also  dangerous,  for  some  one  is  likely  to  cut  himself, 
not  seriously  perhaps,  but  sufficiently  to  cause  one  to 
think  twice  before  going  a  second  time  to  a  fountain 
where  he  had  such  an  experience. 

"Another  dangerous  thing  about  a  chipped  glass  at  a 
fountain  is  that  your  dispensers  are  liable  to  cut  them- 
selves when  washing  them,  especially  when  they  are 
hustling  and  trying  to  give  good  service.  Don't  let 
them  run  any  unnecessary  chances. 

"Have  you  ever  noticed  the  expression  on  a  cus- 
tomer's face  who  was  turning  a  chipped  glass  aroimd 


260 


BULLETIN  OF 


fh 


in  a  holder,  trying  to  find  a  smooth  edge  to  drink 
from?  If  you  ever  do,  you  will  understand  why  this 
advice  is  given.  It  may  cost  something  to  discard 
chipped  glasses;  but  it  will  cost  more  to  keep  them 
in  service. 

"It  is  not  always  necessary  to  throw  them  away — 
they  can  be  used  at  home  where  a  knowledge  of  their 
condition  will  mean  carefulness.  If  you  do  not  care  to 
use  them,  you  no  doubt  will  find  some  among  your 
clerks  who  will  be  glad  to." 


AN  ATTRACTIVE  SODA  MENU. 

R.  L.  McDonald,  proprietor  of  the  pharmacy  in  the 
Minahan  Building,  Green  Bay,  Wis.,  prints  a  soda 
menu  for  his  fountain.  On  the  cover  appears  the 
statement,  "No  soda  like  McDonald's.  It  changes  a 
grouch  to  a  grin."  The  cover  pages  are  a  heavy, 
brown  stock.    The  inside  pages  are  buff  colored. 

On  the  first  page  are  mentioned  the  different 
crushed  fruits  and  sundaes.  The  two  inside  pages 
read: 

There  ii  a  treat  in  store  for  the  unfortunate!  who  have  never 

tasted  it    The  flavor  is  inimitable. 
JiasxT  CtBifS  6c 

PHOSPHATES 
Lemon  6e  Cherry  6c 

Oranje  6e  Lmie  6c 

Claret  6c  Egg  10c 

Jersey  Creme  5c 

ICE  CREAM  SODA 

As  Cold  as  Charity 
Chocolate  10c  Cherry  10c 

Raspberrr,  10c  Orange  10c 

Maple  10c  Lemon  lOe 

Sarsaparilla  10c  Strawberry  10c 

^  Jcraey  Creme  10c  Vanilla  10c 

The  Best,  Qeanest  snd  Purest  Fountain  Drinlcs  in  the  City. 


LEMONADES 

Egg  16c 

Claret  16c 

Grspe  Juice  16c 


Plain  10c 

Seltzer  10c 

Jersey  Creme  16c 

FRAPPES 

Every  woman  suffragette  votes  that  they  are  the  most  delicious 
flavors  that  ever  tidded  a  feminine  palate. 
Chocolate  10c  Raspberry  10c 

Maple  10c  Pineapple  10c 

Strawberry  lOe  Lemon  10c 

Jersey  Creme  10c  Sarsaparilla  10c 

MISCELLANEOUS  DRINKS 
Grape  Juice  10c  Root  Beer  6c 

Orangeade  6c  Iron  Brew  6c 

Jersey  Creme  5c  Gingerale  6c 

Coca   Cola   5c 

Always  an  AssosTifsifT  of  Frbsh  Candies 

As  the  menu  says,  each  drink  is  "made  with  that 
touch  of  loving  care."  Mr.  McDonald  bases  the  suc- 
cess of  his  fountain  upon  a  superior  quality  of  goods 
and  prompt  service. 


TO  IMPROVE  CHOCOLATE  CREAM. 

Chocolate  ice  cream  is  smoother  if  the  chocolate  is 
boiled  up  with  milk  instead  of  making  a  syrup  with  water 
and  boiling  it  in  this.  In  the  first  place,  the  least  water 
in  ice  cream,  the  better,  for  it  serves  no  good  purpose 
and  has  a  tendency  to  cause  coarseness  besides  lessen- 
ing the  keeping  qualities.  If  well  stirred  with  a  wooden 
paddle  the  milk  and  chocolate  may  be  boiled  on  an 
open  fire;  first  bring  the  milk  and  sugar  to  a  boil,  set 
off  the  fire  and  add  a  dipperful  of  the  milk  to  the  choc- 
olate, stirring  to  a  thick,  smooth  paste;  then  add  the 
rest  of  the  milk  gradually,  always  stirring,  and  when 
all  is  mixed  place  it  back  on  the  fire  to  boil  a  short 
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W»**le.  If  an  all-cream  ice  cream  is  being  made,  use 
fotlr  quarts  of  the  cream  instead  of  milk,  and  if  it 
threatens  to  separate  add  a  pinch  of  bicarbonate  of 
soda,  which  will  prevent  it.  In  all  ice  cream,  any  part 
of  which  is  heated  or  boiled,  that  part  should  be  thor- 
oughly chilled  before  mixing  with  the  rest  of  the 
batch,  or  before  putting  it  in  the  machine,  else  there 
is  sure  to  be  butter  in  the  finished  batch. 


HE  WANTED  A  NAME  FOR  HIS  SODA 

PRODUCT. 

There  is  a  druggist  down  in  Madisonville,  Ky.,  who 
got  up  a  new  soda  concoction  that  he  thought 
was  pretty  good,  and  he  wanted  to  bring  it  to 
the  attention  of  people.'  He  therefore  offered  a 
prize  for  the  best  name  for  it.    We  suspect,  however. 


ONE  EGG, 

ONE  BANANA, 

ONE  LADLE  OF  ICE  CREAM, 

MILK, 

FLAVORINa 

Whipped  with  an  electric  merhine 

and  nntmeg  added* 
Soandsgoed,  doesn't  it?  It  it  good, 

and  all  for 

lOc. 

Bat  we  haven't  a  name.  Here's 
oar  offer: 

To  the  one  wiio  saggests  tiie 
catchiest  name  for  this  delicioas 
egg  drink  we  will  give 

$l.OO 

worth  of  Drink  Cheek*. 

SORT'S  DRUG  STORE 

MadisonviDe^  Ky. 


that  he  didn't  need  help  from  the  public  so  much  in 
this  particular  as  he  wanted  to  get  everybody  talking 
about  the  drink.  He  thought  a  prize  scheme  was  one 
of  the  best  ways  of  getting  people  stirred  up.  Hence 
the  accompanying  ad.  inserted  in  the  local  newspapers. 


TWO   NEW   ONES. 

CENTRAL  PARK  PHOSPHATE. 

Into  a  ten-ounce  glass  draw  one  ounce  of  pine- 
apple syrup,  and  three- fourths  of  an  ounce  of  blood 
orange  syrup.  Add  a  couple  of  dashes  of  phosphate, 
and  fill  with  carbonated  water. 

FRUITADE. 

Into  a  twelve-ounce  glass  draw  one  and  one-half 
ounces  of  pineapple  syrup.  Into  this  squeeze  the  juice 
of  half  a  lemon,  and  one-half  a  small  orange.  Fill 
one-third  full  with  fine  ice,  and  the  balance  with  car- 
bonated water,  mix  and  decorate  with  fruit.  This 
may  also  be  served  with  plain  water. 
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BUSINESS  HINTS 


Specimens  of  druEgisIs"  adverlising  are  solicited  for 
reproduction   or   comment   in    this   department   of   the 

But-LETlTf. 


Show-card  Writing.— 

In  the  December  Bulletin,  1910,  on  page  50*.  Roy 
S.  Wamack  had  a  contribution  telling  how  easy  it 
was  for  even  an  amateur  to  make  nice  show  cards. 
Moved  by  this  article,  W.  H.  Land,  of  Gilliam,  Mo., 


Not  bad,  is  it?  Now  he  writes  m  that  he  has  been 
reading  the  Bulletin  of  Phabmacy  about  ten  years 
and  that  our  journal  is  O.  K.I 

An  Unnaual  Ad.— 

J.  W.  Stutts,  of  Florence,  Alabama,  informs  us 
that  he  was  recently  a  candidate  for  public  honors. 
Just  after  the  primary  election,'  and  early  in  the  cam- 
paign, he  ran  an  ad.  in  the  weekly  papers ;  "Vote  for 
J.  IV.  Stutts."  Of  course,  the  voters  were  curious  to 
know  what  this  dru^st  could  want  of  the  voters. 
Mr.  Stutts  followed  his  announcement  up  by  sending 
every  voter  and  others  in  the  county  the  following 


w 

▼    5/i 


a  eli ci 0U3 
^ood  Jr'tnk' 

small  bottle. 


One  ol  Hr.  Lutd'a  cud*. 

undertook  to  make  a  few  signs.    In  the  accompanying 

illustrations  may  be  seen  the  fruits  of  his  first  effort. 

The  pictures  used  in  these  signs  are  cut-outs  from 

magazines,  an  idea  borrowed  from  the  Bullemm.   Mr. 


(5  ycur  hei>.d'he&.ltkyf 

HIHSUTOHB 


VOTE  FOR  J.  W.  STUTTS 

I  }iereby  announce  my  candidacy  for  more 
bunneu  in  1912,  nibject  to  your  patraiuBe  and 
influence.  MY  PLAT70RM:  The  Puteit  and  BeM 
Drugs  and    Chemicala  that  bard   caah  will  buy. 


price*,   a   Square    deaL    Won't  you  join   hands 
with  ui  on  tbia  platform  and  help  ua  make  1912 
a  banner  year  f    We  are  counting  on  you. 
"Gm  tha  Habit" 


J.  W.  STUTTS 


The  back  read : 


VOTE  FOR  J. 

W.  STUTTS 

EAS 

IT" 

thirfr  minutea  or  monev 
iL     Fill  ont  coupon  and 
free  aample  bottle.    Only 

refunded.    No  dope  in 
preMnt  at  Our  More  (or 
few  left    Coma  quick. 

[OV..1 

Land'*  card*. 


Land  says  that  the  cards,  aside  from  inducing  many 
sales,  have  given  him  a  local  reputation  as  a  show- 
card  writer.  The  inks  are  made  after  formulas  sug- 
gested in  this  journal. 

A  Druggist's  Clever  Trade-mark. — 

Otto  Kurz  is  a  successful  druggist  at  7S2  Michigan 
Avenue  in  this  city.  Notice  the  man's  initials— O.  K. 
He  has  been  clever  enough  to  take  advertising  advant- 
age of  this  happy  circumstance,  and  he  calls  his  place 
the  "0.  K.  Pharmacy."  He  also  gets  out  an  O.  K. 
Cough  Syrup,  O.  K.  Headache  Powders,  O.  K.  Sarsa- 
parilla,  and  a  whole  line  of  O.  K.  goods  in  general. 


This  scheme  not  only  proved  a  hit  of  good  general 
advertising  but  helped  the  sales  of  "£as-It"  which  Mr. 
Stutts  was  then  putting  on  the  market.  Mr.  Stutts 
received  many  compliments  on  this  little  plan  and 
recommends  it  to  others  who  may  care  to  try  it. 

During  a  recent  epidemic  of  spinal  meningitis  in 
Dallas,  Secretary  Paul  Casey  of  the  Health  Depart- 
ment went  with  a  sanitary  inspector  to  raise  the  quar- 
antine on  a  negro  shack  and  remove  the  big  green  sign. 

An  old  negro  came  to  the  door. 

"Now  sholy,  boss,  you'all  ain't  gwine  ter  take  that 
sign  down?"  he  asked. 

"Yes,  we  are  going  to  remove  the  quarantine,"  said 
Casey.    "Don't  you  want  it  removed?" 

"No,  sah,  boss,  'cause  dar  ain't  been  nary  collectah 
'round  heah  sense  dat  sign  was  put  up." 

The  quarantine  remained. — Houston  Post, 
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QUERIES 


InfomuUion  is  given  in  this  detriment  under 
the  following  conditions  only:  (/)  No  queries  are 
answered  by  mail;  (2)  queries  must  reach  us  before 
the  isth  of  the  month  to  be  answered  in  the  Bni«i«E- 
TIN  of  the  month  following:  {j)  inquirers  must  in 
every  instance  be  regular  subscribers;  and  {4) 
names  and  addresses  must  be  affixed  to  all  com- 
munications. 


il 


Chewing  Gums. 

A.  B, — ^Thc  making  of  chewing  gums  is  by  no 
means  the  simple  operation  which  it  seems  to  be.  Much 
experience  in  manipulation  is  necessary  to  succeed,  and 
the  published  formulas  can  at  best  serve  as  a  guide 
rather  than  as  something  to  be  absolutely  and  blindly 
followed.  Thus,  if  the  mass  is  either  too  hard  or 
soft,  change  the  proportions  until  it  is  right;  often  it 
will  be  found  that  different  purchases  of  the 
same  article  will  vary  in  their  characteristics  when 
worked  up. 

Chicle  gum  is  purified  by  boiling  with  water  and 

separating  the    foreign    matter.     Flavorings,    pepsin, 

sugar,  etc.,  are  worked  in  under  pressure  by  suitable 

machinery.     Formulas : 

(1)     Gum  chicle 1  pound. 

Sugar 2  pounds. 

Glucose 1  pound. 

Caramel  butter 1  pound. 

First  mash  and  soften  the  gum  at  a  gentle  heat.  Place  the 
sugar  and  glucose  in  a  small  copper  pan;  add  enough  water  to 
dissolve  the  sugar;  set  the  mixture  on  a  fire  and  cook  to  244"  F.; 
lift  off  the  fire;  add  the  caramel  butter  and  lastly  the  gum;  mix 
well  into  a  smooth  paste;  roll  out  on  a  smooth  marble,  dusting 
with  finely  powdered  sugar,  run  throui^i  sizing  machine  to  the 
proper  thickness,  cut  into  strips,  and  again  into  thin  slices. 

(8)     Chicle   6  ounces. 

Piiraffin    2  ounces. 

Balsam  of  tolu 2   drachms. 

Balsam   of  Peru 1   drachm. 

Sugar     20  ounces. 

Glucose     8  ounces. 

Water     6  ounces. 

Flayoring,  enough. 

Triturate  the  chicle  and  balsams  in  water;  take  out  and  add 
the  paraffin,  first  heated.  Boil  the  sugar,  glucose,  and  water 
together  to  what  is  known  t*  confectioners  as  "crack"  heat^  pour 
the  syrup  orer  the  oil  slab,  and  turn  into  the  gum  mixture, 
which  will  make  it  tough  and  plastic.     Add  any  desired  flavor. 

(8)     Gum  chicle    128  parts. 

Paraffin     42  parts. 

Balsam   of   tolu 4  parts. 

Sugar     884  parts. 

Water    48  parts. 

Dissolve  the  sugar  in  the  water  by  the  aid  of  heat  and  pour 
the  resultant  syrup  on  an  oiled  slab.  Melt  the  gum,  balsam, 
and  paraffin  together  and  pour  on  top  of  the  sjrrup,  and  work 
the  whole  up  together. 

(4)     Gum  chicle    240  parts. 

White   wax    04  parts. 

Sugar    040  parts. 

Glucose    128  i>arts. 

Water    198  parts. 

Balsam  of   Peru 4  parts. 

Flavoring  matter,  enough. 

Proceed  as  indicated  in  No.  2. 


Polishing  Cloths, 

£.  R.  B.  asks:  ''Can  you  give  me  a  formula  for 
making  polishing  cloth  for  cleaning  silver,  copper, 
brass,  etc?" 

The  so-called  polishing  cloths  are  made  in  different 
ways.     The  simplest  is  to  dissolve  1  ounce  of  oxalic 


acid  in  a  gallon  of  water,  and  sift  into  the  solution  one 
pound  of  whiting.  Saturate  pieces  of  Canton  flanneU 
about  18  inches,  in  this  liquid,  which  is  to  be  kept 
well  stirred,  wring  out  the  cloth  somewhat,  and  allow 
it  to  dry.  Then  smooth  out  the  cloth,  fold  it,  and 
insert  it  in  an  envelope. 

Another  plan  is  to  use  a  mixture  of  2  parts  of 
white  Castile  soap,  1  part  of  jeweler's  rouge,  and  26 
parts  of  water.  Dissolve  the  soap  in  the  water  by  the 
aid  of  heat,  adding- water  from  time  to  time  if  neces- 
sary, and  then  incorporate  the  rouge.  Impregnate 
pieces  of  woolen  cloth,  which  may  be  red,  in  the  same 
manner  as  the  preceding.  Instead  of  the  cloth,  chamois 
leather  may  be  used,  which  will  prove  more  durable 
for  many  purposes. 

Sometimes  two  kinds  of  cloths  are  used  in  conjunc- 
tion. The  first  is  impregnated  with  a  mixture. of  flour 
of  emery  1  part,  soap  2  parts,  and  water  10  parts;  the 
second  with  a  mixture  of  tripoli  or  jeweler's  rouge  1 
part,  soap  2  parts,  and  water  10  parts.  The  first  cloth 
is  used  as  a  scourer  to  remove  the  oxidized  surface, 
while  the  second  cloth  is  the  polisher  proper. 


Restoring  Automobile   Tops. 

6.  R.  wants  a  polish  for  automobile  tops — ^presum- 
ably the  rubber  ones.  We  do  not  know  the  composition 
of  such  a  preparation.  Suppose  you  try  a  carriage 
top  dressing.  First  try  it  experimentally  on  a  small 
part  of  the  auto  top.  Carriage  tops  that  have  faded 
and  become  gray  can  be  restored  by  washing  with  a 
solution  of: 

Nutgalls 4  ounces. 

Logwood  1  ounce. 

Copperas  1  ounce. 

Qean  iron  filings 1  ounce. 

Sumach  berries 1  ounce. 

Put  all  but  the  iron  filings  and  copperas  in  one  quart  of  the 
best  white  wine  vinegar,  and  heat  nearly  to  the  boiling  point; 
then  add  the  copperas  and  iron  filings.  Let  them  stand  for 
twenty-four  hours,  and  strain  of  the  liquid;  apply  with  a  sponge- 
This  is  equally  good  for  restormg  black  cloths. 

To  restore  enamel  leather  carriage  tops,  first  wash 
the  top  with  soft  water  and  Castile  or  crown  soap  to 
remove  dust,  dirt,  etc.,  using  a  sponge,  and  then  scrub 
with  a  moderately  stiff  brush,  cleanse  with  clean  water, 
and  dry  with  chamois  leather.  Never  apply  any  kind 
of  oil  or  top  dressing  without  first  cleaning  the 
leather. 

An  enamel  for  carriage  tops  is:  Asphaltum,  160 
parts;  boiled  linseed  oil,  3  parts;  turpentine,  33  parts; 
benzine,  20  parts.  Melt  the  asphaltum  in  the  oil  and 
add  the  thinners. 


Licorice  Preparation  for  Quinine  Mixtures. 

G.  J.  C. — The  following  preparation  is  used  for  dis- 
guising the  taste  of  quinine: 

Select  licorice  root,  cut  and  slightly 

bruised  2ii  ounces  ar. 

Water  of  ammonia 4  fluidrachms. 

Glvcerin  1  fiuidounce. 

Water 16  fluidounces. 

Macerate  for  twenty-four  hours,  strain,  boil  for  ten  minutes, 
filter,  and  evaporate  at  gentle  heat  until  reduced  to  six  fluid- 
ounces. 

Now  add  to  this  evaporated  infusion: 

Simple  syrup 6  fluidounces. 

Alcohol  4  fluidounces. 

Spirit  of  orange .t  fluidrachms. 

Oil  of  cinnamon  (Ceylon) S  drops. 

No  acid  should  be  used  with  this  preparation  be- 
cause it  will  dissolve  the  quinine  and  make  its  bitter 
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taste  more  perceptible,  and  at  the  same  time  liberate 
the  glTcyrrhizin  from  its  combination  with  ammonia 
and  render  it  insoluble,  and  therefore  valueless  for 
the  purpose  of  disguising  or  modifying  a  bitter  taste. 


Shoe  Polishes. 
—Here  are  several  formulas  for  shoe  polish : 

■ncille*  Map    - IM  pMtt 

aler    3000  parti. 

d  boil  together  with  oeufiaiu]  (lirriiiE  iiDtil  ■  tmoalh. 
uuiKi    ujuitut  (tirriiiB,  the  fOUowmci 

Rock  candy  powdered IBS  pirti. 

Gdhi  aiibic,  powdered SI  parti. 

Itotj  black   lOOO  parti. 

Stir  ODdl  bomOEencoDi;  then  ponr,  wliile  ilIU  hot,  into  boiFi, 
The    following  makes  a  very  brilliant  and  durable 
black  polish  for  shoes : 

BonebUeh    iO  put*. 

Snlpharic  >dd   10  parti. 

Fiih  oil   10  parti.  ' 

Sodiam  carbonate  orital IS  pirti. 

Susar,  common  brown,  or  molUKi....tO  partL 
Ijqnid  bIdc,  prepared  U  below 10  parla. 

Soak  10  parci  of  good  white  glue  in  40  paru  of  cold  water 
for  four  houri.  then  disiolve  by  the  applicitioo  of  penile  heat. 
and  add  1.8  parti  of  B^XceHo  (commercial).  Set  taide.  Dla- 
■otre  the  lodium  carbonate  in  iiiffident  water  \o  make  a  cold 
taturxted  aolution  (about  3  paru  of  water  at  80°  P.),  and  ael  It 
(tide.  Id  an  eantenware  veuel  moiilen  the  boneblack  with  a 
ferr  little  water,  and  itirring  it  about  with  a  iliek,  add  the 
lolpfanric  add,  ilowly.  Agitate  until  a  thick  dough-like  mm 
il  obtained,  then  add  and  incorporate  the  fiih  oil.      Any  ion  of 

uellinB  tdU.      Add  a  little  at  a  time, 'and  under  vigoroua  itirring, 

eServeMence.  Be  cirefnl  not  to  add  it  lo  freely  aa  to  liquefy 
the  mau.  Stir  nnlil  efferveteence  ceaiei,  then  add  the  mo. 
luKi  or  iBgsr — tbe  first  if  a  aofl,  damp  pule  ia  deaired,  and 
Ihe  latter  if  a  dryer  one  ii  wanted.  Finally,  add  a  little  at  a 
IiDK.  mnd   under    conitant  itirring.  sufficient   of   the   tolution   of 


Phabiuov  PBATHBinTv  HouBaB.-^Thii  il  one  o{  the  roomi  Id 
thfl  honae  of  the  D«lt»  Chapter  at  the  Kappa  Phi  Fraternity.  The 
Delta  Chauter  li  located  In  the  Departmenta  at  Pharmacy  and 
Medldne  in  the  Ualvenlty  of  Maryland  at  Baltimore,  and  the 
Chaptar  honw  ii  at  14IB  Weat  Fayette  Street.  Both  tbla  cut  and 
the  other  one  were  ctHuteonaly  loaned  ni  by  Dr.  A.  B.  Bllia.  Jr  . 
editor  of  "Tbe  Haak,"  the  oScial  otvan  of  the  tratemlty. 


amount  of  this  Last  ingredient  tiiat  is  neceiiary  muat  be  learned 
finished  product  a  depth  and  brilliancy  that  it  could  not  olherwise 
blacldnga  now  on  the  market  are  deficient 

TinctMre  of  Vanilla. 

R.  I.  submits  the  following  query:  "Please 
publish  a  formula  for  tincture  of  vanilla  or  essence 
of  vanilla  that  would  be  a  good  seller  and  at  the  same 
time  meet  the  requirements  of  the  food  and  drug 
laws." 

If  you  wish  to  call  the  preparation  "Tincture  of 
Vanilla"  you  must  follow  the  official  formula  given 
in  the  Pharmacopoeia  on  page  4B4.  If  you  care  to 
supply  a  cheaper  product,  you  can  offer  the  compound 
tincture  of  vanillin  of  the  National  Formulary.  Flav- 
oring preparations  containing  vanillin  and  coumarin 
are  legal  if  properly  labeled.  They  may  be  sold  as 
"vanillin  extract"  or  "Vanilla  Flavoring  made  from 
Chemically  Pure  Vanillin."  The  N.  F.  product  may 
be  called  compound  tincture  or  compound  essence  of 
vanillin,  or  vanillin  flavoring,  or  some  such  title.  Va- 
nilla extract,  by  the  government  ruling,  is  the  flavoring 
extract  prepared  from  vanilla  bean  with  or  without 
sugar  or  glycerin,  and  containing  in  100  Cc.  the  soluble 
matters  from  not  less  than  10  grammes  of  the  vanilla 


PBlXUCnr  PnATKBHTTY   HODIBB.— The 

I"ce  reiireaent  chapter  houses  of  tbs  Kappa  Phi  Fraternity  ol 
the  United  BUtes  of  America.  This  Illustration  ahowa  the  house 
"  tbe  Phi  Chapter,  whiob  Is  located  In  the  Department  of  Pharmacy 
<<  Ncvthweatan  Univerilty  In  Cbicafto.  The  Chapter  bouse  [taell 
>•  to  be  found  at  lOe  East  gnperlor  Street. 


Chicken  Cholera  Remedy. 
T.  B.  K.  wants  a  formula  for  a  chicken  cholera 
remedy.     Here  are  several  found  in  the  literature: 

*     (1)     Sulphuric  acid 1  fluidounce. 

Sulphate  of  iron 16  ounces. 

Water 1  gaUon. 

supply  in  place  of  water  to  drink.      Or,  mix  with  med  or  other 

(s;  A  remedy  promnlgaCed  by  the  Deparlment  of  Africultare 
is  alum  alone,  ti-nna  S  or  4  teaspoonfufi  of  alum  water  daily, 
and  mixing  strong  afum  water  with  the  feed  (corn-meal).      Tbia 

(3)     the  following  remedy  and  treatment  have  been  proposed: 
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Take  of  crystals  of  carbolic  add,  2  ounces;  hyposulphite  of  soda, 
8  ounces;  dissolve  them  in  1  gallon  of  clean  water;  add  of  this 
solution  1  or  8  ounces  to  the  gallon  of  water  that  the  fowls 
drink,  or  mix  it  an  the  same  proportion  in  a  mash  made  of 
ground  grain  or  ot^er  food.  Tnis  not  only  relieves  when  tick, 
but  is  an  excellent  preventiye. 

Replying  to  your  further  request  for  the  formula 
of  a  powder  to  be  placed  in  drinking-water  for  white 
diarrhea  in  chickens,  we  suggest  the  use  of  powdered 
ferrous  sulphate.  Laudanum  in  doses  of  5  to  10  drops 
for  large  birds  is  an  efficient  remedy  for  diarrhea  in 
poultry.  If  the  diarrhea  be  observed  in  its  early  stages 
it  can  usually  be  checked  by  feeding  boiled  rice  with 
which  is  mixed  a  little  chalk  in  fine  powder. 


Roach   Powders. 

Yornin. — "The  Scientific  American  Cyclopedia  of 
Formulas"  says  that  borax  is  the  best  cockroach  ex- 
terminator yet.  discovered.  This  troublesome  insect 
has  a  peculiar  aversion  to  the  salt,  and  will  never 
return  where  it  has  once  been  scattered.  As  it  is 
perfectly  harmless  to  human  beings,  it  is  much  to  be 
preferred  for  this  purpose  to  the  poisonous  substances 
commonly  used. 

You  can  make  a  roach  poison  which  is  practically 
harmless  to  man  by  the  following  formula:  Borax,  9 
ounces;  starch,  2%  ounces;  cocoa,  1  ounce. 

Another  formula  is:  Corn-starch,  8  ounces;  pow- 
dered sugar,  16  ounces;  powdered  quicklime,  4  ounces; 
powdered  borax,  4  ounces.  Have  the  ingredients  thor- 
oughly dry  before  mixing,  and  preserve  in  a  tight  box. 
Scatter  where  the  insects  frequent,  or  use  wi^h  a 
powder  blower.    This  is  said  to  be  quite  efficient. 


Horse  Liniment. 

J.  R.  C. — We  do  not  know  the  composition  of  the 
proprietary  preparation  which  you  mention,  but  the 
following  formulas  have  been  suggested  for  a  horse 

liniment : 

(1)     Camphor 1  ounce  av. 

Carbolic  acid 1  fluidounce. 

Oil  of  origanum S  fluidounces. 

Oil  of  tar 8  fluidounces. 

Crude  petroleum 8  flnidotinces. 

Oil  of  turpentine 18  fluidounces. 

Liquid  petrolatum 18  fluidounces. 

Benzine   16  fluidounces. 

This  is  called  White  Oil  Stock  Liniment: 

(8)    Eggs 8. 

Green  soap  1  ounce  ay. 

Gum  camphor   1  ounce  av. 

Ammonia  water  1  fluidounce. 

Alcohol 1  fluidounce. 

Oil  of  origanum 1  fluidounce. 

Oil  of  turpentine 8  fluidounces. 

Water  8  fluidounces. 

Mix  the  soap  and  water  to  a  smooth  paste,  beat  in  the  eggs, 
add  the  oils,  and  incorporate  thoroughly.  Dissolve  the  camphor 
in  the  alcohol  and  stir  this  into  the  previous  mixture. 


Soldering   Block-tin    Tubing  in  Fountains. 

C.  J.  H.  Co.  write :  "Please  indicate  the  best  method 
of  soldering  leaks  in  block-tin  tubing  in  soda  foun- 
tains." 

We  consulted  a  tinsmith,  who  advised  the  use  of  a 
low  melting  solder.  The  objection  to  ordinary  solder 
is  the  necessity  of  using  so  much  heat  to  fuse  it  that 
you  melt  a  hole  in  the  pipe  in  covering  the  leak. 
Merely  heat  the  soldering  iron  sufficiently  to  melt  the 
low-fluxing  solder  and  then  proceed  to  apply  it.  Of 
course  the  part  about  the  leak  should  be  scraped  first 


^^  then  brushed  with  a  solution  of  zinc  chloride, 
rfi^Cle  by  dissolving  zinc  in  hydrochloric  acid.  Have  an 
excess  of  the  metal.  Heat  the  soldering  iron  a  little, 
rub  it  on  the  bar  of  lead,  and  then  apply  the  solder  to 
the  leak.  Low-melting  solder  can  be  obtained  from 
Buhl  Sons  &  Co.,  Detroit,  or  presumably  from  any 
wholesale  hardware  house. 


A   Prescription  Open  to  Criticism, 

R.  I.  writes:  "We  have  a  doctor  who  persists  in 
writing  for  the  following: 

Bromidia    1  ounce. 

Elixir  of  iron,  quinine  and  strychnine..!  ounce. 
Neoferrin,  q.  s '. 4  ounces. 

"Now  in  our  opinion  this  is  incompatible,  although 
we  have  dispensed  it  several  times  and  the  patient  is 
still  among  the  living.  But  we  nevertheless  think  that 
the  chloral  hydrate  in  the  bromidia  and  the  strychnine 
are  physiologically  opposed,  and  the  potassium  bro- 
mide and  strychnine  may  form  the  insoluble  strych- 
nine bromide." 

While  we  have  not  actually  compounded  this  pre- 
scription to  observe  whether  it  precipitates,  we  do 
think  it  should  be  dispensed  with  a  shake  label.  The 
strychnine  may  be  thrown  down  by  the  soluble  bro- 
mide present.  Such  a  reaction  is  likely  to  take  place. 
Physiologically,  the  chloral  hydrate  and  strychnine  are 
antagonistic,  but  that  does  not  concern  the  druggist. 
If  there  is  danger  of  the  patient  getting  all  the 
strychnine  in  the  last  teaspoon ful,  the  dispenser  should 
caution  the  customer  to  shake  the  mixture  thoroughly 
before  using.  But  any  .physiological  incompatibility 
in  the  prescription  concerns  the  doctor  only. 


Cold-water  Paste  for  Wall-paper. 

A.  L.  B.  wants  a  formula  for  a  "cold-water  paste" 
for  paperhangers. 

To  make  a  paste,  take  2  pounds  of  fine  flour,  put 
it  in  a  pail,  add  cold  water,  and  stir  it  up  together  in 
a  thick  paste.  Take  a  piece  of  alum  about  the  size  of 
a  small  chestnut, .  pound  it  fine,  and  throw  it  into  the 
paste;  mix  well.  Then  provide  about  6  quarts  of 
boiling  water,  and  mix  while  hot  with  the  paste  until 
the  whole  is  brought  to  a  proper  consistency.  This 
makes  an  excellent  paste  and  fit  for  use  when  cold. 


Short  Answers. 

S.  B. — For  information  about  the  cultivation  of 
poppy  and  the  extraction  of  the  opium  on  a  commer- 
cial basis,  write  the  Bureau  of  Plant  Industry,  Depart- 
ment of  Agriculture,  Washington,  D.  C.  The  Dis- 
pensatories tell  something  about  the  methods  of  col- 
lecting opium. 

E.  M.  G. — Several  formulas  for  greaseless  cold 
cream  were  given  by  H.  B.  Molyneaux  in  an  article  on 
that  subject  on  pages  106-110  of  the  Bulletin  for 
March,  1911.     See  annual  indexes  for  other  formulas. 

G.  J.  C. — To  prepare  a  soluble  tar  solution,  follow 
the  U.  S.  P.  formula  for  syrup  of  tar,  using  only  50 
grammes  of  sugar. 

A.  R.  W. — We  do  not  know  the  composition  of  the 
prescription  proprietaries  which  you  mention. 
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THE  MONTH'S  HISTORY 


THINGS  ARE 
OUIET. 


With  the  approach  of  mid- 
summer heat,  things  seem  to 
quiet  down  on  the  pharma- 
ceutical Potomac.  Nothing  of  importance  has 
transpired  during  the  last  month.  The  stag- 
nation may  be  due  to  the  characteristic  enerva- 
tion of  this  season  of  the  year,  or  it  may  arise 
from  the  fact  that  the  energies  of  the  nation 
have  recently  been  concentrated  in  two  chan- 
nels only — ^baseball  on  the  one  hand,  and  the 
terrific  Taft-Roosevelt  feud  on  the  other. 

At  any  rate,  whatever  the  cause,  if  it  were 
not  for  the  State  associations,  now  meeting  in 
annual  convention  here  and  there,  there  would 
be  very  little  doing  of  interest  to  the  drug 
trade.  The  recent  contention  over  various 
food  and  drug  bills  in  Washington  has  all  died 
down,  and  the  conviction  seems  to  be  deepen- 


ing that  nothing  definite  will  be  done  at  the 
present  session  of  Congress.  The  hearings 
before  the  House  Committee  on  Interstate 
Commerce  finally  resulted  in  the  publication  of 
a  book  of  511  pages — a  book  which  nobody 
has  taken  the  trouble  to  read.  In  Chicago,  so 
far  as  the  N.  A.  R.  D.  is  concerned,  we  find 
the  organization  beginning  an  educational  cam- 
paign for  the  purpose  of  convincing  proprie- 
tors that  they  should  adopt  the  new  Freericks 
agency-coupon  plan  for  the  protection  of 
prices.  This  is  apparently  the  chief  "issue" 
with  the  N.  A.  R.  D.  just  at  the  present  time. 
Mr.  Freericks  says  that  it  would  be  in  violation 
of  the  Sherman  law  and  some  of  the  State  acts 
to  bring  any  sort  of  compulsion  to  bear  upon 
the  proprietors.  They  must  simply  be  argued 
with  and  of  their  own  volition  brought  to  adopt 
the  plan  because  .they  consider  it  a  wise  one. 

In  the  meantime  arrangements  are  being 
made  for  the  annual  meetings  of  both  the  N. 
A.  R.  D.  and  the  A.  Ph.  A.  The  N.  A.  R.  D. 
convention  will  be  held  during  the  week  of 
August  12  in  Milwaukee,  and  the  headquarters 
will  be  at  the  Hotel  Pfister.  The  A.  Ph.  A. 
convention  will  be  held  the  week  immediately 
following,  beginning  August  19,  at  the  Brown 
Palace  Hotel  in  Denver.  This  arrangement 
is  a  very  convenient  one  for  those  who  desire 
to  take  in  both  meetings.  The  N.  A.  R.  D. 
gatherings  usually  adjourn  on  Thursday  after- 
noon or  evening,  so  that  the  trip  to  Denver 
may  be  taken  with  leisurely  comfort  and  in 
plenty  of  time  for  the  opening  general  session 
of  the  A.  Ph.  A.  on  the  following  Monday 
afternoon  at  3  o'clock.  The  appropriate  com- 
mittees of  both  associations  have  been  busy  for 
months  in  making  preparations,  and  the  two 
meetings  will  be  full  of  interest. 


THAT  SENNA 
CASE. 


We  have  intimated  in  the 
foregoing  glance  at  the 
month's  developments  that 
nothing  of  startling  interest  has  recently  trans- 
pired.    We  might  qualify  this  statement  par- 
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tially  by  saying  that  more  or  less  comment  has 
been  aroused  by  the  decision  of  Judge  Hand 
in  the  "broken  senna"  case  in  New  York.  The 
government  brought  proceedings  against  J.  L. 
Hopkins  &  Co.,  the  well-known  importers  of 
crude  drugs,  with  reference  to  the  shipment  of 
a  bale  of  senna  leaves  to  San  Francisco.  The 
package  was  labeled  "Alex.  Senna  Broken, 
U.  S.  P."  The  government  declared  that  the 
bale  was  adulterated  in  that  it  contained  stalks, 
stones,  pebbles  and  other  substances  foreign  to 
senna  leaves,  and  this  declaration  was  sup- 
ported by  the  testimony  of  Dr.  H.  H.  Rusby, 
Dr.  Albert  Schneider  and  Dr.  Charles  Chestnut. 

Judge  Hand,  however,  of  the  United  States 
District  Court  for  the  Southern  District  of 
New  York,  finally  took  the  case  from  the  jury 
on  the  adulteration  count  and  directed  a  verdict 
for  the  defendant.  The  Judge  did  not  say 
that  the  shipment  was  all  that  it  should  have 
been.  He  did  not  pass  on  that  question  at  all. 
His  sole  point  was  that  in  order  to  establish  a 
case  under  the  food  and  drugs  act  it  must  be 
shown  in  the  language  of  the  law  that  the  ship- 
ment "differed  from  the  standard  of  strength, 
quality  or  purity  as  determined  by  the  test  laid 
down  in  the  United  States  Pharmacopoeia." 
He  found  that  there  was  no  standard  laid 
down  for  senna  except  that  it  should  be  free 
from  stalks.  The  testimony  in  the  case  had 
shown,  however,  that  as  a  matter  of  fact  senna 
was  never  entirely  free  from  stalks,  and  the 
question  therefore  became  a  practical  instead 
of  a  theoretical  one.  Under  the  circumstances 
he  thought  the  pharmacopoeial  language  could 
not  be  construed  literally  or  absolutely. 

The  testimony  in  the  case  had  shown,  de- 
clared the  Judge,  that  several  grades  of  senna 
were  recognized  on  the  market — such  as 
broken  senna,  senna  si  f tings,  and  the  like.  In 
a  certain  loose  way  people  who  bought  these 
grades  knew  what  they  were  and  wanted  them. 
He  felt  quite  sure  that  the  particular  bale  in 
question  should  have  been  labeled  senna  sift- 
ings  instead  of  broken  senna,  but  he  could  not 
see  that  a  standard  for  either  was  really  estab- 
lished by  the  Pharmacopoeia.  Since  criminal 
statutes  must  be  construed  strictly,  he  could 
not  feel  that  he  had  the  right  under  the  cir- 
cumstances to  so  strain  the  pharmacopoeial  stan- 
dard as  to  make  it  apply  in  this  case.  The 
defendant  was  therefore  exonerated.  On  the 
misbranding  count  the  case  went  to  the  jury, 
and  the  jury  also  rendered  a  decision  for  the 
defendant. 


The  case  has  attracted  a  good  deal  of  atten- 
tion and  has  among  other  things  been  discussed 
very  freely  in  some  of  the  New  York  papers. 
Dr.  Rusby  has  been  inclined  to  criticize  Judge 
Hand  severely,  but  has  since  confessed  that  he 
misread  the  Judge's  decision.      His  first  sup- 
position was  that  the  Judge  had  held  for  the 
defendant  because  the  package  was  labeled 
"Alex.     Senna    Broken"     instead    of    plain 
"Senna,"  and  because  therefore  it  did  not  bear 
a  pharmaceutical  title  and  was  consequently 
not  subject  to  the  pharmacopoeial  requirements. 
This    supposition    was    erroneous,    as    Judg"e 
Hand  subsequently  declared  in  the  newspapers. 


THE 


Certainly  this  is  a  year  of 
PMEMBouisitE     surprises,  political  and  other- 

WINS  IN  nUNOISI    ^^.^       p^^   ^   j^^g   ^^^   ^j,^ 

chief  oracle  against  the  graduation  prerequi- 
site has  been  located  in  Chicago.  We  refer, 
of  course,  to  our  able  contemporary,  the 
IV  est  em  Druggist.  In  truly  T.  R.  style,  the 
W.  D.  has  thundered  month  after  month 
against  the  prerequisite,  and  we  have  all  been 
told  with  great  regularity  that  nobody  wanted 
it,  that  it  would  do  more  harm  than  good^ 
that  it  was  simply  a  scheme  of  the  schools  to 
benefit  themselves,  and  that  it  was  subversive 
of  every  last  principle  of  a  democratic  gov- 
ernment, 

You  would  naturally  expect,  wouldn't  you,, 
that  under  such  circumstances,  and  following 
such  leadership,  the  druggists  of  Illinois  would 
be  united  against  the  graduation  prerequisite? 
But,  alas!  this  is  the  year  of  preferential  pri- 
maries, and  the  W.  D.  has  failed  to  carry  its 
own  State.  This  is  no  particular  disgrace, 
however,  since  Roosevelt  and  Taft  both  had 
the  same  experience.  We  are  living  in  a  year 
when  prophets  evidently  have  to  go  away  from 
home  to  ease  their  heartaches. 

All  of  which  means  that  the  Illinois  State 
Pharmaceutical  Association,  after  vainly  fight- 
ing over  the  graduation  prerequisite  for  many 
years,  and  failing  to  reach  a  definite  con- 
clusion, finally  submitted  the  question  this  year 
to  every  druggist  in  the  State  for  a  popular 
vote.  The  result  was  965  votes  in  favor'  of 
the  prerequisite,  and  only  247  against  it.  The 
victory  was  so  conclusive  that  it  was  unani- 
mously decided  at  the  annual  meeting  of  the 
association  last  month  to  approve  of  the  pre- 
requisite idea,  and  to  seek  an  amendment  to 
the  pharmacy  act  at  the  next  session  of  the 
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State  kgislaturc.    At  last  it  looks  as  if  Illinois 
^vould  have  a  graduation  prerequisite  law  very 


soon. 


;iBVATINO  THE 
STANOAIO. 


Higher  standards  in  phar- 
macy have  been  considered 
in  two  or  three  other  quar- 
ters. The  Louisiana  State  Pharmaceutical 
Association,  at  its  annual  meeting,  adopted  a 
recommendation  of  its  Legislative  Committee 
that  the  graduation  prerequisite  be  approved, 
and  that  a  bill  containing  it  be  introduced  into 
the  State  legislature.  This  question  has  been 
up  in  Louisiana  for  several  years,  but  for  one 
reason  and  another  nothing  definite  in  the  way 
of  results  has  so  far  been  attained.  In  New 
Jersey  the  situation  with  reference  to  the 
graduation  prerequisite  is  made  the  subject  of 
a  letter  from  Professor  Lohmann  in  this  issue 
of  the  Bulletin.  Professor  Lohmann  de- 
clares that,  contrary  to  the  reported  impression, 
the  two  schools  of  pharmacy  in  New  Jersey  are 
a  unit  in  favor  of  the  prerequisite,  and  that  its 
recent  death  at  the  hands  of  the  New  Jersey 
legislature  was  due  to  another  factor.  It 
looks  as  though  another  bill  would  be  intro- 
duced at  the  next  session  of  the  legislature. 

In  New  York  State  the  Pharmacy  Council 
of  the  Board  of  Regents  has  passed  a  resolu- 
tion recommending  that  the  degree  of  Bachelor 
of  Science  in  pharmacy  be  made  customary 
and  that  it  be  granted  only  after  three  years  of 
pharmaceutical    instruction    following   a    full 
high  school  course.     It  was  also  recommended 
that  the  degree  of  Doctor  of  Pharmacy  be  con- 
ferred only  after  the  completion  of  three  years 
of  resident  work  subsequent  to  the  attaining  of 
the  degree  of  Bachelor  of  Science  in  Phar- 
macy.     These  new  recommendations  do  not 
become  effective  until  January,  1913. 

The  decision  with  reference  to  the  degree  of 

Doctor  of  Pharmacy  would  apparently  put  this 

degree  on  the  same  basis  as  that  of  Doctor  of 

Medicine  in  New  York  State.     Unless  we  are 

mistaken,  the  latter  is  granted  after  a  full  four 

years  medical  course,  preceded  by  two  years  of 

collegiate  or  university  work,  making  a  total 

of  six  years.      Certain  schools  of  pharmacy, 

however,  are  giving  the  degree  of  Doctor  of 

Pharmacy  for  much  less  work,  and  it  remains 

to  be  seen  whether  the  Board  of  Regents  in 

New  York  can  standardize  the  degree  in  the 

RTanner  suggested 


On  more  than  one  occasion 
■KcwSis^     the    Bulletin    has   argued 

that  it  is  of  little  use  to  en- 
act an  anti-cocaine  law  and  leave  the  sale  of 
opium  and  morphine  unchecked.  It  is  equally 
futile  to  have  an  anti-opium  law,  with  no  re- 
strictions on  the  sale  of  cocaine  and  other  nar- 
cotics. For  a  drug  habitue,  denied  solace  in 
one  direction,  will  frequently  if  not  always 
turn  for  sympathy  in  another,  and  no  real  good 
will  be  accomplished.  This  truth  has  been 
forced  home  in  Kentucky  during  the  last  few 
years. 

Kentucky  has  an  anti-cocaine  law,  but  there 
has  practically  been  no  let  or  hindrance  in  the 
sale  of  opium  and  morphine.  The  Board  of 
Pharmacy  has  vigorously  and  with  great  cour- 
age sought  to  do  what  it  could.  The  sellers 
of  cocaine  have  been  prosecuted  with  great 
energy.  But  little  could  be  done,  so  far  as 
opium  and  its  alkaloids  were  concerned,  and 
the  Board  has  recommended  time  and  again 
that  the  situation  be  corrected  by  legislation. 
The  chance  came  this  year  with  a  Louisville 
druggist  as  a  member  of  the  legislature — 
Emanuel  J.  Meyer.  Mr.  Meyer  worked  hard 
and  got  a  bill  through  the  legislature,  and 
signed  by  the  governor,  restricting  the  sale  of 
opiates  to  physicians'  prescriptions,  and  the 
Board  of  Pharmacy  is  now  in  position  to  close 
the  leak  by  which  its  efforts  have  been  ren- 
dered futile  all  these  years. 

Incidentally,  during  the  passage  of  the  bill 
through  the  legislature,  it  was  declared  that 
probably  200,000  ounces  of  morphine  had  been 
sold  in  Kentucky  every  year — ^an  amount  rep- 
resenting 350,000,000  average  doses ! 

4c  4c  4c 

President  Taft  has  not  yet 
appointed  a  successor  to  Dr. 
H.  W.  Wiley  as  chief  of  the 
Bureau  of  Chemistry.  In  the  meantime  Dr. 
Wiley  himself  continues  to  occupy  the  center 
of  the  stage.  For  two  or  three  weeks  the  birth 
of  a  son  and  heir  attracted  the  attention  of  the 
newspapers,  and  there  was  a  good  deal  of  free 
advice  as  to  how  a  pure  food  baby  should  be 
nurtured  and  reared.  This  losing  interest 
after  a  time,  the  Doctor  became  ill  of  grippe, 
and  he  was  apparently  in  a  serious  condition 
for  a  week  or  two.  Recovering  from  this,  a 
good  deal  of  publicity  was  next  given  to  an 
offer  from  Boston  to  make  him  head  of  the 
Board  of  Health  down  there.      After  some 
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deliberation  and  more  publicity  the  offer,  was 
rejected. 

In  the  meantime  the  Doctor's  berth  remains 
unfilled,  as  we  have  said.  The  drug  trade 
continues  to  be  interested  in  the  candidacy  of 
three  of  its  own  men— Charles  Caspari,  Jr., 
Frederick  J.  WuUing,  and  James  H.  Beal.  Dr. 
Caspari's  friends  feel  that  his  excellent  record 
for  the  last  two  years  as  Pure  Food  and  Drug 
Commissioner  of  the  State  of  Maryland  en- 
titles him  to  very  serious  consideration.  Dr. 
Wulling's  supporters  are  still  warmly  advocat- 
ing his  appointment,  and  we  observe  that  some 
of  the  State  pharmaceutical  associations  are 
putting  themselves  on  record  as  in  favor  of 
Dr.  Beal  and  are  asking  for  his  appointment  at 
the  hands  of  President  Taft.  The  Beal  can- 
didacy was  started  first,  and  Jias  attained  a 
good  deal  of  momentum  in  various  branches 
of  the  drug  trade,  though  it  must  be  said  that 
Professor  Beal  himself  has  done  nothing  to 
help  it  along. 

Meanwhile  it  does  not  look  as  if  President 
Taft  was  in  any  hurry  to  fill  the  office.  Sec- 
retary Wilson  has  been  quoted  as  saying  that 
for  the  present  things  are  getting  along  very 
well  as  they  are  with  Messrs.  Doolittle  and 
Mitchell  in  control  of  the  situation. 


Two   of   our   good    friends 

^"p'oHxt""'^    seem   to   be   engaged   in   a 

deadly  struggle.  They  are 
not  only  friends,  indeed,  but  they  enjoy  the 
distinction  of  being  our  rivals  and  competitors 
also.  We  refer  to  the  Pharmaceutical  Era 
and  the  Druggists  Circular,  The  Era  says  the 
Circular  has  been  committing  theft — and  it 
says  a  number  of  other  harsh  things  also.  It 
has  accordingly  brought  suit  for  damages. 

What  is  it  all  about?  Well,  we  haven't 
heard  the  Circular's  defense,  but  we  find  that 
the  Era  is  making  some  such  charge  as  this: 
The  Era's  price  list  contains  two  or  three  fea- 
tures which  the  Era  itself  worked  out  at  the 
expense  of  a  good  deal  of  time  and  money  and 
then  copyrighted.  The  Circular,  ignoring  the 
copyright,  "borrowed"  these  protected  features 
from  the  Era  for  its  own  list  without  saying  as 
much  as  by  your  leave,  and  without  even  giv- 
ing any  credit.  The  Era  saw  its  labor  and 
cash  going  for  naught,  and  thereupon  brought 
suit  for  infringement  of  its  copyright,  asking 
also  for  an  accounting  and  damages. 

So  there  you  are.     As  a  good  friend  of  both 


papers,  we  must  observe  a  strictly  neutral 
attitude,  somewhat  resembling  the  picture  of 
Justice  holding  the  scales  aloft  with  suspended 
arm.  We  hope,  however,  that  our  two  friends 
won't  be  too  mean  toward  one  another,  and  we 
trust  that  no  soiled  linen  will  be  washed  on 
Broadway.  To  be  accused  of  theft — Oh  my, 
isn't  it* awful?  We  just  can't  believe  the 
Circular  is  guilty,  because  we  remember  that 
on  more  than  one  occasion  it  has  indignantly- 
charged  other  journals  with  the  same  offense. 
Isn't  this  proof  of  innocence? 

♦         ♦         ♦ 

The  recent  death  of  Wilbur 

de"hn»d»M7  Wright    has    brought     out 

many  expressions  of  high 
praise  for  the  man  and  the  inventor.  It  is 
quite  generally  declared  that  he  deserves  to 
rank  with  great  men  like  Watt,  Fulton,  Whit- 
ney, Morse,  Bell,  Edison,  and  other  inventive 
geniuses  of  the  age.  The  deatli  of  such  a 
man,  so  early  in  his  career,  has  seemed  a  need- 
less sacrifice,  and  we  find  the  Boston  Medical 
and  Surgical  Journal  devoting  an  editorial  to 
this  phase  of  the  question. 

Mr.  Wright  died  of  typhoid  fever,  and  the 
Journal  argues  that  deaths  from  this  disease 
are  now  entirely  inexcusable,  since  absolute 
immunity  may  be  secured  by  the  use  of  a  pro- 
tective inoculation  of  typhoid  vaccine.  This 
remarkable  agent  has  so  far  not  been  found  of 
any  particular  service  as  a  curative,  but  as  a 
prophylactic  it  is  all  but  certain  in  its  action. 
Wilbur  Wright  had  of  late  years  made  very 
few  flights,  and  in  this  respect  and  in  others 
had  avoided  the  professional  risks  of  his  occu- 
pation. He  had,  however,  in  the  Journal's 
opinion,  failed  to  avoid  another  risk  equally 
great. 

The  Journal  even  goes  so  far  as  to  declare 
that  every  man  of  prominence  in  the  commu- 
nity, whose  life  is  of  great  value  to  himself 
and  his  country,  should  be  protected  against 
typhoid  fever  by  the  preventive  use  of  typhoid 
vaccine.  Ultimately,  indeed,  the  Journal 
hopes  that  the  employment  of  the  vaccine  will 
be  made  universal. 


An  interesting  step  was  re- 
^"■™™  f  ■"°-   cently  decided  upon  at  a  get- 
together    meeting    in    New 
York   City.      The    meeting   itself    had   been 
arranged  by  the  New  York  branch  of  the  A. 
Ph.   A.,    and   the   members   of  the   Medical 


BULLETIN  OF  PHARMACY 


269 


Society  of  the  County  of  New  York  were 
guests.  Among  the  addresses  delivered  from 
the  pharmaceutical  side  of  the  house  was  one 
by  Dr.  James  H.  Beal,  General  Secretary  of 
the  A.  Ph.  A.,  who  was  brought  from  Scio, 
Ohio,  as  a  special  attraction.  But  we  started 
out  to  mention  the  interesting  action  taken  at 
the  end  of  this  meeting.  It  was  decided  on 
motion  of  Jacob  Diner  to  appoint  a  joint  com- 
mittee of  20  members — 10  from  the  Medical 
Society,  and  10  from  the  New  York  brandh  of 
the  A.  Ph.  A.  This  committee  will  be  asked 
to  formulate  some  plan  of  differentiating  be- 
tween pharmacists  professionally,  and  of  pub- 
lishing a  list  of  those  especially  worthy  of  the 
confidence  of  the  medical  profession.  This 
will  be  somewhat  after  the  method  followed  by 
the  Milk  Committee  of  the  New  York  Medical 
Society  in  certifying  to  the  hygienic  condition 
of  commercial  dairies.  If  the  list  of  approved 
druggists  is  finally  published,  we  shall  know 
who  is  who  in  pharmaceutical  circles  in  New 
York !  , 


The  Tennessee  Pharmaceuti- 
A  woKTHY  CAUSE,  cal  Association  has  under- 
taken a  most  interesting  and 
important  piece  of  work.  It  is  now  endeavor- 
ing to  raise  an  educational  fund  for  the  assist- 
ance of  worthy  young  men  who  need  financial 
help  in  getting  a  pharmaceutical  training.  The 
money  will  not  be  given  them,  but  instead  will 
be  loaned,  and  the  idea  is  to  help  them  through 
the  pharmacy  school.  A  start  was  made  at  the 
convention  last  year,  when  it  was  voted  to  lay 
aside  $10  from  the  treasury  every  year  for  this 
educational  fund.  Since  then  a  committee  has 
been  appointed  to  increase  the  fund  greatly  by 
individual  donations.  An  .appeal  to  every 
druggist  in  the  State  has  been  made  during  the 
last  month  or  two,  and  it  is  hoped  to  be  able  to 
report  a  collection  of  a  thousand  dollars  when 
this  year's  meeting  opens  at  Chattanooga  dur- 
ing the  present  month.  The  secretary  of  the 
committee  is  M.  E.  Hutton,  of  Nashville. 

It  will  be  remembered  that  the  Michigan 
State  Pharmaceutical  Association  developed  a 
plan  of  this  kind  some  years  ago  as  a  memorial 
to  the  late  Dr.  Prescott.  The  Prescott  Memo- 
rial Fund  has  been  used  to  help  a  number  of 
young  men  through  college  who  would  other- 
wise have  had  to  deny  themselves  a  pharmaceu- 
tical education. 


We  dislike  to  say  **I  told  you 
ANOTHEM  CASE  I     SO,"  especially  when  human 

sorrow  is  involved,  but  we 
cannot  resist  the  temptation  to  print  the  fol- 
lowing from  a  recent  issue  of  N.  A,  R.  D. 
Notes: 

J.  E.  ,  a  loyal  member  of  the  N.  A.  R.  D.  at 

,  Ky.,  had  the  misfortune  to  lose  his  drug  store 


and  its  contents  by  fire  on  May  24,  1912,  the  value 
being  about  $2000;  no  insurance. 

Bro.  has  been  ill  and  confined  to  his  room 

for  the  past  eight  months.  The  loss  is  a  severe  one 
to  him,  and  he  has  expressed  a  willingness  to  receive 
contributions  from  any  of  his  fellow  druggists  and 
others  who  are  disposed  to  come  to  his  assistance. 

While  we  are  exceedingly  sorry   for  Mr. 
•,  and  while  we  hope  that  members  of  the 


N.  A.  R.  D.  will  come  to  his  assistance,  we  are 
moved  to  ask  once  more :  Why  will  druggists 
continue  to  make  the  unfortunate  and  needless 
mistake  of  carrying  no  fire  insurance?  The 
cost  of  protecting  a  stock  of  $2000  would  have 
been  inconsiderable,  but  just  because  this  drug- 
gist wasn't  willing  to  spend  a  small  amount  of 
money  he  is  now  in  severe  straits.  Certainly 
no  druggist  ought  to  be  without  fire  protection. 

♦         ♦         ♦ 

Henry  Biroth,  honorary 
HEmY?uoTB.     president   this   year    of    the 

A.  Ph.  A.,  and  a  prominent 
member  of  the  Chicago  Veteran  Druggists' 
Association,  died  May  29  at  Baden-Baden 
while  abroad.  His  daughter,  Mrs.  Massey, 
had  been  sent  for,  but  did  not  reach  him  in 
time.  John  Blocki,  another  one  of  the  vet- 
erans, was  with  him  on  his  tour.  Mr.  Biroth 
was  a  man  of  singular  gentleness  of  character. 
Wilhelm  Bodemann,  a  personal  friend  of  over 
forty  years,  describes  him  as  "an  art  con- 
noisseur, a  music  lover,  a  philosopher,  a  poet, 
and  a  genuinely  good  man." 

*  4c  SK 

Will  somebody  of  diplomatic  ability — some 
one  who  can  turn  the  other  cheek  if  necessary 
— please  set  General  Charles  Mylert  Carr 
straight?  He  still  insists  in  C.  R.  D.  A.  News 
that  if  a  merchant  "pays  cash  and  takes  the 
discount  he  doesn't  need  any  credit."  Doesn't 
he  need  it  during  the  ten  days'  interim? 
Would  the  jobber  send  him  the  goods  at  all, 
and  put  them  in  his  possession,  if  he  didn't 
have  credit  ?  And  doesn't  he  best  establish  his 
credit  by  the  very  custom  of  "paying  cash  and 
taking  the  discount?" 
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EDITORIAL 


THE  IRONY  OF  FATE. 

The  Bulletin  has  had  nothing  to  say 
about  the  sinking  of  the  Titanic,  We  have 
left  that  chapter  of  horrors  to  the  newspapers 
and  the  lay  magazines.  But  some  of  the  ma- 
terial accepted  for  publication  in  our  journal 
prior  to  that  great  disaster  has  since  taken  on 
new  significance.  Mr.  Cooper,  of  Lion's 
Head,  Ontario,  in  an  article  in  this  issue  de- 
scribing a  trip  to  Europe,  speaks  in  the  most 
glowing  terms  of  the  Cunarder  Lusitania. 
This  story  was  written  last  summer,  and  was 
one  of  the  vacation  narratives  that  we  were 
goliciting  at  the  time.  It  is  a  question  whether 
the  writer  could  to-day  pen  a  similar  eulogy 
£){  the  modern  ocean-going  vessel!  The  first 
few  paragraphs  are  virtually  a  panegyric  of 
.one  of  these  great  monarchs  of  the  sea.  Mr. 
-Cooper  waxes  eloquent  in  its  praise  and  de- 
clares that  "It  gives  the  lie  to  the  anguish- 
laden  cry  of  David,  'What  is  man  that  Thou 
.art  mindful  of  him?  and  the  son  of  man  that 
Thou  visitest  him  ?'  " 

Perhaps  it  takes  just  such  a  disaster  as  that 
.of  the  Titanic  to  prove  the  wisdom  of  David. 
What  could  bring  home  to  us  more  forcibly 
the  truth  of  this  biblical  line  than  the  thought 
of  that  mighty  ship,  worth  more  than  the 
largest  drug  manufactory  in  the  United 
States,  the  last  word  in  naval  architecture, 
going  to  the  bottom  on  its  maiden  trip,  a 
mass  of  wreckage!  With  all  due  respect  for 
the  great  ship  on  which  our  friend  sailed,  it 
will  be  a  long  time  before  any  of  our  readers 
will  write  of  an  ocean  vessel  in  a  similar  vein. 
One  can't  help  seeing  a  certain  irony  in  this 
encomium  to  a  class  of  steamers  that  less 
than  a  year  afterward  must  surrender  their 
prototype  to  the  elements.  Time  and  fortune 
play  havoc  with  the  writings  of  men.  Over 
night  the  entertaining  may  change  to  the  grue- 
some, praises  may  give  way  to  criticism,  and 
a  feeling  of  confidence  to  one  of  insecurity. 

By  way  of  showing  us  the  luxury  aboard 
these  vessels,  our  contributor  submits  an  illus- 
trated booklet  distributed  by  the  steamship 
company.     The  following  excerpt  is  typical: 

This  room  is  a  veritable  triumph  of  the  decorator's 

art    We  have  a  perfect  representation  of  an  eighteenth 

.century  French  salon.    The  walls  are  paneled  in  dull 


polished  mahogany  with  gilt  mouldings,  relieved  by 
fleur  de  pecher  marble  pilasters  and  Aubusson  tapestry 
panels.  The  carpet  is  pearl-grey  with  blush-pink  roses, 
forming  a  foil  for  the  chairs  and  settees,  which  arc 
the  acme  of  comfort  and  luxury. 

How  Strange  it  all  sounds  now!     Almost 
like  a  travesty! 

Events  of  a  day  sometimes  suffice  to  change 
entirely  the  light  in  which  a  printed  page  or 
line  is  read.  It  was  only  a  few  days  after 
news  of  the  Titanic  disaster  reached  the 
Bulletin  office,  for  instance,  that  we  were 
perusing  the  proofs  of  jokes  culled  for  The 
Scrap  Book.  This  material  had,  of  course, 
been  compiled  weeks  before  that  tragedy  took 
place.  To  our  dismay  we  ran  across  a  joke 
which  had  been  clipped  from  the  Louisznlle 
Courier  prior  to  the  disaster.  It  read  some- 
what as  follows: 

Aunt  to  her  niece:  "You  know,  my  dear,  I  feel 
alarmed.    I  am  so  afraid  of  icebergs." 

"Nonsense,  Auntie,  there  is  no  need  of  alarm. 
There  is  nothing  to  fear." 

Auntie:  "Well,  anyhow,  here's  a  dollar.  Give  it  to 
the  captain  and  perhaps  he  will  be  more  careful." 

What  gruesome  humor!  It  is  needless 
to  say  the  editor  ran  his  lead-pencil  through 
this  joke  in  a  hurry.  It  was  acceptable  enough 
when  clipped,  but  in  the  light  of  Jew  circum- 
stances had  ceased  to  be  amusing.  The  joke, 
however,  like  Mr.  Cooper's  praise  of  the 
Cunarder  in  this  issue,  only  goes  to  show  the 
irony  of  events  and  the  effect  of  time  and 
fortune  on  the  ideas  of  people. 


THE  STATUS  OF  PRICE  PROTECTION. 

Just  what  may  be  done  in  the  maintenance 
of  prices  on  articles  not  protected  by  the 
patent  laws,  is  still  very  much  open  to  ques- 
tion. The  decision  of  the  United  States  Su- 
preme  Court  in  the  Miles  case  was  confusing, 
and  since  that  decision  was  rendered  it  has 
not  been  at  all  clear  whether  any  other  form 
of  price  protection  would  be  considered  valid 
under  the  Sherman  law.  In  the  meantime, 
however,  the  Miles  Company,  the  Freeman 
people,  and  other  manufacturers  have  so 
changed  their  price  maintaining  plans  as  ap- 
parently to  make  them  legal.  The  N.  A.  R. 
D.,  too,  has  worked  out  a  plan  which  it  hopes 
and  believes  will  stand  the  test  of  court  con- 
struction. In  the  event  that  it  will  not  stand 
this  test,  however,  the  N.  A.  R.  D.  is  also 
endeavoring  to  have  the  Sherman  act  amended 
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in  such  manner  that  retailers  may  act  together 
for  the  protection  of  their  own  interests,  and 
may  establish  price-restrictive  measures  of  a 
reasonable  character. 

So  much,  then,  for  the  status  of  price 'pro- 
tection as  it  affects  trade-marked  and  proprie- 
tary articles  which  are  not  patented.    Every- 
body understands,  of  course,  that  the  so-called 
"patent  medicines"  have  never  been  really  pat- 
ented   at  all — ^barring  a  very   few   instances 
which    need  not  be  considered.     So   far  as 
price-maintaining  agreements  or  contracts  are 
concerned,  there  is  a  vital  difference  between 
patented  and  unpatented  articles  in  that  the 
former,  unlike  the  latter,  may  be  controlled 
absolutely  by  the  owners  of  the  patent    The 
owner  of  a  patent,  given  a  monopoly  for  a 
certain  period  by  the  government,  has  always 
been  able  to  say  under  just  what  conditions 
he  might  or  might  not  sell  his  article,  and  he 
has  also  been  able  to  impose  conditions  upon 
those  in  turn  who  bought  the  article,  either 
for   their  own   use   or   for   resale.     A    few 
months  ago,  indeed,  a  decision  was  rendered 
by  the  Supreme  Court  which  confirmed  this 
right    so   absolutely  that  a   wail   of   protest 
sprang  up  all  over  the  country. 

Since  then  there  has  been  more  or  less  of  a 
desire  to  curtail  the  privileges  accorded  pat- 
entees, and  so  it  is  that  one  or  more  bills  have 
been  introduced  in  the  present  Congress  mak- 
ing it  illegal  for  the  owner  of  a  patent  to 
place  any  restrictions  whatsoever  on  the  use  or 
sale  of  the  goods  after  they  have  left  his 
hands.  Among  other  results,  such  legislation 
would  effectively  wipe  out  all  price-maintain- 
ing contracts .  or  plans  so  far  as  patented  arti- 
cles are  concerned.  Naturally  enough,  the 
makers  of  patented  goods  have  flocked  to 
Washington  and  have  vigorously  opposed  the 
passage  of  these  bills.  They  have  also  gotten 
the  advertising  journals  enlisted  in  the  cause* 
on  the  plea  that  whatever  hurts  their  business 
will  make  it  necessarv  for  them  to  curtail 
their  advertising  appropriations.  Deny  them 
the  full  benefit  of  their  advertising,  they  say, 
and  they  will  no  longer  use  advertising  in  full 
measure. 

The  whole  question  is  an  exceedingly  inter- 
esting and  important  one.  Just  what  Congress 
may  do  with  these  bills  it  is  yet  too  early  to 
predict.  On  the  one  hand  we  have  the  effort 
of  the  N.  A.  R.  D.  and  other  retail  organiza- 
tions to  so  amend  the  Sherman  law  as  to 


make  price  agreements  possible.  On  the  other 
hand,  we  have  a  group  of  bills  in  Congress  in- 
troduced to  make  price  agreements  impossible 
and  illegal.  Congress  will  find  it  necessary  to 
reconcile  these  conflicting  movements,  and  in 
time  to  work  out  some  policy  which  will  pro- 
tect the  public  interest. 


MOVING  WITH  THE  TIDE. 

In  this  age  of  branded  goods,  when  many 
druggists  are  pushing  some  special  line,  it  is 
pertinent  to  inquire,  "Who  are  selling  the 
products  that  need  no  pushing?  Who  are 
supplying  the  popular  articles  that  sell  them- 
selves, that  are  being  borne  forward  on  the 
shoulders  of  mighty  advertising  appropria- 
tions?" 

Millions  of  dollars  are  spent  annually  to 
give  publicity  to  a  wide  variety  of  articles  for 
which  the  drug  store  is  the  natural  avenue  of 
distribution.  But  is  the  druggist  making  the 
most  of  the  opportunity?  That  he  occupies  a 
strategic  position  every  manufacturer  knows. 
People  are  being  sent  to  him  as  they  never 
were  before;  but  is  he  fostering  the  move- 
ment? Just  glance  at  the  advertising  pages 
of  any  popular  magazine  and  see  for  yourself 
the  barrels  of  money  that  are  being  spent  to 
create  business  for  the  dealer  who  is  wise 
enough  to  handle  the  goods.  What  a  mistake, 
then,  what  a  pity,  to  let  all  these  expenditures 
go  on  without  trying  to  derive  from  them 
those  advantages  that  they  are  intended  to 
convey  to  the  druggist!  Let  a  proprietor  sell 
what  make  of  goods  he  will,  but  let  him  also 
carry  the  advertised  articles,  the  kind  that 
people  are  being  educated  to  buy  and  order 
spontaneously. 

Any  druggist  who  fails  to  arrange  at  inter- 
vals a  window  display  devoted  to  modern  ad- 
vertised goods  is  missing  an  opportunity  to 
make  his  store  the  place  of  the  hour,  the 
modern  up-to-the-minute  shop,  where  things 
in  popular  demand  can  be  had.  He  fails  to 
see  that  the  manufacturer  is  sending  custom- 
ers to  his  store.  By  his  very  inertia,  he  ob- 
structsi  instead  of  quickens  the  movement  of 
trade  to  the  retail  pharmacy.  The  druggist 
who  fails  to  link  his  store  in  the  minds  of  the 
people  with  the  leading  national  producers,  is 
making  one  big  mistake.  As  well  bury  our 
faces  in  the  sand  as  be  blind  to  the  enormous 
influence  of  the  advertising  manufacturer.   He 
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reaches  more  homes  for  yoii  than  you  can 
reach  yourself.  And  never  has  the  manu- 
facturer of  popular  articles  been  more  eager 
to  cooperate  with  retailers  for  the  creation  of 
new  business  than  he  is  to-day. 

Good  Housekeeping  Magazine,  for  exarn- 
ple,  has  even  gone  so  far  as  to  establish  a  cut 
and  copy  department  that  furnishes  the  drug- 
gist and  other  retailers  with  advertising  ma- 
terial bearing  on  the  sale  of  household  articles 
exploited  to  the  public  in  its  pages.  Many 
druggists  have  wisely  taken  advantage  of  this 
service,  for  we  have  seen  some  of  their  circu- 
lars in  which  this  material  has  been  used. 
They  have  realized  that  advertised  goods  are 
self-selling.  They  spell  easy  business.  They 
save  time.  They  mean  a  quick  turnover, 
create  good-will  for  the  men  who  handle  them. 
They  hold  customers.  They  afford  a  line  of 
negotiable  stock  that  the  people  want,  goods 
that  can  be  turned  into  cash  at  a  moment's 
notice  should  the  money  ever  be  desired.  Are 
such  benefits  to  be  slighted? 


THE  FLY   NUISANCE. 

The  druggist,  as  one  of  the  skilled  men  in 
his  community,  is  looked  to  for  advice  and 
leadership  in  matters  affecting  the  public 
health.  He  ought  therefore  to  do  what  he  can 
in  this  new  movement  to  get  rid  of  the  house- 
fly. During  the  last  few  years  it  has  been  dis- 
covered beyond  all  question  of  doubt  that  flies 
are  carriers  of  many  diseases,  chief  among 
them  being  typhoid;  that  their  habits  are  filthy 
beyond  description ;  that  they  are  constantly 
bringing  into  our  houses  and  onto  our  food  the 
dirt  and  the  disease  germs  collected  from 
alleys  and  other  unclean  places ;  and  that  they 
are  ahogether  a  startling  menace  to  the  public 
health. 

"We  must  get  the  fly  or  the  fly  will  get  us" 
— this  is  the  warning  which  has  gone  forth 
from  all  the  boards  of  public  health  during  the 
last  year  or  two.  The  difficulty  of  the  problem 
is  found  in  the  enormous  procreation  of  the 
fly.  Dr.  Hewitt,  a  well-known  investigator  of 
the  fly  problem,  has  discovered  that  a  pair  of 
flies,  beginning  operations  in  April,  may  be 
progenitors,  if  all  were  to  live,  of  191,100,000,- 
000,000.000,000  flies  by  August.  Think  of  it! 
This  illustrates  the  importance  of  attacking 
the  fly  problem  as  early  in  the  summer  as 
possible,  and  keeping  at  it  vigorously. 


In  cities  the  two  places  where  ihe  fly  nuis- 
ance is  propagated  most  are  manure  piles  and 
garbage  cans.  In  the  former  the  flies  breed 
in  great  numbers ;  around  the  latter  they 
swarm  for  food.  Nearly  all  cities  of  promi- 
nence in  the  country  have  recently  passed  ordi- 
nances regulating  the  disposal  of  manure  and 
providing  for  the  use  of  proper  garbage  recep- 
tacles. In  many  cities,  too,  the  use  of  fly-traps 
has  been  urged  strenuously  during  the  last  year 
or  two.  These  are  placed  where  flies  are  most 
frequently  found — on  garbage  receptacles,  for 
instance — and  they  successfully  catch  millions 
of  the  pests.  A  number  of  boards  of  health  in 
different  cities  have  offered  prizes  to  those 
catching  the  most  flies,  and  the  whole  move- 
ment, in  all  its  aspects,  is  deserving  of  the  very 
greatest  consideration  and  the  most  general 
support. 

The  fly  is  not  only  a  nuisance — he  is  a 
source  of  great  danger.  Fortunately  he  can 
be  very  largely  eliminated  if  the  problem  is  at- 
tacked with  vigor  and  unanimity.  Every  man 
who  has  his  own  health  and  the  public  interest 
at  heart  should  concern  himself  with  the  fly 
problem  and  help  the  good  cause  along. 


THE  HALL  OF  FAME 


A  WESTERN  JOBBER. 

During  the  last  few  months  we  have  been 
running  in  the  Bulletin  of  Pharmacy  a 
series    of    portraits    of    well-known    jobbers 


L.  B.  BaiDAHUii 
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throughout  the  country.  One  picture  came  in 
too  late  for  the  series,  however,  and  we  are 
therefore  reproducing  it  in  this  place.  It  will 
be  recognized  as  an  excellent  likeness  of  Lester 
B.  Bridaham,  vice-president  and  general  man- 
ager of  the  Davis-Bridaham  Drug  Co.,  Den- 
ver, Colorado. 


a  picture  also  of  the  interior  of  the  bank  with 
which  he  has  become  affiliated.  Incidentally 
it  ought  to  be  explained  that  Mr.  Cooban  will 
still  retain  his  store,  although  he  expects  to  be 
at  the  bank  most  of  the  time.     The  net  result 


DR  STANISLAUS  REMEMBERED. 
Dr.  I,  V.  Stanley  Stanislaus  has  recently 
resigned  his  position  as  dean  of  the  Medico- 
Chirurgical  College  of  Pharmacy  in  Philadel- 
phia, and  it  is  announced  that  he  will  go  into 
the  manufacturing  business.  Dr.  Stanislau!> 
made  a  good  record  at  the  Medico-Chi,  and  it 


will  be  that  a  hard-working  man  will  become 
still  more  industrious.  As  readers  of  the 
Bulletin  know,  Mr.  Cooban  was  for  several 
years  a  steady  contributor  to  this  journal,  and 
for  a  considerable  period  he  also  conducted  a 


is  very  evident  that  he  endeared  himself  to  the 
students  and  alumni.  On  June  1,  at  the  annual 
meeting  of  the  Alumni  Association,  he  was 
made  honorary  president  of  the  organization 
and  was  presented  with  a  handsome  silver  lov- 
ing-cup. The  presentation  was  made  by  W. 
Wilson  McNeary,  president  of  the  Alumni 
Association. 


A  DRUGGIST  TURNED  BANKER. 

There  isn't  money  enough  in  the  drug  busi- 
ness for  some  people — even  though  they  are 
remarkably  successful  at  it.  This  doubtless 
explains  why  B.  S.  Cooban,  the  well-known 
druggist  of  Chicago,  has  turned  banker  and 
has  recently  been  elected  secretary  of  the  Chi- 
cago City  Bank  and  Trust  Company.  We  are 
showing  a  recent  portrait  of  Mr,  Cooban  and 


Tha  Chlcaco  Citr  Bank  mad  Trust  Codiinuit, 

department  known  as  "The  Druggist's  Special- 
ties." Since  then  he  has  been  so  thoroughly 
occupied  with  his  growing  interests  that  we 
have  heard  relatively  little  from  him,  but  his 
success  and  development  are  matters  of  interest 
to  us  and  to  our  readers. 
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D.  J.  Ptnk  of  HfddredKC  Nabnukk,  irhoae  phkinu^  thli  U  Here  we  have  the  Berrr  Drnc  Co.  o(  Bt.  Ma(»b«wi.  8. 0.     ' 

U  one  D(  the  prominsit  men  In  plwriiuoentlcK]  kffain  In  that  flitarealookulf  thcffwoenude  by  Buifi,  while  the  tpkcecl 

State.    Hr.  Fink  himMlt  ■taadi  at  the  MA.  DptaKKUlndlmUathatqiiiteabnitauuiiatnwliithstllne. 


Ed.  J.  Xeer  U  the  proprietor  ot  this  itoie  lu  Fortala 
Ueiico.  Hr.  Neer  hlmeell  ii  tlie  gnntleman  behind  the  oc 
at  the  right. 


WlUlain  MclDtTce.  the  well-kuonn  tetlred  phu-madBt  ot  H.  H.  Pember.  Rock  Vallej.  Iowa,  oertalnl]'  h*a  a  unique 

PhUadelDhla.  liMen  Btandiocouteldetliettorewblcb  beowned  and  Inlereetlnc  looklnc  ftore— bnilt  lAer  bis  own  ideal.    Hr. 

end  condacted  up  to  tbe  time  □(  IM  ule  ili  reare  wo.  Pember  is  tbe  sentleman  in  front, 

A  pari*  of  Anaiicsp  Drarf  Slor«a> 
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WeBUTto(ttbl«p««BwlHi»ph»iTii«cjlnCir«oM.Veneniel».  We  next  Jump  over  Into  HoDdniH.  and  we  ihow  ui  inl«rlat 

ThepTOtoieUiTlBH.A.Abrftbamu.wlioUpmuiiitblitheBentlv-  view  of  the  "  FftnoKik  Central  de  AriAa."  owned  br  Fi^oa  r 

mui  stuidlnc  Is  the  rorenonnd.  '^^    The  town  U  B<Uit»  Row  de  Copui. 


This  Btore  is  locatod  In  Port  Lim6n,  Coata  RIc*.   It  U  under  we  are  now  tn  Lima,  Item,  and  this  Is  the  i 

'w  owneTshlp  and  control  of  Kirkmtrick  Hnos..  and  does  m  p.  Breswnid  A  Cla.— one  of  tb«  moat  proaperoaB 

natifrtmr  bwineaa.  »nd  well  known  to  tnvelen. 


Jnmplnc  over  now  Into  Aaatnllft,  we  hkve  here  the  Ameii-  This  Is  »  nearer  view  of  Mr.  W&lker's  window,  oontaini 

oan-lookini  ectabllshment  ot  J.  A.  Walker.  In  Northcote.  VUt-  dliplar  of  ■  well-known  American  product— EathTmol  T 

torla.   This  is  oeitalnb  a  ne«t-lookinc  bnlldinc.  Piste.    American  ffoods  are  erldentlT  featuied. 

A  pmi^  of  For«l^  Drari  Storaa, 
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A  VACATION  ABROAD. 


Oa«  of  Iba  BUUBTIN  ■• 


■dara    Takaa  a  Trip  to  Earopa — A  DaacrlpUoa  of   Iha  Voya^*" 
Impreaalona  of  LondoB  and  Ita  Faopla. 
By  S.  C  COOFEB,  FBH-EL, 
Lisa's  flaad.  Oal. 


There  are  people  living  who  remember  tak- 
ing six  months  to  cross  the  Atlantic  Ocean, 
And  not  a  few  recall  the  generally  accepted 
statement  that  a  person  in  an  express  train 
going  more  than  thirty  miles  an  hour  would 
find  it  impossible  to  breathe.  To-day  we  defy 
the  wind  that  the  ancient  mariner  sought  to 
propitiate.  The  evolution  of  invention  con- 
stantly exchanges  the  wasteful  for  the  econom- 
ical. We  cannot  look  back;  we  dare  to  look 
and  to  leap  forward. 

THE  START. 

Such  random  thoughts  as  these  coursed 
through  my  mind  as  we  swung  clear  from 
Long  Island  and  began  our  race  toward  Eu- 
rope. Beneath  my  feet  was  the  deck  of  the 
Cunarder  Lusilania,  at  that  time  the  last 
word  in  naval  architecture — a  concrete  mon- 
ster that  had  audaciously  and  assuredly  taken 
tribute  from  the  mechanical  and  artistic  geni- 
uses of  the  ages;  a  gigantic  structure  that 
the  god  Man  had  pronounced  good.  And  as 
she  cut  the-  breakers  and  wallowed  the  foam, 
gorged  mountains  of  coal  and  belched  forth 
rivers  of  ashes  and  waste,  I  considered  that 
the  lie  had  been  given  to  the  anguish-laden  cry 
of  King  David :  "What  is  man,  that  Thou  art 
mindful  of  him?  and  the  son  of  man,  that 
Thou  visitest  him?" 

I  timed  her!  For  one  hundred  and  thirty- 
one  hours  less  ten  minutes  she  had,  without 
intermission,  thrashed  the  waters  of  the  deep. 
Years  before  she  had  found  herself  and  in 
the  exuberance  of  youth  had  smashed  all  rec- 
ords. Day  and  night  the  same  vibration 
thrilled  her,  only  'twas  a  little  more  pro- 
nounced as  she  reached  the  haven,  having  like 
the  "ship  of  the  desert"  consumed  the  life- 
giving  energy  from  the  depths  of  her  vitals, 
which  made  the  modest  efforts  of  the  shining 
salty  spray  to  hide  the  gaudy  colors  'neath  her 
water-line  vain  and  futile.  As  on  deck  I  dozed, 
even  slept,  drank  tea  or  bouillon,  munched  bis- 
cuits or  sweets,  or  with  soul  aquiver  scanned 


the  pages  of  Zola's  "Truth,"  my  thoughts 
turned  repeatedly  to  the  army  of  grimy,  sweat- 
drenched  human  beings  down  in  the  bowels  of 
that  leviathan  feeding  the  capacious  maws  of 
a  hundred  insatiable  furnaces. 

VIEWS  OF  LAND, 

We  had  passed  the  bleak  and  barren  coast 
of  Ireland  and  were  making  our  way  to  the 
southwest  corner  of  Wales.  The  beautiful, 
emerald-tinted  shores  came  into  view,  the  ship 
hove  to,  and  we  boarded  the  tender  for  Fish- 
guard. Goodwick  reminded  us  that  we  were 
in  another  continent.  The  language,  manners, 
and  customs  of  the  people  were  different.  We 
liked  it  so  well  that  we  stayed  there  that  night. 


View  ot  the  snuid  dlnins  ulooii  on  fbe^LuiUanla. 

and  arose  early  to  see  the  vill^e  before  leav- 
ing for  London. 

The  quaintness  of  the  landscape  delighted 
us.  Everything  seemed  small.  Small  railway 
carriages  and  cars,  small  picturesque  stations, 
small  white-washed  houses,  small  hedge- 
bounded  fields;  with  a  changing  panorama 
every  minute.  After  passing  under  the  River 
Severn,  thus  getting  into  England,  everything 
looked  more  prosperous,  and  on  a  larger  scale. 

An  express  train  places  you  in  London  in 
less  than  four  hours,  which  means  that  you  can 
cross  England  in  two  hours.     As  I  looked 
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down  the  vista  of  English  history  and  thought 
of  what  skeins  had  been  unraveled,  what  bur- 
dens had  been  carried,  what  triumphs  had  been 
scored,  in  and  by,  that  tight  little  island,  I,  in 
spirit,  patted  her  on  the  hack  with  a  "Well 
done,  little  'un!"  I  realized  that  greatness  had 
no  reference  to  size  or  number,  but  the  im- 
portance of  a  commonwealth  depended  upon 
the  accomplishments  and  ideals  of  her  people. 
One  man  can  give  the  key-note  of  an  inspira- 


Plnt-cUw  "loonn"  on  Om  LutUania. 

tion  for  an  empire,  yea,  for  the  whole  world, 
even  as  Hampden  did  for  England,  as  William 
Tell  did  for  Switzerland,  as  Garibaldi  did  for 
Italy,  as  Voltaire  did  for  France,  and  as  Wash- 
ington did  for  the  United  States.  I  realized 
also  that  a  commonwealth  prospered  in  pro- 
portion as  she  resisted  oppression. 

LONDON  READY  FOR  THE  CORONATION, 

In  London  at  Paddington  Station  we  stepped 
mto  a  taxi  and  were  soon  one  of  the  units  of  a 
striving,  puffing,  grinding,  honking,  ill-smell- 
ing mass,  dodging  in  and  out  past  slower  ve- 
hicles, stopped  now  by  a  string  of  traffic  at  a 
cross-street  and  again  by  a  policeman's  up- 
lifted hand.  We  passed  buildings  that  for  cen- 
turies had  been  England's  pride,  that  were 
now  hidden  by  far  extending  tiers  and  scaf- 
folding that  supplied  seats  to  view  the  corona- 
tion procession.  Pall  Mall,  St.  James  Street, 
and  Whitehall  were  lined  with  poles, 
spanned  by  arches,  and  festooned  with  bright 
artificial  garlands.  Each  building  contributed 
its  quota  to  a  drafted  scheme  of  decoration. 
From  Trafalgar  Square  we  could  see  the  two 
opposing  parallel  streams  of  traffic  crossing 
Westminster  Bridge;  opposite,  the  National 
Gallery  was  hidden  by  coronation  seats. 


London  is  a  monster,  a  gigantic  multi-mille- 
ped,  sullen  and  playful,  yet  determined  and  ir- 
resistible. It  has  an  indefinite  something  in  its 
disposition,  something  that  insinuates,  then 
throws  about  you  cajoling  tendrils,  and  finally 
holds  you  with  the  bands  of  an  octopus.  The 
usual  city  strikes  you  as  a  pile  of  bricks  and 
mortar,  but  London  becomes  a  thing  with  li  f e 
and  instinct,  a  being  capable  of  investing  one 
with  inspiration.  You  cannot  know  London 
by  simply  seeing  the  sights.  London  must 
grow  upon  you,  and  little  touches  here  and 
there  help  it  to  do  so. 

INTERESTING  INCIDENTS. 

One  evening  at  the  Baker  Street  tube  station 
a  dozen  factory  girls  waiting  for  the  train 
formed  on  the  platform  in  two  lines.  Kach 
faced  the  other,  and  with  enthusiasm,  laughter, 
gesture,  and  romp,  each  with  a  penny  bunch  of 
flowers  in  her  hand,  sang  in  unison,  "Fall  in 
and  follow  me." 

One  warm  evening  a  characteristic  "Charlie" 
was  strolling  along  the  Dalston  Junction  plat- 
formwith  his  coat  over  his  arm;  a  "lady"  on 
a  train  passing  through  put  her  head  at  the 
window  and  queried,  "Pretty  warm,  mate?" 
With  a  blank  stare  Charlie  replied,  "If  I  were 
cold  I  should  put  my  jacket  on." 


The  veruida  etli. 

Being  "spotted"  as  "Americans"  we  thought 
very  amusing.  One  boy  on  the  street  ex- 
plained: "I  usually  can  tell  the  Americans 
because  they  have  gold  in  their  teeth,  and  the 
way  they  talk,  sir,"  The  street-hawkers  per- 
sisted in  trying  to  sell  us  miniature  "Stars  and 
Stripes,"  and  passing  a  stall  of  trinkets  we 
were  informed,  "They  are  all  good,  made  in 
America."     Further  on  a  newspaper  vender 
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tavvled  into  my  ear,  "All  the  latest  New  York 
papers,  sir!" 

As  my  wife  and  I  are  Canadians  our  merri- 
ment may  easily  be  imagined.     By  usage  the 


word  "American"  has  come  to  be  restricted  to 
the  United  States  in  application.  The  visible 
gold  supply  was  nil,  but  the  urchin  got  some 
copper. 


How  the  Druggist's  Sundries  Are  Made. 

FOURTH  PAPER:   PRESCRIPTION  BOTTLES. 

One  of  the  Oldest  Industries  Known  to  History— The  Manufacture  of  Glass— The  Blowins 
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While  the  prescription  bottle  can  scarcely 
be  classed  as  an  item  of  druggists'  sundries, 
its  claim  to  attention  here  is  none  the  less 
valid,  owing  to  the  vital  interest  every  drug- 
gist has  in  the  character  and  quality  of  the 
prescription  vials  used  in  his  store.  This 
article  therefore,  without  going  into  techni- 
calities, will  endeavor  to  explain  the  process  of 
manufacture  and  other  points  of  practical 
interest  to  the  druggist,  gleaned  from  the  ex- 
perience of  a  factory  that  has  been  making 
glassware  for  over  a  century. 

EARLY   DISCOVERY. 

The  history  of  glass  making  dates  back  at 
least  4000  to  6000  years.     Rawlinson,  a  most 
conservative  authority  on  the  subject,  states 
that  "glass  was  known  in  Egypt  as  early  as 
the  Pyramid  Period,"  which  is  estimated  to 
have  been  about  2450  B.  C.       The  earliest 
evidences  of  glass  manufacture  are  found  in 
Egypt,  and  to  the  Egyptians  therefore  must 
be  given  the  credit  of  discovery  of  the  art. 
Owing   to  a  story  told  by  Pliny,   and   sub- 
sequently repeated  by  Tacitus  and  Strabo,  it 
has  been  thought  that  glass  making  was  an 
accidental    discovery    made    by    some    ship- 
wrecked   Phoenician   mariners   while   cooking 
their  food  on  the  banks  of  the  River  Belus. 
This  seems  to  be  substantiated  by  the  good 
quality  of  the  sand  at  a  point  near  the  mouth 
of  the  river  and  also  by  the  excellence  of  sub- 
sequent Phoenician  glassware,  but  it  is  highly 
improbable  that  the  high  temperature  neces- 
sary for  the  production  of  glass  could  have 
been  obtained  under  the  conditions  described 


in  Pliny's  Narrative,  and  the  story  therefore 
has  been  discredited. 

DEVELOPMENT  OF  MANUFACTURING  PROCESSES. 

The  ancient  methods  of  manufacture  were 
of  course  very  crude,  but  it  is  interesting  to 
note  that  up  to  the  middle  of  the  last  century 
the  processes  in  use  were  still  little  better  than 
those  which  reached  their  perfection  in  the 
middle  ages.  Even  now  the  old  operations 
are  carried  on  in  much  the  same  way,  but 
with  improved  tools  and  implements  which 
greatly  facilitate  the  work.  Recently,  how- 
ever, there  have  been  many  inventions  along 
the  lines  of  strictly  mechanical  processes  with 
the  view  of  eliminating  as  much  as  possible 
the  uncertain  element  of  skilled  labor.  Most 
of  these  have  proved  failures  or  have  been 
commercially  impracticable;  but  in  certain 
lines  of  bottles,  principally  of  the  wide-mouth 
variety,  mechanical  processes  are  in  almost 
universal  use,  and  at  recent  exhibitions 
machine-made  bottles  have  been  shown  which 
compared  favorably  with  the  hand-made  arti- 
cle. 

Doubtless  mechanical  methods  will  ulti- 
mately take  the  place  of  all  of  the  old  opera- 
tions still  in  use,  but  at  present  skilled  labor 
is  still  necessary  for  the  production  of  high- 
grade  prescription  ware. 

CRUDE  MATERIALS. 

Silica  (sand),  soda  (soda-ash),  and  lime 
are  the  principal  and  essential  constituents  of 
glass,  which  we  may  define  as  an  amorphous 
structure,  a  vitreous  body  with  the  entire  ab- 
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sence  of  any  definite  grouping  of  the  mole- 
cules into  crystalline  formation.  Potash, 
lead,  zinc,  tin,  and  antimony  also  play  a  part 
in  the  manufacture  of  various  kinds  of  glass, 
and  other  materials,  as  manganese,  oxide  of 
iron,  cobalt,  arsenic,  etc.,  etc.,  are  also  pres- 
ent either  as  impurities  or  as  chemicals  used 
to  correct  or  neutralize  impurities. 

Owing  to  the  fact  that  the  transparency  of 
glass  shows  up  defects  in  color  or  quality 
very  readily,  great  care  must  be  used  in  the 
selection  of  raw  materials  and  their  proper 
mixture  before  they  are  introduced  into  the 
melting  pot  or  tank.  In  this  respect  greater 
care  must  be  used  in  the  manufacture  of  flint 
bottles  than  in  window  glass.  Window  glass, 
while  transparent  enough  for  the  purpose  for 
which  it  is  intended,  will  almost  invariably 
show  up  green  when  viewed  edgewise.  This 
feature  the  bottle  manufacturer  lias  to  eradi- 


cate in  certain  lines  of  ware,  as  the  thick  base 
and  double  walls  of  a  bottle  will  show  clearly 
any  tinge  of  color.  Other  essential  require- 
ments of  bottle  glass  are  that  it  be  strong 
enough  to  resist  internal  pressure  of  effer- 
vescent liquids  as  well  as  the  shock  of  ordi- 
nary usage,  and  that  it  have  sufficient  chem- 
ical resistance  to  withstand  the  action  of  the 
liquids  the  bottle  is  to  contain. 

IMPOETANCE   OF    CHEMICAL    ANALYSIS. 

The  work  of  analysis,  with  all  its  compli- 
cated details  to  meet  the  varying  conditions 
of  the  raw  materials,  the  correct  fusing  of 
the  constituents,  and  the  eradication  or  neu- 
tralization of  impurities,  devolves  upon  the 
chemist. 

In  the  flint  glass  factory  of  Whitall  Tatum 
Company,  there  are  two  chemists  constantly 
busy  testing  every  bit  of  material,  and  regu- 
lating from  day  to  day  the  percentage  of  the 


various  constituents,  in  order  to  counteract 
any  condition  that  might  tend  to  interfere 
with  the  uniformity  of  the  product. 

It  must  first  be  ascertained  that  the  various 
raw  materials  are  chemically  and  physically 
uniform,  in  order  that  the  proper  results  may 
be  forthcoming.  For  instance,  as  the  mois- 
ture in  the  sand  will  affect  the  composition 
of  glass,  if  perfectly  dry  sand  cannot  be  ob- 
tained, there  should  be  at  least  a  constant 
proportion  of  moisture.  Otherwise  it  be- 
comes necessary  to  test  the  percentage  from 
day  to  day  in  order  that  a  uniform  product 
may  be  obtained.  Again,  sand  is  required  to 
be  as  nearly  pure  silica  as  possible,  but  it  is 
frequently  found  in  connection  with  fragments 
of  more  or  less  decomposed  felspar  which 
introduce  alumina,  iron  and  alkalies,  which 
have  to  be  eradicated  before  it  is  possible  to 
get  satisfactory  results.  Whatever  the  im- 
purities may  be,  it  is  necessary  to  ascertain 
that  they  are  to  be.  found  in  uniform  percent- 
age throughout  the  material,  in  order  to  meas- 
ure out  intelligently  the  amounts  of  the  vari- 
ous chemicals  used  for  their  extraction  or 
neutralization. 

MIXING  THE   MATERIALS. 

All  material  that  has  passed  chemical  in- 
spection is  then  taken  to  the  "batch"  house. 
In  the  upper  part  of  this  building  there  are 
bins  for  storing  the  various  chemicals  and 
raw  materials.  These  bins  are  connected 
with  the  mixing  room  below  by  chutes  which 
are  operated  so  as  to  empty  into  cars  specially 
designed  for  the  purpose.  These  cars  run  on 
a  track,  and  directly  under  each  chute  is  a 
balance  of  platform  style  upon  which  the  car 
rests  while  the  operator  weighs  out  the  proper 
amount  of  each  material  required.  The 
"batch,"  as  the  mixture  of  raw  material  is 
called,  is  then  taken  to  the  top  of  the  building 
by  means  of  an  endless  chain  of  scoops,  and 
passes  down  again  through  two  large  revolv- 
ing cylinders,  so  constructed  as  to  thoroughly 
mix  the  various  elements.  As  it  escapes  from 
the  second  mixing  cylinder  the  batch  passes 
into  a  small  car,  which  is  then  hauled  to  the 
charging  end  of  the  furnace  or  tank. 

A    MODERN    CONTINUOUS   TANK. 

Before  proceeding  with  an  account  of  the 
manufacturing  process,  it  might  be  well  to 
describe  one  of  the  great  modern  continuous 
tanks    and    its    advantages.     The    tank    is   a 
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large  oblong  structure  having  one  flat  end 
with  a  single  opening  for  charging,  the  other 
end  being  semi-circular  in  shape  with  about 
twelve  openings  from  which  the  molten  glass 
is  gathered  by  the  operators.  The  batch, 
mixed  with'a  proper  amount  of  "cullet"  or 
broken  glass,  is  introduced  into  the  tank 
through  the  charging  end  by  means  of  a  spe- 
cially constructed  carrier  which  allows  the 
men  to  stand  at  a  safe  distance  from  the 
great  heat  when  the  door  is  opened.  When 
looking  into  this  seething  hole  it  is  necessary 
to  have  a  piece  of  blue  glass  to  protect  the 
eyes  from  the  terrific  glare.  To  form  an 
idea  of  it,  one  has  to  imagine  an  immense 
lake  of  fire  appearing  as  if  lighted  by  many 


A  "  ilioEi "  >t  work.  On*  blower  U  ih&plikc  >  bottle  on  the 
"nurvet."  wbOe  the  other  1*  blowtnc  hU  bottle  in  the  mold. 
The  "nuppliicDp"  bor  In  the  center  le  pudnr  >  bottle  In  the 
clwDii  which  bold*  It,  while  the  "  niter "  on  tbe  richt  Anlabei 
the  lip. 

illuminated  bulbs  produced  by  the  combustion 
of  gases.  The  batch  being  turned  into  a 
molten  mass  by  the  great  heat  at  the  charging 
end,  gradually  flows  down  to  the  semi-circular 
working  end,  keeping  the  gatherers  constantly 
supplied  with  a  uniform  molten  material  to 
work  on. 

For  all  ordinary  purposes  the  continuous 
tank  furnace  has  now  entirely  superseded  the 
old  pot  furnace,  although  these  are  still  in 
use  when  it  is  necessary  to  make  up  a  small 
quantity  of  some  special  glass,  and  where 
some  special  materials  have  to  be  melted  to- 
gether that  could  not  be  kept  together  in  a 
tank  long  enough  to  combine  properly. 

A  tank  furnace  utilizes  heat  more  efiicient- 
ly,  as  the  glass  surface  extends  over  the  en- " 
tire  area  of  the  furnace.  Moreover,  it  per- 
mits continuous  working,  as  the  charging  at 
one  end  does  not  interfere  with  the  work  at 


the  other,  and  there  is  no  loss  of  time  as  is 
the  case  when  refilling  or  renewing  a  pot.  A 
large  uniform  run  of  glass  is  the  result,  as  a 
tank  furnace  will  hold  about  125  tons  of 
molten  material,  of  which  about  15  tons  are 
used  daily. 

BOTTLE    BLOWING. 

At  each  opening  in  the  front  of  the  tank 
there  is  a  group  of  men  and  boys  constitut- 
ing what  is  known  as  a  "shop."  As  a  shop 
carries  on  its  own  work  separately  from  the 
many  other  similar  groups,  all  we  have  to  de- 
scribe is  the  operation  of  a  single  one,  and 
we  have  the  process  in  a  nutshell. 

The  first  operation  for  production  by  hand, 
and  also  for  most  machine  processes,  is  that 
of  gathering  the  necessary  amount  of  glass 
required  to  make  the  bottle  desired.  Each 
shop  that  carries  on  the  work  by  hand  has 
two  blowers  who  gather  the  glass  in  the  form 
of  a  ball  on  the  end  of  their  blowpipes,  which 
are  about  five  or  six  feet  in  length  with  a 
slightly  enlarged  end  or  "nose"  for  gathering 
purposes.  This  must  be  done  with  judg- 
ment, as  too  much  glass  would  make  the  bot- 
tle overweight  and  consequently  under- 
capacity,  since  the  outside  proportions  of  a 
prescription  vial  are  determined  by  the  size 
of  the  mold,  and  any  extra  glass,  therefore, 
would  cut  down  the  content,  because  it  could 
not  expand  beyond  the  confines  of  the  mold. 
Too  little  glass,  on  the  other  hand,  makes 
light-weight  bottles  with  too  great  a  capacity 
accordingly. 

After  sufficient  glass  is  gathered,  it  is 
worked  and  rounded  into  a  pear-shaped  hol- 
low mass  by  blowing,  or  rolling  on  a  metal 
plate  called  a  "marver."  The  molten  mass 
is  thus  shaped  and  distended  gradually,  the 
blower  swinging  the  pipe  all  the  while  draw- 
ing the  main  mass  of  glass  downwards  and 
leaving  a  thinner  rudimentary  neck  next  to 
the  pipe. 

\Vhen  properly  shaped,  the  molten  bulb 
still  attached  to  the  blowpipe  is  put  into  the 
mold,  which  is  opened  and  shut  at  the  proper 
time  by  a  mold  boy;  and  after  more  or  less 
vigorous  blowing,  as  the  case  may  require, 
the  blower  detaches  his  pipe  and  the  mold  is 
opened,  showing  a  perfect  bottle  but  without 
the  lip. 

LETTERING. 

It  might  be  well  to  say  a  few  words  here 
about   the    molds    for  lettered   bottles,    as   a 
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large  part  of  this  work,  aside  from  the  enor- 
mous output  of  bottles  for  patent  medicines, 
pharmaceutical  preparations,  etc.,  is  the  manu- 
facture of  the  bbttles  bearing  the  dru^ist's 
name-plate.  All  stock  molds  for  prescrip- 
tion bottles  of  various  styles  are  made  with 
a  removable  blank  plate  which  can  be  taken 
out  when  desired  and  the  druggist's  private 
plate  inserted.  One  whole  machine  shop  is 
given  over  to  the  manufacture  of  the  molds 
and  lettered  plates.     The  private  lettering  and 


Okthorer,  blova.  Mid  mold  b07.  Note  the  metal  ubla  or 
"nurrera"  tot  (baping  the  bottles  betore  ther  kre  put  Into  the 
molda.  The  wala  for  welchinr  the  bottle*  appear  In  the  toresroond 
bj  tbe  mold  bor. 

designs,  which  are  often  quite  intricate,  are 
cut  into  the  plates  by  skilled  workmen  who 
have  before  them  the  original  design  or  draw- 
ing reflected  in  a  looking  glass,  as  of  course 
the  reflected  image  must  be  followed  out  ex- 
actly in  order  that  tbe  final  raised  lettering  on 
the  bottle  will  match  the  drawing. 

Each  letter  is  punctured  with  a  little  air 
hole  or  vent  which  permits  the  air  or  steam 
to  escape  during  the  process  of  blowing,  thus 
allowing  the  glass  to  fill  the  cavity  completely 
and  make  a  full,  well-rounded  letter  or  de- 
sign. 

When  taken  from  the  mold  the  bottle  is 
placed  on  a  pair  of  scales  near-by  to  make  cer- 
tain that  it  is  not  over  or  under  the  allowed 
variation  in  weight.  If  it  is  up  to  require- 
ments in  this  respect  a  "snapping-up"  boy 
takes  the  bottle  to  a  skilled  workman  or 
"gaffer"  near-by,  who  is  to  finish  shaping  the 
lip.  The  neck  is  reheated  by  thrusting  it  into 
a  "glory  hole"  in  a  small  furnace  for  the 
purpose,  and  the  gaffer  then  forms  the  lip 
by  clamping  a  pair  of  specially  made  tongs 
over  the  neck  and  causing  the  rod  to  which  the 
bottle  is  fastened  to  re\oIve  rapidly  up  and 


down  the  arm  of  his  chair.  A  "carrying-in" 
boy  then  takes  the  bottle,  or  rather  a  number 
of  them,  for  there  are  several  completed  be- 
tween each  trip,  to  the  annealing  oven,  where 
the  bottles  are  allowed  to  cool  slowly,  giving 
the  glass  the  proper  temper  t6  withstand 
changes  of  temperature  without  cracking. 

ANNEALING. 

Annealing  is  one  of  the  most  important 
operations,  for  without  it  the  glass  would  be 
very  fragile  and  brittle — unannealed  articles 
having  been  known  to  break  and  fly  into  a 
thousand  pieces  when  placed  in  a  draught  of 
cooler  air.  The  reason  for  this  is  that  glass 
is  to  a  certain  degree  a  non-conductor,  and  * 
when  a  bottle  is  made  the  surface  of  the  glass 
cools  first,  forming  a  crystalline  crust  which 
shelters  the  interior  molten  mass,  keeping  it 
longer  in  the  fluid  state  and  preventing  it 
from  contracting  as  glass  generally  does  when' 
it  cools.  Thus  the  interior  is  in  a  state  of 
tension,  causing  the  breakage,  which  is  always 
the  result  of  poor  annealing.  Proper  anneal- 
ing will  allow  the  glass  to  cool  slowly  and 
evenly,  the  whole  vitreous  mass  being  in 
harmony  with  itself,  so  to  speak,  and  able  to 
stand  all  ordinary  changes  of  temperature. 


The  annealing  oven  or  "lehr"  is  a  tunnel- 
shaped  structure  50  or  60  feet  in  length  with 
the  fire  at  the  front  or  receiving  end.  The 
bottles  are  placed  on  a  series  of  iron  trays 
which  are  gradually  moved  farther  back  and 
renewed  as  they  become  filled.  After  about 
ten  hours  the  bottles,  having  thus  become 
gradually  cooled  by  their  slow  progress  to- 
ward the  other  end  of  the  lehr,  are  taken  out 
and  packed  into  crates  for  shipping.  If,  in 
their   passage    through    the    lehr,    they    have 
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become  smoked,  they  are  first  cleaned.  The 
packer  also  discards  all  bottles  that  have  no- 
ticeable and  undesirable  imperfections. 

DEFECTS   AND   HOW  THEY   MAY   BE  OVERCOME. 

The  first  defect  we  shall  take  up,  that  of 
cracking,  has  already  been  dealt  with   from 
the   manufacturer's  standpoint.     Let  us  now 
view  it  in  the  light  of  the  druggist's  actual 
experience.     Very    often    it    is   necessary    to 
pour  a  hot  liquid  into  a  glass  container,  with 
the  result  that  the  vessel,  even  though  it  has 
been  perfectly  annealed,  will  crack.     The  ex- 
planation for  this  is  that  the  temperature  of 
the    inner  surface  of  the  vessel  is  suddenly 
raised,  causing  tension  against  the  other  cooler 
portions  of  the  glass,  which  resist  the  sudden 
expansion    of  the    part    thus    suddenly    sub- 
jected to  the  heat.     In  other  words,  the  inner 
heated  layer  is  under  compression  while  the 
rest  of  the  glass  surrounding  it  is  under  ten- 
sion, and  if  this  becomes  sufficiently  great  the 
vessel  will  be  shattered.     Vessels  of  very  thin 
glass,  such  as  beakers  or  thin  soda  tumblers, 
can  stand  a  change  of  this  kind  better  than 
those  of  heavier  walls,  as  the  heat  is  con- 
ducted  more   quickly   throughout   the   entire 
substance.     No  matter  what  the  vessel  may 
be.  breakage  of  this  kind  may  be  prevented, 
as  every  one  knows  from  experience,  by  grad- 
uafly  heating  it  up  to  the  temperature  of  the 
liquid  it  is  to  contain.     This  is  generally  done 
by  immersion  in  water  which  is  slowly  heated. 
Another  feature  to  be  overcome  is  the  cor- 
rosion, or  white  coating  noticeable  on  bottles 
that  have  been  stored   for  some  time.     This 
is  caused  by  the  moisture  of  the  atmosphere, 
and  the  action  is  very  rapid  in  a  climate  that 
is  warm  and  moist.     It  is  a  fact  that  water 
has  greater  effect  on  glass  than  even  most 
acids,  but  the  exact  explanation  of  the  action 
is  not  fully  known.     Probably  the  trouble  is 
due  to  a  partial  hydration  of  some  of  the 
silica  or  silicates.     Often  it  is  mistaken   for 
devitrification,   but  this  latter  action   is   not 
known    to    occur    at    ordinary    temperatures, 
although  glass  when  heated  in  a  flame  fre- 
quently shows  the  phenomenon;    it  is.  how- 
ever, entirely  distinct  from  the  surface  "cor- 
rosion" just  described. 

Moisture  of  the  atmosphere  condensing 
upon  the  surface  of  bottles,  first  has  a  dis- 
solving action,  drawing  from  the  glass  more 
or  less  alkali  which  almost  always  goes  into 
solution  as  alkali  hydrate,  potassium  or  so- 


dium Iiydrate,  This  alkaline  solution  absorbs 
carbonic  acid  from  the  air,  and  a  carbonate 
of  the  alkali  is  formed,  appearing  as  a  coat- 
ing of  minute  crystals.  If  this  "efflorescence" 
has  not  become  too  far  advanced,  the  bottle 
may  be  restored  to  its  former  condition  by 
washing  with  water  in  which  the  crystals  of 
carbonate  of  soda  will  dissolve,  and  the  sep- 
arated particles  of  silica  will  thus  be  released 
and  washed  away.  Often  a  treatment  of 
dilute  sulphuric  acid  will  be  found  beneficial 
when  merely  washing  with  water  does  not 
produce  the  desired  results. 

Prolonged  exposure  to  light  will  affect  all 
kinds  of  glass,  the  visible  result  being  a 
change  of  color.  Under  such  circumstances. 
glass  containing  manganese  is  especially  apt 
to  assume  a  purple  or  brown  tinge,  although 
radium  radiations  will  have  the  same  effect 
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on glass  free  from  manganese.  The  action 
of  light  brings  about  certain  chemical  changes 
in  glass  which  are  very  difficult  to  determine, 
although  it  is  thought  to  be  owing  to  a  trans- 
fer of  oxygen  from  one  to  another  of  the 
oxides  found  in  glass.  Examples  of  these 
changes  are  to  be  found  especially  in  sky- 
lights where  the  prolonged  action  of  the  sun's 
rays  has  given  a  decided  purple  tint.  This 
cannot  be  overcome,  but  it  is  a  defect  which 
rarely  causes  annoyance. 

"Seedy"  glass  is  common  to  all  manufac- 
turers, and  owing  to  the  many  causes,  which 
are  too  numerous  to  mention  here,  this 
feature  is  a  problem  every  manufacturer  has 
to  face.  Its  eradication  in  all  cases  is  im- 
possible, but  great  care  is  taken  to  see  that 
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the  general  run  of  ware  is  as  free  as  possible 
from  this  defect.  It  is  a  fault,  however,  which 
does  not  at  all  interfere  with  the  use  of  the 
bottle,  although  when  filled  with  certain  light- 
colored  and  non-transparent  preparations  the 
bottle  does  not  present  a  pleasing  appearance. 
This  of  course  cannot  be  corrected  by  the 
druggist,  as  it  is  a  feature  incidental  to  the 
manufacture. 

GRADUATES. 

Another  feature  of  glass  manufacture  of 
vital  interest  to  the  druggist  is  the  art  of 
making  graduates  of  absolute  accuracy.  There 
has  been  a  small  demand  for  graduated  pre- 
scription bottles  for  general  purposes,  but 
their  inaccuracy,  which  is  often  very  great 
owing  to  the  varying  amount  of  glass  which 
changes  the  content  of  the  bottle,  has  made 
them  impracticable  for  measuring  out  pre- 
scriptions. The  graduate,  then,  is  absolutely 
necessary  in  prescription  work,  and  in  this 
day  of  required  accuracy  of  weights  and 
measures,  fixed  mechanical  division,  or  gradu- 
ation by  marks  in  the  mold,  are  utterly  in- 
adequate to  meet  the  strict  requirements  of 
the  law.  The  factory  which  has  furnished 
all  the  data  for  this  article  was  the  first  to 
see  the  necessity  for  producing  a  graduate  of 
unquestionable  accuracy,  and  for  years  their 
output  has  been  and  is  recognized  as  the 
standard,  each  graduate  being  stamped  with 
the  guarantee. 

The  graduate  "blanks"  are  made  in  almost 
the  same  manner  as  the  prescription  bottles 
described  above,  but  with  different  finishing 
fools  and  considerably  more  hand-work  by 
skilled  labor.     It  is  in  the  graduation  of  these 


blanks,  however,  that  the  greatest  skill  and  the 
most  delicate  mechanism  is  employed,  as  each 
separate  mark  is  determined  only  after  care- 
ful measurement,  ascertained  by  filling  the 
graduate  with  the  required  amount  of  water 
and  then  marking  at  the  bottom  of  the 
meniscus  when  held  at  the  exact  level  of  the 
eye. 

The  work  of  measuring,  though  requiring 
unerring  accuracy,  is  made  quite  simple  by 
the  special  graduating  apparatus  devised  and 
controlled  by  this  factory ;  and,  although  thou- 
sands of  measurements  have  to  be  separately 
determined  daily,  each  one  is  ascertained  with 
speed  and  precision  which  precludes  the  pos- 
sibility of  error.  The  guarantee  of  accuracy 
which  goes  with  every  graduate  made  by  this 
process  protects  the  druggist  absolutely  from 
errors  arising  from  misplaced  confidence  in 
an  inferior  article.  All  measurements  are 
based  on  the  Liter  of  the  International  Bu- 
reau of  Weights  and  Measures  as  the  unit  of 
volume,  in  accordance  with  the  requirements 
of  the  U.  S.  Pharmacopceia.  and  are  standard 
at  13°  Cent.  (59°  Fahr.),  the  readings  being 
made  at  the  bottom  of  the  meniscus. 

The  many  other  phases  of  the  industry, 
such  as  chemical  apparatus,  ointment  pots, 
tubing,  homeopathic  vials,  stoppered  ware, 
show  jars,  etc.,  made  in  the  various  depart- 
ments of  this  factory,  would  each  require 
exhaustive  description,  and  will  necessarily 
have  to  be  omitted  here.  The  industry  is 
one  of  the  oldest  known  to  history  and  has 
developed  along  many  lines,  the  one  just  de- 
scribed being  next  to  window  glass  in  im- 
portance in  the  progress  of  civilization. 
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HOW  I  BUILT  UP  A  DRUG  BUSINESS. 

An  Autobiography  of  an  Average  Druggist^  Intended  for 
the  Profit  and  Entertainment  of  Other  Average  Drug- 
gists— ^The  Story  of  how  a  Small  Store  in  a  Country  Town 
was  Gradually  Developed  into  Something  Pretty  Good. 

By  FRANK  FARRINGTON, 

I>dlii,N.Y. 

( Concluded  from  June  Bulletik.  ) 
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CHAPTER  VII. 

SPECIAL  LINES  AND  PROFITS. 

While  it  is  not  as  necessary  in  a  full-price 
town  for  the  druggist  to  have  a  good  line  of 
special  agencies,  it  is  always  profitable. 

There  are  plenty  of  city  drug  stores,  espe- 
cially those  which  do  a  large  transient  business, 
and  in  which  the  goods  are  sold  almost  entirely 
by  clerks,  the  proprietor  rarely  coming  in 
touch  with  customers,  where  the  store  can  do 
but  little  toward  introducing  a  line  that  is  not 
advertised. 

But  the  average  store  needs  and  will  profit 
by  individual  lines  of  which  it  has  the  exclu- 
sive agency  or  of  which  it  has  some  advantage 
in  buying,  such  as  getting  the  jobbing  price. 

Every  store  has  the  power  of  pushing  spe- 
cial goods  to  some  extent.  If  it  has  no  special 
lines,  that  power  is  wasted  on  goods  paying 
less  profit  or  is  not  used  at  all. 

Early  in  my  experience,  I  decided  that  the 
exclusive  agency  proposition  was  worth  work- 
ing for,  and  I  made  it  a  point  to  get  hold  of 
every  such  proposition  that  I  thought  would 
prove  profitable.  Incidentally  I  secured  some 
unprofitable  ones. 

The  advertisement  which  is  shown,  headed 
"No  one  else  sells  them,"  shows  some  of  the 
lines  which  we  pushed  successfully  and  for  the 
most  part  exclusively. 

A  CANDY  AGENCY. 

When  I  set  out  to  secure  some  agencies,  that 
of  Huyler's  candies  was  the  one  I  most  want- 
ed. I  knew  that  I  could  not  get  it  then  as  it 
was  in  the  hands  of  the  nearest  competitor, 
who  was  doing  a  satisfactory  business.  But  I 
wrote  to  the  firm  and  told  them  that  while  I 
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realized  that  they  could  not  give  me  the  agency 
then,  .if  there  ever  came  a  time  when  they 
wanted  to  make  a  change  I  wanted  the  first 
chance  at  it.  The  time  came  when  Huyler  felt 
that  their  Delhi  agency  was  side-tracking  them 
and  pushing  other  lines  too  much.  They  came 
to  me  with  an  offer,  which  I  took  at  once. 

In  the  case  of  any  coveted  agency  the  above 
plan  is  a  safe  and  good  one  to  follow.  I  did 
something  the  same  thing  in  the  case  of  the 
Rexall  agency.  I  was  not  ready  to  take  it 
when  I  was  solicited  at  first ;  so  I  put  them  off 
indefinitely,  at  the  same  time  saying  that  I 
wanted  them  to  give  me  the  first  chance  at  it 
when  it  came  to  the  point  where  they  felt  they 
must  close  it  up. 

SPECIAL  PATENTS. 

I  took  the  A.  D.  S.  agency  in  its  early  days, 
and  I  took  it  before  the  Rexall  because  it  re- 
quired a  good  deal  less  money  to  handle,  and 
I  had  none  too  much  capital  at  the  time.  My 
idea  in  the  case  of  the  Rexall  agency  was  to 
take  it  when  it  became  necessary  in  order  to 
prevent  another  store  getting  it,  but  to  post- 
pone the  day  as  long  as  I  could.  After  I  got 
it  I  found  that  the  postponement  had  been  ill- 
advised.  It  is  a  good  thing,  and  I  ought  to 
have  had  it  sooner. 

Lots  of  druggists  put  in  a  special  line  of 
goods  and  never  make  a  cent  on  the  proposi- 
tion. They  accept  the  agency.  They  pay  for 
the  first  shipment  and  distribute  a  little  adver- 
tising. They  sell  what  goods  people  come  in 
and  ask  for,  and  because  the  public  does  not 
ask  for  enough  to  move  off  the  stock,  the  man 
who  bought  it  gets  sore  on  the  line  and  wishes 
he  never  had  stocked  it. 

In  stocking  the  Rexall  and  the  A.  D.  S. 
lines,  however,  I  did  not  sit  down  and  order 
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right  down  the  list,  some  of  everything.  I 
picked  out  the  best  selling  kinds  of  remedies 
and  stocked  those,  became  familiar  with  them, 
and  started  them  wherever  possible.  Then 
from  time  to  time  I  added  new  items  as  the 
opportunity  offered,  and  developed  trade  grad- 
ually and  carefully.  Of  course  the  representa- 
tive of  a  manufacturing  house  is  very  apt  to 
urge  a  man  to  put  in  pretty  nearly  all  the  dif- 
ferent items  so  as  to  have  them  all  and  to  be 
ready  for  every  possible  demand. 

The  demand  for  any  proprietary  preparation 
unknown  to  your  public  is  only  a  possibility. 
It  is  scarcely  that  in  some  instances.  And 
while  a  twelfth  of  a  dozen  or  a  sixth  is  only 
a  small  quantity,  when  that  is  multiplied  by  a 
score  or  more  of  items,  it  runs  up  into  money 
just  as  surely  as  full  dozens,  though  not  so 
rapidly. 

Any  money  at  all  tied  up  in  goods  for  which 
there  is  no  demand  to-day — none  until  you 
create  it — is  money  that  is  doing  you  no  good 
and  that  is  costing  you  its  keep. 

It  has  always  been  my  policy  to  buy  what  I 
wanted  to  buy  rather  than  what  some  one  else 
wanted  to  sell. 

Frequent  window  and  inside  displays  were 
made  of  special  line  goods,  using  one  article 
at  a  time  and  impressing  upon  the  observer's 
mind  that  it  was  a  good  article  and  that  it 
was  backed  by  an  absolute  guarantee  of 
"Money  back  for  the  asking." 

The  average  druggist  has  a  good,  large 
personal  acquaintance  w-ith  whom  he  can  be 
free  to  introduce  a  new  article  in  the  place 
of  an  old  one.  We  never  crowded  anything 
on  any  customer  or  insisted  in  any  degree. 
We  gave  each  buyer  the  chance  to  choose  be- 
tween an  advertised  article  asked  for  and  not 
guaranteed  and  our  special  favorite  not  asked 
for  but  guaranteed  to  be  equal  or  better  in 
quality  and  returnable. 

The  Rexall  line  was  treated  about  the  same 
way  in  this  connection,  but  the  goods  were 
placed  in  a  section  by  themselves  and  dis- 
played so  as  to  attract  as  much  attention  as 
possible.  The  solid  blue  color  of  the  section 
made  the  display  conspicuous. 

We  used  with  care  all  the  advertising  sent 
us.  As  demand  developed  for  items  that  we 
did  not  have,  we  stocked  them,  thus  adjusting 
the  stock  to  the  requirements  of  the  public  we 
served. 

A  special  line  cannot  be  made  to  boom  in 


a  week.  You  cannot  boom  such  goods  as 
one  might  be  able  to  further  the  sale  of  a 
popular  novelty.  Its  sale  must  be  built  up 
stone  by  stone.  This  requires  salesmanship 
and  good  advertising  judgment.  The  thing* 
that  creates  a  demand  for  the  goods  is  ad- 
vertising the  individual  articles  one  at  a  time 
in  newspaper  or  window,  and  getting  the  lit- 
erature into  the  families.  Keeping  right  at 
this  with  no  attempts  at  freak  methods  or 
spectacular  stunts  will  get  the  business  in 
time. 

THREE   GOOD    LINES. 

Three  lines  that  proved  very  valuable  to 
our  country  trade  were  a  line  of  veterinary 
remedies,  a  line  of  poultry  remedies,  and  a 
line  of  stock  food.  Some  similar  lines  I  be- 
lieve should  be  carried  by  every  drug  store 
that  wants  the  country  trade.  Too  much  of 
this  kind  of  business  is  allowed  to  go  to  the 
country  stores,  the  groceries,  and  the  feed 
stores.  The  drug  store  might  just  as  well 
have  a  share  of  it. 

My  initial  stock  of  the  veterinary  line  cost 
me  $50,  selling  for  $75.  The  company  mailed 
advertising  to  a  mailing  list  and  furnished  a 
first-class  stock  or  veterinary  book,  bound  in 
cloth  and  worth  50  cents  or  $1.  This  book, 
one  given  out  free  to  any  stock-owner,  sold 
the  goods,  though  we  helped  in  many  ways. 

The  poultry  line  was  also  an  exclusive 
agency  proposition,  and  the  original  order 
was  small,  no  special  sum  being  stipulated  to 
carry  the  agency.  However,  plenty  of  adver- 
tising was  sent  direct  to  our  list,  and  this 
included  a  first-class  poultry  manual. 

The  stock  food  line  was  not  an  exclusive 
agency,  though  we  made  it  so  by  pushing  the 
goods,  supplying  mailing  lists,  and  advertising 
the  goods  to  such  an  extent  that  the  other 
dealers  soon  quit  keeping  it.  The  manufac- 
turers remitted  us  a  $2  credit  check  for  each 
order  that  was  sent  into  our  territory  to 
farmers  buying  direct.  This  method  netted 
a  clean  additional  profit  of  $10  to  $16  a  year. 

I  do  not  care  to  be  understood  as  adver- 
tising any  of  these  lines  I  mention.  The 
makers  of  them  have  no  pull  that  would  in- 
duce me  to  say  anything  in  their  favor  that 
was  not  true.  Further  than  this,  I  will  be 
glad  to  add  to  what  I  am  writing  here  any 
further  information  that  any  druggist  may 
care  to  ask  me  for  if  it  can  be  given  without 
requiring  the  detail  of  a  long  letter.     If  any 


BULLETIN  OF  PHARMACY 


287 


druggist  cares  to  know  more  about  anything 
mentioned  in  this  series  of  articles,  I  hope  he 
will  put  his  inquiries  in  such  form  that  they 
may  be  answered  by  simple  replies.  My  only 
object  in  making  this  restriction  is  to  avoid 
a  labyrinth  of  correspondence  into  which  I 
might  have  to  venture  to  keep  from  appear- 
ing crusty  and  curt  in  answering  inquiring 
friends. 

HOW   MUCH   I    MADE. 

How  much  money  did  I  make  in  the  drug 
business?  Well,  Fm  going  to  let  you  figure 
out  a  part  of  the  answer  for  yourself. 

January  1,  1908,  my  inventory  was  $3439. 
Accounts  receivable,  $457. 

From  that  time  until  I  sold  out  in  May, 
1911,  my  store  expenses  were  unnecessarily 
heavy.  That  is,  owing  to  the  time  required 
by  outside  work  in  the  way  of  writing,  etc., 
I  was  compelled  to  keep  a  licensed  man  in  my 
store  in  addition  to  a  junior  clerk.  My  sal- 
ary list  was  therefore  about  an  average  of 
$25  for  the  two  men  when  I  could,  by  giving 
up  any  outside  work,  have  got  along  equally 
well  with  a  salary  expense  of  not  more  than 
half  that  sum.  That  means  that  my  store  ex- 
penses were  $650  more  than  was  necessary  to 
do  the  same  amount  of  business.  Of  this, 
however,  I  will  take  no  further  notice,  and  I 
merely  mention  it  in  order  to  show  that  the 
business  paid  this  much  more  net  profit  than 
appears  in  the  figures  given. 

My  sales  for  1908  were  $11,327,  for  1909 
$12,164,  for  1910  $13,859— or  a  total  of 
$37,350. 

In  1908  I  bought  goods  amounting  to 
$8142,  in  1909  to  $8204,  in  1910  to  $9489— 
total,  $25,836. 

My  store  expenses,  including  a  yearly  sal- 


ary to  myself  of  $1000,  were  for  1908  $2590, 
for  1909  $2623,  for  1910  $2934— total, 
$8148. 

These  figures  show  a  percentage  of  gross 
profit  for  the  three  years  of  about  31  per  cent 
and  of  net  profit  about  9  per  cent. 

If  the  above  mentioned  $650  a  year  were 
added  to  the  profits  it  would  raise  the  per- 
centage of  the  net  to  over  14,  which  is  not 
to  be  sneezed  at  as  net  income  from  such  an 
investment  as  the  above. 

However,  I  have  taken  no  note  of  increase 
of  stock  in  the  above. 

My  inventory  at  the  end  of  three  years 
was  $4602 — a  gain  of  $1163.  Cash  on  hand 
and  accounts  due  and  other  items  of  the  busi- 
ness remaining  substantially  the  same,  this 
sum  should  be  added  to  the  profits  of  the  busi- 
ness, which  would  raise  the  net  from  14  to 
over  17  per  cent. 

ADVERTISING  EXPENSE  AT  THE  START. 

My  advertising  expetises  for  1908  were 
$203,  for  1909  $180,  for  1910  $296.  The 
increase  the  last  year  was  due  to  the  use  of 
the  premium  plan,  but  the  increase  in  the 
business,  which  was  practically  all  attributable 
to  this,  I  think  is  sufficient  justification  for 
the  expenditure.  This  last  year's  advertising 
cost  was  but  a  trifle  over  2  per  cent,  which  is 
conceded  a  wise  average. 

The  first  four  months  of  1911  showed  total 
sales  of  $4720,  as  against  corresponding  sales 
of  $4202  for  1910.  This  was  a  more  rapid 
rate  of  gain  than  1910  showed — again  charge- 
able to  the  premium  plan.  And  since  my  sale 
of  the  business  the  continuance  of  the  pre- 
mium plan  is  producing  further  gains. 

During  all  these  years  of  business  my  book 
accounts  averaged  between  $400  and  $500, 
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( Ligsett'a  Satankiy  GtiMtf.  29e  lb.)  ^ 


Rexall 


Rexall 


You,  Mr.  Stockowner: 


You  Mte  iateretted  ia  keepiogj^ 


meBt 


la  ov4w  to  (M  lb*  bMl  «*!■•  oa«  cf  atodk  «C  i^r  I 
bM«M^  cewk  cbMfcN^  lb«7  aiH*  b«  bift  «rfL 

Wa  M«  Wadqaaiton  far  tb*  bOTtcMtetoMM^ylMh 
IbtoiMoll. 

Dr.  HobMto'  Vctonaary  !»«»<««  •••  Iba  bi^  aT  Iba 
kiad  for  bonM  Md  ealU*    "*o  oro  aaw  baaag  •  b«r « 
maad  (or  Cow  Ombcc.  <^lf  Choloim 
lair  OulMa.  OcfH  Killor.  otoh    IbOM 
ud   lb«7  u*  a  mtmwmij  fa  ovott  I 
Ibcv  aad  wo  aowr  jot  bava'bMl  a  oosftoM*  abaai.Or. 
Roborto' fooda,    PttaMMhap- 

Wo  ka««  •  fall  itocb  of  tb*  lili      Kiiillb   t  Food 
ia  aU  Man  wbkb  wo  aril  at  Iba  aaM  latoaabaaaaAbf  tba 
Coapaay.  *  paito  for  tba  pftoo  of  i, 
SSe.  SOe  aad  $1.00 

For  Poaltry  wo 
Ibo  bMl  fotof.    Got  a  Uc  paafaf"  **  * 
aad  aaaat  Iba  aua  U  prodaoaal 

Smm  yoor  <«•*  rrp^tr  rikorta,     Otar  ntf  ffaa  #v  lo 
«w>9  to  to  food  a  fa^f  hoM. 

FARRINGTON'8   DRUG   8TORC 


A  arronp  of  Fairliigton  ads;  used  in  connection  with  the  promotinff  plans  desoribed  in  the  aocompanjinff  article. 
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and  usually  a  very  large  percentage  of  this 
was  for  goods  supplied  to  the  various  county 
institutions  which  paid  but  once  a  year.  My 
county  bills  ran  as  high  for  a  year  as  $225. 

At  the  close  of  my  business  my  book  ac- 
counts amounted  to  $564.67.  The  percentage 
of  this  which  was  not  good  was  small.  The 
total  amount  of  accounts  which  I  considered 
uncollectable,  and  these  were  what  had  accu- 
mulated during  the  life  of  the  business,  was 
$101.10! 

This  figures  out  about  seven  one-hundredths 
of  one  per  cent  of  the  gross  sales  for  the 
term  of  years.  Part  of  this  successful  han- 
dling of  accounts  is  due  to  the  fact  that  I  was 
made  a  good  collector  by  reason  of  always 
needing  the  money.  Part  is  due  to  the  fact 
that  I  did  not  like  to  sell  for  credit  and  never 
encouraged  any  one  to  buy  in  that  way.  And 
another  reason  for  the  shortness  of  my  ac- 
counts is  that  I  shut  a  man  of¥  just  as  soon  as 
he  proved  to  be  poor  gay.  If  he  could  not  pay 
and  pay  promptly  I  did  not  care  for  his  busi- 
ness. Good  goods  on  the  shelves  are  better 
than  poor  accounts  on  the  books. 

THE   SECRET  OF    MY   SUCCESS. 

If  you  want  to  know  to  what  I  attribute 
the  success  of  my  business  I  will  reduce  it  to 


the  lowest  common  denominator,  and  say  in 
short  that  I  believe  that  having  the  goods  and 
advertising  them  constantly  was  all  the  secret 
there  was  to  it. 

If  a  customer  came  in,  as  he  did  sometimes, 
and  does  in  your  store,  and  asked  for  "Fah- 
renheit's thermometer,"  I  had  Fahrenheit's 
for  him. 

If  there  was  a  call  for  Pepsin's  gum,  or 
Rexall's  dyspepsia  cure,  if  some  young  fellow 
wanted  a  pack  of  "ready-made"  cigarettes, 
or  a  box  of  "Hooler's  candy,"  I  had  the 
goods   for  them. 

And  speaking  of  mistakes  of  this  sort,  I 
once  had  a  request  for  "poker  chips  to  boil 
up  for  lice  on  cattle."  I  never  did  find  out 
what  that  man  wanted.  Another  customer 
wanted  a  bottle  of  Castoria  for  25  cents.  I 
asked  her  if  it  was  Pitcher's.  "No,"  she  said, 
it  didn't  have  any  'pitchers'  on  it,  just  plain 
printing."    I  gave  her  one  with  no  pictures. 

But  whether  a  call  was  humorous  or  seri- 
ous, we  made  it  a  point  to  have  the  goods — 
if  not  then,  at  least  for  the  next  demand.  And 
we  advertised  them  so  persistently  that  there 
was  no  excuse  for  any  one  within  trading 
distance  of  the  store  failing  to  know  that  we 
were  there. 


PLAYING  FOR  BIG  STAKES. 

A  Bit  off  Fiction  In  which  a  Yonnrf  Drntflst  Is  Made   the  Snbject  off  a  Practical  Joke,  and 

then  Oeverly  Uses  the  Sltnatlon  to  Win  a  Hltfh  Warfer. 

By  CAROLYN  T.  MASON. 


With  the  assurance  of  one  on  a  familiar 
footing  in  the  establishment,  Sam  Merton,  city 
editor  of  the  Brocton  Eagle,  walked  briskly 
into  the  large  and  successful  drug  store  of  his 
old  friend  and  college  chum,  Bob  Randall,  and 
made  his  way  to  the  desk  in  the  corner  of  the 
back  room  where  he  felt  reasonably  sure  of 
finding  the  proprietor. 

"Hello,  old  man!'.'  he  exclaimed,  bringing 
his  hand  down  with  energy  upon  his  chum's 
broad  shoulder.  "I  blew  in  to  ask  if  you 
would  do  me  a  friendly  turn." 

Bob  Randall  pushed  aside  the  inventory  fig- 
ures which  had  been  absorbing  his  attention 
and  wheeled  around  in  his  chair. 

"What  is  it  now,  Sam?"  he  asked,  with  a 


whimsical  smile.  "Want  me  to  sell  out  and 
set  you  up  in  the  newspaper  business  ?" 

"Not  yet,  Bob,  although  I  will  take  your 
suggestion  under  consideration.  This  time  I 
simply  want  to  borrow  your  name." 

"Good  Heavens,  Mert!"  exclaimed  his 
friend  anxiously,  "did  any  one  pver  tell  you 
that  you  needed  a  nerve  tonic?  Take  my 
money,  take  my  business,  take  my  clothes,  but 
I  call  the  limit  on  my  name.  It  may  not  cut  a 
large  figure  in  the  business  world  yet,  but  I 
have  a  sort  of  family  feeling  for  it,  you  know." 

"Oh,  turn  off  the  melodrama.  Bob !"  broke  in 
Merton,  laying  down  the  ledger  he  had  care- 
fully aimed  at  his  friend's  head.  "I  said  I 
simply  wanted  to  borrow  your  name.    I'll  keep 
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it  done  up  in  cotton  if  you're  so  confounded 
afraid  it  will  take  cold.  If  you  had  held  your 
breath  a  minute  I'd  have  explained  and  saved 
you  the  loss  of  all  that  gas.  It's  this  way :  I 
want  to  go  in  for  the  Chroniclers  prize.  I  feel 
sure  I  could  land  it,  but  the  difficulty  is  that  I 
wouldn't  have  a  ghost  of  a  show  under  my 
own  name,  for  no  matter  how  good  my  stuflf 
might  be,  old  Damley  is  not  such  a  fool  as  to 
advertise  a  competitor.  Catch  my  idea?  I've 
been  itching  to  jump  into  the  thing — test  my 
powers,  so  to  speak. 

"The  money,"  he  added,  with  a  shrug,  "is  a 
secondary  consideration,  although  no  doubt  I 
could  dispose  of  it  if  it  happened  to  come  my 
way." 

Bob  whistled  cynically  at  Sam's  protestation 
of  unmiercenary  motives,  then  chuckled  softly. 
"It  would  be  a  joke  to  carry  off  the  prize  un- 
der the  old  dried  mackerel's  nose,"  he  mused 
thoughtfully. 

"Mind,  I  don't  promise  to  win,"  interposed 
Merton.  "But  I'll  give  those  duffers  a  good 
run  for  their  money." 

"And  you  want  my  name,"  groaned  Ran- 
dall. "Well,  I  wouldn't  trust  it  with  every- 
body, but  go  ahead,  son,  and  good  luck  to 
you."  And  Robert  Randall  turned  again  to 
his  desk  and  to  the  figures  which  had  been  ab- 
sorbing his  attention.  Nor  did  Sam  Merton's 
singular  proposal  occur  to  him  again  until  he 
ran  across  his  friend  some  days  later  at  the 
club. 

"Well,  old  chap,"  he  inquired,  with  a  friendr 
ly  dig  in  the  ribs,  "have  you  made  my  name 
immortal?" 

"You  bet!"  returned  Merton.  "Joking  aside. 
Bob,  I  laid  myself  out  on  that  article,  and  if  it 
isn't  declared  a  winner  old  Darnley  is  a  bigger 
blockhead  than  I  take  him  for." 

Two  weeks  elapsed,  and  Robert  Randall 
hurried  over  to  Merton's  office  at  the  Eagle 
one  morning,  triumphantly  bearing  aloft  a 
mysterious  long  .blue  envelope  the  contents  of 
which  caused  the  effervescent  city  editor  to 
clasp  his  friend  in  a  stifling  embrace  and  exe- 
cute a  few  ecstatic  waltz  steps  which  ended  in 
a  bear's  hug  to  the  imminent  peril  of  Randall's 
ribs. 

"For  Heaven's  sake,  Mert,"  Randall  gasped 

when  he  had  extricated  himself,  "have  some 

respect  for  a  man's  anatomy.    I'd  like  to  take 

home  one  sound  bone  in  my  body!" 

"Why  consider  a  few  bones  when  you're 


happy?  I  would  give  half  this  check,  Bob,  to 
see  Darnley's  expression  when  he  knew  I  had 
walked  off  with  his  first  prize!  But  I  guess 
we  hadn't  better  put  him  next.  We  ought  to 
have  some  consideration  for  the  old  chap's 
peace  of  mind." 

A  week  later  Merton  was  hurrying  over  to 
Randall's  pharmacy  in  response  to  an  imperi- 
ous telephone  summons.  He  found  Bob  ex- 
citedly pacing  the  back  room,  and  as  soon  as 
he  saw  Merton  he  broke  out  in  irritation : 

"I  say,  Sam,  that  was  a  scurvy  trick  you 
played  on  me.  I've  done  nothing  for  two 
days  but  answer  that  confounded  telephone, 
thirst  it's  my  picture  they  want,  and  next  ma- 
terial for  my  biography,  and  then  all  the  other 
blasted  papers  want  'articles  from  my  pen.' 
You  know  I  couldn't  write  three  lines  outside 
of  a  business  letter  if  my  life  depended  on  it. 
I'm  a  druggist,  not  a  long-haired  literary 
freak!  Hang  it,  stop  grinning  like  an  ape! 
I  suppose  you  consider  it  funny  to  get  a  man 
in  a  rotten  scrape  like  this!" 

"It's  a  beastly  shame,  old  fellow,"  said  Mer- 
ton consolingly,  struggling  to  get  his  features 
under  control.  But  finding  the  effort  too  great, 
he  went  off  into  another  paroxysm  of  mirth 
at  the  tragic  expression  on  his  friend's  face. 

"Forgive  me.  Bob,"  he  said  contritely  when 
he  could  get  his  breath ;  "but  is  a  man  to  blame 
for  creating  a  masterpiece  ?" 

"Masterpiece  be  hanged !  I've  had  to  hire  a 
stenographer  to  answer  my  mail.  There's  that 
cursed  bell  again !  *Hello.  Brockton  Banner? 
No,  I  have  no  more  articles  ready,  and  I  won*t 
have  any.  No,  I  can't  be  interviewed.  What 
shall  you  tell  your  editor?    Tell  him  to  go  to 

!'  "  and  Randall  hung  up  the  receiver  with 

a  bang.  "Mert,  if  that  thing  rings  again,  I'll 
smash  it." 

"Now,  Bob,  don't  get  excited.  Consider  the 
reputation  I've  made  for  you  and  look  at  the 
advertising  you're  getting  free — gratis — for 
nothing !  It  isn't  for  you  to  get  sore.  Greatest 
hit  I've  ever  made,  and  you  get  the  credit  for 
it.    Don't  you  see  the  irony  of  it?" 

"Don't  I,"  groaned  Bob.  "Have  I  seen  any- 
thing else  but  the  irony  of  it  for  the  last  72 
hours !  Look  at  my  nerves.  I  can't  attend  to 
business.  I  have  to  have  my  meals  sent  in.  If 
I  start  for  the  club  I'm  dogged  by  interview- 
ers. If  I  go  to  my  lodgings  the  living-room  is 
full  of  them.  To  get  any  peace  of  mind  I've 
had  to  stay  cooped  up  in  this  back  room  at  my 
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desk.  If  this  is  what  you  literary  chumps 
like,  you're  welcome  to  a  gilt-edged  mo- 
nopoly !" 

"See  here,  Bob,  it's  Saturday.  You've  got 
things  fixed  here  in  the  store  so  you  can  get 
away.  Let's  run  down  to  the  country  over 
Sunday  and  we'll  think  this  thing  out.  Louise 
is  down  there  with  Betty  this  week,  and  they'll 
both  be  delighted  to  see  you.  I  don't  mind 
telling  you.  Bob,  that  I've  got  Louise  to  say 
'yes'  at  last,  and  I'm  not  going  to  give  her  a 
chance  to  change  her  mind.  You  are  to  be  the 
best  man,  old  sport,  and  Damley's  check  is 
going  to  put  up  just  the  best  wedding  journex 
ever." 

Bob  Randall  mopped  his  forehead  and  re- 
moved the  last  trace  of  indignation  from  his 
usually  serene  brow.  Suddenly  he  looked  at 
Sam.  "Have  you  told  the  girls  about  this  fool 
prize  business  ?"  he  asked. 

"Why  no,"  said  Merton.  "To  tell  the  truth 
I  didn't  feel  so  blooming  confident  of  winning 
out  as  I  pretended  to  you.  I  thought  I  would 
spring  it  on  them  as  a  surprise  when  I  ran 
down." 

"Well,  then,  don't  spring  it  this  trip,  Sam- 
my, if  you  want  to  do  me  a  favor.  I'm  too 
raw  yet  to  stand  any  chaffing." 

"All  right,  mum's  the  word,  Bobby,"  agreed 
Merton. 

The  weather  was  ideal  for  July,  and  the 
two  days  passed  rapidly.  Under  Betty  Mer- 
ton's  eyes  Bob  forgot  the  burden  of  his  sud- 
den literary  fame,  although  Sam  couldn't  re- 
sist approaching  the  tabooed  topic  at  times. 
At  dinner  Sunday  night  Louise  had  innocently 
remarked:  "This  country  air  is  what  you 
need,  Bob.  I  thought  you  looked  worried  and 
haggard  when  you  came  down." 

Sam's  eyes  twinkled.  "The  fact  is,"  he  de- 
clared maliciously,  "Bob  is  considering  throw- 
ing over  the  drug  business.  He  has  had  some 
flattering  offers  lately." 

"Indeed !"  exclaimed  Louise  interestedly, 
while  Bob  scowled.     "What  kind  of  offers?" 

"Well,  I'll  let  you  in  on  a  secret,  but  mind 
you  don't  babble.  He  is  contemplating  litera-. 
ture,"  said  Sam  in  a  stage  whisper,  serenely 
unmindful  of  Bob's  black  looks. 

"Yes,"  growled  Randall,  "no  sense  in  wear- 
ing your  brain  out  with  long  hours  in  the  drug 
business  when  an  idiot  like  Sam  can  hold  down 
an  office  chair  at  a  princely  salary!" 


"How  absurd!"  drawled  Betty  wickedly  as 
they  left  the  table.  "Bob  couldn't  write  a  story 
or  an  article  if  his  life  depended  on  it." 

"What  are  you  willing  to  wager  on  that 
assertion,  Betty?"  said  Randall  quietly,  as  he 
followed  her  to  the  moonlighted  veranda.  Sam 
and  Louise  were  already  vanishing  down  the 
garden  path. 

"Why,  it  wouldn't  be  fair  to  bet  on  a  sure 
thing,"  the  girl  replied.  If  there  was  one 
thing  Betty  Merton  enjoyed  it  was  quarreling^ 
with  Bob  Randall.  For  two  years  she  had 
tyrannized  over  him  to  her  heart's  content. 
She  intended  to  surrender  in  the  end,  but  she 
also  intended  to  take  her  time  about  it  Mean- 
while she  carefully  concealed  her  intention 
from  the  faithful  Bob. 

But  to-night  Bob  was  obstinate.  "All's  fair 
in  war  and  something  else,  Betty,  but  I  might 
have  known  you  would  weaken,"  he  taunted. 

"Oh,  very  well,"  she  laughed  carelessly. 
"Name  the  bet." 

"We  play  for  high  stakes,  Betty.  If  you 
jee  an  article  published  over  my  signature 
within  the  next  two  weeks,  you  agree  to  be- 
come Mrs.  Bob  Randall  within  a  reasonable 
period  thereafter." 

"Bob,  are  you  quite  sane?"  gasped  the  in- 
credulous Bettv. 

"Except  on  one  subject,"  replied  Bob  sig- 
nificantly.   "Come,  are  you  game?" 

Bettv  bridled  at  once.  Bob  seemed  to  be 
getting  the  best  of  the  argument.  Then,  a 
sudden  thought  occurring  to  her,  she  cried :  "I 
accept  the  wager  with  this  amendment:  'That 
in  case  no  such  article  is  forthcoming  the  said 
Bob  Randall  shall  refrain  from  making  such  a 
preposterous  proposal  to  the  said  Betty  Merton 
again." 

"Done !"  exclaimed  Bob  so  quickly  that  Betty 
was  piqued.  Later  on  they  were  bidding  one 
another  good  night. 

"Betty,"  Bob  whispered  in  the  hall  as  she 
was  starting  up  stairs,  "how  long  is  a  reason- 
able period?" 

Betty  laughed  nervously  and  then  tossed  her 
head.  "By  the  way.  Bob,"  she  replied  disdain- 
fully, "there  was  no  clause  in  that  agreement 
that  I  should  stay  single  for  the  next  twenty 
years  while  you  were  waiting  for  a  publisher." 
But  Bob  refused  to  be  cast  down,  and  only 
smiled  happily. 

The  next  morning  Bob  was  so  singularly 
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cheerful  as  the  train  rumbled  into  town  that 
Sam  was  puzzled. 

"Any  one  would  think  you  had  bagged  a 
prize.  Bob,"  said  Sam,  in  a  tone  of  inquiry. 


"I  have,  my  boy,  and  I  don't  mind  telling 
you  that  I  am  sending  a  copy  of  that  article  to 
Betty  by  the  first  mail,  and  by  special  delivery 

at  that!" 


"MY  BEST  PAYING  SIDE-LINE." 

Fifth   of  a   S*rl«s  of   ImporUBl  ArUcl**— This   Dratf^al   Finds   Optical  Oooda  Vary 
Profltabia— Ha  Talla  How  to  Laara  to  Fit  Olaaaaa— Tha  Slock  aad  Apparataa 
Raqnirad-Othar  Practical  HIala. 

By  J.  C.  KEESE. 


It  would  be  hard  to  find  a  side-line  for  a 
druggist  that  would  pay  him  better  than  opti- 
cal goods.  They  yield  75  per  cent  gross  profit, 
using  as  a  basis  $3.75  for  alumnico  and  $S.OO 
for  gold-filled  goods.  It  does  not  require  as 
mUch  study  as  might  be  thought  to  be  able  to 
fit  glasses  properly.  In  from  four  to  six  weeks 
much  can  be  done  as  a  starter.  To  be  able  to 
fit  a  person  satisfactorily  when  the  other  fel- 
lows have  not  been  able  to  do  so,  is  certainly 
very  good  advertising  for  the  optometrist,  for 
the  person  benefited  will  be  a  constant  walking 
advertisement. 

TAKE  A  CORRESPONDENCE  COURSE. 

One  need  not  necessarily  attend  an  optical 
college.  While  this  is  the  better  and  more 
satisfactory  way,  a  correspondence  course  will 
suffice.  Oi*  careful  study  from  a  good  text- 
book will  be  a  help.  I  certainly  recommend 
the  college  course.  There  are  courses 
offered  by  reputable  colleges  of  from  four  to 
eight  weeks  which  are  very  good.  In  this 
length  of  time  a  great  deal  can  be  learned, 
three  times  as  much  as  could  be  accomplished 
by  studying  from  a  text-book.  These  courses 
cost  usually  $25 ;  with  other  expenses,  the  total 
is  from  $50  to  $100,  according  to  the  personal 
taste.  Correspondence  courses  usually  cost 
from  $15  to  $35.  If  one  wishes  to  study  at 
home  there  are  no  better  books  than  "Refrac- 
tion and  How  to  Refract,"  by  Thomington. 
His  book  is  very  concise,  covering  the  ground 
completely,  with  no  waste  of  words.  The  cost 
is  $1.50.  I  also  recommend  "The  Optician's 
Manual."  Volumes  1  and  2.  These  books  are 
also  very  good,  among  the  very  best  I  know 
of.  They  go  into  detail  on  all  subjects.  I  cer- 
tainly would  get  these  three  books  for  home 


study,  costing  $4.00  for  the  three  voliunes. 
The  Optician's  Manual  is  published  by  the 
Keystone  Publishing  Co.,  of  Philadelphia,  but 
can  be  obtained  from  any  optical  house,  as 
can  the  Thomington  book,  Hartridge  on  Re- 
fraction is  also  a  very  good  book. 
The  study  of  optics  is  quite  an  interesting 


one  and  pays  great  big  profits.  I  make  75  per 
cent  gross  profit,  less  a  per  cent  of  doing  busi- 
ness of  say  25  per  cent,  which  would  yield  50 
per  cent  rtel.  Is  there  any  side-line  that  would 
make  a  better  showing  ? 

APPARATUS. 

Now  as  to  stock  and  equipment.    In  the  first 
place  a  trial  case  is  indispensable.     It  costs 
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from  $35  to  $75.  One  costing  $60  is  good 
enough  for  anybody. 

In  the  next  place  I  certainly  would  get  the 
mediaometer  outfit,  made  by  Merry  Optical 
Co.,  Kansas  City,  Mo.  This  costs  $100  and 
consists  of  the  instrument,  a  mediaometer,  an 
adjustable  table,  and  an  electric-lighted  test 
chart,  with  three  of  the  best  style  test  cards. 
A  Geneva  pocket  lens  measurer  is  very  handy, 
but  this  could  be  dispensed  with  as  the  same 
results  can  be  obtained  by  the  use  of  the  trial 
case  lenses — i.e.,  by  neutralizing  with  opposite 
signs.  This  is  very  slow  as  compared  with  the 
measurer.    The  cost  of  the  instrument  is  $6.60. 

These  are  all  the  instruments  that  are  neces- 
sary at  first.  As  proficiency  is  acquired  other 
instruments,  such  as  the  ophthalmoscope,  re- 
tinoscope,  etc.,  can  be  added.  I  want  to  state 
here  before  finishing  with  the  instruments  that 
the  purchase  of  the  mediaometer  will  be  your 
best  investment  because  of  its  advertising  fea- 
tures. The  table  is  optional  as  well  as  the 
chart.  If  you  have  a  well-lighted  room,  other 
styles  of  test  charts  or  cards  will  do.  But  by 
the  use  of  this  instrument,  the  time  required 
for  testing  is  small  compared  to  the  regular 
trial  case  method.  Consequently  the  nervous 
strain  on  a  patient  is  nothing.  I  test  a  com- 
pound astigmatic  eye  in  twenty  minutes.  With 
the  ordinary  method  it  requires  from  one  to 
two  hours.  And  another  very  important  point, 
with  this  instrument  we  use  the  fogging  sys- 
tem best.  This  does  away  with  any  cycloplegic 
such  as  atropine,  cocaine,  etc.,  with  its  discom- 
forts and  dangers.  This  instrument  is  your 
best  advertisement.  It  will  pay  for  itself  in 
two  months.  It  is  one  of  your  best  talking 
points  in  your  advertising. 

Now  as  to  stock,  I  recommend  1  eye,  size  0 
for  children  and  00  for  adults.    Start  in  on 

1  dozen  1/10  12k.  gold-fijled  comfort 

temple  riding  bows $  8.10 

1  dozen    Alumnico    comfort    temple 

riding  bows  3.65 

1  dozen    cable    temples,    gold-filled, 

1/10  12k 3.60 

1  dozen  cable  temples  Alumnico....  2.20 
1  dozen     wire    temples,     1/10     12k. 

gold-filled   2.40 

$19.95 
The   above   in   0   and   00   size   eyes 
assorted   19.95 

Bridges  N  to  N  2^  Sadler  bridge 
system    $39.90 


1  dozen  1/10  12k.  gold-filled,  comfort 
temple,  riding  bow,  00  size,  rimless 
frames*  7.60 

1  dozen  rimless  nose-glass  mount- 
ings, 251  to  274,  all  sizest 10.00 

54  pairs  (18  different  strengths) 
lenses  of  assorted  sizes,  beveled 
edge,  periscopic,  first  quality  0  eye 
at  $1.85  per  dozen  pair 8.33 

54  pairs  00  size  beveled  edge  (etc.) 
at  $2.05  per  dozen  pair 9J2S 

54  pairs  00  eye,  3-hole,  rimless,  per- 
iscopic, first  quality,  at  $2.30  dozen 
pair  10.35 

yi  gross  leather  R.  B.  cases,  lettered     8.80 

y^  gross  leather  eye-glass  cases,  let- 
tered         8.80 

For  children  you  can  order  the  lenses  and 
frames  from  some  near-by  optical  house  as 
well  as  the  bifocals  for  old  people.  A  person 
can  get  along  very  well  with  this  list  g^ven. 
Of  course  there  will  be  other  things  that  you 
will  want  as  is  learned  by  experience.  Some 
tools  are  required,  such  as  a  screw-driver,  sothe 
different  kinds  of  pliers,  extra  screws,  etc.  As 
to  the  strengths  of  lenses  to  carry,  get  j4  dozen 
pair  each  of  the  following:  plus  0.25,  plus 
0.50,  plus  0.75,  plus  1.00,  plus  1.50,  plus  1.75, 
plus  2.00,  plus  2.25,  plus  2.50,  plus  2.75,  plus 
3.00,  plus  3.25,  plus  3.50,  plus  4.00,  plus  4.50, 
plus  5.00,  plus  5.50. 

TOTAL  OUTLAY.      . 

Mediaometer  and  test  cabinet,  illuminated $  75.00 

Trial  set,  $35.00  to  $75.00 59.00 

Lens  measure 6.50 

» 

$140.50 

2  sizes  gold-filled  frame  temples  (extra) $  39.90 

Rimless    frames 7.50 

Rimless  nose-glasses 10.00 

0  eye  lenses 8.33 

00  eye  lenses 9.23 

00  rimless   lenses 10.35 

1  gross  cases 17.60 


Books 


$103.01 
140.50 

$243.51 
4.00 


$247.51 

I  want  to  say  as  a  last  word,  advertise.    It 
pays — and  pays  well! 


♦These  to  be  used  as  matter  of  choice. 
tThere  is  quite  a  variety  of  good  ones.  I  use  "Sure- 
On"  and  "Everybodies"  mountings. 


BATHING  CAPS  IN  THE  WINDOW. 

By  B.  S.  COOBAN. 


Chicago  people  are  fond  of  bathing  on  the 
beach  along  Lake  Michigan.  Many  live  so 
near  the  water  that  they  find  it  feasible  to  put 
their  bathing  suits  on  at  home  and  strdl 
down  to  the  lake  for  a  swim.  In  the  summer 
thfey  may  be  seen  walking  toward  the  shore 


false  faces  were  covered  with  this  head-dress, 
adding  a  touch  of  life  and  humor  to  what 
might  have  been  a  somewhat  flat  display.  The 
base  of  the  window  was  carpeted  with  light- 
green  cheese-cloth.  One  face  peered  out  at 
passers-by  from  over  the  top  of  a  barrel  while 


all  ready  for  the  fun.  The  women  are  quite 
as  numerous  as  the  men,  and  of  course  they 
must  have  rubber  caps  to  shield  their  hair 
from  the  water. 

Not  long  ago  I  arranged  a  display  of  these 
bathing  caps  in  the  window.  A  glance  at 
the  illustration   shows   the  scheme.     Several 


others  were  seen  scattered  among  the  caps. 
Across  the  top  of  the  trims  were  three  signs; 
Bathing  Caps,  Keep  Your  Hair  Dry,  From  15 
cents  to  5,  The  caps  were  of  several  colors 
and  were  supported  on  blocks  of  wood.  Of 
course  these  did  not  cost  anything  to  speak  of. 
The  trim  was  cheap,  but  effecti\'e. 


RUBAIYAT  OF  THE  DYSPEPTIC. 

By  CXEO  CONSTANCE  LONG. 


Now  BUnuner  conies  again  and  with  it  thirst, 
I'd  drink  an  ice-cream  soda  if  I  durst; 
But  no,  I  must  not  saze  upon  the  stuff, 
For  Tcrily  I  am  a  man  accurs't. 

Hysdf  when  young  did  eagerly  frequent 

The  soda  fount,  and  drank  with  much  content 

A  frothy  ice-cream  soda,  full  of  fruit; 

But  now — a  pepsin  punch  for  mine,  or  creme  de  menthe. 

And  this  reviving  herb,  whose  tender  green 
Peeps  from  the  frosty  cup.  o'er  which  I  lean— 
Ab,  feed  upon  it  lightly,  for  who  knows 
What  cholera  morims  germs  may  lurk  unseen  I 


I  sometimes  think  that  never  grows  so  red 

A  cherry  as  those  tactfully  spread 

About  the  soda  fountain  to  attract; 

But  no— they  shall  not  make  me  lose  my  headi 

And  when  they  offer  me  that  darker  drink. 

And  claim  it  will  not  put  me  on  the  blink, 

I  simply  turn  away  and  shed  a  tear — 

Beef  teal  from  which  my  very  soul  doth  shrink. 

Oh,  thon,  who  dost  with  soda  water  fizz 
Beset  the. path  I  take  to  reach  my  biz, 
Thou  shall  not  tempt  me  with  Banana  Flip- 
Plain  malted  milk  :s  best  for  rheumatiz. 
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DOLLAR  IDEAS 


PASTE  FOR  STICKING  LABELS  ON  TIN. 

Harry  S.  Noel,  Williamstown,  Mass.:  I 
have  used  square  cocoa  cans  as  drug  contain- 
ers, and  have  improved  the  appearance  of 
these  cans  by  'covering  them  entirely  with 
brown  paper.  As  an  adhesive  agent  I  use  a 
paste  made  according  to  the  following  for- 
mula ;  it  will  stock  closer  than  a  brother.  For 
its  adhesive  properties  on  tin  and  for  general 
store  use  it  is  to  be  highly  recommended. 
Moreover,  it  is  cheap  and  easy  to  make. 

Flour  16  ounces. 

Boracic  acid .4  scruples. 

Water    64  fluidounces. 

Nitric  acid 4  fluidrachms. 

Glycerin 3  fluidounces. 

Oil  of  cloves,  sufficient  quantity. 

To  the  flour  and  boric  acid  add  the  water,  which 
should  be  cold,  slowly,  stirring  to  make  a  smooth  paste. 
Successively  add  the  glycerin  and  nitric  acid  and  bring 
slowly  to  a  boil.  If  necessary,  the  paste  may  be  strained 
through  a  coarse  sieve  while  it  is  thin.  This  will  add 
to  the  appearance  and  do  away  with  small  lumps.  The 
oil  of  cloves  is  added  to  the  finished  product. 

This  paste  has  been  used  to  cover  both 
round  and  square  tin  cocoa  cans  with  brown 
paper.  The  papers  make  the  tins  appear  uni- 
form. These  cans  are  used  as  drug  contain- 
ers, the  brown  making  a  good  background  for 
the  white  labels. 

The  paste  works  very  well  on  collapsible 
tubes  and  tin  ointment  boxes.  It  keeps  well. 
It  may  be  stored  in  empty  snuff  jars  or  some 
such  containers. 


DISPENSING  OILS  IN  CAPSULES. 

James  L,  Tiiohy,  Salem,  N,  J.:  Many 
druggists  who  do  not  carry  the  regular  empty 
capsules  for  oils  and  occasionally  have  a  call 
for  oils  or  other  liquids  to  be  dispensed  in 
capsules  will  find  the  following  plan  a  great 
help.  It  is  impossible  to  seal  the  slip-over  tops 
on  the  capsules  with  water  as  some  try  to  do. 

I  use  the  number  one  capsule  for  5  minims. 
Drop  the  5  minims  of  oil  in  each  cap  first, 
then  fill  the  capsules  with  starch  or  sugar  of 
milk,  put  on  the  cap,  and  the  powder  will  ab- 
sorb all  the  oil  so  that  you  will  have  no 
trouble.  I  have  tried  this  with  terebene,  bal- 
sam of  copaiba,  and  similar  materials. 


CONSTRUCTING  A   DRAINING-BOARD. 

W.  B.  Camburn,  Owosso,  Mich,:  A  most 
valuable  fixture  in  our  back  room,  near  the 
sink,  is  a  draining-board  which  we  devised. 
After  building  two  shelves  1J4  feet  wide  by  4 
feet  long,  we  had  a  tinner  make  a  large  pan 
for  each.  These  are  built  of  galvanized  iron^ 
and  are  therefore  rust-proof.  The  sides  are 
five  inches  high.  The  bottom  is  corrugated, 
so  that  bottles  leaned  against  the  sides  do  not 
slip  or  slide  down. 

The  pans  slant  to  one  end,  where  a  pipe 
drains  the  water  into  a  pail  underneath  the 
lower  pan.  These  pans  are  good  for  drying 
not  only  bottles,  but  also  mortars,  graduates,, 
funnels,  etc. 


AN  IMPROVISED  OINTMENT  JAR  COVER. 

Mrs.  H,  Kalliwoda,  Ph.C,  San  Francisco^ 
CaL:  Often  an  ointment  pot  cover  is  broken. 
Sometimes  the  cover  is  so  tall  that  the  jar  will 
not  fit  between  the  shelving.  As  a  remedy  I 
suggest  the  use  of  a  piece  of  window  glass. 
It  forms  a  neat,  dust-proof,  and  sanitary 
cover. 

Upon  a  sheet  of  paper  draw  a  circle  the 
size  of  the  top  of  the  ointment  pot.     Take  a 


Thr  Cowet^ 


piece  of  old  window  glass,  place  it  over  the 
circle,  and  with  a  glass-cutter  trace  the  line 
on  the  glass.  From  the  circle  to  the  edges  of 
the  glass  cut  three  or  four  strokes,  as  shown 
in  the  illustration. 

Now  tap  the  scrap  pieces,  breaking  them 
from  the  circle,  and  you  have  a  sanitary  cover. 
The  ointment  adhering  to  the  top  edge  of  the 
pot  holds  the  cover  so  that  it  will  not  fall  oft" 
unless  with  a  slow  sliding  motion. 


BULLETIN  OF  PHARMACY 


295 


PROFITS  AND  EARNINGS 


A   NET  PROFIT  OF  NOTHING  AT  ALL  I 

Here  is  a  peculiar  statement  sent  in  by  a 
druggist  in  Minnesota: 

Original  capital,  April  1,  1911 $  3,185  00 

Invoice  January  1,  1912 10,889  60 

Fixture   invoice 1,441  70 

Purchases    22,830  88 

Expenses : 

Light    . $   103  48 

Advertising    214  59 

Postage   22  29 

Rent    720  00 

Salaries 2,646  04 

Miscellaneous    837  64    4,544  04 

Sales    16,865  66 

Book    accounts.^ - 1,343  58 

.  •  •     • 

Now  this  is  apparently  a  business  which  was 
started  last  year  on  the  first  of  April.  It  was 
either  a  new  store  begun  from  the  ground  up, 
or  else  an  old  store  bought  by  the  present  pro- 
prietor. The  foregoing  statement  covers  the 
business  for  the  following  nine  months  of  the 
year,  until  Januarj'  1,  1912.  In  the  mean- 
time the  stock  was  greatly  increased. 

Taking  the  statement  at  its  face  value,  we 
find  that  on  January  1  the  inventory  of  stock 
showed  $10,889.60,  and  the  inventory  of  fix- 
tures $1441.70— a  total  valuation  of  $12,- 
331.30.  When  the  business  was  started  nine 
months  before,  however,  the  stock  and  fixture 
account  represented  a  valuation  of  only  $3185, 
so  that  an  increase  was  registered  of  $9146.30. 

In  the  meantime  the  purchases  amounted  to 
$22,830.88.  Of  this  amoimt,  $9146.30,  as 
above  shown,  went  into  the  stock  and  fixture 
account,  so  that  the  cost  of  the  goods  actually 
sold  was  apparently  $13,684.58.  The  total 
sales,  including  the  item  of  book  accounts,  was» 
$18,209.24.  Subtracting  what  the  goods  cost 
from  what  they  brought,  we  have  a  gross  profit 
left  of  $4524.66.  The  expenses  in  the  mean- 
time were  $4544.04,  so  that  the  expenses  en- 
tirely swallowed  up  the  gross  profits  and  noth- 
ing was  left  at  all  in  the  way  of  net  profit ! 

Now  we  may  have  erred  in  the  analysis  of 
this  man's  statement.  His  facts  are  not  given 
with  sufficient  completeness.  It  is  possible, 
for  instance,  that  the  inventory  fixture  item  of 
$1441.70  should  not  have  been  considered  in 
our  effort  to  discover  what  part  of  the  pur- 
chases for  1911  went  into  the  permanent  in- 
vestment.    Perhaps    some    of   tihese   fixtures, 


now  valued  at  $1441.70,  were  not  in  the  store 
when  it  was  started,  but  were  purchased  sub- 
sequently during  the  nine  months  covered  by 
the  statement.  In  this  event  it  may  be  that 
our  correspondent,  making  such  purchases  of 
fixtures,  considered  this  a  permanent  invest- 
ment and  did  not  include  the  figures  in  his 
item  of  purchases  amoimting  to  $22,830.88. 
To  the  extent  that  this  may  have  been  done  are 
our  deductions  misleading.  Such  a  considera- 
tion, however,  seems  unlikely,  and  the  figures 
would  not  be  changed  very  greatly,  anyhow. 

Assuming  that  we  are  correct,  our  cor- 
respondent has  made  gross  profits  only  of 
$4524.66,  amounting  to  the  very  low  figure  of 
25  per  cent.  This  is  poor.  The  expenses,  on 
the  other  hand,  are  also  25  per  cent,  which  is 
probably  a  fair  average  for  a  business  of  this 
size,  but  so  large  in  this  particular  case  that  it 
absorbs  the  gross  profits  entirely,  leaving  noth- 
ing in  the  way  of  net  profits.  If  in  the  mean- 
time the  item  of  proprietor's  salary  is  perchance 
not  included  in  the  expense  account,  then  the 
owner  of  the  business  himself  has  failed  even 
to  get  his  own  wage  from  the  store,  and  has 
in  fact  worked  nine  months  for  nothing.  There 
would  be  some  hope  for  him,  with  a  new  and 
growing  business,  if  the  percentage  of  gross 
profit  were  greater.  He  ought  to  get  more 
money  for  his  stuff. 

.As  we  have  said,  however,  the  statement 
may  be  misleading  in  some  respects,  and  our 
comments  based  upon  it  may  therefore  be 
somewhat  inaccurate.  In  any  event  it  would 
look  as  if  the  business  so  far  was  not  partic- 
ularly profitable.  As  a  final  remark  we  would 
call  attention  to  the  rent  item  of  $60  a  month. 
In  the  other  business  statement  commented  on 
this  month  the  rent  is  $20  a  month,  and  yet 
the  two  businesses  are  practically  of  the  same 
size. 

A  NET  PROFIT  OF  ELEVEN  PER  CENT. 

A  druggist  in  Texas  submits  the  following 
statement  of  his  business  for  1911  with  the 
request  that  we  analyze  and  comment  upon  it : 

Stock  inventory  January  1,  1911 $  6,026  00 

Stock  inventory  January  1,  1912 6,485  00 

Furniture  and  fixtures  January  1,  1911 2,452  00 

Furniture  and  fixtures  January  1,  1912 2,531.00 

Total  sales  1911 16,800  00 

Purchases    1911 12,139  00 

Expenses   1,451  60 

Freight    37160 

I.  &  D.  Dr 182  30 

Personal  account   1,150  00 

Rent  at  current  rate  (own  building) 240  00 
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Now  we  shall  have  to  do  a  good  deal  of 
figuring  before  we  can  get  at  the  heart-throbs 
of  this  statement.  Let  us  find  out  first  what 
the  actual  cost  was  of  the  goods  sold  during 
1911.  Purchases  are  given  in  the  statement 
at  $12,139.  We  must  first  add  to  this  the 
freight  item  of  $371,  for  freight  is  really  a 
part  of  the  cost  of  the  goods  and  should  al- 
ways be  charged  to  the  merchandise  account — 
it  is  not  an  expense.  We  then  have  a  total  of 
$12,510.  We  find,  however,  upon  comparing 
the  stock  inventory  figures  for  1911  and  1912, 
that  there  was  an  increase  amounting  to  $460. 
Groods  costing  this  much  money,  therefore, 
went  into  the  permanent  stock  and  were  not 
sold  during  1911.  Subtracting  this  from  $12,- 
510,  representing  the  total  cost  of  purchases, 
we  have  a  residuum  of  $12,050.  This  is  what 
the  goods  cost  which  were  sold  during  the 
year. 

Subtracting  $12,050  from  the  sales  of  $16,- 
800,  we  find  gross  profits  of  $4750.  The  next 
thing  to  do  is  to  subtract  from  the  gross  profits 
the  item  of  total  expenses,  in  order  to  find  out 
what  the  net  profits  were.  But  we  must  first 
get  at  this  item  of  expense  accurately.  Our 
correspondent  has  put  down  expenses  of 
$1451.60,  but  he  has  failed  to  add  his  own 
salary  as  he  should.  This  is  apparently  the 
$1150  which  he  calls  his  "personal  account." 
It  appears,  too,  that  he  owns  the  building,  and 
that  he  has  charged  himself  an  annual  rental 
of  $240,  which  he  assumes  to  be  the  current 
rate.  Adding  together,  then,  these  three  items 
of  (1)  expense,  (2)  proprietor's  salary,  and 
(3)  rent,  we  have  total  expenses  of  $2841. 

Subtracting  $2841  from  the  gross  profits  of 
$4750  we  find  net  profits  of  $1909.  Adding 
to  these  net  profits  of  $1909  the  item  of  pro- 
prietor's salary,  amounting  to  $1150,  we  have  a 
total  income  from  the  business  of  $3059.  This 
is  not  bad  as  things  go,  but  still  there  are  some 
rather  peculiar  features  of  this  business. 

In  the  first  place,  the  percentage  of  gross 
profit  is  very  low.  It  amounts  only  to  28  per 
cent.  Our  correspondent  is  located  in  a  small 
town  in  Texas  where  prices  ought  to  be  pretty 
good,  and  where  gross  profits  of  28  per  cent 
seem  to  us  very  meager.  Anything  less  than  30 
per  cent  is  certainly  most  unsatisfactory,  and 
the  aim  should  be  to  get  up  over  the  36  mark 
as  much  as  possible.  The  compensatory  fact, 
however,  is  that  the  percentage  of  expense  is 
also  low.     It  amounts  only  to  17  per  cent,  so 


that  the  percentage  of  net  profit  is  11.  This, 
it  must  be  confessed,  is  very  fair.  Anything 
over  10  must  be  considered  satisfactory. 

An  expense  of  17  per  cent,  however,   is  so 
small  that  we  almost  question  its  accuracy. 
We  wonder  if  it  can  be  true,  and  if  a  lot  of 
things  have  not  failed  to  be  properly  recorded  ? 
The  rental  of  $20  a  month,  for  instance,  seems 
to  us  very  low  for  a  store  big  enough  to  per- 
mit a  business  of  $17,000  a  year.     Our  cor- 
respondent should  check  up  our  calculations  of 
his  returns  from  the  business  with  the  actual 
accumulation  of  cash,  and  thus  see  that  the 
figures  are  supported.     We  find  that  his   net 
profits   are   $1909.     This   amount   of    actual 
money,  above  and  beyond  his  own  salary  of 
$1150,  should  have  accumulated  in  real  cash, 
barring  the  $460  increase  in  the  stock  inven- 
tory and  $79  increase  in  the  fixture  inventory. 
The   "I.   &   D."    item   of  $182.30   we    have 
ignored  entirely  in  making  these  comments, 
for  the  simple  reason  that  we  do  not  know 
what  it  means. 


LETTERS 


HERE'S  A  NOVELTY  FOR  A  SIDE-LINE. 

To  the  Editors: 

I  read  the  Bulletin  with  a  great  deal  of 
interest,  and  I  have  been  following  the  series 
of  articles  this  year  on  side-lines.  I  have  tried 
out  many  which  others  have  tried — ^sometimes 
with  success  and  sometimes  with  failure.  I 
wish  especially  to  testify  to  the  very  great 
interest  I  took  in  those  articles  on  the  truss 
question  in  May,  and  while  they  were  all  good 
the  first  prize  winner  in  that  contest  is  doomed 
to  be  a  successful  man,  for  his  ideas  and  con- 
'elusions  are  absolutely  clear  and  convincing. 

But  now  about  side-lines.  I  wish  to  say  I 
have  one  that  is  peculiar  to  myself.  It  is  so 
especially  my  own,  indeed,  that  I  doubt  the 
usefulness  of  mentioning  it,  as  I  do  not  sup- 
pose many  men  could  adopt  it.  However,  I 
will  tell  you  about  it  and  you  can  use  your 
own  judgment  about  offering  it  to  your  read- 
ers. You  had  better  not  publish  my  name, 
though,  lest  some  one  have  me  arrested  for 
getting  goods  under  false  pretenses. 

I  got  married  a  great  many  years  ago,  and 
in  so  doing  I  possessed  myself  of  a  black 
broadcloth  suit  and  a  stovepipe  hat.     Being 
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of  a  very  quiet  and  reserved  disposition,  and 
being  tired  of  the  frivolities  of  life,  I  married 
a  woman  many  years  older  than  myself,  and 
this,  too,  added  to  my  reserve,  for  I  had  to 
live  up  to  both  that  suit  and  my  wife's  age.  I 
thus  acquired  early  in  life  a  very  solemn  and 
sanctified  appearance. 

At  different  times,  on  visits  and  on  vaca- 
tion trips,  I  noticed  that  other  travelers  among 
the  ladies,  getting  acquainted  with  my  wife, 
would  take  it  for  granted  that  I  was  a  min- 
ister and  would  immediately  launch  into  fervid 
conversations  about  the  beauties  of  a  religious 
life,  etc.,  and  generally  wind  up  with  asking 
her  at  what  place  I  preached.     The  younger 
women,  looking  upon  my  comely  countenance, 
and  noting  my  ministerial  air,  made  no  bones 
of  coming  to  me  for  answers  to  all  kinds  of 
questions,  and  they  opened  their  hearts  to  me 
in  an  amazing  way.     In  the  long  waits  be- 
tween trains  at  the  stations  this  afforded  much 
pleasure,  and  the  only  drawback  was  the  stem 
and   unrelenting  eye  that  my  wife  fixed  on 
me  when  she  inquired  how  it  happened  that 
I  knew  so  many  young  women  in  every  sta- 
tion we  stopped  at. 

Now  for  the  side-line  part  of  this  story. 
In  various  purchases  made  in  different  towns 
along  the  route  of  our  travels,  I  noticed  that 
the  clerks  always  quoted  me  the  usual  price, 
and  then,  with  an  air  of  kindness,  knocked  off 
a  quarter  or  a  half  dollar  on  every  purchase 
of  a  dollar  or  two,  with  the  remark  that  "to 
you  the  price  is  so  and  so." 

I  took  the  goods,  pocketed  the  money,  and 
kept  still.  I  suspected  that  it  was  my  looks 
that  got  the  reductions,  but  I  did  not  dare  to 
ask,  till  finally  the  answer  came  from  a  man 
who  had  sold  me  several  fine  shirts.  He  fin- 
ished up  the  transaction  by  knocking  off  a 
very  liberal  amount,  remarking  that  it  was 
customary  to  sell  their  goods  at  cost  to  min- 
isters. 

Since  then  I  have  preserved  this  suit  with 
care,  and  periodically  I  brush  up  the  good  old 
stovepipe  hat.  When  my  wardrobe  gets  be- 
low zero,  and  I  feel  it  is  necessary  to  replen- 
ish it  rather  liberally,  I  get  out  the  suit  and 
all  the  accessories,  hie  me  to  the  nearest  big 
town,  and  there  I  save  many  a  dollar  in  buy- 
ing supplies.  And  there  also  I  take  pleasure 
in  walking  many  a  block  with  some  gentle 
maiden,  trying  to  direct  her  to  some  store  or 
place  I  never  heard  of  before  just  because  she 
has  pinned  her  faith  to  my  looks ! 


It's  a  great  side-line,  and  I  feel  for  you, 
my  friends,  when  I  recognize  the  impossibility 
of  your  using  it  to  advantage. 

Man-afraid-of-his-name. 


HERR  BODEMANN  DOESN'T  AGREE  WITH 

US. 

To  the  Editors : 

Don't  feel  hard  if  I  read  the  Bulletin 
with  an  eye  on  the  wing,  and  tell  you  when  I 
think  you  are  wrong  according  to  my  notions. 

1.  Look  at  the  last  line  in  the  second 
column  of  page  240  of  the  June  Bulletin. 
How  does  your  contributor,  Mr.  Kalliwoda, 
figure  out  a  percentage  profit  of  38.5?  Did 
you  think  because  he  was  figuring  on  a  hair- 
raising  tonic  you  could  afford  a  hair-raising 
bull  of  this  kind? 

2.  Now  for  your  editorials  on  pages  226 
and  227  of  the  June  Bulletin.  I  for  one 
have  never  given  any  mercantile  agency  any 
figures  whatever  of  my  standing;  don't  know 
How  I  am  rated,  if  at  all,  and  don't  give  a 
damn.  I  have  seen  too  many  instances  where 
high-priced  credit  men  were  fooled  by  the 
rating  given  on  first-class  risks,  and  so  I  pass 
these  so-called  raters  up.  The  raters  come 
around,  in  earning  their  wages,  about  so  often 
— and  get  no  explanation  whatever  from  me. 
If  mercantile  houses  don't  want  to  trust  me, 
that's  their  business,  and  it  doesn't  bother  me 
in  the  least.  I  don't  approve  of  your  calling 
those  who  feel  as  I  do  hard  names!  A  few 
years  ago  a  fellow  who  sailed  under  my  name, 
but  who  gave  a  West  side  store  address, 
soaked  some  of  the  largest  houses — some  of 
the  most  conservative  houses — to  the  tune  of 
$35,000.  And  these  houses  had  high-priced 
credit  men,  were  subscribers  to  Bradstreet  and 
Dun,  and  did  not  know  where  they  were  at 
— until  they  began  to  "Dun"  me,  and  then 
they  learned  that  they  had  been  "dun"  badly. 
That's  why! 

Even  if  I  am  a  foolish  man,  for  doing  as  I 

do,  does  not  paragraph  1913  of  Article  22^ 

of  the  U.  S.  Constitution  vouchsafe  me  the 

happiness  of  making  a  fool  of  myself  if  I 

want  to? 

Wilhelm  Bodemann. 

Chicago,  111.  V 

[Note  by  the  Editors. — To  this  diaracteristic  roast 
from  Hcrr  Bodemann  we  may  briefly  reply  as  follows : 

1.  The  percentage  of  profit  mentioned  in  Mr.  Kalli- 
woda's  article  was,  through  a  typographical  mistake, 
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given  as  38.5  instead  of  385.    The  decimal  point  was 
misplaced — that's  all. 

2.  We  certainly  do  not  agree  with  Mr.  Bodemann 
about  refusing  all  information  to  credit-rating  agencies 
like  Dun  and  Bradstreet.  Nowadays  practically  all  busi- 
ness is  done  on  credit,  and  a  merchant  whose  rating  is  not 
given  or  known  need  not  be  surprised  if  he  meets  with 
all  sorts  of  difficulties.  He  cannot  blame  jobbers,  manu- 
facturers, and  others  if  they  refuse  to  give  him  credit,  or 
at  least  subject  him  to  embarrassing  questions.  Mr. 
Bodemann  himself  is  so  well  known  that  his  case  is 
not  a  characteristic  one  at  all.  His  reputation  is  so 
much  a  matter  of  common  knowledge  that  no  one 
would  refuse  him  credit.  The  mere  fact  that  a  man 
using  his  name  secured  so  much  credit  is  no  argu- 
ment against  the  skill  of  credit  men  nor  the  value  of 
credit  information.  The  credit  men  were  simply  taken 
off  their  guard — ^that's  all.  They  thought  there  was 
only  one  Wilhelm  Bodemann,  and  without  troubling  to 
look  up  the  facts  they  assumed  that  he  was  worth  any- 
thing up  to  a  million  dollars  !J 


THE    GRADUATION    PREREQUISITE    IN 

NEW  JERSEY. 

To  the  Editors: 

I  beg  to  direct  your  attention  to  your  article 
"Prerequisite  in  New  Jersey,"  May  issue, 
page  180. 

In  connection  with  this  I  want  to  say  that 
you  have  been  misinformed  as  to  the  facts. 
You  lay  the  cause  of  the  failure  of  our  grad- 
uation prerequisite  bill  to  the  doors  of,  as 
you  state,  "two  rival  institutions."  This  is 
altogether  wrong. 

As  dean  of  one  of  the  institutions  accused, 
I  assure  you  that  there  was  not  one  person 
present  representing  our  college  at  the  hear- 
ing before  the  Legislative  Committee.  Fur- 
thermore, both  institutions  have  been  and  are 
now  a  unit  in  the  quest  of  the  prerequisite 
idea. 

The  opposition  arguments  were  not  con- 
ducted by  any  person  connected  with  either 
institution.  Any  unfavorable  impression  made 
upon  the  committee  was  caused  by  arguments 
against  the  bill  by  people  who  themselves  are 
pharmacy  graduates,  and  one  of  whom  at  one 
time  was  even  a  member  of  the  Board  of 
Pharmacy  of  New  Jersey. 

I  hope  I  have  removed  the  stigma  from  the 
colleges  in  New  Jersey  that  you  have  inad- 
vertently placed  upon  them,  and  I  will  at  the 
same  time  ask  you  to  state  in  your  next 
issue  that  the  colleges  of  pharmacy  in  New 
Jersey  are  a  unit  on  the '  graduation  prerequi- 
site in  New  Jersey. 

During  the  past  session  of  the  legislature  of 


New  Jersey,  Senate  Bill  Number  305  was 
passed  by  both  houses  and  signed  by  His  Ex- 
cellency Gov.  Woodrow  Wilson.  This  bill 
establishes  as  a  prerequisite  a  definite  entrance 
requirement  for  all  the  colleges  of  pharmacy 
in  the  State,  under  the  supervision  of  the  State 
Board  of  Education.  We  hope  this  will 
prove  to  be  the  means  of  removing  the  oppo- 
sition to  the  graduation  prerequisite. 

Herman  J.  Lohmann, 

Dean,   Department   of   Pharmacy,   University   of    the 
State  of  New  Jersey. 

Jersey  City. 


TRY  A  HAND  AT  THIS  ONE. 

To  the  Editors: 

The  accompanying  order  was  taken  to  sev- 
eral stores,  and  finally  it  landed  in  the  phar- 
macy of  Mr.  Williams,  Goldsboro,  N.  C.  Mr. 
Williams'  very  efficient  prescription  clerk,  Mr. 


C^'nJiJkAr^  too, 


Henry  Brown,  succeeded  in  giving  the  •  cus- 
tomer exactly  what  he  wanted.  I  suggest  that 
you  reproduce  this  order  in  the  Bulletin  and 
see  if  other  readers  of  the  journal  can  figure 
it  out.  James  W.  Coppedge. 


TO  "FIX"  PAINT   ON   OIL-CLOTH. 

To  the  Editors: 

I  notice  that  "H.  L.  S."  in  the  May  Bul- 
letin asks  for  a  paint  for  oil-cloth.  If  he 
will  "size**  the  oil-cloth  first  by  rubbing  it 
quite  thoroughly  with  a  rag  soaked  in  turpen- 
tine, the  paint  will  not  "creep." 

S.  S.  Ellis. 

Sergeant  Bluff,  Iowa. 


To  the  Editors: 

I  like  the  Bulletin  of  Pharmacy  better 
than  any  other  drug  periodical  that  I  ever 
have  taken,  and  my  clerics  think  as  I  do. 

T.  R.  Dunn. 

Neches,  Texas. 
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THE  SODA  FOUNTAIN. 


-•HOW  TO  OPERATE  A  SMALL  SODA  FOUN- 
TAIN  ON  A  MONEY-MAKINQ  BASIS/' 

Charles  L.  Berry  recently  contributed  a  prize  paper 
to  The  Soda  Fountain  on  this  subject.  It  was  full  of 
helpful  hints  for  dispensers.    He  said: 

Three  essentials  must  be  emphasized  in  discussing 
"How  to  Operate  a  Small  Soda  Fountain  on  a  Money- 
Making  Basis'' — and  the  first  of  these  is  cleanliness. 
This  means  a  clean  fountain,  clean  glasses  and  clean 
dispensers.  Not  only  must  all  be  clean,  but  this  clean- 
liness must  be  made  the  key-note  of  the  advertising  of 
the  fountain. 

Have  your  window  strips  changed  frequently,  and 
emphasize  these  facts : 

That  you  have  a  sanitary  fountain. 

That  you  use  only  sterilized  glasses. 

That  your  syrups  are  drawn  from  thoroughly  clean 
receptacles. 

Never  let  the  counter  remain  sticky— clean  it  with 
a  damp  cloth  or  sponge  and  rub  dry  with  a  towel. 

THE   SECOND   ESSENTIAL. 

Good  syrups  and  fruits.  Do  not  depend  upon  the 
boy  to  make  the  syrups;  the  least  you  can  do  is  to 
oversee  every  step  in  the  process. 

As  chocolate  is  the  big  seller  at  every  fountain  a 
good  formula  for  chocolate  syrup  will  not  come  amiss 
here.  But  in  making  chocolate  syrup  never  lose  sight 
of  the  fact  that  there  is  almost  if  not  quite  as  much  in 
the  preparation  of  the  syrup  as  there  is  in  the  mate- 
rials used.    Here  is  a  good  formula: 

Fountain  chocolate 8  ounces. 

Granulated  sugar 5  pounds. 

Water   40  ounces. 

Extract  yanilla  4  ounces. 

Mix  the  chocolate  and  the  sugar,  put  the  water  in  a  gallon  con- 
tainer and  boil.  After  the  water  comes  to  a  boil  add  the  mixture 
of  chocolate  and  sugar  and  stir  consUntly  over  the  fire  for  Ifi 
minutes.  Then  add  the  extract  of  vanilla  and  enough  rock  candy 
syrup  to  make  a  gallon. 

In  serving  chocolate  always  add  a  couple  of  table- 
spoonfuls  of  sweet  cream  to  the  glass,  and  always  stir 
with  a  spoon  before  using  the  line  stream.  The  addi- 
tion of  the  sweet  cream  improves  all  soda  with  the  ex- 
ception of  phosphates  or  syrups  containing  acids. 

BE   LIBERAL. 

Don't  be  parsimonious  with  your  syrups,  as  I  have 
found  in  my  many  years  of  soda  experience  that  the 
average  American  has  a  sweet  tooth  and  likes  his  soda 
rather  sweet.  This  is  especially  true  of  the  ladies.  Try 
and  have  your  customers  go  away  satisfied.  If  they 
leave  soda  in  the  glass  or  part  of  the  sundae  in  the 
cup  find  out  what  was  wrong  with  it.  Ask  if  it  was 
too  sweet  or  not  sweet  enough,  and  make  it  right 
Never  let  a  dissatisfied  customer  leave  your  store. 

Have  a  good  variety  of  drinks  and  fruits  so  you 
can  satisfy  every  customer.  Americans  are  fond  of 
variety  and  are  of  many  tastes,  and  to  these  you  must 
cater  to  succeed.  Have  all  the  popular  crushed  fruits, 
and  run  a  special  now  and  then — but  when  you  do  let 
the  people  know  you  have  it  by  window  signs,  strips,  or 
the  use  of  a  blackboard.    There  is  always  some  one 


around  an  establishment  who  can  do  a  little  amateur 
sign  painting,  but  if  there  is  no  one,  call  in  outside 
talent  even  if  you  have  to  pay  50  or  75  cents.  It  is 
always  money  well  spent. 

Use  fresh  fruits  in  season,  and  sometimes  a  little 
out  of  season. 

Nut  sundaes  have  become  "quite  the  rage,"  and 
they  must  be  served  in  several  ways.  Walnut  with 
maple  is  the  favorite  at  most  fountains,  but  many 
people  like  nuts  in  other  combinations,  and  sweet, 
ground  nuts  should  be  kept  on  hand  for  these  cus- 
tomers. 

In  serving  chocolate  sundae  always  use  the  dark 
thick  syrup.  A  good  way  to  serve  this  favorite  is  to 
have  the  chocolate  heated  in  a  chafing  dish  and  pour 
it  hot  over  the  ice  cream.  It  becomes  solidified  and 
gives  the  sundae  the  appearance  of  being  iced  like  a 
chocolate  cake.  Always  use  the  chocolate  marketed 
under  the  name  of  "special  dark." 

Lemon  is  another  hot  weather  favorite.  Do  not 
try  to  make  a  cheap  lemon  by  grating  the  peel  and 
adding  acid  to  get  the  required  degree  of  sourness — 
take  fresh  lemons  and  squeeze  the  juice,  using  12 
ounces  to  the  gallon  of  rock  candy  syrup. 

THE    THIKD    ESSENTIAL. 

Good  service.  The  soda  must  not  be  served  by 
every  Tom,  Dick,  and  Harry  about  the  place.  The  dis- 
penser should  know  how  to  serve  a  customer.  When 
we  talk  of  a  small  fountain  we  do  not  think  of  the 
professional  soda  dispenser.  He  is  an  adjunct  of  the 
larger  fountains.  We  mean  the  soda  should  be  served 
by  a  clerk  and  not  by  a  porter  or  store  roustabout.  The 
service  should  be  prompt.  The  present-day  American 
is  a  hurry-up  personage  and  must  be  served  rapidly, 
yet  carefully. 

See.  that  the  clerk  is  equipped  with  a  spotless  coat 
and  apron,  that  he  has  a  clean  collar,  shirt,  and  hands. 
Never  allow  the  clerk  to  serve  a  customer  and  then 
disappear  behind  a  prescription  case  or  the  cigar  stand. 
The  average  buyer  often  wants  another  drink,  and  he 
will  not  bother  to  call  the  clerk,  but  will  walk  out 
without  ordering  for  the  second  time,  and  the  fountain 
will  be  out  just  that  much  revenue.  This  is  especially 
true  when  two  or  more  are  together  at  the  fountain 
and  one  of  them  wishes  to  reciprocate,  as  he  has  just 
enjoyed  a  drink  paid  for  by  the  other  fellow. 

The  greatest  income  from  the  American  saloon 
can  be  traced  to  the  treating  habit.  Why  should  not 
the  soda  dispenser  take  advantage  of  this  trait  in  his 
customers  and  reap  his  just  dues? 

Have  your  drinks  cold,  and  in  warm  weather  keep 
a  bowl  of  cracked  ice  near  at  hand  and  put  a  little  in 
every  drink  you  serve,  especially  the  flat  drinks  and 
phosphates.  You  will  find  that  the  most  frequent  kick 
at  the  fountain  is  that  the  drink  is  not  cold  enough. 
Ice  is'  cheap,  and  a  bowlful  shaved  in  the  morning 
will  last  nearly  all  day. 

So  there  are  the  three  essentials— 
fruits  and  syrups  and  good  service. 
know  that  you  insist  upon  all  three. 


:leanliness,  good 
Let  the  people 


SOME  FOUNTAIN   PLACARDS. 

"Soda,  as  cold  as  ice  can  make  it." 
"Chocolate — made  right,  served  right,  tastes  good» 
5  cents." 
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"Weather  95  degrees — Our  Soda  34  degrees." 

''We  have  your  favorite  drink  at  our  fountain  and 
we  serve  it  just  as  you  like  it." 

"A  lemon  phosphate  will  touch  that  thirsty  spot, 
5  cents." 

"Sundaes — Plenty  of  ice  cream,  plenty  of  fruit,  10 
cents." 

"Ice   cream   soda — deliciously   flavored,    deliciously 
served— ever  try  ours?" 

"What  will  you  have?    A  cherry  sundae  with  rich, 
red  cherries?  10  cents." 

"Are  you  thirsty?    It's  only  a  few  steps  to  the  foun- 
tain." 

"Chocolate  ice-cream  soda.    Sounds  good,  but  tastes 
better.    10  cents." 

*A  drink  for  every  fancy.    At  the  fountain." 

'All  that's  latest— all  that's  good— at  the  fountain." 

'Egg  drinks!   Fresh  eggs — pure  fruit  syrups — good, 
rich  cream  and  plenty  of  ice." 

'Orangeade!    Yellow  as  gold  and  just  as  good." 
'If  you  appreciate  good  soda  you'll  appreciate  ours." 
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FOR  PREPARING  LEMON  BEVERAGES. 

We  realize  many  of  our  readers  are  familiar  with 
the  lemon,  its  use,  and  the  various  methods  of  pro- 
ducing good  syrup  from  the  fresh  fruit.  But  it  will 
not  be  out  of  place  if,  for  the  benefit  of  new  dis- 
pensers, we  devote  some  space  to  the  subject.  E.  F. 
^Mlite  has  had  considerable  experience  in  the  various 
methods  of  handling  lemons  at  the  fountain  and  tells 
about  them  in  The  Spaiula.    To  quote: 

LEMON    JUICE. 

It  is  always  well  to  keep  lemon  juice  on  hand  in  a 
squirt-top  bottle.  Lemon  juice,  to  be  kept  in  this  way, 
should  immediately  after  expression  be  run  through  a 
fine  strainer  to  remove  the  pulp  and  seeds,  etc.,  and 
then  filtered  through  paper.  Juice  thus  prepared  will 
keep  fresh  for  several  days.  A  dash  or  two  of  this 
juice  is  quite  an  addition  to  many  plain  and  fancy 
drinks,  and  is  also  convenient  for  serving  seltzer  and 
lemon  or  similar  drinks. 

LEMON    SYRUP    FROM    THE    FRUIT. 

Select  from  8  to  12  fine,  juicy  lemons,  according  to 
the  size  (I  generally  find  a  dozen  of  the  average  lem- 
ons are  none  too  many,  although  a  good  syrup  may 
be  made  from  less).  Grate  six  or  eight  of  them, 
taking  care  to  grate  only  the  yellow  part  of  the  rind, 
into  a  good-sized  mortar.  Over  the  gratings  pour  half 
an  ounce  of  alcohol  and  rub  for  a  few  minutes  with 
the  pestle  to  cut  the  oil.  The  alcohol  can  be  omitted 
if  desired,  but  in  either  case  proceed  as  follows:  Add 
4  ounces  of  sugar  to  the  gratings  and  rub  thoroughly 
with  the  pestle  so  that  the  sugar  may  absorb  the  oil. 
If  needed,  more  sugar  may  be  added.  Over  this  pour 
the  lemon  juice  which  has  been  previously  expressed 
and  add  l  ounce  of  solution  of  citric  acid.  Let  this 
stand  over  night  if  possible,  and  after  straining  through 
a  double  thickness  of  cheese-cloth,  add  enough  simple 
syrup  to  make  one  gallon. 

LEMONADE    SYRUP. 

Occasionally  some  one  desires  a  method  for  pre- 
paring lemonade  and  wishes  to  have  a  syrup  for  the 


purpose.  This  can  be  done  by  adding  the  juice  of  30 
or  40  lemons  to  a  gallon  of  lemon  syrup  prepared  as 
indicated  in  the  foregoing.  More  or  less  lemons 
may  be  used  according  to  the  strengUi  you  desire  the 
lemonade  to  be.  Unless  this  syrup  can  be  used  up 
each  day  it  will  be  best  to  filter  the  juice. 

MINERAL    WATER    LEMONADES. 

You  will  often  have  calb  for  lemonades  made  from 
the  various  mineral  waters,  therefore  you  should  be 
prepared  to  dispense  them.  They  are  prepared  in  the 
same  way  as  a  plain  or  soda  lemon,  depending  upon 
whether  plain  or  carbonated  water  is  used.  All  that 
you  have  to  do  is  to  keep  a  bottle  or  two  of  the  vari- 
ous mineral  waters  on  hand. 

DRAWING    THE   LEMONADE. 

Into  a  12-ounce  glass  draw  from  1  to  1^  ounces 
of  simple  syrup.  Into  this  squeeze  the  juice  of  one 
fair  sized  lemon,  and  fill  the  glass  one-third  full  of 
finely  shaved  ice.  For  plain  lemonade  fill  the  glass 
full  of  pure,  clear  water,  and  shake  thoroughly.  For 
soda  or  other  charged  water  lemonade  fill  with  the 
desired  water  and  mix  with  a  spoon.  Decorate  with  a 
slice  of  lemon  or  any  other  fruit  that  you  may  have 
on  hand. 


MAKING  ICES. 


"Water  ices,"  says  the  International  Confectioner, 
"are  by  far  the  simplest  to  make,  and  in  the  summer  are 
even  more  refreshing  than  ice  cream  if  properly  made. 
Most  of  them  are  too  sweet  and  insipid,  while  others 
lack  the  distinct  fresh  fruit  flavor.  Berries,  citrus 
fruits,  and  pineapples  lend  themselves  to  best  advantage 
in  making  ices.  The  mistake  most  prevalent  in  making 
ices  is  that  they  are  raised  or  swelled  as  ice  cream 
should  be.  To  prevent  this,  run  the  freezer  at  very 
slow  speed,  and  use  double  the  amount  of  salt,  so  that 
the  batch  will  have  a  good  body.  A  quart  of  un- 
sweetened condensed  milk  will  improve  the  body  also, 
if  added  to  a  five-gallon  batch. 

"To  get  a  fruit  acid  in  solution  so  that  the  exact 
quantity  can.  always  be  used,  place  two  pounds  of  citric 
acid  crystals  in  a  half -gallon  jar  and  fill  with  filtered 
water.  Shake  this  occasionally  so  that  all  will  be  dis- 
solved when  it  is  ready  for  use. 

"As  a  filler  for  ices,  white  of  eggs  may  be  used 
instead  of  gelatin.  They  must  be  beaten  enough  to 
break  up  the  stringy  property  and  mixed  with  the  batch 
before  it  is  strained.  Eight  egg  whites  should  answer 
for  a  ten-gallon  batch,  or  one  ounce  of  egg  albumen 
soaked  over  night  in  enough  water  to  cover  it  will  bt: 
equivalent,  and  is  used  the  same  way  as  the  fresh 
whites  of  egg.  On  the  other  hand,  use  half  as  much 
gelatin  as  you  would  for  the  same  sized  batch  of  ice 
cream;  for  instance,  a  ten-gallon  batch  of  cream  is 
made  up  of  five  gallons  of  material,  and  we  use,  say, 
four  otmces  of  gelatin,  but  the  ices  being  frozen  with- 
out the  raise  or  swell  will  give  only  five  and  one-half 
gallons  in  the  result  from  the  same  quantity  of  mix. 
Hence  less  filler  is  required.  French  ice  cream  needs 
no  filler,  as  it  is  not  to  be  raised;  in  fact,  if  too  much 
body  is  used,  the  cream  will  be  so  heavy  that  it  will 
cause  trouble  in  packing. 
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"If  it  is  not  possible  to  get  reduced  speed  from  the 
motor  in  use,  have  the  blades  on  the  dasher  cut  off 
close  to  the  center  and  then  retin  the  whole  to  prevent 
rust.  It  is  these  blades  which  beat  up  the  material, 
and  if  removed  the  result  will  be  similar  to  the  French 
or  centrifugal  freezer. 

"Ices  are  made  in  the  proportion  of  one  quart  of 
water  to  one  pound  of  sugar,  on  the  average,  the  sugar 
used  in  the  fruit  being  figured  in  the  batch,  and  to  each 
gallon  one  fiuidounce  of  acid  solution.  An  idea  of  this 
can  be  gained  from  the  following  example  of  five 
gallons : 

LEMON  ICE. 

Eishteen  quarts  filtered  water. 

Eighteen  pounds  granulated  sugar. 

Eighteen  lemons. 

Five  fluidounces  acid  solution. 

One  ounce  gelatin,  or  whites  of  four  eggs. 

One  quart  unsweetened  condensed  milk.    (Optional.) 

"The  lemons  are  first  prepared  by  grating  the  rind 
and  mixing  it  with  two  pounds  of  the  sugar,  allowing 
it  to  stand  over  night  to  draw  the  flavor.  The  water 
is  then  heated,  and  when  it  is  nearly  to  a  boil,  remove 
it  from  the  fire  and  add  the  sugar,  stirring  till  dis- 
solved, then  the  sugar  in  which  the  lemon  rind  is 
grated,  and  then  the  gelatin;  cool  this  and  add  the 
juice  of  the  lemons  and  the  rest  of  the  ingredients, 
strain,  and  freeze. 

"Orange  ice  is  made  after  the  same  formula,  sub- 
stituting oranges  for  the  lemons,  and  adding  orange  or 
yellow  color  to  suit  the  taste. 

"Berries  used  in  ices  need  not  be  prepared  with 
sugar  as  for  ice  cream,  and  less  sugar  is  to  be  used, 
probably  twelve  ounces  to  the  quart  of  batch  according 
to  the  sweetness  of  the  berries,  and  fruit  acid  to  suit 
the  taste.  The  acid  will  accentuate  the  flavor  if  used 
judiciously,  and  when  the  proper  proportion  is  had  it 
should  be  noted  so  that  the  amount  is  always  used. 

"When  coloring  ices  be  particular  to  color  the  batch 
before  adding  the  acid,  else  a  pronounced  bitterness 
will  appear,  due  to  the  action  of  the  acid  on  the  color; 
but  if  it  is  first  colored,  the  dilution  will  be  great 
enough  to  nullify  the  effects  when  the  acid  is  added. 
The  chief  trouble  on  this  score  will  be  found  in 
orange,  regardless  of  the  brand,  as  all  certified  colors 
are  made  of  the  same  basic  material,  but  if  the  above 
directions  are  followed,  little  or  no  trouble  will  be  ex- 
perienced. 

GRAPE  ICE. 

"Grape  ice  is  increasing  in  popularity,  being  made 
on  the  same  principle  as  orange  or  lemon,  and  using 
about  four  to  six  ounces  of  the  juice  to  a  quart  batch. 
Color  with  a  blend  of  red  and  violet  colors  to  simulate 
the  natural  color  of  the  fruit  juice. 

"When  it  is  desired  to  incorporate  the  fruit  in  the 
ices,  either  sliced  or  crushed,  the  juice  should  be 
drained  off  and  frozen  with  the  batch,  and  the  fruit 
added  afterwards;  else  when  the  batch  is  in  liquid 
form  the  fruit  will  settle  to  the  bottom.  Another  way 
to  mix  it  thoroughly  is  to  remove  the  cover  from  the 
freezer  after  the  batch  is  nearly  frozen  and  add  the 
fruit,  then  putting  back  on  the  machine  to  finish. 

"The  shade  of  color  desired  will  be  a  matter  of 
experiment,  for  the  shade  changes  after  the  batch  is 
frozen,  some  getting  darker  and  others  lighter.  It  is 
best  to  study  this  for  proper  results." 


A  NEAT  SODA  MENU. 

James  S.  Gleghom,  manager  of  the  Quality  Drug 
Company  of  Waynesburg,  Pa.,  sends  us  one  of  his 
soda  menus.   The  paper  is  a  light  tan,  the  ink  purple, 
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The  cover  paces  of  Mr.  Oleffhom's  soda  menu. 

making  a  very  pretty  color  combination.  The  inside 
and  outside  pages  are  seen  in  the  accompanying 
etchings. 

It  will  be  noticed  from  the  cover  that  Mr.  Gleg- 
hom is  selling   sodas   and   sundaes    in   boxes.     Other 
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The  inside  pages  of  Mr.  Gleghom's  soda  menu. 

druggists  have  tried  that  scheme  and  say  it  works  out 
very  well.  The  people  in  the  vicinity  soon  acquire  the 
habit  of  taking  home  a  few  ice-cream  sodas  to  their 
families  and  friends. 
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BUSINESS  HINTS 


Two  Specimens. — 

The    Physicians*    Pharmacy    Co.    of    Youngstown, 
Ohio,   has   a   remittance   blank   for   paying  bills   that 
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leaves  little  room  for  misunderstanding  on  the  part 
of  the  recipient.  It  indicates  just  what  deductions 
have  been  made.     Full  data  of  the  invoice  are  given, 
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A  prescription  label  for  typewritten  directions. 

as  may  be  seen  from  the  accompanying  reproduction  of 
the  blank.    The  original  is  6  by  9 J4  inches. 

A  neat  label  is  employed  by  this  firm  for  prescrip- 


tions.  We  are  reproducing  it  in  the  original  size. 
The  directions  are  tjrpewritten,  completing  a  very  pre- 
sentable package. 


Co-operating  with  Good  Housekeeping'  Magazine. — 

It  seems  the  Good  Housekeeping  Magazine  is  giv- 
ing special  attention  to  the  different  kinds  of  g^oods 
that  are  consumed  in  the  household.  With  Dr.  Wiley 
as  contributing  editor  this  journal  is  in  a  position  to 
serve  the  public  in  an  advisory  capacity  and  indicate 
the  different  products  that  are  wholesome  in  their 
composition.     Owen  Raymo,  of  VVa\'nc,  Mich.,    along 
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A  reprodnotion  of  the  two  inside  pages  of  the  folder  distributed  bj 

Mr.  Baymo. 

with  scores  of  other  druggists,  is  making  capital  out 
of  Good  Housekeeping's  campaign.  He  distributes  a 
four-page  folder  intended  to  attract  buyers.  The 
products  mentioned  bear  the  guarantee  of  Good  House- 
keeping, as  may  be  seen  from  the  two  inside  pages 
shown  in  the  accompanying  reproduction.  The  di- 
mensions of  the  original  circular  are  six  by  nine  inches. 


Never  Say,  "Is  That  All?"  to  Your  Customer.— 

"Is  that  all?"  The  customers  winced.  It  was 
almost  imperceptible,  yet  they  winced,  and  to  the  close 
observer  it  was  easily  seen  that  the  words  made  them 
feel  uncomfortable.  They  had  purchased  a  small 
article  in  the  drug  store,  and  the  words  fell  on  their 
ears  in  a  manner  that  indicated  that  the  salesman  was 
surprised  that  they  were  not  going  to  buy  an3rthing 
else. 

Haven't  you  noticed  it?  says  L.  C.  Wareham  in  The 
PilL  Don't  you  remember  how  harsh  the  words  sound- 
ed to  you?  Made  you  feel  sort  of  ashamed  that  your 
purchase  was  a  five-cent  one  of  salts,  castor  oil,  etc., 
and  that  you  were  taking  up  the  salesman's  time  and 
that  you  ought  to  feel  indebted  to  him,  didn't  it?  The 
man  behind  the  counter  in  this  instance  evidently  didn't 
mean   to   be   discourteous,  but   he   was. 

"Now,  is  there  anything  else?"  Try  this  phrase 
and  see  how  much  better  it  is,  after  waiting  on  a  cus- 
tomer, to  gently  lower  the  voice,  incline  the  head 
slightly  and  say  with  a  pleasing  expression,  while 
looking  at  your  patron:  "Now,  is  there  anything  else?" 
And  remember  not  to  say,  "Is  that  all?" 
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Astute  AnnotationB. — 

A  Gernian  patent  says  that  hydrogen  peroxide  is 
rendered  stable  by  the  addition  of  at  least  10  per  cent 
of  alcohol. 

Rubber  sheets,  bands,  etc.,  are  said  to  have  their 
strength  and  elasticity  increased  by  exposure  to  ultra- 
violet rays  for  a  short  time. 

Seeds  soaked  in  formaldehyde  solution,  then  heated, 
are  distributed  through  cultivated  land  for  the  purpose 
of  destroying  insects,  according  to  an  English  patent. 
The  hot  gases  which  issue  from  volcanic  grounds  in 
Tuscany  are  found  to  be  strongly  radioactive  and  lo 
possess   considerable  electrical  energy. 

The  manufacture  of  synthetic  sapphires,  from  ox- 
ides of  aluminum,  iron,  and  titanium,  which  are  claimed 
to  have  the  same  color,  transparency,  and  hardness  as' 
the  natural  stones,  is  the  subject  of  a  recent  patent. 

Formaldehyde  in  soliilion  acts  as  a  poison  to  plants, 
but  when  plants  are  exposed  to  formaldehyde  gas  in 
minute  quantities  it  is  found  that  starch  is  formed 
directly   from  the  formaldehyde. 

About   one-eighth  of  the  energy  of  metabolism  is 
furnished  by  the  liver  and  one-twelfth  by  the  kidneys. 
Frogs   were  found  to  be  affected  by  colchicine  50 
times  as  much  at  96°  F.  as  at  warmer  temperature. 

The  sense  of  smell  is  rendered  more  acute  by  the 
administration  of  strychnine,  and  also  by  cocaine,  in 
its  first  action. 

One  gramme  of  radium  produces  0.1  cubic  milli> 
meter  of  helium  per  day  under  normal  conditions. 

Metalhc  sodium,  enclosed  in  iron  tubes,  is  proposed 
lor  a  conductor  of  electricity  in  place  of  copper. 

The  violet  end  of  the  spectrum  gives  the  best  light 
for  near  objects,  and  the  red  end  for  distant  objects, 
for  distinct  vision. 

When  boiled  in  a  one-per-cent  solution  of  colloidal 
silver,  -wool  and  silk  are  dyed  brown,  and  cotton  is 
dyed  yellow.    The  colors  are  nearly  permanent. 

The  average  yearly  production  of  nux  vomica  seeds 
in  India  is  estimated  at  four  million  pounds,  and  valued 
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The  RaoBNT  Hibsibuppi  Floods.  — Here  is  Bjiother  view  of 
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at  $100,000.  The  United  States  uses  more  of  them 
than  any  other  country. 

Pure  gelatin  has  only  about  half  the  gelatiniEiog 
power  of  a  gelatin-containing  salt,  and  the  jelly  is 
morft  opaque. 

Zirconium  oxide  is  recommended  as  a  dusting  pow- 
der for  protecting  wounds,  etc.,  and  also  as  a  substitute 
for  bismuth  salt  in  x^ray  work. 

Diamonds — very  minute  ones^ — have  been  made  by 
reducing  illuminating  gas  with  mercury  at  a  tempera- 
ture of  100°  C. 

Radium  salts  are  readily  absorbed  by  colloidal  sub- 
stances, and  are  more  soluble  in  weak  solutions  of  col- 
loids (gums,  etc.)  than  in  pure  water. 

Profitable  Sickncu. — 

R.  C.  Treat  says  that  ambergris  is  caused  by  pieces 
of  cuttlefish  beaks  which  are  swallowed  by  the  sperm 
whale,  and  which  cause  an  irritation  in  the  intestines, 
and  this,  in  turn,  causes  a  secretion  to  form  around  the 
piece  of  bone.  The  beaks  of  cuttlefish  are  always 
found,  he  states,  in  unbroken  lumps  of  ambergris. 
Lumps  of  ambergris  have  been  found  weighing  from 
130  to  274  pounds. 

Colloidal  Explanations. — 

J.  Hoffman  claims  that  the  color  of  ultramarine  is 
due  to  the  presence  of  colloidal  sulphur  rather  than  to 
a  definite  chemical  compound.  Yellow,  brown,  and 
green  ultramarines  are  produced  by  adding  boron  or 
selenium  or  tellurium  to  ultramarines,  but  the  color 
does  not  depend  either  upon  the  particular  one  which  is 
added  or  on  its  amount,  except  in  part. 

Don't  be  Slowl — 

H.  Schade  thinks  that  gall-stones  are  formed  by 
the  very  slow  deposit  of  colloid  emulsions.  When  col- 
loids are  mixed  very  slowly,  drop  by  drop,  they  tend  to 
form  crystalline  spherical  masses,  the  larger  stones  be- 
ing deposited  the  more  slowly. 

Stay,  Biin— 

The  decomposition  of  glycerophosphates  by  water  is 
iirst  increased  then  decreased  by  acids,  according  to 
the  amount  present.  The  most  stable  form  is  that  in 
which  enough  acid  is  present  to  correspond  to  an  acid- 
glycerophosphate.     Heat  also  favors  decomposition. 
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pure  food  and  drug  men.  There  are  115  pages  bound 
in  cloth.  The  book  is  published  by  The  Kenyon  Co.» 
of  Des  Moines,  Iowa. 


A  Book  on  Pharmaceutical  Bacteriology. 

At  the  present  time  nearly  all  of  the  leading  col- 
leges of  pharmacy  give  instruction  in  bacteriology.  In 
many  of  these  institutions  the  courses  are  compulsory, 
forming  a  part  of  a  prescribed  curriculum.  Not  in- 
frequently the  lectures  are  supplemented  by  laboratory 
work,  although  students  of  pharmacy  do  not  always 
have  time  to  devote  themselves  to  special  laboratory 
methods  and  technique.  There  has  developed,  there- 
fore, a  course  on  what  we  might  term  pharmaceutical 
bacteriology,  a  study  that  is  suitably  adapted  to  the 
needs  of  the  pharmacist. 

Albert  Schneider,  M.D.,  Ph.D.,  has  just  brought  qut 
a  book  entitled  "Pharmaceutical  Bacteriology,"  bearing 
especially  on  the  subjects  of  disinfection  and  steriliza- 
tion. It  aims  to  give  the  druggist  a  fair  knowledge 
of  general  bacteriology,  in  order  that  he  may  compre- 
hend* quite  fully  the  significance  of  these  minute  organ- 
isms in  pharmaceutical  practice.  He  should  know  what 
pharmaceutical  preparations  and  what  medicinal  sub- 
stances are  likely  to  be  attacked  by  bacteria,  and  what 
changes  they  are  capable  of  producing  in  such  sub- 
stances. He  should  be  qualified  to  sterilize  his  phar- 
maceuticals. He  should  know  something  of  disinfect- 
ants and  antiseptics. 

To  give  druggists  a  knowledge  of  such  things  has 
been  the  aim  of  Dr.  Schneider  in  this  volume.  The 
book  is  well  edited  and  handsomely  illustrated.  It 
gives  the  student  a  general  knowledge  of  phagocytosis, 
of  leucocytosis  in  inflammatory  processes  and  in  pus 
formation.  The  chapter  on  immunity  is  extremely  in- 
teresting. Several  pages  are  devoted  to  bacterial  vac- 
cines, enzymes,  opsonins,  and  antitoxins.  The  various 
hygienic  measures  which  should  be  known  to  a  drug- 
gist are  also  described. 

"Pharmaceutical  Bacteriology"  is  published  by  P. 
Blakiston's  Son  &  Co.,  Philadelphia.  The  price  is  $2.00 
net. 


Microscopy. 

"Microscopy  and  the  Microscopical  Examination  of 
Drugs"  is  the  title  of  a  new  book  by  Charles  E.  Gabel, 
B.S.,  Ph.D.  Dr.  Gabel  is  Microscopical  Food  and  Drug 
Analyst  for  the  Iowa  State  Dairy  and  Food  Commis- 
sion, and  is  therefore  well  equipped  to  produce  a  work 
of  this  character.  He  attempts  to  simplify,  condense, 
and  present  the  fundamentals  of  microscopy,  a  very 
laudable  purpose,  since  the  importance  of  microscopy 
and  microscopical  methods  has  greatly  increased  in  re- 
cent years. 

Dr.  Gabel's  book  is  intended  especially  for  the  use 
of  the  pharmacist  and  medical  student.  It  practically 
covers  the  work  for  microscopy  and  histological  phar- 
macognosy as  suggested  by  the  National  Committee  in 
the  Pharmaceutical  Syllabus.  It  serves  also  as  an 
introduction  to  the  various  microscopical  studies  and 
methods  used  by  modern  physicians,  health  officers,  and 


A  Book  on  Commercial  Pharmacy. 

D.  Charles  O'Connor,  at  one  time  a  retail  druggist 
in  Fitchburg,  Mass.,  but  now  in  the  employ  of  F.  F. 
Ingram  &  Co.,  is  the  author  of  "A  Treatise  on  Com- 
mercial Pharmacy,"  published  by  the  J.  B.  Lippincott 
Company  of  Philadelphia.  The  book  is  qufte  an  am- 
bitious one  of  nearly  400  pages.  The  text  is  divided 
into  three  main  parts,  devoted  respectively  to  the  es- 
tablishment of  a  pharmacy,  the  management  of  a 
pharmacy,  and  the  development  of  a  pharmacy.  Un- 
der each  head  are  many  subdivisions,  so  that  in  all 
there  are  exactly  50  chapters.  Such  important  sub- 
jects are  discussed  as  taking  care  of  stock,  figuring 
profits,  establishing  a  bookkeeping  system,  the  treat- 
ment of  customers,  the  buying  of  goods,  the  selling 
of  goods,  advertising  methods,  window  displays,  special 
sales,  booming  different  departments  in  the  store,  and 
the  like.  The  volume  is  mainly  intended  as  the  an- 
alogue of  treatises  on  dispensing  pharmacy  which  are 
used  as  text-books  in  the  schools,  but  it  will  be  found 
of  service  also  to  the  proprietor  already  in  business 
who  is  anxious  to  reorganize  and  improve  his  methods. 
So  far  as  we  know,  it  is  the  first  comprehensive  book 
devoted  to  the  subject  of  commercial  pharmacy.  The 
price  is  $2.50. 


"Formula  Magistrales  GERMANiCiE." 

This  book  corresponds  in  a  way  to  our  National 
Formulary.  The  formulas  are  of  recognized  value  and 
aim  in  many  instances  to  provide  the  apothecary  with 
the  recipes  for  what  are  called  "factory-made  proprie- 
taries." 

The  arrangement  is  somewhat  different  from  that 
of  the  American  work.  The  formulas  are  classified 
into  therapeutic  rather  than  pharmaceutical  divisions. 
The  chapters  are  headed  "diaphoretics,"  "disinfectants," 
etc.,  whereas  in  the  National  Formulary  one  section  is 
devoted  to  elixirs,  another  to  ointments,  and  so  on. 

The  various  preparations  are  made  lip  of  medica- 
ments which  clinical  experience  has  shown  to  be  of 
service  in  medical  practice.  In  the  preface  the  physi- 
cian is  urged  to  prescribe  the  preparations  of  "Formulae 
Magistrates"  showing  that  the  N.  F.  and  U.  S.  P. 
propaganda  in  America  is  characteristic  of  a  movement 
world-wide  in  its  scope.  Apparently  the  same  agita- 
tion goes  on  among  the  German  apothecaries. 

"Formulae  Magistrales  Germanicae"  is  published  by 
the  Deutschen  Apotheker-Verein  in  Berlin. 


Pharmaceutical  Latin. 

"Pharmaceutical  Latin,"  by  Julius  William  Sturmer, 
Phar.D.,  is  now  in  its  second  edition.  This  book  aims 
to  present  a  course  sufficiently  extensive  for  the  needs 
of  American  prescription  practice,  and  at  the  same 
time  in  harmony  with  the  Pharmaceutical  Syllabus.  The 
second  edition  has  several  improvements  over  the  pre- 
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vious  one.  The  article  on  prescription  Latin  has  been 
considerably  enlarged.  The  chapter  on  verb  forms  has 
also  been  made  more  complete,  while  the  number  of 
Latin  exercises  has  been  increased.  In  the  back  of 
the  book  is  a  brief  Latin-English  dictionary  for  phar- 
macists. This  work  is  published  by  the  author,  J.  W. 
Stunner,  and  the  retail  price  is  ?1.25.  Dr.  Sturmer 
is  Professor  of  Pharmacy  in  Purdue  University,  La- 
fayette,  Indiana. 


Tanner  on  Poisons. 
The  necessity  of  printing  another  edition  of  this 
very  popular  little  manual  presented  the  opportunity 
for  revision.  Dr.  Tanner  has  made  several  changes  in 
his  memoranda  on  poisons,  including  notes  of  several 
synthetics  used  as  substitutes  for  morphine.  The 
toxicology  of  poisonous  foods  is  presented  and  anti- 
dotes g:tven  for  all  deadly  chemicals.  This  book  is 
published  by  P.  Blakiston's  Son  &  Co.,  of  Philadelphia. 


Report  of  the  Missouri  Botanical  Garden. 
The  Twenty-second  Annual  Report  of  the  Missouri 
Botanical  Garden  for  1911,  by  William  Trelease,  Direc- 
tor. St.  Louis,  Mo.,  has  just  been  issued.    The  present 


volume  is  fully  up  to  the  standard  set  by  earlier  edi- 
tions of  the  series  which  have  been  reviewed  in  these 
columns.  Besides  the  reports  of  the  Garden  officials, 
it  contains  six  scientific  papers.  Dr.  Trelease  himself 
has  three  papers  on  the  genus  Agave,  illustrated  with 
66  plates,  in  which  he  describes  and  names  32  new 
species  and  one  new  variety.  He  has  also  one  paper 
on  Yucca,  in  which  he  describes  two  new  species  and 
three  new  varieties,  illustrating  the  paper  with  five 
plates.  Dr.  C.  S.  Sargent  describes  14  new  species  and 
one  new  variety  of  Crataegus  from  Missouri.  Mr. 
David  Griffiths  describes  10  new  species  of  the  genus 
Opuntia,  illustrating  these  with  17  plates. 


Hampshire's  Volumetric  Analysis. 


Any  pharmacist  who  is  called  upon  to  do  analyt' 
ical  work  must  depend  to  a  great  extent  upon  his 
knowledge  of  quantitative  determinations.  Charles  H. 
Hampshire,  B.Sc.,  A.I.C,  of  London,  has  recently 
written  a  book  on  volumetric  analysis  especially  in- 
tended, for  druggists  and  students  of  general  chemis- 
try. Methods  of  estimating  acids  and  alkalies  are 
given  together  with  percentage  determinations  of  the 
more  common  metals.  The  work  is  published  by  P. 
Dlakislon's  Son  &  Co..  of  Philadelphia.  There  are 
104  pages  and  the  price  is  $1.23  net. 


A  Lbadibo  BmrrBSmn  eromE.— One  of  the  moat  remubible  letftU  biulBeasea  in  the  Soutb  U  ttut  ol  J.  i.  Schotb,  st  301B  Bod  KIIT 
HwkM Btteet, OklTBiton,  TeiH.  It  li  koommon  ujinr  iDOalTWton  uidviclnlCf :  "If  joairaDt  uvthinc  oniinul,  co  loficIioU'i 
tor  It  I "  He  keepe  v>  enomoDi  itoek,  kbA  pfanlcUni  tuive  crown  to  look  to  him  for  pnttinc  In  the  newer  eclentlfio  product!  es  taat 
■e  ther  mre  mmrketsd.  HU  pieacrlptlon  bnetneee  la  one  ol  the  bti  feMurei  ot  the  eetablUuneut,  uid  tliii  deputniBiit  •lone  woold 
fiiit3  the  kvents  dnvciit.  Prom  210  to  BOO  prsKriptlou  an  diepented  daily-  Bverj  deputmoit  In  the  slon.  however.  \a  eqiuUr 
wni  ueuful.  uid  procreea  and  crowth  are  cbaractertitlc  ot  tbe  Bchott  bniinMi  In  everjr  detail.  Inddentallr  It  m 
Kr.  Bohott  h»  the  reiiDtatloii  of  belnc  the  mo*t  dirtinsnlihed  follower  ot  Isaac  Walton  on  Ol 
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Information  is  given  in  this  department  under 
the  following  conditions  only:  (/)  No  queries  are 
answered  by  mail;  (2)  queries  must  reach  us  before 
the  15th  of  the  month  to  be  ajiswered  in  the  Bui^i^B- 
TiN  of  the  month  following:  (j)  inquirers  must  in 
every  instance  be  regular  subscribers;  and  {4) 
names  and  addresses  must  be  affixed  to  all  com- 
munications. 


Hair  Dyes. 

W.  P.  M.  wants  a  formula  for  a  brown  and  a  black 
hair  dye.  The  following  formula  is  said  to  stain 
the  hair  brown: 

Nutgalls    50  grammes. 

Water 300  grammes. 

Ferrous  sulphate  10  grammes. 

Boil  the  nutgalls  in  the  water,  strain^  in  the  colate  dissolve 
the  iron  salt,  and  evaporate  the  liquid  to  two-thirds  its  original 
volume. 

The  following  is  said  to  yield  a  dye  which  stains 
the  hair  brown  immediately  upon  application: 

Gallic  acid 10  grammes. 

Ferric  chloride  8  grammes. 

Water   100  grammes. 

Aectic    acid 8  grammes. 

Dissolve  the  acid  and  the  ferric  chloride  in  the  water.  Add 
the  acetic  acid  shortly  before  applying.  The  hair  must  be  thor- 
oughly washed  in  order  to  deprive  it  of  fat  and  dried  before  ap- 
plying the  dye. 

White  hair  is  said  to  be  dyed  brown  by  the  fol- 
lowing : 

Red  wine 120  grammes. 

Ferrous  sulphate 8  grammes. 

Boil  for  one  minute.  Apply  to  the  hair  twice  a  week,  and 
let  it  dry  after  every  application  until  the  desired  result  is  ob- 
tained. 

Black. — (a)  Sulphate  of  iron,  10  grains;  glycerin, 
1  ounce;  water,  1  4>int.  The  hair  must  be  thoroughly 
washed  with  this  mixture,  dried,  and  brushed  once 
daily  for  three  days;  then  the  following  preparation 
(h)  should  be  applied,  on  a  small-toothed  comb,  but 
it  should  not  be  allowed  to  touch  the  skin  if  the  other 
preparation  has  done  so,  as  a  temporary  stain  would 
result:  (6)  Gallic  acid,  4  grains;  tannic  acid,  4  grains; 
water,  1^4  ounces.  After  the  first  application  of  for- 
mula (a)  the  hair  should  be  allowed  to  dry,  and  then 
be  brushed.  Subsequently,  both  formulas  may  be  used 
once  daily,  at  an  interval  of  an  hour  or  so,  until  a 
black  color  is  produced. 

The  silver  hair  dyes  are  harmless  and  quick  in  ac- 
tion. Here  is  a  two-bottle  preparation  that  is  found 
in  a  reliable  book: 

NO.    1    BOTTLE. 

Pyrogallic  acid ^  drachm. 

Sodium  metasulphite 10  grains. 

Water  to  make 2  ounces. 

NO.    2   BOTTLB. 

Silver  nitrate 1  scruple. 

Stronger   ammonia  water,  a   sufficient  quantity. 
Water  to  make 2  ounces. 

Dissolve  the  nitrate  in  ^  ounce  of  water,  add  ammonia  until 
the  precipitate  is  redissolved,  and  make  up  to  2  ounces  with  water. 

Two-bottle  hair  dyes  are  put  up  in  cases  to  hold  a 
1-ounce  (No.  1)  and  a  2-ounce  (No.  2),  or  propor- 
tionately larger  bottles,  with  two  short-handled  tooth- 


brushes of  black  and  white  bristle.    The  directions  for 
use  are  as  follows: 

Cleanse  the  hair  from  all  grease  by  washiiigr  it 
with  warm  water  having  a  little  washing-soda  dis- 
solved in  it,  and  dry  with  a  towel.  Next  pour  a  little 
of  fluid  No.  1  into  a  saucer  and  apply  with  the  w^hite- 
haired  brush;  immediately  afterwards  use  No.  2  in  the 
same  way  with  the  black  brush,  avoiding  as  much  as 
possible  touching  the  skin.  Wipe  the  parts  around  the 
hair  receiving  the  dye  with  a  damp  sponge,  and  do  not 
wash  or  grease  the  hair  for  several  hours  after  its 
application.    It  is  preferable  to  apply  the  dye  at  night. 

The  more  silver  there  is  in  the  preparation,  the 
darker  the  dye  is.  Five  grains  of  nitrate  to  the  ounce 
is  the  proportion  for  brown  dye. 


Some  Interesting  Incompatibilities  Explained. 

A.  &  Co.  submits  two  prescriptions  ^nd  asks  that 
we  discuss  their  incompatibilities  fully.  The  formulas 
are  as  follows: 

(1)     Calomel 16  grains. 

Sodium  bicarbonate 20  grains. 

Powdered  rhubarb 15  grains. 

Powdered  potassium  chlorate 15  grains. 

Aloin    5   grains. 

Mix  and  make  12  capsules. 

(2)     Quinine    bisulphate 100  grains. 

Fowler's  solution 2^  drachms. 

Syrup  of  orange  peel 2  ounces. 

Water  to  make 4  ounces. 

Mix  and  make  solution. 

Our  correspondent  asks,  referring  to  prescription 
number  1 :  "Would  the  calomel  and  potassium  chlor- 
ate form  bichloride  of  mercury,  and  if  so,  in  what 
proportions.  In  number  2  the  Fowler's  solution  appears 
to  throw  down  the  quinine  bisulphate.  Why  does  this 
take  place?  A  small  quantity  of  dilute  hydrochloric 
acid  will  redissolve  the  quinine,  but  is  not  this  addition 
likely  to  precipitate  the  arsenic  in  the  Fowler's  solu- 
tion? 

"Do  you  consider  it  safe  for  a  druggist  to  dispense 
these  prescriptions?  Is  it  ever  wise  to  send  out  a 
prescription  in  which  are  both  Fowler's  solution  and 
one  of  the  common  acids? 

"Kindly  suggest  a  complete  work  on  incompatibili- 
ties and  g^ive  the  name  and  address  of  the  publisher.'' 

In  prescription  number  1,  there  would  be  no  re- 
action while  the  powders  were  in  a  dry  form.  When 
taken  into  the  stomach  the  potassium  chlorate  with  the 
hydrochloric  acid  of  the  gastric  juice  would  undoubt- 
edly oxidize  the  calomel,  forming  mercuric  chloride. 
This  change  would  take  place  slowly,  and  possibly  the 
drugs  would  pass  out  of  the  stomach  before  it  could 
develop.  Ruddiman  says,  about  a  very  similar  pre- 
scription, that  "when  the  calomel  and  potassium  chlor- 
ate were  mixed  with  a  4-per-cent  solution  of  hydro- 
chloric acid  and  the  mixture  allowed  to  stand  for  some 
time,  tests  for  mercuric  chloride  could  be  obtained. 
Although  this  may  be  considered  a  rather  dangerous 
prescription,  it  has  been  filled  and  taken  without  ap- 
parent effect."  From  this  wc  should  judge  the  chem- 
ical change  was  more  theoretical  than  actual. 

In  "Scoville's  Art  of  Compounding"  the  statement 
is  made  that  sodium  bicarbonate  with  calomel  forms 
corrosive  sublimate,  the  change  not  taking  place  within 
four  to  six  weeks,  so  that,  except  under  unusual  con- 
ditions, any  prescription  would  be  used  before  mercuric 
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chloride  is  formed.  It  is  a  very  common  practice  of 
physicians  to  direct  the  use  of  these  two  chemicals  to- 
gether, and  no  ill  effect  seems  to  have  resulted. 

Passing  now  to  prescription  number  2,  precipitation 
is  of  course  due  to  the  excess  of  potassium  carbonate, 
quinine  alkaloid  being  precipitated,  which  our  querist 
redissolves  with  hydrochloric  acid.  In  making  the 
Fowler's  solution,  an  excess  of  potassium  bicarbonate 
is  used  in  dissolving  the  ASaOs.  On  boiling  the 
AS3O3  goes  into  solution  as  potassium  arsenite, 
and  the  excess  bicarbonate  is  converted  into  carbonate. 
The  trouble  is  therefore  due  to  the  carbonate  and  not 
the  arsenic.  The  hydrochloric  acid  puts  the  quinine 
back  into  solution  and  also  makes  a  good  solvent  for 
the  arsenic  instead  of  precipitating  it.  Some  efferves- 
cence is  noted,  due  to  the  decomposition  of  the  car- 
bonate. To  avoid  any  difficulties,  we  call  our  quer- 
ist's attention  to  the  two  official  arsenic  solutions,  both 
of  which  contain  1-per-cent  AS2O3.  But  Fowler's  so- 
lution is  alkaline  while  the  solution  of  arsenous  acid 
is  acid.  If  our  querist  will  use  the  latter  in  his  pre- 
scription, he  will  have  no  trouble  to  contend  with,  and 
in  my  opinion  would  not  be  taking  any  undue  liberties 
with  the  physicians.  It  is  up  to  the  druggist  to  cor- 
rect such  an  incompatibility  in .  a  physician's  prescrip- 
tion. 

A  complete  work  on  "Incompatibilities"  is  a  book 
by  that  name  published  by  John  Wiley  &  Sons,  New 
York  and  London.  The  author  is  Edsel  A.  Ruddiman, 
Ph.M.,  M.D.  There  are  312  pages.  The  price  is  $2.00 
in  cloth. 


Lacquers  for  Brass. 

C.  F.  S.  writes:  "I  want  the  formula  of  a  prepara- 
tion to  prevent  brass  from  tarnishing.  I  believe  such  a 
product  is  used  by  manufacturers  of  brass  beds,  the 
brass  being  coated  with  it  after  it  has  been  polished 
to  protect  the  metal  from  air  and  moisture." 

Here  are  five  formulas  of  lacquers  for  brass: 

1.  Seed-lac,  dragon's-blood,  annatto,  and  gamboge,  of  each  4 
ounces;  saffron^  1  ounce;  alcohol,  10  pints. 

2.  Turmeric,  1  pound;  annatto,  2  ounces;  shellac  and  gum 
juniper,  of  each  12  ounces;  alcohol,  12  ounces. 

8.  Seed-lac,  0  ounces;  dragon's-blood,  40  grains;  amber  and 
copal,  triturated  in  a  mortar,  2  ounces;  extract  of  red  saunders, 
H  drachm;  Oriental  saffron,  36  grains;  coarsely  powdered  glass, 
4  ounces;  absolute  alcohol,  40  ounces.      Very  fine. 

4.  Seed-lac,  8  ounces;  amber  and  gamboge,  of  each  2  ounces; 
extract  of  red  saunders,  ^  drachm;  dragon's-blood,  1  drachm; 
laffron,  J^  drachm;  alcohol,  2  pints  4  ounces. 

6.  Turmeric,  6  drachms;  saffron,  15  grains;  hot  alcohol,  1 
pint;  draw  the  tincture,  and  add  gamboge,  6  drachms;  gum  san- 
darac  and  gum  elemi.  of  eacTh  2  ounces;  dragon's-blood  and 
leed-lac,  of  each  1  ounce. 

The   following  precautions   should   be  observed: 

1.  Be  sure  there  is  no  oil  or  grease  on  the  brass; 
do  not  touch  the  work  with  the  fingers;  hold  it  with 
spring  tongs  or  a  taper  stick  in  some  of  the  holes. 

2.  Always  handle  with  a  piece  of  clean  cloth. 

3.  Heat  the  work  so  hot  that  the  brush  will  smoke 
when  applied,  but  avoid  overheating,  as  it  burns  the 
lacquer. 

4.  It  is  well  to  fasten  a  small  wire  across  the 
lacqaer  cup,  from  side  to  side,  to  scrape  any  super- 
fluous lacquer.  The  brush  should  have  the  ends  of 
the  hairs  all  exactly  even.  If  not  so,  trim  the  ends 
with  sharp  scissors. 

5.  Scrape  the  brush  as  dry  as  possible  on  the  wire, 
making  a  flat  smooth  point  at  the  same  time. 


6.  Use  the  very  tip  of  the  brush  to  lacquer  with,  and 
carry  a  steady  hand. 

7.  Put  on  at  least  two  coats.  It  is  well,  to  make 
a  very  durable  coat,  to  blaze  off  after  each  coat  with 
a  spirit  lamp  or  Bunsen  burner,  taking  care  not  to 
overheat  and  burn  the  lacquer. 

8.  If  the  lacquer  is  too  thick,  it  will  look  gummy 
on  the  work.  If  too  thin,  it  will  show  prismatic  col- 
ors. In  the  first  case  add  a  little  alcohol;  in  the  lat- 
ter, set  the  cup  on  the  stove  and  evaporate  some. 

9.  Avoid  handling  lacquered  work  until  cold. 


Soluble  Wash  Bluing. 

S.  D.  F. — The  following  is  said  to  make  one  of 
the  best  wash  bluings  known,  and  when  prepared  in 
quantity  is  very  cheap:  Dissolve  217  parts  of  potas- 
sium ferrocyanide  in  750  parts  of  distilled  water,  and 
to  the  solution  add  sufficient  water  to  make  in  all 
1000  parts.  In  another  vessel  dissolve  100  parts  of 
ferric  chloride  in  sufficient  distilled  water,  and  bring 
the  solution  up  to  1000  parts  as  before.  Make  a  cold 
saturated  solution  of  sodium  sulphate  in  distilled  water, 
and  of  the  solution  add  2000  parts  to  each  of  the  two 
iron  solutions  (making  3000  parts  of  each).  Now 
add  the  chloride  solution  to  the  ferrocyanide  little  by 
little,  under  constant  stirring.  After  the  last  of  the 
ferric  chloride  is  added  continue  the  stirring  for  some 
time.  Filter  off  the  liquid  and  wash  the  residue  on 
the  filter  with  distilled  water  until  the  wash  water 
comes  off  a  deep  blue  color.  After  washing,  spread 
the  mass  out  to  dry,  either  at  ordinary  temperature  or 
by  artificial  heat.  When  dry,  a  lump  of  this  sub- 
stance, which  is  soluble  Prussian  blue,  breaks  with  a 
fine,  bronze-colored  fracture.  It  is  completely  and 
easily  soluble  in  water,  hot  or  cold.  With  the  addition 
of  a  little  mucilage  it  makes,  when  dissolved  in  water, 
a  beautiful  blue  ink,  and  may  be  also  used  for  hand- 
stamp  ink.  As  a  laundry  bluing  it  is  said  to  leave 
nothing  to  be  desired  either  in  cost  or  quality. 


Boards  which  Exchange  Certificates. 

H.  H.  T. — A  full  list  of  the  secretaries  of  the  dif- 
ferent boards  of  pharmacy  throughout  the  country 
was  published  in  the  Bulletin  of  Pharmacy  for  July, 
1911,  page  306.  If  you  do  not  happen  to  have  a  copy 
of  this  particular  issue,  the  publisher  will  doubtless 
be  able  to  send  ^ou  one  at  the  customary  price  of  ten 
cents.  You  ask  also  about  the  list  of  the  States  which 
interchange  certificates  with  one  another.  It  is  very 
difficult  to  give  this  information  for  the  reason  that 
the  boards  are  constantly  changing  their  requirements. 
If  you  will  write  the  secretary  of  the  board  of  that 
particular  State  in  which  you  desire  to  practice,  he 
will  give  you  all  the  information  required. 

Back  in  the  Bulletin  of  Pharmacy  for  February, 
1909,  on  page  84,  we  gave  a  list  of  pharmacy  boards 
which  at  that  time  accepted  the  certificates  of  other 
boards,  and  another  list  of  those  which  accepted  col- 
lege diplomas  in  lieu  of  examinations.  The  informa- 
tion printed  on  that  occasion  may  be  of  some  use  to 
you,  although,  as  we  have  already  stated,  it  is  not  up 
to  date,  and  the  situation  may  now  be  somewhat  dif- 
ferent. 
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Stock  Dip  and  Lice  Killer. 

W.  D.  Co.  wants  a  formula  for  the  preparation  of 
a  stock  dip  and  lice  killer. 

The  following  formula  for  a  sheep  dip  is  recom- 
mended by  the  United  States  Department  of  Agricul- 
ture.   It  should  be  generally  serviceable  for  stock: 

Soap   1  pound. 

Crude  carbolic  acid 1  pint. 

Water 60  gallons. 

Dissolve  the  soap  in  a  gallon  or  more  of  boiling  water,  add 
the  acid,  and  stir  thoroughly. 

The  following  formulas  have  been  approved  by  the 
British  Board  of  Agriculture: 

LIME  AND  SULPHUR  DIP. 

Mix  25  pounds  of  sulphur  with  12^  pounds  of  good 
quicklime.  Triturate  the  mixture  with  water  to  a 
smooth  cream  and  transfer  this  to  a  boiler  of  20  gal- 
lons capacity.  Make  up  the  volume  with  water  to  20 
gallons,  boil  and  stir  during  half  an  hour,  when  the 
liquid  should  have  a  dark-red  color.  If  yellowish, 
continue  the  boiling  until  the  dark-red  color  is  ob- 
tained, keeping  the  volume  at  20  gallons.  When  the 
liquid  is  cooked  decant  off  from  any  small  quantity  of 
insoluble  residue  and  make  up  the  volume  to  100 
gallons  with  water. 

CARBOLIC   ACID   AND   SOFT    SOAP   DIP. 

Dissolve  5  pounds  of  good  soft  soap,  with  gentle 
warming,  in  3  quarts  of  good  crude  carbolic  acid.  Mix 
the  liquid  with  sufficient  water  to  make  100  gallons. 


Tartar  Emetic;  Oil  of  Wine. 

J.  S.  submits  two  queries.  He  asks  whether  the 
pentoxide  of  antimony  can  be  used  instead  of  the 
trioxide  in  making  tartar  emetic.  He  also  wants  to 
know  the  difference,  chemical  and  therapeutic,  between 
light  and  heavy  oils  of  wine. 

The  United  States  Dispensatory  gives  potassium 
bitartrate  and  antimony  trioxide  as  the  ingredients  for 
the  manufacture  of  tartar  emetic.  Without  inquiring 
into  the  chemical  possibility  of  using  the  pentoxide 
we  say  no  to  your  query,  for  the  reason  that  the 
resulting  product  is  apt  to  be  much  more  poisonous 
than  if  made  in  the  usual  way.  We  reason  by  an- 
alogy that  since  pentoxide  of  arsenic  is  far  more  toxic 
than  trioxide,  the  same  difference  may  hold  true  of  . 
antimony  oxides.  Better  follow  the  official  method 
for  making  tartar  emetic  and  be  safe. 

The  chemical  differences  between  heavy  and  light 
oils  of  wine  are  described  on  page  827  of  the  last 
edition  of  the  United  States  Dispensatory.  On  page 
828  the  medical  properties  of  the  heavy  oil  are  given. 
We  can  add  nothing  to  what  is  stated  there. 


Upon  it  place  a  small  drop  of  mercury;  a  drop  the 
size  of  a  pin's  head  will  be  sufficient  for  a  surface 
equal  to  the  size  of  the  nail.  The  mercury  spreads 
immediately,  penetrates  the  amalgam  to  where  it  was 
'  cut  off  with  the  knife,  and  the  required  piece  may  be 
now  lifted  and  removed  to  the  place  to  be  repaired. 
This  is  the  most  difficult  part  of  the  operation.  Then 
press  lightly  the  renewed  portion  with  cotton;  it  hard- 
ens almost  immediately,  and  the  glass  presents  the 
same  appearance. 

Preventing  Raised  Checks, 

B.  &  P.  write  us  as  follows:  "Please  tell  us  the 
best  way  to  prevent  our  checks  being  raised.  We  do 
not  care  to  spend  $30  for  a  protectograph.  Is  there  a 
check  or  paper  that  is  safe?" 

A  protectograph  is,  of  course,  the  best  safeguard 
against  raised  checks.     Many  banks,  however,  supply 
checks  with  a  design  lithographed  on  a  smooth  surface 
so  that  any  erasure  shows  up  plainly.     The  Calvert 
Lithographing  Company  of  Detroit  and  other  houses 
can  doubtless  furnish  you  with  such  blanks.     Again, 
some   firms   have   an   understanding   with   the   banks 
whereby  the  amount  of  the  check  is  written  in  red  ink 
through  the  signature.    That  insures  a  certain  amount 
of  protection.     Of  course,  the  trouble  lies  in  writing 
checks  for  such  sums  as  five  dollars  or  eight  dollars 
where  the  bearer  can  change  the  amount  to  fifty  or 
eighty. 

Waxed   Paper  for  Envelopes. 

J.  B.  R.  writes :  "Can  you  give  us  any  information 
as  to  the  process  of  rendering  paper  transparent,  sim- 
ilar to  that  used  by  the  manufacturers  of  envelopes 
designed  to  show  the  name  and  address  through  the 
paper  ?" 

This  is  probably  waxed  or  paraffin  paper.  We  do 
not  know  the  process  of  manufacture.  Possibly  tissue- 
paper  is  run  over  a  roller  which  is  wet  with  paraffin 
oil.    Why  not  buy  it  ready  made? 


Rcsilvering  Mirrors. 

J.  R.  M.  wants  a  method  for  resilvering  mirrors. 

Clean  the  bare  portion  of  the  glass  by  rubbing  it 
gently  with  fine  cotton,  taking  care  to  remove  any 
trace  of  dust  and  grease.  If  this  cleaning  be  not  done 
very  carefully,  defects  will  appear  around  the  place 
repaired.  With  the  point  of  a  penknife  cut  upon  the 
back  of  another  looking-glass  around  a  portion  of  the 
silvering   of   the    required   form,   but   a   little   larger. 


An  Orange  Drink. 

W.  D.  Co. — We  do  not  know  the  composition  of 
the  proprietary  preparation  which  you  mention.  The 
"Spatula  Soda  Water  Guide"  gives  the  following  for- 
mula for  an  orange  drink: 

Orange  syrup   1>4   ounces. 

Juice  of  one-half  lemon. 
Ice,  two-thirds. 
Soda,  sufficient. 

Ice-cream    Powder. 

A.  R.  H. — We  do  not  know  the  composition  of  the 
proprietary  compound  which  you  mention,  but  the  fol- 
lowing formula  for  ice-cream  powder  is  found  in  the 
literature : 

Powdered  starch 1  ounce. 

Powdered  sugar 1  ounce. 

Essence  of  almonds .10  minims. 

Essence  of  vanilla 10  minima. 

Mix  well  and  sift. 

This  quantity  is  sufficient  for  a  pint  of  milk,  with 
which  it  is  to  be  mixed,  then  brought  to  the  boil,  and 
when  cold  put  in  the  freezer. 

Other  coloring  and  flavoring  agents  may  be  used 
if  desired,  according  to  the  kind  of  ice  cream  wanted. 
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TBB  STATE 
ASSOCIATIONS. 


The  State  pharmaceutical 
associations  occupy  the  center 
of  the  Stage  at  this  season  of 
the  year.  Two  or  three  of  them  are  now 
meeting  every  week,  and  we  find  that  certain 
reforms  are  being  agitated  by  many  of  them 
with  a  good  deal  of  unanimity.  There  seems 
to  be  a  general  movement,  for  instance,  to 
secure  legislation  >vhich,  if  possible,  will  very 
largely  restrict  the  sale  of  patent  medicines  to 
druggists. 

Out  at  the  Iowa  meeting  the  other  day  we 
were  informed  that  the  Board  of  Pharmacy, 
fortified  by  an  opinion  from  the  Attorney- 
General,  had  brought  suit  against  certain  gro- 
cers for  the  sale  of  proprietary  medicines  con- 
taining drugs  mentioned  in  the  pharmacy  act. 
The  Proprietary  Association  of  America  was 
defending  at  least  one  of  the  suits,  and  the 


association  was  therefore  urging  the  advis- 
ability of  adopting  the  new  Freericks-N.  A.  R. 
D.  measure,  which  would  compel  all  patent 
medicines  to  bear  on  their  labels  a  statement 
of  the  content  of  potent  ingredients,  and  of 
alcohol  beyond  a  certain  percentage.  Mr. 
Freericks'  idea  is  that  with  such  information 
on  the  label,  the  public  need  would  be  shown 
of  having  the  sale  of  many  patent  medicines 
restricted  to  educated  pharmacists,  qualified  to 
advise  customers  on  professional  matters  of 
this  character.  The  Iowa  Association  will 
endeavor  to  have  a  law  of  this  kind  enacted, 
and  several  other  State  bodies  are  considering 
legislation  of  much  the  same  character. 

Then,  too,  a  number  of  the  State  associa- 
tions have  exhibited  a  good  deal  of  impatience 
because  physicians  have  not  been  brought 
under  the  scope  of  the  food  and  drug  laws. 
This  point  has  been  discussed  at  several  meet- 
ings, and  in  two  or  three  instances  it  has  been 
voted  to  attempt  legislation  which  would  give 
the  board  of  pharmacy  or  other  enforcing 
authority  the  same  supervision  over  drugs 
dispensed  by  physicians  which  it  has  over 
those  dispensed  in  drug  stores.  Thus  it  will 
be  seen  that  the  druggists  are  endeavoring  to 
restrict  the  competition  of  grocers  on  the  one 
hand  and  physicians  on  the  other. 


PIBB  ANTITOXIN 
NUISANCE. 


Another  note  which  has  been 
struck  at  a  number  of  the 
State  meetings  is  that  of 
opposition  to  the  action  of  some  of  the  States 
in  distributing  free  antidiphtheric  serum. 
This  is  what  Charles  B.  Sears,  president  of 
the  New  York  State  Pharmaceutical  Associa- 
tion, had  to  say  on  the  subject  in  his  annual 
address : 

There  is  a  growing  tendency  among  a  certain  class 
of  medical  practitioners  to  avail  themselves  of  the  use 
of  State  free  antitoxin  for  their  own  pecuniary  benefit. 
The  object  of  free  antitoxin,,  to  give  the  needy  the 
benefit  of  curative  treatment  which  would  be  beyond 
their  means,  is  commendable,  but  the  abuse  of  this 
privilege  is  very  reprehensible  and  a  burden  upon  the 
State,  an  injustice  to  the  balance  of  the  medical  pro- 
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fession,  the  drug  trade,  and  to  the  laboratories  which 
maintain  expensive  equipment  and  a  corps  of  studious 
workers  perfecting  the  various  antitoxin  serums  and 
bacterial  vaccines.  It  is  recommended  that  this  associa- 
tion take  such  action  as  to  bring  about  a  correction  of 
this  abuse,  limiting  the  use  of  free  treatment  in  those 
cases  dependent  upon  charity  to  cases  treated  by  physi- 
cians employed  by  the  department  of  charity  or  health. 

There  is  no  doubt  at  all  that  this  abuse  has 
grown  greatly  within  the  last  few  years,  not 
only  among  some  of  the  State  governments, 
but  in  many  of  the  cities  as  well.  Waiving 
cases  of  absolute  poverty,  there  is  no  more 
reason  for  a  State  or  a  municipality  to  manu- 
facture and  give  away  serums  than  for  it  to 
manufacture  and  distribute  shoes  or  auto- 
mobiles. It  is  a  distinct  interference  with 
private  industry.  President  Jacob  Schrodt,  of 
the  Texas  Pharmaceutical  Association,  de- 
plored the  establishment  of  an  antitoxin  fac- 
tory in  his  State,  and  declared  it  a  useless 
expense  to  taxpayers,  an  injustice  to  retail 
distributers  of  medicines,  and  an  unwarranted 
interference  with  the  rights  of  manufacturers. 


Legislative  matters,  indeed, 
mmSm^.      seem  to  have  attracted  the 

major  share  of  attention  at 
most  of  the  State  meetings  this  year,  and  in  at 
least  two  or  three  States  we  find  the  druggists 
at  loggerheads  with  one  another.  In  New 
Jersey  a  year  ago  it  was  voted  by  a  small 
majority  to  seek  the  enactment  of  a  graduation 
prerequisite  law.  Subsequently,  however, 
when  the  bill  was  introduced  in  the  legislature, 
it  was  vigorously  opposed  by  the  minority 
faction  in  the  State  Association.  The  legis- 
lature, finding  the  druggists  divided  among 
themselves,  therefore  took  the  easiest  course 
and  let  the  bill  die. 

This  situation  formed  the  main  theme  of  the 
report  of  George  M.  Beringer,  chairman  of  the 
Legislative  Committee  of  the  Association,  at 
the  recent  annual  meeting.  He  charged,  more- 
over, that  some  of  those  who  had  supported 
the  bill  in  the  discussion  at  the  1911  meeting, 
had  stabbed  it  in  the  back  afterwards.  His 
report  called  forth  a  vigorous  debate,  and  Mr. 
Beringer  himself  conceded  that  under  the  cir- 
cumstances it  would  probably  be  necessary  to 
carry  on  a  campaign  of  education  among  the 
druggists  of  the  State  before  attempting  to 
introduce  another  prerequisite  bill  in  the  legis- 
lature. 


Out  in  Minnesota,  where  the  graduation 
prerequisite  idea  has  been  discussed  for  sev- 
eral years,  we  find  that  at  the  recent  annual 
meeting  of  the  State  association  a  vote  was 
taken,  resulting  in  a  small  majority  in  favor 
of  the  measure.  This  majority  was  so  slight, 
however,  as  to  breed  the  suspicion  that  the 
history  of  the  New  Jersey  bill  may  be  repeated. 
The  minority  in  opposition  very  strenuously 
presented  its  objections,  and  it  is  too  much  to 
expect  that  it  will  keep  quiet  when  the  bill  is 
up  for  discussion  in  the  legislature. 

All  of  which  constrains  us  to  say,  what  we 
have  said  on  many  occasions  before,  that  pro- 
gressive legislation  of  this  character  can  be 
secured  only  when  it  has  a  large  body  of 
sentiment  behind  it.  The  question  has  been 
fought  over  every  year  at  the  Illinois  meetings 
for  five  or  six  years,  perhaps  longer,  but  only 
now  has  a  sufficiently  large  number  of  drug- 
gists in  the  State  come  to  look  upon  the  step 
as  necessary.  We  reported  last  month  that  a 
popular  vote  had  been  taken  throughout  the 
State  and  that  at  last  the  drug  trade  was  found 
to  be  almost  a  unit  in  support  of  the  proposi- 
tion. 

4c  4c  4c 

And  while  speaking  of  the 
PM^SYLVANiA^  differences  between  drug- 
gists over  legislative  matters, 
we  are  reminded  that  another  storm  seems  to 
be  sweeping  over  the  grand  old  Republican 
State  of  Pennsylvania.  The  drug  trade  there 
has  been  largely  torn  up  for  three  or  four 
years  over  an  attempt  to  secure  amendments 
to  the  State  pharmacy  and  anti-narcotic  laws. 
At  the  State  meeting  last  year  the  retort  cour- 
teous was  bandied  back  and  forth  with  a  good 
deal  of  freedom,  and  it  was  finally  decided  to 
make  another  attempt  to  get  together  this 
year.  New  drafts  of  a  pharmacy  bill  and  an 
anti-narcotic  measure  were  printed  and  dis- 
tributed a  month  or  two  prior  to  the  meeting, 
and  at  the  meeting  itself  they  were  subse- 
quently amended  somewhat  and  approved  by  a 
small  majority. 

This  majority  was  so  slight,  however,  and 
the  opposition  was  so  determined,  that  mutter- 
ings  of  discontent  have  been  heard  ever  since. 
The  Philadelphia  contingent,  for  instance,  be- 
lieve that  nothing  should  be  attempted  in  the 
way  of  anti-narcotic  legislation  until  the  Fed- 
eral government  has  passed  one  of  the  bills 
now  under  consideration  in  Congress.      The 
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country  druggists,  on  the  other  hand,  are  very 
indignant  over  that  feature  of  the  pharmacy 
draft  which  provides  that  general  stores  over 
three  miles  from  a  pharmacy  shall  be  licensed 
to  sell  certain  drugs  and  medicines  in  original 
packages.  Although  beaten  at  the  State  meet- 
ing, these  factions  still  insist  that  they  will 
not  lie  down,  and  a  typical  expression  was 
that  of  Walter  Roth  well  of  Hatboro,  who 
declared  at  a  recent  meeting  of  the  P.  A.  R.  D. 
that  "We  countrymen  are  opposed  to  both 
these  laws,  and  we  propose  to  get  a  steering 
committee  to  work  on  the  various  legislators 
of  the  State  with  a  view  to  having  the 
measures  killed." 

It  would  seem  apparent  that  nothing  can  be 
done  until  the  drug  trade  of  Pennsylvania  gets 
closer  together  on  this  proposition.  That  all 
legislation  is  the  result  of  compromise  has 
been  pointed  out  over  and  over  again,  and  the 
druggists  of  Pennsylvania  must  apparently 
minimize  their  differences  before  anything  can 
be  done  in  the  way  of  securing  adequate  legis- 
lation. 

4c  4e  4c 

FBATUus  or      Waiving    the    Pennsylvania 
PENNSYLVANIA     auti-uarcotic  bill,  the  princi- 
pal   feature   of   which   pro- 
vides for  a  record  of  all  sales,  the  pharmacy 
bill  finally  approved  by  a  small  majority  of  the 
State  Association  contains  the  following  as  its 
main  provisions :    It  declares  for  the  licensing 
of  the  drug  stores  of  the  State  at  an  annual 
fee  of  one  dollar;  the  licensing  of  registered 
pharmacists  and  qualified  assistants;  the  per- 
mission  of  the  licensed  general   store,   over 
three  miles  from  a  pharmacy,  to  sell  drugs  for 
medicinal   uses  in   original  packages  put  up 
under  the  supervision  of  a  registered  phar- 
macist; the  exchange  of  State  board  certifi- 
cates with  the  boards  of  other  States  having 
equal  requirements  for  registration;  the  elim- 
ination from  the  list  of  poisons,  the  sales  of 
which  have  to  be  registered  and  the  article 
labeled,  of  colors  ground  in  oil,  white  lead,  and 
lead  products  for  technical  purposes,  and  mak- 
ing a  misdemeanor  of  the  failure  to  recognize 
the  request  in  writing  by  a  physician  that  his 
prescription  be  not  renewed.    As  prescriptions, 
according  to  the  proposed  law,  must  be  kept 
on  file  by  the  pharmacist  for  at  least  five  years, 
this  law  virtually  settles  in  Pennsylvania  the 
question  of  the  ownership  of  the  prescription. 


N.  A.  1.  D. 

LBOISLATIVB 

GONPBIBNCB. 


In  the  foregoing  paragraphs 
we  have  touched  very  lightly 
on  some  of  the  legislative 
questions  now  agitating  the  druggists  of  the 
country,  as  represented  in  their  State  pharma- 
ceutical associations.  On  a  number  of  these 
questions  there  are  as  yet  great  differences  of 
opinion.  Sentiment  must  be  crystallized  be- 
fore successful  and  desirable  legislation  can  be 
achieved. 

Under  the  circumstances,  therefore,  we  con- 
sider it  very  fortunate  that  the  N.  A.  R.  D.  is 
making  preparations  to  have  another  legisla- 
tive conference  at  the  forthcoming  meeting  of 
the  organization  in  Milwaukee.  A  conference 
was  called  at  Niagara  Falls  last  year,  but  ow- 
ing to  the  sudden  illness  of  Judge  Errant,  just 
before  the  convention,  very  little  could  be 
done.  In  the  meantime  Mr.  Freericks  has 
been  acting  as  the  general  attorney  of  the 
association,  has  been  devoting  himself  to  a 
careful  study  of  legislative  problems,  and  is 
well  qualified  to  direct  the  discussion  at 
Milwaukee. 

Secretary  Potts  has  sent  out  a  general  call 
on  behalf  of  the  proposed  legislative  confer- 
ence, and  it  is  earnestly  to  be  hoped  that  this 
will  become  one  of  the  most  productive  fea- 
tures of  the  Milwaukee  gathering.  The 
American  Pharmaceutical  Association,  at  the 
Boston  convention  last  year,  passed  a  resolu- 
tion calling  for  a  joint  legislative  conference 
to  be  attended  by  delegates  from  all  of  the 
national  bodies — the  A.  Ph.  A.,  the  N.  A.  R. 
D.,  the  N.  W.  D.  A.,  and  the  like.  It  was 
unfortunate  that  nothing  was  apparently  ever 
done  to  bring  such  a  conference  about.  The 
idea  died  a-bornin'. 


AS  TO  Charles  B.  Sears,  in  his  pres- 

coHMBiciAL       idential  address  at  the  meet- 

TBAININO.  ,,  .  r    i.u       XT 

mg  this  year  of  the  New 
York  State  Pharmaceutical  Association,  had 
the  following  to  say  about  the  necessity  of  a 
greater  degree  of  commercial  education  in 
pharmacy : 

It  is  our  duty  to  educate  our  young  men  in  the  pro- 
fession of  pharmacy,  but  we  cannot  but  be  mindful  of 
the  changing  conditions  affecting  the  calling.  It  is  urged 
that  there  is  a  marked  decrease  in  prescription  writing. 
Be  this  as  it  may,  we  must  recognize  the  conditions  that 
tend  to  decrease  the  drug  trade  proper.  Dispensing  phy- 
sicians, electrical  treatments,  osteopathy,  serum  and  bac- 
terin  therapy  and  so-called  Christian  science  all  tend  to 
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curtail  the  use  of  drugs.  It  has  therefore  been  neces- 
sary for  the  drug  trade  to  add  side-lines.  With  the 
addition  of  these  side-lines  the  profession  of  pharmacy 
is  becoming  more  and  more  commercialized,  and  we 
note  the  lack  of  training  in  our  employees  in  commer- 
cial lines,  and  from  discussion  in  the  drug  journals  this 
lack  is  not  confined  to  the  employees  alone. 

We  must  not  lose  sight  of  the  ethical  side  of  our  busi- 
ness, but  at  the  same  time  we  should  provide  education 
for  our  young  men  that  would  prepare  them  to  estimate 
profits,  overhead  expenses,  etc.,  that  they  may  be  com- 
petent to  meet  the  severe  competition  that  the  "chain 
store,"  department  store,  and  mail-order  house  is  bring- 
ing us.  It  is  therefore  recommended  that  this  associa- 
tion request  the  pharmaceutical  colleges  of  the  State  to 
provide  a  limited  commercial  course  in  connection  with 
their  regular  instructions. 

The  committee  to  which  President  Sears' 
address  was  referred,  acting  upon  the  several 
recommendations  contained  in  it,  expressed  its 
opinion  that  "no  request  should  be  made  upon 
the  colleges  to  give  consideration  to  the  com- 
mercial training  of  students  as  in  the  present 
courses  adequate  commercial  instruction  is 
provided."  Now  we  disagree  most  decidedly 
with  the  committee,  and  we  desire  to  put  our- 
selves on  record  as  being  in  sympathy  with  the 
position  of  Mr.  Sears.  We  are  saying  noth- 
ing about  the  schools  of  pharmacy  in  New 
York  State,  and  nothing  individually  about 
any  other  schools.  But  we  have  long  cher- 
ished the  conviction  that  pharmaceutical  edu- 
cation as  a  whole  in  this  country  has  not  yet 
paid  the  attention  which  it  ought  to  pay,,  and 
which  in  time  it  surely  will  pay,  to  the  subject 
of  commercial  training.  This  is  a  commercial 
age ;  business  to-day  is  conducted  on  a  scientific 
basis ;  the  retail  drug  trade  is  at  least  50  if  not 
75  per  cent  commercial  in  character;  and  we 
are  absolutely  certain  in  our  own  minds  that 
pharmaceutical  education  ought  to  be  more  or 
less  revamped  until  a  far  larger  share  of  atten- 
tion is  devoted  to  business  training  than  the 
subject  now  receives.  But  this  reform,  like 
all  other  reforms,  must  be  preceded  by  a  period 
of  agitation  and  enlightenment.  Let  the  good 
work  go  on !        ^         ^         ^ 


TBB  LlOUOl 
OUBSTION. 


The  liquor  crisis  in  phar- 
macy is  not  an3rthing  like  as 
acute  as  it  was  a  few  years 
ago,  when  the  temperance  wave  began  to 
sweep  over  the  country.  For  one  thing,  the 
wave  itself  has  somewhat  receded.  For  an- 
other, local  sentiment  has  in  many  sections 
caused  the  passage  of  laws  restricting  the  sale 
of  liquors  in  drug  stores.      For  a  third,  the 


druggists  themselves  have  in  some  cases  seen 
the  light.  Out  in  Iowa,  for  instance,  where 
the  crisis  was  acute  two  or  three  years  ago,  we 
found  on  a  recent  visit  to  the  State  that  things 
were  in  very  good  condition.  Many  druggists 
have  voluntarily  thrown  out  liquors  entirely 
from  their  stores,  while  in  many  counties  the 
sale  of  liquor  has  been  denied  entirely  in  drug 
stores  as  in  saloons. 

In  West  Virginia,  however,  the  question  is 
apparently  still  an  acute  one,  and  we  are  in- 
formed that  at  the  recent  annual  meeting  of 
the  State  Pharmaceutical  Association  a  resolu- 
tion was  unanimously  adopted  calling  upon  the 
next  legislature  to  prohibit  the  sale  of  liquor 
in  drug  stores  under  any  circumstances  what- 
soever. The  members  of  the  association  have, 
it  would  seem,  gotten  to  the  point  where  they 
believe  there  is  only  one  way  to  solve  the 
liquor  problem  in  pharmacy,  and  that  is  to 
drive  it  out  root  and  branch. 


A  good  deal  of  gratification 
A  NEW  DEAN.       has  been  expressed  over  the 

selection  of  Julius  W.  Stur- 
mer  to  succeed  I.  V.  S.  Stanislaus  as  dean  of 
the  Medico-Chi  College  of  Pharmacy  in  Phila- 
delphia:    It  will  be  recalled  that  Dean  Stan- 
islaus recendy  resigned  to  take  up  some  branch 
of  private  manufacturing.    Professor  Stunner 
has  for  several  years  been  a  member  of  the 
faculty  of  the  Department  of  Pharmacy  of 
Purdue   University   in   Indiana,    from  which 
school  he  was  himself  graduated  in  1891.    He 
is    well    known   to    the    membership   of    the 
American    Pharmaceutical    Association,    and 
during  the  last  few  years  has  read  a  number 
of  papers  before  the  Section  of  Education  and 
Legislation  of  that  body  which  have  shown 
him  to  be  possessed  of  a  capacity  for  original 
thought  and  of  definite  and  well-wrought  ideas 
in  the  science  of  teaching.     He  is  likewise  the 
author  of  two  or  three  books,  the  chief  one 
being  on  the  subject  of  pharmaceutical  and 
chemical  arithmetic. 


ANOTHBI 

EDUCATIONAL 

FUND. 


We  had  something  to  say 
last  month  about  the  com- 
mendable effort  of  the  Ten- 
nessee Pharmaceutical  Association  to  establish 
an  educational  fund  for  the  assistance  of 
worthy  young  men  who  need  financial  help  in 
getting  a  pharmaceutical  training.      We  are 
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glad  now  to  observe  that  similar  action  is 
being  taken  by  the  Alabama  Association. 
What  is  known  there  as  the  Candidus  memo- 
rial fund  is  being  developed  as  a  tribute  to 
the  life  and  services  of  Dr.  Philip  C.  Candidus, 
who  died  two  or  three  years  ago.  The  asso- 
ciation has  appointed  a  committee  of  six  to 
raise  and  handle  the  fund,  and,  as  in  Ten- 
nessee, the  money  will  probably  be  loaned  to 
students  instead  of  given  them.  At  the  Ala- 
bama meeting  this  year  two  cash  prizes  of 
$25.00  each  were  awarded  to  authors  of  the 
best  papers  read  at  the  meeting,  and  it  was 
quite  gratifying  that  both  men  immediately 
turned  the  money  into  the  Candidus  memorial 
fund.  With  the  Michigan  Association  in  the 
lead  as  the  originator  several  years  ago  of  the 
Prescott  memorial  fund,  we  now  have  three 
State  organizations  carrying  on  admirable 
work  of  this  character. 


The  Mellin's  Food  Co.  of  Boston  has  re- 
cently been  unfortunate  enough  to  suffer 
through  death  the  loSs  of  its  president,  Thomas 
Doliber,  who  was  the  founder  of  the  company, 
and  whose  business  career  covered  a  remark- 
able period  of  nearly  60  years. 


EDITORIAL 


PREVENTION  RATHER  THAN  CURE. 

Nothing  is  doing  more  to  minimize  disease 
in  this  coimtry  than  the  spreading  knowledge 
of  prophylaxis.  Prevention  rather  than  cure 
is  the  key-note  of  modern  medicine.  And, 
strange  to  say,  the  movement  to  eliminate  the 
various  sources  of  infection  is  being  fostered 
by  no  class  more  than  by  the  doctors  them- 
selves. People  may  talk  about  the  commer- 
cialization of  the  medical  profession,  but  one 
fact  that  stands  out  boldly  against  the  charge 
is  the  manifest  desire  on  the  part  of  physicians 
to  prevent  disease  wherever  they  can. 

To  their  credit  it  may  be  said  that  their 
efforts  to  spread  a  knowledge  of  prophylaxis 
among  the  masses  have  already  accomplished 
a  world  of  good.  And  it  is  a  fine  tribute  to 
the  charity  of  our  medical  men,  that  they  give 
unstintedly  of  their  time  to  purposes  which 
mean  the  minimizing  of  their  own  practice  and 
the    diminution   of   their  own   incomes.     Of 


course,  every  man  worth  his  salt  has  a  certain 
amount  of  altruism  in  his  make-up,  and  is  will- 
ing to  make  personal  sacrifices  for  the  good  of 
others.  But  in  these  days  of  more  or  less  con- 
flict between  doctor  and  druggist,  it  is  well  to 
open  our  eyes  wide  to  the  virtues  of  our  med- 
ical friends. 

Imagine  a  lawyer  doing  anything  to  stop 
litigation!  Any  druggist  who  has  ever  had 
occasion  to  consult  one  would  be  incapable 
of  such  a  supposition.  Yet  medical  men 
are  prominent  in  anti-tuberculosis  campaigns. 
They  are  found  lecturing  to  laymen  on  the 
serious  consequences  of  venereal  diseases. 
They  give  thought  to  our  milk  and  water  sup- 
plies, and  otherwise  look  out  for  the  sanitation 
and  hygiene  of  society. 

By  way  of  further  preventing  diseases,  phy- 
sicians are  perfecting  a  system  of  vaccination 
which  bids  fair  to  make  a  big  hole  in  their 
annual  incomes.  Typhoid  vaccine,  for  in- 
stance, which  has  already  been  mentioned  at 
some  length  in  these  columns,  promises  to  re- 
duce the  disease  to  a  mere  fraction  of  its 
former  frequency.  There  have  been  a  half 
million  cases  of  typhoid  fever  annually,  the 
mortality  running  from  12  to  15  per  cent. 
Some  30,000  people,  we  have  it  on  good  au- 
thority, die  every  year  from  the  disease.  The 
army  men  in  their  summer  maneuvers  have 
been  especially  subject  to  infection  from  drink- 
ing contaminated  water.  Communities  in  the 
country  districts  as  well  as  in  the  cities  have 
contributed  year  by  year  their  share  of  victims 
to  typhoid. 

But  thanks  to  the  efforts  of  the  medical  pro- 
fession, a  vaccine  has  been  perfected  which 
will  reduce  the  frequency  of  this  trying  dis- 
ease very  materially.  The  prophylactic  value 
of  anti-typhoid  vaccination  has  been  demon- 
strated beyond  doubt.  In  time  it  will  be  used 
in  every  commtmity  afflicted  with  t3rphoid, 
which  will  mean  the  elimination  of  much 
illness.  Not  only  to  cure  sickness  but  to  pre- 
vent it  appears  to  be  the  aim  of  medical  work- 
ers of  the  present  day. 


THE  MISCONCEPTION  ABOVT  DRUG 

GUARANTIES. 

Despite  the  amount  of  discussion  and  eluci- 
dation which  has  centered  in  and  about  the 
food  and  drugs  act  ever  since  its  passage  six 
years  ago,  there  is  still  a  good  deal  of  misun- 
derstanding about  the  question  of  guaranties. 
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The  usual  statement  on  packages,  "guaranteed 
under  the  food  and  drugs  act,"  etc.,  is  ordinar- 
ily interpreted  by  the  public  to  mean  that  the 
product  has  been  guaranteed  by  the  govern- 
ment and  given  the  official  stamp  of  approval. 

Some  druggists,  moreover,  are  victims  of 
this  same  fallacy.  Others,  while  knowing 
that  this  is  false,  and  that  it  is  the  manu- 
facturer instead  of  the  government  who  guar- 
antees the  goods,  still  believe  that  the  manu- 
facturer has  not  provided  a  guaranty  unless  a 
statement  to  this  effect  is  printed  upon  the 
label.  Still  others  insist  that  the  guaranty 
statement  must  be  printed,  that  the  law  de- 
mands it,  and  that  products  are  illegal  which 
do  not  bear  it. 

Now  these  are  all  misconceptions.  The 
package  need  contain  no  statement  to  the  effect 
that  the  product  has  been  guaranteed  by  any- 
body. The  law  makes  no  such  statement 
necessary.  It  is  simply  printed  for  the  pro- 
tection of  the  dealer  himself,  who  might  other- 
wise be  prosecuted  by  the  government,  State 
or  National,  if  the  goods  were  found  adul- 
terated. The  law  generously  declares  that  a 
retailer,  selling  a  product  made  by  another, 
will  be  absolved  from  prosecution  if  he  can 
show  a  guaranty  from  the  man  from  whom 
the  goods  were  purchased.  The  government 
then  shifts  the  blame  from  the  retailer  to  the 
man  who  furnished  him. 

Now  the  manufacturer  or  the  jobber  may 
protect  the  retailer  with  a  guaranty  in  one  of 
two  ways.  He  may  attach  it  to  every  bill  of 
goods,  thus  covering  everything  represented 
on  that  particular  invoice.  Or,  for  purposes 
of  convenience,  he  may  register  a  blank  guar- 
anty in  Washington  covering  all  of  his  output. 
In  the  latter  event  he  is  given  a  number  by  the 
government,  and  this  number  he  may  then 
print  on  his  packages  together  with  the  cus- 
tomary statement  that  the  products  are  "guar- 
anteed by under  the  food  and  drugs  act.'' 

But  the  latter  method  is  merely  an  alterna- 
tive. The  manufacturer  may,  if  he  chooses, 
use  the  other  form  of  guaranty,  and  say 
nothing  at  all  about  the  matter  on  the  goods 
themselves.  Thus  it  does  not  follow  that  a 
retailer  is  unprotected  in  selling  a  given  article 
merely  because  the  label  on  that  article  says 
nothing  about  a  guaranty. 

Furthermore,  every  retailer  should  under- 
stand by  this  time  that  he  can  look  for  pro- 
tection only  to  the  house  from  which  he  pur- 


chases the  goods.  If  the  goods  go  through 
three  or  four  or  a  dozen  hands  before  they 
reach  him,  no  guaranty  protects  him  except 
that  of  the  man  or  the  firm  from  whom  he 
secures  them.  In  other  words,  so  far  as  most 
transactions  are  concerned,  it  is  the  jobber's 
and  not  the  manufacturer's  guaranty  to  which 
he  must  look  in  case  of  trouble. 


ANOTHER  MODERN  INSTANCE. 

We  have  no  desire  to  become  moral  teach- 
ers to  the  community.     There  is  one  great 
weakness,  however,  which  we  have  mentioned 
several  times  in  the  Bulletin  during  the  last 
two    or    three  years,    and   which    apparently 
needs  mentioning  again.     We  refer  to  what 
seems  to  us  the  foolish,  utterly  inexcusable, 
and  almost  criminal  failure  of  so  many  drug- 
gists and  other  business  men  to  protect  them- 
selves against  fire  losses  by  adequate  insur- 
ance.    Here,  for  instance,  are  portions  of  a 
personal  letter  which  we  have  received  dur- 
ing  the   last   month    from   one   of  our  sub- 
scribers : 

I  have  always  tried  to  live  the  life  of  a  man,  and 
I  shall  keep  on  trying,  but  it  was  an  awful  blow  when 
I  let  about  eighteen  or  twenty  thousand  dollars  go  up 
in  smoke  without  one  penny  of  insurance.  Others  be- 
fore me  and  some  since  have  done  the  same,  and  have 
done  it  as  honestly  as  I  did,  but  that  consideration  is 
of  no  avail  now.  I  am  left  as  one  of  the  used  to  he's — 
a  thing  of  the  past.  I  have  been  accustomed  to  active 
merchandising  all  my  life,  and  I  always  loved  to  mingle 
with  people  up  to  the  closing  of  my  store  on  the  night 
of  September  28  last,  but  it  was  an  awful  experience  to 
get  up  as  a  lone  wanderer  the  next  morning  with  noth- 
ing left  but  my  store  key  in  my  pocket.  I  have  always 
said  that  whatever  happened  I  would  hold  myself  to- 
gether and  keep  my  mind  collected  and  solid,  but  it 
has  been  mighty  hard  to  keep  that  promise.  It  some- 
times proves  to  be  all  I  can  do  to  keep  from  letting 
my  mind  take  its  flight. 

This  is  pitiful,  isn't  it?  A  man  evidently 
well  along  in  years,  with  insufficient  youth 
and  energy  to  start  in  afresh,  is  practically  left 
penniless  at  a  time  when  he  ought  to  begin 
taking  things  easy.  But,  unfortunate  as  this 
particular  instance  is,  how  foolish  are  business 
men  generally  w-ho  ignore  warnings  of  this 
kind,  and  who  fail  to  protect  themselves  at  a 
relatively  slight  expense  against  losses  which 
may  come  to  them  at  any  time!  A  druggist 
who  fails  to  take  out  fire  insurance  is  only 
one  step  removed  from  the  man  who  refuses 
to  get  off  the  tracks  when  a  railroad  train  is 
approaching. 
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THE  HALL  OF  FAME 


,A  BRILLIANT  PRIZE  WINNER. 
A  remarkable  record  seems  to  have  been 
made  by  one  of  the  seniors  at  the  Philadelphia 
College  of  Pharmacy  this  last  year.  We  refer 
to  Elmer  H.  Hessler  of  Cape  May,  N.  J. 
I'Vom    the  commencement  programme  it  ap- 


Report  Prize  of  $10.00,  for  the  best  written 
report  of  a  series  of  ten  public  lectures  held 
under  the  auspices  of  the  college. 

This  exhibits  quite  a  range  in  scholarship, 
but  we  trust  we  may  be  pardoned  if  we  remind 
the  young  gentleman  that  the  world  watches  a 
brilliant  prize-winner  far  more  keenly  than  it 
does  the  average  man,  and  expects  much 
greater  things  of  him.  Mr.  Hessler  must 
make  good  with  a  vengeance — or  his  friends 
will  be  disappointed  in  him ! 


DR.  J.  D.  HUMPHREY. 
Dr.  Humphrey  is  well  known  to  those 
druggists  who  attend  the  annual  meetings  of 
the  N.  A.  R.  D.  He  is  almost  always  a  del- 
egate from  his  home  State  of  Alabama,  and 
he  has  frequently  served  the  organization  in 
important  official  capacities.  In  Alabama  he  is 
of  course  one  of  the  leading  spirits,  and  the 


Elub  H.  Bbsilib. 


pears  that  17  prizes  of  various  kinds  were 
awarded  to  members  of  the  graduating  class. 
Of  these  17,  eight  were  won  by  Mr.  Hessler, 
and  in  five  other  cases  he  received  honorable 
mention.  Thus  he  figured  conspicuously  in 
13  out  of  17  contests!  Under  the  circum- 
stances it  was  not  at  all  surprising  that  he  was 
accorded  the  rank  of  "Distinguished,"  con- 
ferred only  upon  two  graduates  a  year. 

The  eight  prizes  bagged  by  Mr.  Hessler 
were  as  follows :  The  Alumni  gold  medal ; 
the  Procter  Prize — a  gold  medal  for  the 
highest  general  average  with  a  meritorious 
thesis;  the  William  E.  Webb  Memorial  Prize 
— a  gold  medal  and  certificate  for  the  highest 
general  average  in  operative  pharmacy  and 
specimens;  the  Chemistry  Prize  of  $35.00;  the 
Analytical  Chemistry  Prize  of  $25.00 ;  the  In- 
structor's Prize  of  $20.00  for  the  highest  term 
average  in  pharmacy,  chemistry,  and  materia 
medica;  the  Kappa  Psi  Fraternity  Prize — a 
gold  medal  for  the  highest  general  average 
during  the  senior  year;  and  the  Public  Lecture 


Db.  J.  D.  HciIFBBBr. 

State  association  would  not  be  the  same  with- 
out him,  A  graduate  in  medicine  also,  he 
stands  well  among  the  physicians,  and  fre- 
quently talks  before  medical  meetings  in  the 
interests  of  the  druggists  of  the  State. 


DR.  BEAL'S  SON  HARRIED. 
Cards  were  sent  out  last  month  announcing 
the  marriage  of  George  Denton  Beal  to  Miss 
Edith  Downs  of  Scio,  Ohio.  Mr.  Beal  is  the 
son  of  Dr.  James  H.  Beal,  general  secretary 
of  the  A.  Ph.  A.  and  editor  of  its  official 
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organ.  The  young  man  has  a  brilliant  her- 
itage to  draw  upon,  and  he  will  undoubtedly 
carve  out  a  s\iccessful  future.  He  is  instructor 
in  chemistry  at  the  University  of  Illinois. 


PROFITS  AND  EARNINGS 


The  recent  death  of  H.  B.  Allen,  of  Rich- 
land Center,  a  well-known  member  of  the 
Wisconsin  Board  of  Pharmacy,  left  a  vacancy 
to  be  filled.  To  this  position  the  governor  has 
appointed  B.  J.  Kremer  of  Fond  du  Lac.  The 
appointment  has  proved  a  popular  one.     On 


several  occasions  the  State  association  has  in- 
dorsed Mr.  Kremer  for  appointment,  and  the 
governor  was  evidently  moved  by  the  associa- 
tion's attitude.  Mr.  Kremer  is  an  alumnus  of 
the  Northwestern  School  of  Pharmacy  in  Chi- 
cago. He  is  the  principal  owner  and  the  man- 
ager of  the  Kremer  Drug  Co,  in  Fond  du  Lac! 


The  Board  of  Pharmacy  in  Missouri,  which 
has  for  some  years  been  considering  the  ad- 
visability of  estabHshing  "practical"  examina- 
tions, has  now  adopted  them  as  a  regular 
feature  of  its  work.  The  board  also  requires 
one  year  of  high-school  work  or  its  equivalent 
as  a  preliminary  requirement  from  all  candi- 
dates. 


THIS  STORE  RUNNING  BEHIND. 
Here  is  the  statement  of  a  druggist  who 
apparently  is  in  hard  straits.     He  writes: 

"This  business  is  somewhat  out  of  the  or- 
dinary. On  February  1,  1911,  I  was  hired  to 
take  charge  of  a  store  in  this  small  town.  It 
was  in  awful  shape.  The  stock  was  run  down 
and  everything  frightfully  dirty.  I  found 
some  'dead  stock'  in  the  shape  of  a  couple  of 
kittens  under  one  counter.  The  party  who 
bought  the  store  realized  what  we  were  up 
against,  and  said  if  we  broke  even  on  the  first 
year's  business  we  would  be  lucky. 

"There  was  no  cash  to  start  with,  and  I 
used  my  own  funds  to  make  change  the  first 
day.  Our  new  soda  fountain  wasn't  installed 
until  June,  Meanwhile  we  missed  a  lot  of 
trade.  Then  the  landlord  built  on  to  the  store 
room  for  us,  and  his  taking  out  the  rear  end 
of  the  store,  which  was  brick,  made  a  very 
dirty  mess  for  a  time.  This  shows  some  of 
the  difficulties  I  have  worked  under. 

"The  stock  and  fixtures — everything,  in 
fact  —  invoiced  on  February  11,  1911, 
$2490.03.  On  February  18  the  owner  bought 
a  stock  from  a  dispensing  physician  amount- 
ing to  $155.35,  June  1  a  new  soda  fountain 
for  $495,  and  November  1  a  new  furnace 
costing  $98,  making  a  total  of  $3238.38  put 
into  the  business." 

Discounts    $    28  51 

Expenses  (includii^  $900  salary) 1254  83 

Cash  receipts 5063  00 

Disbursements  4983  39 

Balance  on  hand 79  91 

Merchandise  (including  all  purchases  and  or- 
iginal invoice)    ■ 7836  85 

Profit  and  loss  (worthless  accounli) 15  65 

Book  accounts 289  13 

Amount  due  the  jobbers 539  55 

Invoice  at  end  of  (trsi  year: 

Fixtures   ?  S14  00 

Soda  fountain  and  supplies 584  56 

Merchandise   1968  36 

$3066  92 
Apparently  the  owner  is  in  business  for  his 
health.  The  manager  draws  $900  a  year  at  a 
loss  of  $341.97  to  the  proprietor.  Where  does 
the  proprietor  get  any  returns  on  his  invest- 
ment? He  better  sell  out,  unless  there  is  a 
promise  of  improvement  in  the  business.  Even 
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then  he  probably  would  have  to  take  a  loss.  It 
is  a  question  whether  the  store  would  bring 
him  over  60  per  cent  of  what  it  cost,  should 
he  care  to  sell  it. 

Let  us  see  where  he  stands.  He  admits 
that  $3238.38  was  invested  in  the  business. 
His  assets  are: 

Cash $    7991 

Accounts  receivable 289  13 

Merchandise  inventory 1968  36 

Fixtures  514  00 

Soda  fountain 584  56 

Total $3435  96 

Subtracting  accounts  payable,  $639.55, 
from  the  assets  of  $3435.96,  we  find  he  is 
worth  $2896.41.  This  is  a  pretty  sad  show- 
ing, for  the  original  investment,  as  we  have 
already  pointed  out,  was  $3238.38.  Admit- 
ting the  difficulties  that  beset  our  correspond- 
ent, the  fact  remains  that  his  business  is  run- 
ning behind.  He  ended  the  first  year  with  a 
loss. 

Let  us  make  an  analysis  of  his  profit  and 
loss  from  February  1,  1911,  to  February  1, 
1912.  He  began  with  an  inventory  of 
$3238.38  and  ended  with  an  inventory  of 
$3066.92,  a  shrinkage  of  $171.46.  He  bought 
$4598.47  worth  of  goods  which,  less  the  cash 
discount  $28.51,  cost  him  $4569.96.  Adding 
to  this  the  shrinkage  of  $171.46  in  the  in- 
ventory we  find  the  goods  cost  the  owner 
$4569.96  plus  $171.46,  or  $4741.42.  To  this 
add  expenses  of  $1254.83  and  bad  debts  of 
$15.65,  and  you  have  the  total  cost  of  the  mer- 
chandise, $6001.90.  The  sales  were  $5669.93. 
The  difference  between  the  sales  and  cost  of 
the  merchandise  shows  a  loss  of  $341.97. 

A  statement  of  his  assets  and  liabilities 
shows  the  same  net  loss: 

Cwh  $   79  91 

Fixtures  514  00 

Accounts  receivable 289  13 

Soda  fountain 584  56 

Merchandise  inventory 1968  36 

$3435  96 

Accounts  payable  539  55 

Net  worth $2896  41 

Commenced  business  February  1,  1911,  with: 

Stock  and  fixtures $2490  03 

Bought  physician's  stock 155  35 

Bought  soda  fountain 495  00 

Bought  furnace 98  00  3238  38 

Net  loss $  341  97 


HIS  EARNINGS  GO  INTO  STOCK. 

Here  is  a  statement  for  analysis.  The  store 
is  about  three  years  old.  The  proprietor  has 
been  in  business  for  himself  just  one  year.  He 
has  the  only  drug  store  in  a  mining  town  of 
1500  people. 

Stock  and  fixtures,  1911 $1515  00 

Stock  and  fixtures,  1912 2947  79 

Sales  6232  50 

Purchases 4803  36 

Amount  paid  on  note 541  67 

Expenses : 

Freight  and  drayage $  100  00 

Clerk 250  00 

Proprietor's  salary   1000  00 

Rent   300  00 

Light    40  00 

Fuel    30  00 

Taxes  and  insurance 50  00 

Total  $1770  00 

This  store  must  be  expanding.  The  stock 
and  fixtures  almost  doubled  in  the  year  1911. 
They  increased  according  to  the  statement 
from  $1515.00  to  $2947.79.  All  the  profit 
apparently  went  into  new  stock.  Our  friend 
is  evidently  putting  all  his  gains  right  back 
into  business,  which  is  the  natural  thing  to  do 
the  first  year. 

Let  us  see  where  the  money  is  going.  Pur- 
chases for  the  year  were  $4803.36.  We  find 
from  the  increase  in  the  inventory,  however, 
that  goods  to  the  amount  of  $1432.79  went 
into  the  permanent  stock,  so  that  the  net  cost 
of  the  goods  actually  sold  during  the  year  was 
$3370.57.  Subtracting  this  figure  from  the 
sales  of  $6232.50,  we  find  gross  profits  of 
$2861.93.  Dividing  the  gross  profits  of 
$2861.93  by  the  sales  of  $6232.50,  the  per- 
centage of  gross  profit  is  found  to  be  45.91, 
which  is  considerably  higher  than  the  average 
— so  high,  in  fact,  as  to  lead  us  to  believe  that 
we  have  possibly  been  led  astray  by  the  state- 
ment of  our  correspondent. 

By  subtracting  the  expenses  $1770.00  from 
the  gross  profit  $2861.93,  we  obtain  the  net 
profit,  $1091.93.  Dividing  $1091.93  by  the 
sales,  $6232.50,  the  percentage  of  net  profit  is 
found  to  be  17.5.  This  is  high.  The  pro- 
prfetor  should  enjoy  a  nice  income  from  the 
business  in  the  future  when  it  will  not  be 
necessary  to  put  so  much  of  the  earnings  into 
stock. 

The  expenses  are  about  the  average  for  a 
small  business.  Dividing  $1770.00  by  the 
sales  of  $6232.50,  the  expense  is  found  to  be 
28.39  per  cent. 
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CONVICTS  I  HAVE  KNOWN. 


By  BAUY  B.  HASON. 


When  quite  young  I  was  for  nearly  three 
years  an  inmate  of  a  large  and  well-known 
prison  in  the  East.  I  trust  this  frank  and 
simple  confession  will  not  cause  my  readers  to 
turn  pale  and  glance  behind  them.  I  was  not 
a  prisoner,  but  if  I  had  been — well,  prisoners' 
are  neither  such  unusual  nor  such  terrible 
creatures  as  the  popular  fancy  paints  them. 
It  is  quite  as  easy  to  find  knaves  and  dangerous 
folk  out  of  prison  as  in  it.  A  sarcastic  cynic 
once  said  that  if  everybody  were  landed  behind 
the  bars  who  deserved  it  there  wouldn't  be 
people  enough  left  to  serve  as  officers  in  the 
Salvation  Army. 

But  I  desire  neither  to  accept  nor  to  preach 
the  gospel  of  universal  evil-doing.  What  I 
really  started  out  to  say  was  this,  that  convicts 
are  not  such  an  unusual  lot  as  they  are  popu- 
larly supposed  to  be,  and  that  indeed  they  are 
surprisingly  like  the  rest  of  us.  Many  of 
them  are  of  course  incorrigible  criminals,  but 
even  these  are  shrewd  enough  to  behave  them- 
selves in  prison  and  to  measure  up  to  satisfac- 
tory standards  of  good  prison  citizenship. 
Many  others  are  accidental  criminals — a 
drunken  frenzy,  bad  associations,  sudden 
temptations,  or  hard  luck  has  caused  them  to 
step  aside  but  once  from  the  straight  and 
narrow  path  before  realizing  it,  and  then  be 
thrust  behind  prison  bars  to  eat  out  their 
hearts  in  despair  and  chagrin.  Still  others 
have  committed  the  genteel  crimes  which 
thousands  of  men  are  committing  every  day — 
only  they  have  been  caught  at  it.  On  the  whole 
the  average  of  intelligence  and  of  behavior  is 
not  so  far  below  that  to  which  we,  are  accus- 
tomed outside  the  wails ;  and  indeed  one  meets 
many  convicts  whose  personalities  are  intensely 
interesting. 

THE  LUXURY  OF  PRISON  LIFE. 

My  experience  in  the  prison  immediately 
followed  my  graduation  from  a  school  of 
pharmacy.  I  was  the  pharmacist  of  the  insti- 
tution, and  besides  attending  to  the  duties  of 
this  position  I'did  certain  chemical  and  bacteri- 
ological work,  and  on  occasion  acted  also  as 
physician  in  the  treatment  of  minor  ills.    Dur- 


ing my  entire  incumbency  I  had  quarters  inside 
the  walls,  in  the  hospital  building,  and  lived 
and  ate  and  slept  surrounded  by  convicts, 
whom,  indeed,  I  regarded  as  I  would  the  em- 
ployees and  patients  of  any  private  hospital 
were  I  to-day  to  be  situated  in  such  an  institu- 
tion. Convicts  tended  my  person  and  my 
apartments.  Convicts  cooked  my  meals  and 
served  them.  A  convict  assistant  helped  me 
in  my  pharmaceutical  work  and  had  the  free 
run  of  the  dispensary. 

Indeed,  I  would  not  barter  my  three  years 


At  the  "  tnocnliii:  call "  the  phTaldftii  atood  oatiide  tha  db- 
penauT  window,  examined  the  patients,  and  cave  Tsrbal  lire- 
acHpUona.  while  the  phunuuHat  and  Us  oonvlct  saalatant 
l,"Henn'")  did  the  dlapenalnc  inside  and  handed  the  bottles  ont 
of  the  window  to  Uta  wmlttns  vlctluu. 

or  less  of  prison  experience  for  any  considera- 
tion. For  one  thing,  it  gave  me  a  sense  of 
luxury  and  autocracy  which  I  never  dare  hope 
to  feel  again.  I  was  absolute  lord  of  my  own 
little  corner  of  the  world.  I  had  but  to  press 
a  button  in  order  to  secure  an  attention  and 
an  assistance  which  only  a  ruler  can  command. 
There  was  one  man  to  polish  my  shoes  and 
brush  my  clothes,  another  to  take  m}-  garments 
down  to  the  tailor  shop  and  press  them,  still 
another  to  receive  my  dictation  and  write  my 
letters  out  on  the  typewriter,  and  yet  others  to 
save  me  the  slightest  exertion.  It  is  a  stand- 
ing mystery  to  me  how  I  ever  had  the  courage 
to  resign  my  position  and  again  become  a 
plain  man  acting  as  my  own  servant.  I  know 
how  a   millionaire    feels  when   he  loses  his 
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wealth.  Sometimes  now,  when  of  a  Sunday 
morning  I  get  warm  and  angry  in  polishing 
my  troublesome  shoes,  I  sigh  for  luxury  and 
power  that  have  gone  forever,  and  I  realize 
that  even  a  prison  has  its  attractions. 

HENRY   OF  THE  LIGHT   FINGERS. 

And  then  the  people  you  meet  in  prison  are 
so  interesting !  There  was  one  man  about  my 
quarters  who  had  an  unquestioned  right  to  be 
classed  as  an  "incorrigible  criminal,"  He  was 
serving  his  third  or  fourth  term  for  burglary, 
and  yet  he  was  as  mild-mannered  and  gentle- 
eyed  as  a  deer.  His  face  would  have  gotten 
him  a  job  as  a  church  janitor  or  night-watch- 
man almost  anywhere.  Perfectly  devoted  to 
me,  and  loyal  in  a  degree  which  I  have  rarely 


seen  exhibited  in  private  life,  he  was  always 
looking  for  some  opportunity  to  be  of  service 
and  was  genuinely  pleased  over  anything 
which  brought  me  good  luck  or  satisfaction. 
I  can  see  his  smiling  face  now  as  he  listens  to 
some  bit  of  personal  news  I  am  telling  him, 
and  I  can  follow  him  as  he  goes  about  fixing 
my  room  up  and  as  he  serves  my  luncheon 
and  hands  over  some  delicacy  he  has  managed 
to  secure  by  means  of  those  prison  politics  in 
which  he  was  an  adept. 

But  there  is  no  denying  that  Henry  was 
light-fingered  outside  the  walls.  I  do  not 
think  he  would  have  done  bodily  injury  even 
under  danger  to  himself,  or  that  he  would 
have  shot  a  revolver  though  likely  to  be  cap- 
tured. But  he  did  like  to  burglarize  a  house 
and  secure  a  big  haul!  The  stories  he  used 
to  tell  me  about  his  exploits  would  have  put  to 


shame  the  ingenious  imaginings  of  the  artists 
who  turn  out  our  dime  novels.  He  would 
give  all  the  details  of  conception  and  execution 
in  the  most  matter-of-fact  way,  and  grin 
mildly  as  though  he  were  relating  how  he  had 
played  a  school-boy's  trick  on  a  chum  back  in 
his  younger  days.  There  was  no  boasting,  no 
criminal  fierceness,  no  social  theory  that  the 
world  owed  him  a  living — only  an  apparent 
incapacity  to  realize  the  sin  of  taking  things 
which  didn't  belong  to  him.  It  was  all  a  kind 
of  joke  with  him.  Certainly  he  was  a  strange 
study. 

Mrs.  Ballingtoh  Booth  has  a  marvelous  in- 
fluence over  her  "boys"  in  prison,  and  she  has 
reformed  hundreds  of  criminals  and  made 
respectable  citizens  of  them,  completing  her 
work  by  educating  society  to  give  the  convict 
a  chance  and  not  drive  him  hack  into  crimin- 
ality by  branding  him  with  infamy  and  re- 
fusing him  work  and  an  opportunity  to  redeem 
himself.  Henry  became  one  of  Mrs.  Booth's 
boys,  and  I  have  no  doubt  that  he  was  per- 
fectly sincere  in  his  adoption  of  religion  and 
in  his  resolve  to  earn  an  honest  living  by  his 
trade  as  a  cabinetmaker.  But  I  must  confess 
that  Henry  never  found  it  convenient  to  return 
ten  dollars  which  I  loaned  him  as  he  was 
leaving  prison.  I  got  two  or  three  letters 
from  him  during  the  first  few  weeks  of  his 
freedom,  and  he  always  mentioned  the  loan 
with  gratitude  and  spoke  appreciatively  of  the 
suit  of  clothes  and  other  things  which  I  had 
given  him. 

Whether  he  reasoned  after  a  time  that  he 
had  earned  the  money  in  my  service  and  really 
deserved  it;  whether  he  failed  to  get  steady 
work  and  could  not  easily  repay  the  loan;  or 
whether  he  simply  could  not  recover  from  his 
fundamental  incapacity  to  discriminate  be- 
tween honestly  and  dishonestly  obtained 
things,  I  do  not  know.  I  have  often  wondered 
what  became  of  Henry,  and  I  have  hoped  I 
would  some  time  run  across  him  unexpectedly 
in  my  travels.     Perhaps  I  shall  yet. 

A   PRISONER   TURNED  GENTLEMAN, 

This  hope  suggests  another  interesting  ex- 
perience. There  was  one  man  in  the  prison 
who  was  a  very  clever  cabinetmaker,  and 
who  made  me  a  desk  after  my  own  idea  which 
was  a  source  of  great  satisfaction  to  me — a 
desk,  by  the  way,  which  I  still  have.     Some 
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years  later,  when  I  had  moved  to  another  city 
and  State,  and  was  temporarily  living  in  a 
boarding-house,  a  well-dressed  man  called  one 
evening  and  sent  up  his  card.  The  name  was 
an  unfamiliar  one  to  me,  and  the  man's  busi- 
ness was  that  of  traveling  agfent  for  a  well- 
known  firm  of  furniture  manufacturers.  I 
needed  no  furniture  at  that  time,  and  I  was 
at  a  loss  to  know  what  the  fellow  could  want 
of  me.  As  I  went  into  the  reception  room  a 
man  of  prosperous  appearance  and  consider- 
able dignity  arose  to  greet  me,  and  he  had  to 
explain  who  he  was  before  I  was  able  to  rec- 
ognize him.  It  was  my  old  friend  Stimson, 
the  cabinetmaker.  The  difference  between 
stripes  and  well-cut  business  clothes,  and  the 
contrast  between  the  inevitable  submissive  atti- 
tude of  prison  and  the  independent  air  of 
liberty,  were  so  marked  that  I  could  scarcely 
credit  my  eyes.  Stimson  had  been  with  the 
furniture  house  for  some  time  and  was  suc- 
ceeding to  the  entire  satisfaction  of  himself 
and  his  employers. 

Some  days  after  he  called  on  me,  when  I 
thought  there  was  no  chance  of  any  one  meet- 
ing him  in  the  city  who  had  happened  to  see 
him  in  the  house,  I  keenly  enjoyed  telling  the 
table  of  boarders  at  dinner  one  evening  where 
I  had  known  Stimson  before,  and  it  was 
amusing  to  see  how  horrified  some  of  the 
softer  sex  were!  For  a  considerable  time 
afterwards  they  locked  their  windows  every 
night  with  great  care,  glanced  under  the  bed 
with  more  than  the  usual  degree  of  shivering 
apprehension,  bolted  their  doors  in  the  most 
secure  manner,  and  for  all  I  know  pulled  their 
beds  against  the  door  and  sat  up  in  bed  all 
night,  trembling  at  every  sound. 

Stimson  is  the  only  one  of  my  convict  ac- 
quaintances whom  I  have  ever  met  in  polite 
society,  but  this  is  because  I  am  now  some- 
what distant  from  the  prison.  I  have  friends 
who  repeatedly  see  ex-convicts  in  private  life 
and  who  are  on  more  or  less  intimate  terms 
with  them. 

BUFFALO  bill's  SOCIAL  MENTOR. 

There  was  one  man  in  the  hospital  in  whom 
I  was  very  much  interested.  He  had  enjoyed 
a  most  fascinating  career  and  was  a  man  of  un- 
usual education  and  culttfre.  Let  me  call  him 
Pattison — chiefly  because  this  was  not  his 
name.     Pattison  was  by  profession  an  archi- 


tect, but  he  was  also  a  clever  amateur  painter, 
as  I  can  attest  by  a  couple  of  beautiful  water- 
colors  which  I  have  in  my  library  to-day.  He 
was  a  linguist,  knew  stenography  and  type- 
writing, and  it  was  because  of  these  qualifica- 
tions that  the  prison  physician  made  him  his 
secretary.  The  doctor  was  a  man  of  reputa- 
tion in  his  profession,  wrote  frequent  papers 
for  society  meetings  and  journals,  and  Patti- 
son became  invaluable  to  him. 

Pattison  was  then  perhaps  45  years  old. 
He  had  experienced  a  successful  career  in  his 
profession,  and  for  a  number  of  years  had  en- 
joyed the  unique  experience  of  traveling  about 
the  world  with  Buffalo  Bill  and  acting  in  the 
triple  capacity  of  architect,  secretary,  and 
friend  at  a  salary  of  $6000  a  year  and  ex- 
penses. He  had  drawn  the  plans,  I  believe, 
for  the  building  which  Buffalo  Bill  erected  for 
his  Wild  West  show  in  Chicago  during  the 
World's  Fair,  and  he  had  also  designed  the 
buildings  put  up  in  several  European  capitals 
during  Mr.  Cody's  trips  abroad.  He  had 
acted  meanwhile  as  Mr.  Cody's  secretary  and 
had  "coached"  him  for  the  difficult  social  du- 
ties which  he  was  often  called  upon  to  dis- 
charge. When  Mr.  Cody  was  dined  by  the 
European  monarchs,  Pattison  would  sit  at  his 
elbow  when  circumstances  permitted  and  make 
the  whispered  suggestions  which  a  man  of  the 
plains,  with  little  opportunities  for  culture,  and 
at  that  time  with  little  worldly  experience, 
would  naturally  need  in  order  to  acquit  him- 
self creditably. 

After  leaving  Buffalo  Bill,  Pattison  had 
blossomed  out  into  a  promoter.  I  have  for- 
gotten what  hopeful  scheme  he  was  elaborat- 
ing, but  I  am  quite  sure  it  was  as  honest  as 
are  the  plans  of  the  average  promoter.  He 
was  arrested  and  imprisoned  on  a  technicality. 
My  memory  of  the  occurrence  is  somewhat 
hazy,  but  my  impression  is  that  he  collected 
and  used  some  watchful  and  anxious  widow's 
money  before  his  plan  had  proceeded  far 
enough  to  give  him  the  legal  right  to  do 
so.  She  was  afraid  her  money  would  disap- 
pear beyond  recall,  and  she  at  once  brought 
suit  for  its  recovery  and  incidentally  for  Pat- 
tison's  punishment.  For  some  reason  the 
judge  or  the  jury,  as  the  case  may  have  been, 
didn't  like  the  look  of  things,  and  Pattison  was 
"sent  up"  for  six  years.  He  always  declared 
his  innocence,  and  I  was  once  told  by  a  man 
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outside,  who  knew  the  circumstances,  that  he 
thought  Pattison  had  meant  to  "play  square" 
in  the  deal. 

Certainly  he  was  a  most  exemplary  man  in 
prison,  arid  he  never  lost  his  native  dignity,  His 
social  polish,  his  attitude  of  a  gentleman.  I 
have  rarely  listened  "to  a  more  fascinating 
raconteur  than  Pattison.  He  had  traveled  ex- 
tensively, observed  keenly,  and  read  widely. 


graving,  had  become  an  actress.  It  was  Mrs. 
Pattison.  "Think  of  it!"  declared  Pattison 
with  heat.  "Think  of  it! — my  wife  disgrac- 
ing herself  and  her  family  by  going  on  the 
stage!"  And  the  scorn  and  contempt  in  his 
voice  and  manner  I  can  feel  tonday  as  I  think 
of  the  circumstance. 

Well,  Pattison  left  the  prison  shortly  after 
I  did,  and  I  have  heard  often  of  him  since. 
He  has  had  the  honorable  and  successful 
career  which  he  deserved.  He  is  a  contractor 
in  one  of  the  large  cities,  and  his  income  is 
one  which  I  should  not  refuse  if  it  were 
offered  me.     Recently  he  has  married  again. 

A  MELANCHOLY  DANE. 

Then  there  was  Bergen,  a  slight  young  Dane 
with  all  the  melancholy  and  all  the  interest  of 
a  Hamlet.  Bergen  always  declared  to  the  few 
who  had  his  confidence,  and  with  whom  he 


He  had  mixed  in  the  best  of  "society."  His 
voice  was  low  and  melodious,  and  his  manner 
the  fruit  of  the  best  breeding.  He  had  mar- 
ried the  niece  of  the  governor  of  a  southern 
State,  and  much  of  his  charm  was  doubtless 
due  to  his  experience  in  southern  social  circles. 
In  speaking  of  his  marriage  I  am  reminded 
of  an  incident  which  gave  me  much  secret 


Another  view  ot  tbe  nail,  and  some  convlcta  fllins  throngli 
the  prison  sate  after  tuvlns  been  oatatde  doinc  roadHMUBtmo- 
tton  work. 


amusement  at  the  time.  Pattison  came  rush- 
ing into  my  office  one  day  in  great  indignation, 
his  proud  head  thrown  back  farther  than  usual, 
and  thrust  before  me  a  copy  of  Mmisey's  Mag- 
azine containing  the  picture  of  a  handsome 
woman  who,  it  was  stated  underneath  the  en- 


deigned  to  chat  on  free  and  easy  terms,  that  he 
was  a  member  of  one  of  the  Danish  noble 
families,  and  certainly  his  accomplishments 
and  his  bearing  indicated  it.  He  had  come 
over  to  the  World's  Fair  in  Chicago  as  a  rep- 
resentative of  his  government,  and  was  at  the 
Fair  Grounds  all  summer.  By  the  time  the 
fair  was  over  with  he  had  become  so  enam- 
ored of  conditions  in  America  that  he  resolved 
to  stay  here.  He  was  an  ambitious  fellow, 
was  always  an  eager  searcher  after  knowledge 
and  experience  of  diverse  kinds,  and  so  he  had 
attached  himself  to  some  prominent  engineer- 
ing firm.  But  he  had  meanwhile  fallen  in 
with  a  fast  young  club  set  and  was  spending 
money  more  rapidly  than  his  government  or 
his  family,  or  afterwards  his  employers,  could 
supply   it  to  him,  and  before  long  he    had 
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forged  the  firm's  check  for  $100  to  tide  him 
over  an  ugly  difficuhy  which  demanded  imme- 
diate settlement.  He  had  expected  to  secure 
the  money  the  next  day  and  take  up  the  check 
before  it  should  be  presented  at  the  bank,  but 
there  was  a  slip  somewhere  and  the  cup  never 
reached  his  lips.  He  was  arrested,  convicted, 
and  sent  to  prison  for  eight  years. 
.  For  the  first  year  or  two  Bergen  felt  his  dis- 
grace keenly.  He  kept  to  himself  as  much  as 
possible.  He  refused  to  talk  with  either  con- 
victs or  officers.  He  grew  to  be  the  picture  of 
solitary  and  brooding  melancholy.  His  face 
never  lost  its  mournful  expression  during  his 
whole  term  in  prison,  but  in  time  he  became 
more  resigned  to  his  lot  and  took  advantage 
of  the  many  opportunities  to  make  himself 
useful  which  a  prison  offers  to  a  man  of 
cleverness  and  parts — opportunities  not  only  to 
become  useful,  but  in  doing  so  to  forget  one- 
self also  and  to  have  that  active  interest  in  life 
which  is,  both  in  prison  and  out  of  it,  the 
surest  remedy  for  despair  and  the  best  guar- 
anty of  contentment. 

Bergen  was  a  clever  musician,  and  before 
long  he  became  the  leader  of  the  prison  orches- 
tra. He  was  admirably  adapted  for  the  task, 
and  he  soon  had  his  convict  musicians  playing 
selections  from  the  classic  operas  with  a  finish 
and  a  unity  which  were  marked.  To  see  his 
lithe  figure  and  melancholy  face  as  he  waved 
the  baton  was  to  see  a  man  who  was  throwing 
his  soul  into  the  effort,  and  who  for  the  mo- 
ment was  living  among  spiritual  and  eternal 
harmonies  far  removed  from  dull  earth. 

Bergen's  orchestra  was  a  source  of  surprised 
delight    to    the    many    visitors    who    parsed 
through  the  prison,  but  it  never  played  so  well 
as  when  Mrs.  Booth  came  to  the  institution  on 
periodical  visits  among  her  "boys."     Then  it 
was  that  the  prison  walls  echoed  and  reechoed 
with  the  beauties  of  Tannhauser  and  II  Trova- 
tore  and  Martha.     The  orchestra  would  sta- 
tion itself  in  the  great  rotunda  or  central  court 
of  the  prison ;  on  the  first  gallery  above  would 
sit  the  warden,  his  distinguished  visitor,  who 
was  sometimes  accompanied  by  General  Booth 
and  always  by  her  secretary,  and  a  few  invited 
guests  from  the  town  outside;    on  the  third 
gallery  would  stand  some  of  the  officers  and 
such  of  the  convicts  as  were  free    from  the 
nature  of  their  duties  to  indulge  themselves  in 
this  privilege.     Mrs.   Booth  was  the  idol  of 


every  musician's  heart,  and  those  fellows 
played  as  though  inspired  when  she  sat  aboye 
them  and  smiled  her  delight  over  the  recep- 
tion, and  her  deep  interest  in  the  men  them- 
selves. 

Bergen  was  a  fine  linguist  also:  He  spoke 
English  perfectly,  with  scarcely  a  trace  of 
accent;  he  knew  French  and  Gennan  equally 
\vell,  and  he  had  a  good  workable  conception 
of  Latin  and  Greek.  He  was  my  teacher  in 
French  for  a  year,  and  incidentally  this  state- 
ment illustrates  another  advantage  of  prison 
life.  To  have  men  at  ready  call  who  could 
instruct  me  in  almost  any  branch  of  human 
knowledge  was  a  great  treat,  and  it  was  a 
further  convenience  that  they  came  to  my 
study  instead  of  my  going  to  theirs.  Nor 
do  I  need  to  point  out  the  pleasure  of  having 
private  tutors  in  your  own  chambers  without 
the  necessity  of  paying  more  or  less  hand- 
somely for  the  service.  The  arrangement  with 
Bergen,  however,  was  mutually  agreeable.  It 
'was  a  pleasure  for  him  to  leave  his  cramped 
cell  and  spend  an  evening  in  an  atmosphere 
which  wa5  at  least  comparatively  comfortable, 
intellectual,  and  independent. 

But  Bergen  was  not  only  a  musician  and  a 
linguist.  He  was  a  clever  draughtsman  also, 
and  he  drew  many  plans  for  the  rearrange- 
ment of  the  prison  buildings.  In  divers  other 
ways  he  showed  his  versatility  and  skill,  and 
he  was  a  most  useful  man  about  the  prison.  I 
must  not  neglect  to  say,  in  connection  with  his 
musical  work,  that  he  composed  two  or  three 
orchestral  selections  while  he  was  there  and 
spent  hours  in  transcribing  the  music  for  the 
different  instruments  and  players.  One  of 
these  compositions  I  well  remember,  and  it 
had  a  mournful,  solitary,  despairing  beauty 
which  stamped  it  as  the  expression  of  Bergen's 
sad  personality. 

Bergen  certainly  had  the  artist's  soul  and 
temperament,  and  history  and  biography  teach 
us  that  such  temperaments  are  unstable,  pas- 
sionate, and  often  immoral.  With  all  his  fine- 
ness of  spirit,  his  high  breeding,  and  his  pridp 
of  self,  Bergen  at  bottom  was  not  moored  fast 
to  any  solid  moral  convictions.  After  he  left 
prison  I  am  told  that  for  a  few  years  he  had 
a  remarkable  success,  but  he  seems  later  to 
have  cut  loose  from  it  all  and  to  have  reached 
the  second  sad  stage  in  his  career.  His  en- 
gineering and  architectural  skill   and  experi- 
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ence  gained  him  (with  Mrs.  Booth's  assistance, 
I  believe)  a  good  position  in  some  industrial 
enterprise,  and  within  a  year  he  supervised  the 
building  of  a  large  plant  and  afterwards  be- 
came manager  of  it  at  an  annual  salary  of  five 
thousand  dollars.  This  experience  was  re- 
peated with  another  plant  a  couple  of  years 
later,  and  Bergen's  friends  were  delighted  at 
the  noble  and  successful  manner  in  which  he 
was  acquitting  himself  and  wiping  out  the  dis- 
grace of  one  false  step. 

But,  alas!  he  suddenly  threw  it  all  over- 
board and  disappeared  from  view.  Shortly 
after  leaving  prison  he  had  married  a  relative 
of  one  of  the  officers,  a  girl  whom  he  had  seen 
occasionally  in  the  prison  where  women  are 
rarely  in  evidence,  and  where  one's  suscepti- 
bilities are  keyed  up  by  loneliness  and  by  the 
absence  of  feminine  companionship.  It  is  al- 
ways a  dangerous  experiment  for  the  artist 
temperament  to  marry,  for  the  conditions  of 
success  are  so  exacting  that  they  are  rarely 
met ;  and  in  Bergen's  case  the  experiment  was 
apparently  a  ghastly  failure.  Not  long  after- 
wards he  deserted  his  wife,  went  no  man  knew 
exactly  where,  burned  his  bridges  all  behind 
him,  and  is  now  either  suffering  despair  for 
the  second  time  in  his  career  or  is  breathing 
the  air  of  spiritual  liberty  and  independence 
again.  I  am  told  that  he  has  committed  crime 
once  more,  but  my  informants,  when  pinned 
down,  are  not  able  to  give  any  of  the  details 
or  to  confirm  the  rumor. 

THE  STORY   OF  A  YOUNG  GERMAN. 

And  finally  let  me  tell  more  briefly  of  young 
Brunig — another  foreigner,  but  this  time  a 
German.  Brunig  was  of  an  entirely  different 
type.  While  well  educated,  well  bred  and  ca- 
pable, he  lacked  the  versatile  ability  of  Bergen, 
and  he  had  his  feet  planted  firmly  upon  the 
earth  of  materialism  and  practicality.  Brunig 
had  come  of  a  good  family  in  Germany.  His 
father  was  a  banker.  The  boy  had  gone 
through  the  schools  of  his  country  and  had 
graduated  from  the  "gymnasium."  It  had 
then  become  his  duty,  as  it  is  the  duty  of  every 
German  youth,  to  spend  at  least  a  year  in  the 
German  army.  At  this  fate  he  demurred  and 
to  escape  it  he  came  to  the  United  States, 
and,  with  his  father's  influence,  secured  a  posi- 
tion in  a  large  banking  house.     The  old  gen- 


tleman thought  it  would  be  wise  for  the  boy  to 
learn  the  English  language  thoroughly  and  to 
become  familiar  with  American  methods  and 
conditions — a  training  which  would  later  on 
serve  him  in  good  stead  in  taking  up  his 
father's  business  in  Germany. 

For  a  year  or  two  all  went  well.  But,  like 
Bergen,  the  young  chap  fell  in  with  a  fast  set 
and  they  unintentionally  accomplished  his  ruin. 
The  pace  was  faster  than  he  could  travel.  He 
got  fearfully  into  debt,  and  a  gambling  ex- 
perience one  night,  where  he  lost  a  hundred 
dollars,  egged  him  on  to  a  desperate  act  the 
next  morning.  He  forged  his  firm's  signature 
to  a  letter  of  credit  for  $1500,  changed  his 
name,  took  the  train  for  another  city,  secured 
there  by  good  luck  or  by  sublime  "nerve"  $800 
on  the  letter,  and  then,  throwing  discretion  to 
the  winds,  began  traveling  through  the  country 
like  a  lord.  He  succeeded  in  tapping  the  let- 
ter of  credit  again  for  $200,  but  this  proved 
his  ruin.  In  the  midst  of  luxury  and  riotous 
living  he  was  in  danger,  and  before  he  knew 
it  blue-coated  officers  of  the  law  swooped 
down  upon  him  and  he  wound  up  in  a  prison 
cell. 

Brunig  was  a  good  bookkeeper  and  account- 
ant, and  we  gave  him  a  position  in  the  hospital 
with  charge  over  certain  dispensary  and  med- 
ical records,  and  he  worked  faithfully  and 
well.  His  desk  was  connected  by  a  bell  with 
my  office,  and  I  had  only  to  push  the  button 
to  secure  his  presence  and  enlist  his  eager  de- 
sire to  be  of  any  service.  He  was  a  clean-cut 
young  German  of  pleasant  manner.  Removed 
from  all  temptation,  not  thrust  among  others 
with  more  money  than  he,  exempt  from  un- 
desirable associations,  he  would  never  have 
gone  wrong.  The  crucial  moment  came  and 
he  was  not  strong  enough  to  stand  the  test. 
Judge  Ben.  Lindsay,  of  the  Jqvenile  Court  of 
Denver,  who  has  had  such  remarkable  success 
in  reforming  the  boys  of  his  city,  has  largely 
proceeded  on  the  assumption  that  in  nine  cases 
out  of  ten  a  boy  who  commits  a  theft  does  so, 
not  because  of  a  criminal  nature,  but  because 
of  the  double  force  of  temptation  and  associa- 
tion, and  that  nearly  every  boy  would  do  like- 
wise when  placed  under  the  same  circum- 
stances. He  has  accordingly  endeavored  to 
remove  the  causes  of  juvenile  crime  so  far  as 
possible.     I   believe,    too,   that   it   was    Poor 
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Richard  who  declared  that  it  was  much  easier 
to  be  honest  when  your  pocketbook  was  full. 

But  Brunig  had  learned  his  lesson.  He  had 
profited  by  his  experience,  and  he  determined 
like  a  sensible  man  not  to  waste  time  in  vain 
regrets  but  to  go  out  from  prison  and  redeem 
himself.  He  has  since  done  so  with  entire 
success. 

SOCIAL  CLEAVAGES  IN  PRISON. 

It  is  perhaps  neeedless  to  say  that  the  prison 
was  not  populated  altogether  with  such  men  as 
I  have  described.  They  were  of  course  the 
exceptions,  as  most  of  them,  indeed,  would  be 
in  the  world  outside.  It  may  perhaps  be  well 
to  explain  that  a  prison  is  not  and  cannot  in 
practice  be  an  absolute  socialistic  democracy, 
however  feasible  and  necessary  this  may  seem 
in  theory.  There  are  a  great  many  special 
positions  around  a  prison  which  convicts  can 
fill  successfully  —  more  successfully,  indeed, 
than  the  average  guard  or  .keeper ;  and  it  is 
the  part  of  economy  and  wisdom  to  accept 
this  fact  and  make  the  best  of  it.  Between 
such  men  and  the  mass  of  convicts  there  is  at 


once  the  same  division  which  manifests  itself 
in  society — and  a  prison  is  in  a  sense  a  section 
of  society  on  a  miniature  scale.  The  men  who 
have  the  brains,  the  experience,  and  the  breed- 
ing secure  the  fruits  of  them  here  as  elsewhere. 
They  get  the  prize  positions,  and  with  them 
they  likewise  get  certain  privileges  and  ex- 
emptions. 

The  men  I  have  been  talking  about  belonged 
to  this  class  entirely.  They  were  not  marched 
in  lock-step  to  work  in  the  shops  at  hard  man- 
ual labor  all  day  long,  and  then  marched  back 
in  the  late  afternoon  and  locked  in  their  cells 
for  the  night.  Within  certain  limits  they  had 
the  freedom  of  the  prison,  and  they  enjoyed 
the  association  of  the  officers.  They  were  not 
locked  in  their  cells  until  comparatively  late  in 
the  evening.  If  it  be  held  that  such  men 
should  have  been  punished  as  the  others  were, 
I  answer  that  they  were  punished  every  bit  as 
cruelly.  A  sensitive  man  feels  the  mere  fact 
of  imprisonment  far  more  than  a  hardened 
criminal  feels  severe  discipline,  arduous  work, 
and  the  absence  of  all  liberties. 
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The  Sixth  of  a  S«rl«fl  of   ImportaBt  Artlcl«fl — Phonographs  and  Racorda  ara  Hada  to  Pay 
Haadaomaly — ^Aa  Exparlaaced  Daalar  Telia  How  Ha  Haadlaa  tha  Oooda. 

By  ELMER  BACKER. 

N«w  UIbi«  Htaa. 


The  best  paying  side-line  on  the  market  to- 
day is  the  Edison  phonograph.     We  had  to 
take  three  different  types  of  Edison  machines 
and  one  hundred  records  to  get  the  agency  in 
this  city.    I  started  in  by  doing  some  good  ad- 
vertising.   I  inserted  a  strong  ad.  in  our  local 
paper  and  kept  it  up  every  week,  never  using 
the  same  cut  twice.    I  also  had  some  circulars 
printed  as  shown  in  the  illustration.     These 
are  sent  to  every  farmer  in  this  county  and 
this  city  every  month  in  winter  and  one  or  two 
in   the    summer.      They    serve    to   keep    the 
phonograph  uppermost  in  the  minds  of  our 
patrons.     More  than  one  farmer  has  said  to 
us:    "If  you  don't  stop  sending  me  this  circu- 
lar,  I  shall  have  to  buy  a  phonograph.     My 
wife  and  children  are  always  begging  me  to 
get  one."     Phonographs  certainly  make  the 


long  winter  nights  shorter  and  are  fine  for  en- 
tertaining visitors. 

GERMAN   RECORDS. 

This  being  a  German  settlement,  we  have 
many  calls  for  German  records  and  keep  a  big- 
ger stock  of  them  than  we  do  of  English. 
When  a  customer  has  picked  out  about  half  a 
dozen  and,  thinking  he  has  enough,  tells  us  to 
get  them  ready,  we  promptly  put  on  a  good 
number  while  his  own  selections  are  being 
wrapped  up.  Nine  times  out  of  ten  he  takes 
that  one  also.  In  this  way  we  sell  three  or 
four  more  records  than  the  buyer  would  other- 
wise order. 

Our  latest  advertising  scheme  was  to  invite 
the  three  popular  dance  music  players  in  the 
city  to  our  store  and  make  some  records.    The 
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next  day  we  announced  in  the  local  paper  that 
we  had  these  numbers  which  the  music  lovers 
of  the  town  might  hear.  The  instruments 
were  the  violin,  cornet,  concertina.  Well,  we 
sold  over  fifty  blank  records  inside  of  a  week. 
These  home-made  records  are  put  on  the  ma- 
chine in  the  same  way  as  the  ordinary  kind. 
A  reproducer  is  set  in  place  of  the  pin  and  the 
record  is  attached  very  easily.  The  only  trou- 
ble arises  when  the  players  are  not  near 
enough  to  the  phonograph, 

THREE  DIFFERENT  MACHINES  IN  STOCK, 

When  a  prospective  phonograph  buyer 
comes  in,  we  have  three  different  types  of  ma- 
chines to  offer:  the  Gem,  for  $15.00;  the  Fire- 
side,   for    $27.00;    and    the    Home,    with    a 
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Two  *Bi:itl(HU  ot  a  tlmB-pui«lei]  (older  dlitribateiiri)]'  Ur.  PfeSeTle. 

wooden  horn,  for  $55.00.  With  these  we  can 
accommodate  the  poor  man  as  well  as  the  rich. 
When  a  customer  wants  the  best  machine 
made,  we  send  to  our  jobber  for  an  Amberol, 
a  two-hundred  dollar  instrument,  which  has 
no  horn.  It  is  set  in  a  cabinet  about  six  feet 
high  and  built  of  oak  or  mahogany.  A  record 
is  put  on  one  of  the  machines  and  played. 
Meanwhile  we  describe  the  fine  points  in  which 
the  Edison  excels  others.  It  has  a  softer  tone 
and  requires  no  pin  changing  as  does  the 
Victor. 

We  have  an  easy  payment  plan  for  our 
phonograph  sales,  namely,  fifty  cents  a  week 
on  machines  under  twenty-seven  dollars,  and 
one  dollar  a  week  for  machines  over  that 
price.    All  people  buying  a  phonograph  on  our 


easy  payment  plan  must  sign  a  contract  that 
this  payment  will  be  made  every  week  or 
month.  Any  time  we  feel  .that  we  will  not  get 
the  money,  we  can  take  the  phonograph  back 
without  their  consent.  All  records  must  be 
paid  for  as  they  are  bought.  We  grant  no 
credit  in  their  sale. 

COMPETING  WITH   MAIL-ORDER   HOUSES. 

One  of  our  competitors  is  the  Babson  mail- 
order house  in  Chicago.  The  people  in  the 
vicinity  think  if  they  send  away  for  a  phono- 
graph, they  will  get  it  more  cheaply.  Instead, 
they  pay  express  and  one  dollar  and  forty 
cents  for  rubbish  which  we  give  free.  I  sent 
for  one  of  his  phonograph  catalogues  so  that 
I  could  show  the  people  that  riiey  pay  more 
by  having  a  machine  sent  to  them  than  they 
pay  us.  In  his  catalogue  twelve  records  are 
offered  with  the  machines.  These  records  are 
fifty  cents  apiece,  which  is  all  included  in  the 
price  of  the  machine.  But  when  a  farmer 
comes  in  and  asks  how  many  records  he  gets, 
we  tell  him  he  can  have  as  many  as  he  wants. 
He  doesn't  have  to  take  just  twelve.  He  can 
take  two  if  he  wishes. 

The  Edison  Company  puts  out  four  ma- 
chines under  the  price  of  fifty-five  dollars.  We 
only  keep  three  of  these,  as  one,  the  Standard, 
has  the  same  spring  as  the  Fireside.  The 
Standard  only  plays  four-minute  records, 
while  the  Fireside  plays  both  the  two-mjnute 
and  the  four-minute.  The  smallest  machine, 
the  Gem,  costs  fifteen  dollars,  but  has  no  dou- 
ble spring.  It  has  to  be  wound  up  before  one 
starts  playing.  It  also  has  a  very  small  horn. 
The  Fireside  is  our  best  seller.  The  price  is 
twenty-seven  dollars.  It  has  an  upright  horn 
and  double  spring.  With  this  machine  we 
also  sell  the  oak  horn,  which  costs  ten  dollars 
more  than  the  tin  horn.  It  takes  the  metallic 
sound  out  of  the  music ;  the  tin  does  not.  The 
largest  machine  we  have  is  the  Home,  which 
the  oak  horn  always  goes  along  with,  the  price 
being  fifty-five  dollars.  The  machine  also  has 
a  better  recorder  than  the  Fireside  machine. 
Furthermore,  the  double  spring  is  bigger  than 
other  small  machines. 

WINDOW  DISPLAYS. 

The  Edison  Incorporated  has  issued  win- 
dow displays  since  December,  1911.  The 
dealer  pays  three  dollars  a  month,  which  is 
the  cost  of  putting  them  out.    These  window 
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displays  come  every  month.  One  of  our  win- 
dows is  always  trimmed  with  these  phonograph 
displays.  They  are  a  good  advertisement  for 
us  and  the  Edison  Co.  We  get  our  Edison 
phonographs  from  a  jobber  in  Minneapolis, 
T.  H.  Tucker.  We  only  trade  with  one,  get- 
ting the  best  service  this  way.  The  records 
come  from  the  same  jobber  in  lots  of  one  to 
two  hundred  in  one  shipment,  usually  every 
two  weeks.  We  have  the  right  to  send  back 
ten  per  cent  of  all  we  order  every  three 
months.  This  keeps  our  stock  clean  all  the 
time. 

THE   PROFIT. 

The  profit  on  the  records  is  very  good.  On 
two-minute  or  Standard  records  there  is  a 
clean  profit  of  40  per  cent,  taking  10  per  cent 


off  for  breakage.  On  the  Amberol  records 
there  is  a  profit  of  55  per  cent.  These  are  the 
four-minute  records. 

On  the  same  machine  costing  $16.00  there 
is  a  profit  of  33  per  cent;  on  the  $27.00  ma- 
chine the  profit  is  45  per  cent;  and  on  our 
largest  the  profit  is  62  per  cent,  which  is  as 
much  as  any  side-line  can  make.  When  we 
sell  a  person  a  phonograph,  it  isn't  the  last 
time  we  see  him.  He  always  returns  to  buy 
more  records,  and  any  other  article  that  may 
catch  his  eye  in  the  store. 

One  thing  a  person  should  refrain  from  in 
handling  phonographs — that  is,  playing  for 
loafers.  It  keeps  the  ladies  away,  and  it  is  a 
poor  policy  generally  to  have  any  loafers 
around. 


IS  THIS  AN  AVERAGE  AUTOBIOGRAPHY? 
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The  S«II-told   Sketch  of  a  W«st«rB  Lad  Who,  Tlriai  of  Llla  on  tha  Ranch,  Eatcrtalnad 

Pharmacaatlcal  AmbldoBa— Ml^attai  to  tha  City  Ha  FoUowad  Hla  Bant,  Finally 

Baoomlni  tha  Ownar  of  a  Stora— How  Tlma  Workad  C^han^aa  In  Hla  Vlawa. 

By  an  «« EVERY-DAY  DRUOOIST." 


I  spent  my  youth  in  western  Kansas,  herd- 
ing sheep  on  the  prairies  in  summer-time, 
going  barefooted  and  clad  in  overalls.  For  4 
or  5  months  during  the  winter-time  I  attended 
the  district  school.  When  herding  sheep, 
sometimes  as  many  as  5000  in  a  single  herd, 
my  only  companions  were  my  Indian  pony,  my 
faithful  dog,  and  rifle.  My  only  diversions 
were  drawing  designs  in  the  sands,  killing  an 
occasional  coyote  or  a  gray  wolf  as  it  sneaked 
around  a  hill  in  quest  of  a  fresh  mutton  din- 
ner, the  frequent  killing  of  rattlesnakes,  the 
watching  of  the  prairie-dogs  in  their  towns, 
many  of  which  covered  hundreds  of  acres,  and 
a  thousand  other  things  of  a  similar  monot- 
onous nature,  not  the  least  of  which  was  the 
constant  and  ever-changing  panorama  of  cloud 
and  sky  and  the  weird,  fantastic  images  of  the 
mirage. 

In  dry  seasons  many  were  the  exciting  runs 
made  to  avoid  the  devastating  course  of  prairie 
fires,  and  in  wet  seasons  there  was  the  constant 
danger  of  severe  hail  or  wind  storms  before 
which  the  sheep  would  drift  for  miles,  and  no 
amount  of*  effort  could  stop  them.    All  this 


sounds  exciting  enough,  but,  as  a  matter  of 
fact,  it  was  one  of  the  most  monotonous  lives 
imaginable.     I  know  from  experience. 

BEHIND  THE  PLOW. 

When  I  grew  a  little  older  I  entered  upon 
the  farm  work  connected  with  the  sheep  ranch. 
Many  a  day  I  put  in  behind  "Star*'  and 
"Buck,"  the  ox  team,  plowing,  seeding  and 
harvesting  the  grain  necessary  to  winter  the 
sheep  and  to  feed  the  horses  and  cattle  of  the 
ranch.  I  always  went  to  school  during  the 
short  winter  terms.  A  little  later  I  went  to 
the  school  in  the  neighboring  town,  riding  my 
horse  in  and  out  the  5  miles,  nights  and  morn- 
ings. Then  one  day  word  was  received  from 
a  relative  in  an  adjoining  State  that  I  might 
come  and  have  the  advantages  of  schooling  in 
a  larger  town  and  work  in  a  store  to  pay  my 
board. 

This  relative  it  happened  owned  a  drug 
store,  and  I  went,  not  that  I  preferred  a  drug 
store  position  to  anything  else,  but  because  it 
offered  an  escape  from  the  monotonous  life  of 
the  western  sheep  ranch.     Perhaps  while  herd- 
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ing  sheep  on  the  limitless  plains,  with  nothing 
to  think  about  except  the  future,  the  idea  may 
have  come  to  me  that  I  was  capable  of  bigger 
and  better  things,  of  great  achievements. 
Where  is  the  boy  who  does  not  have  these 
thoughts?  At  any  rate  this  opening  seemed 
the  really  greatest  thing  in  my  life. 

I  rode  the  distance,  over  300  miles,  on  my 
pony,  sleeping  out  at  nights  with  no  roof  but 
the  sky,  no  bed  but  my  blanket,  and  my 
saddle  for  a  pillow.  My  pony  was  picketed 
out  near-by. 

I  was  then  only  a  little  boy,  scarcely  tall 
enough  to  see  over  the  tops  of  thrf  high,  round- 
top  show-cases  which  were  then  the  only  kind, 
but  which  are  now  seldom,  if  ever,  seen. 

COMING   TO  TOWN. 

One  can  imagine  the  appearance  a  green 
country  boy,  just  off  the  range  and  entirely  a 
stranger  to  city  ways,  made  as  a  city  drug 
store  "cubby."  But  no  one  can  realize  the 
crash  of  my  air  castles.  The  disillusion- 
ment, the  knowledge  of  my  own  ignorance, 
the  ridicule  of  my  boy  playmates,  and  the 
homesickness  of  my  first  year  or  so  as  an  em- 
bryo druggist,  all  bore  heavily  upon  me. 

But,  be  it.  said  to  my  credit,  I  hung  on. 
Perhaps  the  knowledge  that,  if  I  gave  up,  it 
meant  a  return  to  the  ranch  and  to  "Star"  and 
"Buck,"  to  experience  again  the  heat  of  sum- 
mer and  the  cold  of  winter,  mere  memory  of 
the  monotonous  grind  of  my  former  life,  made 
me  stick  it  out.  Be  that  as  it  may,  I  staid  un- 
til the  "green"  wore  off  and  eventually  a  liking 
for  the  business  began  to  take  possession  of 
me. 

This  liking  for  the  drug  business  is  a  pecu- 
liar thing.  It  is  like  the  "old  man  of  the  sea" 
story.  If  it  once  gets  its  clutch  on  you,  you 
are  doomed!  Did  you  ever  know  of  a  drug- 
gist to  change  his  profession?  Mighty  few 
ever  do. 

Well,  I  clerked  for  years,  and  all  the  time 
was  possessed  of  one  idea.  I  never  lost  sight 
of  it.  From  my  first  day  in  the  drug  store,  I 
looked  forward  to  the  time  when  I  would 
be  a  proprietor.  My  aim  was  always  to  this 
point.  I  would  think  how  I  would  do  this  or 
that  if  I  were  boss.  One  thing  I  was  quite 
sure  of.  When  I  got  to  be  boss,  my  clerks 
wouldn't  have  to  work  so  hard  nor  so  long  as 
I  had  when  I  was  a  clerk.     And  when  I  took 


charge,  I  wouldn't  toil  so  hard  and  fool  around 
over  the  little  things  as  my  chiefs  had  done. 

By  and  by  I  got  up  nerve  enough  to  take 
the  State .  board  examination  and  passed. 
Then,  of  course,  I  got  a  better  job,  and  after 
a  while  a  still  better  one,  and  in  the  course  of 
time  attained  the  object  of  my  goal.  I  be- 
came a  proprietor. 

TAKING  THE  REINS  HIMSELF. 

I  have  been  running  a  drug  store  now  for 
several  years.  I  was  saying  the  other  day 
how  my  youthful  views  have  changed.  Since  I 
have  been  in  business  for  myself,  I  have  worked 
harder  than  ever.  I  not  only  have  the  small 
details  of  the  business  to  look  after,  but  the 
rest  of  it  also.  I  feel  that  no  one  can  do  any- 
thing as  I  want  it  done,  all  the  time.  I  keep 
my  clerks  as  long  as  the  average  druggist  does. 
But  I  confess  they  get  better  offers  from  other 
places,  or  they  prove  unsatisfactory  and  I  have 
to  let  them  go. 

I  notice,  too,  that  my  clerks'  hours  are  as 
long  as  others  and  that  they  seem  to  work  just 
as  hard. 

I  used  to  tell  how  I  "would  set  things  on 
fire"  when  I  got  to  running  a  drug  store.  But 
there  hasn't  been  any  conflagration  yet,  and  I 
have  been  at  it  for  years  now.  I  used  to  say 
that  I  would  own  a  fine  home  and  have  a  splen- 
did team  and  carriage  and  live  in  style.  I 
have  a  nice  little  home,  but  no  better  than  my 
neighbors,  and  no  one  yet  has  seen  my  "splen- 
did team  and  carriage."  True,  I  had  an  auto- 
mobile a  year  or  so  ago,  a  little  runabout  that 
my  family  and  I  used  to  go  out  in  occasionally. 
But  I  sold  it.  I  couldn't  afford  the  gasoline 
and  oil.  Besides,  I  didn't  have  the  time  to  use 
it.  The  style  I  used  to  tell  about  hasn't  ma- 
terialized either  and  doesn't  seem  to  be  headed 
my  way  very  fast. 

I  work  from  early  morning  till  late  at  night 
365  days  in  the  year  and  every  fourth  year 
366.  I  am  just  an  ordinary  every-day  drug- 
gist, no  better  off  than  the  majority,  perhaps 
not  so  well  off.  But  I  seem  contented  and  am 
happy  in  the  possession  of  a  handsome  little 
drug  store.  I  am  respected  in  the  community 
and  have  confidence  in  my  fellow-men  and  in 
myself.  My  home  life  is  pleasant  and  happy. 
After  all,  the  question  is,  am  I  a  success?  I 
don't  think  so.  It  all  depends  on  how  you 
look  at  it.  • 


WRITING  SHOW-CARDS  WITH  A  NEBULIZER. 

A  ''Olaseptlc  Nabvllser*'  Used  for  th«  Fmrposa— It  Hakes  an  Ezcallent  Sabstlhita  for  the 
More  Expensive  Alr^bmsh — SpeclmeBS  of  Si^a  Prodvced  with  It* 

By  ALEX  F.  PETERSON. 

III««ovla»  Hoataaa. 


From  the  time  of  making  my  first  attempts 
at  show-card  writing,  it  has  been  my  greatest 
desire  to  possess  an  air-brush.     But  the  cost 


of  one,  together  with  the  equipment  necessary 
to  operate  it  successfully,  has  always  seemed 
to  require  too  large  an  investment,  consider- 
ing the  limited  use  to  which  it  could  be  put  in 
a  drug  store. 

Atomizers   were   suggested   by   one   card- 
writer  as  a  substitute,  but  after  experimenting 
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with  several  kinds  I  was  compelled  to  give  it 
up  as  a  failure.  These  did  very  well  in  pro- 
ducing "spatter"  work,  which,  by  the  way, 
helps  to  make  signs  attractive.  But  none 
threw  a  spray  finely  enough  divided  to  give 
even  a  semblance  of  air-brush  work.  Con- 
sequently I  have  until  recently  been  rubbing 
dry  colors  into  the  paper  to  produce  shaded 
backgrounds. 


HOW    HE    HIT    UPON    THE   IDEA. 

In  demonstrating  Parke,  Davis  &  Co.'s 
"Glaseptic  Nebulizer"  to  a  customer  one  day 
I  noticed  that  it  actually  vaporized  the  solu- 
tion, and  later  in  trying  it  with  dyes  dissolved 
in  water  I  found  that  it  spread  the  color  on 
paper  beautifully.  But  occasionally,  on  ac- 
count of  the  density  of  the  liquid,  a  few  spots 
would  appear.     Then  I  made  a  solution  of 
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Winsor  &  Newton's  artists'  color  in  turpen- 
tine, in  the  proportion  of  one  tube  of  color  to 
two  ounces  of  turpentine.  This  proved  to  be 
the  ideal  color  for  this  work,  as  it  sprayed 
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easily,  never  spotted,  and  the  shading  could 
be  graduated  to  any  desired  density. 

With  a  few  stencils  cut  out  of  manila  draw- 
ing paper,  creditable  signs  can  be  produced  in 
this  way  in  less  time  than  with  the  brush 
alone. 
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HIS  SPECIMENS. 

I  am  submitting  a  few  specimens  of  the 
work  done  with  the  "Glaseptic  Nebulizer." 
The  card  advertising  hair  preparations  was 
used  in  a  window  display.  It  was  made  with 
the  use  of  stencils. 

The  headache  tablet  sign  has  a  partly  open 
box  of  the  tablets  glued  on  the  card,  and  the 
exposed  tablets  are  held  in  place  by  spreading 


a  thin  layer  of  liquid  glue  tn  the  bottom  of 
box  before  filling. 

Appropriate  pictures  pasted  on  cards  and 
properly  shaded  are  much  more  effective  than 
when  used  in  any  other  way.  The  two  girls 
on  the  accompanying  cards  were  cut  from 
magazine  ads. 

I  trust  others  interested  in  card-writing  will 
try  this  method  and  report  their  results. 


A  SODA  WINDOW. 


There  was  something  cool  and  refreshing  in 
the  appearance  of  this  window.  The  rocks, 
the  flowing  water,  and  the  green  grass  com- 
bined to  make  a  cool,  inviting  scene.     More- 


boxes.  Arrange  them  in  a  sort  of  semicircular 
pyramid  against  the  back  of  the  window.  On 
the  floor  set  a  tin  tank  3  by  4  feet,  3  inches 
high,    with    an    overflow    pipe    that    reaches 


over,  they  were  so  different  from  the  mer- 
chandise usually  displayed  in  a  drug-store 
window.  Every  warm  and  thirsty  wayfarer 
was  bound  to  stop  before  this  country  view. 
It  really  made  a  whole  Chautauqua  crowd  "sit 
up  and  take  notice." 

The  display  was  built  of  a  pile  of  rocks, 
some  old  boxes  and  a  small  piece  of  rubber 
hose.     To  construct  it  requires  eight  or  ten 


through  the  floor  of  the  window  far  enough 
so  that  an  old  piece  of  hose  can  then  be  at- 
tached to  it  to  carry  off  the  water  when  it 
starts  to  run. 

Next  provide  about  four  good  wheelbarrow 
loads  of  small  rocks  of  different  sizes,  about 
three  square  yards  of  sod  (best  taken  from 
wild  growing  grass  and  small  weeds)  and  one 
good  flat  rock,  say  I  by  2  feet,  for  the  fall. 
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Then  get  sufficient  rubber  tubing,  y^  inch,  to  of  the  pool,  added  much  to  the  realism  of  the 

reach  from  the  most  convenient  tap,  or  a  bar-  display. 

rel  on  the  upper  floor,  and  turn  on  the  water  The  signs,  of  course,  may  be  any  good  soda- 
over  the  flat  stone;  let  it  drip  so  as  to  strike  water  cut-outs,  and  are  used  to  fill  in  the  ends 
onto  the  pan  or  tank.  and  back  of  the  window.  The  Coca-Cola  sign 
Arrange  the  rocks  and  sod  as  realistically  is  suspended  from  a  bar.  The  sign  "Water 
as  possible,  not  too  regularly,  and  cover  the  your  horse  at  the  spring — but  get  your  drink 
bottom  of  the  window  and  edges  of  the  tank  at  Sherriff's  soda  fountain"  tells  the  whole 
with  the  grass.  Cover  the  bottom  of  the  tank  story.  This  sign  looked  like  a  fence  across 
with  sand,  so  that  the  tin  does  not  show  the  front  of  the  pool, 
through.  Use  two  or  three  ferns  on  top  of  the  rocks 

After  this  photo  was  made,  I  put  in  a  small  as  a  finishing  touch, 
figure  of  a  cow  and  a  horse  that  appeared  to         Some  of  our  admiring  friends  say  this  was 

he  enjoying  the  cool  water.    They  were  about  the  best  window  we  ever  had,  and  although  it 

six  inches  high,  and,  standing  in  the  water  required  a  little  work  and  ingenuity,  it  was 

with  their  noses  in  the  green  grass  on  the  edge  simple  and  eminently  worth  while. 


A  DRUGGIST  WHO  KNOWS  HOW  TO  LIVE. 

Alauadw  St«w«rt  of  Ovalph,  OBtaiio— Elect sd  Fraaldaat  of  th«  Oatarla  CoUaia  ol  Phai 
wacr— FloMrM  of  Hia  StoM,  Hu  ■•■Idaacw.  sad  HU  Udla^  Rorao  "GoUm  OirL" 


Alexander  Stewart,  as  the  title  of  this  arti-      trate  the  point,  and  if  they  do  .not,  it  will  be 
cle  indicates,  has  learned  the  art  of  mixing     made  sufficiently  clear  throughout  the  course 

of  this  short  article. 

Mr.  Stewart  was  bom  in  the  township  of 
Eramosa,  county  of  Wellington,  June  7,  18C6, 
After  he  had  received  a  preliminary  education 
in  the  public  schools  he  attended  the  Ontario 
College  of  Pharmacy,'  and  was  graduated  in 
the  class  of  1889  with  a  good  standing.  He 
was  the  gold-medalist  in  dispensing,  and  was 
the  third  member  of  the  class  in  general  pro- 
ficiency. 

His  career  as  a  clerk  had  begun  with  Alex. 
B.  Petrie  back  in  1884,  but  after  he  graduated 
from  the  Ontario  College  he  began  business 
for  himself  in  Guelph,'and  here  he  may  still 
be  found.  In  the  meantime  he  has  served  on 
the  Council  of  the  Ontario  College  of  Phar- 
macy ever  since  March,  1906,  and  in  that 
capacity  has  represented  District  No.  7.  It 
was  in  recognition  of  his  zeal  and  good  judg- 
ment that  he  was  elected  to  the  presidency 
last  November. 

In  taking  the  chair  Mr.   Stewart  said  at 

that  time  that  he  hoped  to  make  his  admin- 

Aieuukder Stewart  istration  onc  of  succcss.     The  first  thing  he 

did  was  to  recommend  that  a  special  commit- 

?\easure  with  business.     He  enjoys  himself,      tee  of  three  or  four  members  of  the  Council 

Some  of  the  accompanying  pictures  will  illus-     be  appointed  for  the  purpose  of  touring  tlie 
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schools  and  colleges  of  pharmacy  of  the 
United  States  in  order  to  gain  ideas  and  sug- 
gestions which  might  be  of  possible  use  in 


city  of  Guelph  he  is  a  member  of  the  Priory- 
Club,  the  Canadian  Club,  St.  Andrew's  So- 
ciety, the  Guelph  Fat  Stock  Society,  and  the 
Guelph  Horticultural  Society.  At  the  present 
time  he  is  secretary  of  the  Guelph  Horse  Show 
Association,  and  a  director  of  the  South  Wel- 
lington Agricultural  Society. 

As  a  couple  of  our  pictures  will  suggest. 


Mr.  Stemn'i  tihaimuT  in  Oaelnli,  Oatuio. 

the  further  development  of  the  Ontario  Col- 
lege of  Pharmacy.  This  was  a  specimen  of 
the  man's  initiative  and  progressive  character. 
But  it  is  not  alone  in  the  O.  C.  P.  that 
Mr.  Stewart  has  rflade  himself  useful,  and 
has  won  recognition.  In  politics  a  Liberal, 
he  has  been  secretary  of  the  Liberal  Associa- 
tion of  the  South  Riding  of  Wellington.  He 
has  been  an  alderman  •£  the  city  of  Guelph. 
For  two  years  now  he  has  been  president  of 
the  Board  of  Trade  of  Guelph,  and  he  has 
served  on  the  Conirrtittee  of  the  Guelph  Gen- 


Mr.  Sttwmrt  Hid  Ui  bmatifnl  hone.  "  OoMea  Olrl." 

Mr.  Stewart  is  very  fond  of  riding  and  driv- 
ing. His  riding  horse,  "Golden  Girl,"  is  a 
famous  steed,  and  we  present  a  couple  of 
pictures  showing  Mr.  Stewart  astride  her. 
■  As  for  Mr.  Stewart's  pharmacy,  this  is  one 
of  the  neatest,  best-arranged,  and  most  pros- 
perous in  the  Province  of  Ontario.  A  spe- 
cialty is  made  of  hospital,   physicians'   and 


— I 


era!  Hospital.  During  his  membership  in  the 
Council  of  the  Ontario  College,  he  has  been 
chairman  of  the  Educational  Committee  and 
has  done  excellent  work  in  this  position. 

To  show  further  that  Mr.  Stewart  is  a  man 
i)f  broad  interests,  and  that  he  believes  in  liv- 
ing the  full  life,  it  may  be  said  that  he  is  a 
member  of  the  following  clubs  in  Toronto: 
The  National  Club,  the  Ontario  Liberal  Club, 
and  the  Royal  Canadian  Yacht  Club.     In  the 


Hltb"OoldmQirl." 


nurses'  supplies,  and  Mr.  Stewart  gets  out 
under  his  own  label  a  number  of  pharmaceu- 
tical and  toilet  specialties  which  apparently 
enjoy  a  sale  outside  of  his  own  store. 


How  the  Druggist's  Sundries  Are  Made. 

FIFTH  PAPER:  ESSENTIAL  OILS. 

The  Industry  Chiefly  European— France    Particularly  Excels— Enormous   Quantities  of 

Flowers  Collected  Annually— The  Various  Methods  of  Separatlns  the  Oils 

and  Their  Bearinf  on  the  Price— Some  Synthetic  Products 

thai  Verse  Closely  on  the  Natural. 

By  DANIEL  M.  GROSH, 

Phllidelphii. 


When  one  considers  that  the  United  States 
produces  annually  essential  oils  to  the  value  of 
$500,000,  and  the  little  town  of  Grasse  in  the 
south  of  France  twelve  to  fifteen  times  as 
much,   it  certainly  furnishes  food  for  reflec- 


Carawu  fleld  on  the  right,  flnt  tcu.  HoIUod.  ^ 

lion.  Why  this  condition  of  affairs  exists  is 
hard  to  understand,  as  all  authorities  agree 
that  \ve  possess  the  necessary  climatic  condi- 
tions in  our  diversified  climate  both  in  the  east 
and  in  the  west.  The  technical  and  practical 
f^nowledge  of  floricuhure  and  extraction  of  the 
oils  is  tiot  a  prohibitive  proposition,  nor  does 
it  refjiiire  such  training  and  experience  as 
American  ingenuity  could  not  acquire.  Fur- 
thermore, a  benevolent  and  protective  tariff 
would  work  to  the  interest  of  the  manufac- 
turer. Excluding  150,000  pounds  of  oil  of 
peppermint  produced  yearly,  which  is  less  than 
one-half  of  Japan's  contribution,  the  output  of 
natural  essential  oils  is  too  small  to  be  seri- 
ously considered. 

The  essential  oil  industry  may  be  roughly 
<livided  into  three  divisions,  the  expression  of 
natural  oils,  the  fabrication  of  artificial  and 
synthetic  oils,  and  the  general  perfumery  busi- 
ness. The  natural  production  will  be  discussed 
ant!  the  artificial  production  considered  only  in 
relation  to  the  natural  product.  It  is  a  peculiar 
fart  that  the  enormous  production  of  the  arti- 


ficial products  has  not  in  any  way  curtailed  or 
retarded  the  output  or  reduced  the  demand  for 
the  natural  article.  Nor  has  it  in  any  way  re- 
duced the  price.  The  price  of  vanilla  beans 
remains  the  same,  regardless  of  the  quantity 
of  vanillin  produced.  All  other  natural 
products  likewise  remain  unaffected  by  com- 
petition with  the  synthetic  products.  This 
demonstrates  that  the  industry  is  so  firmly  es- 
tablished that  it  has  nothing  to  fear  except 
competition  in  its  own  particular  class. 

OILS   A   FOREIGN   INDUSTRY, 

When  the  little  town  of  Grasse  can  produce 
annually  ten  billion  pounds  of  flowers  and  fur- 
nish the  inhabitants  wiTh  continuous  employ- 
ment throughout  the.  year,  it  certainly  seems 
that  this  great  country  should  have  some  small 
section  with  equal  faciUties, 

The  industry  is  always  sure  of  a  demand 
and  a  market,  for  the  substantial  reason  that 


Howlng  canvror  In  Hollknd. 

the  higher  grades  of  perfumes  absolutely  re- 
quire the  natural  product.  The  synthetic 
article  may  be  used  for  the  cheaper  grades, 
but  is  lacking  in  certain  essential  qualities  that 
are  found  only  in  the  natural  oil.  Conse- 
quently, there  is  no  danger  of  the  natural  oils 
being  forced  out  of  existence,  as  has  hap- 
pened to  the  indigo  and  alizarin  colors  in  thp 
dyeing  industry. 
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The  industry,  both  in  the  field  and  factory, 
has  been  studied  and  experimented  upon  by 
the  French  producers  down  to  the  minutest  de- 
tail, and  they  have  attained  absolute  perfection 


Extnotlon  of  benramot  oil :  Oronp  of  workuwii  in  Ilslj. 

both  in  purity,  of  product  and  volume  of  out- 
put. They  continually  strive  to  excel,  both  as 
a  matter  of  business  and  self-protection,  as 
they  must  keep  up  the  quality  of  their  products 
regardless  of  conditions  and  circumstances. 
They  study  out  all  possible  influences  on  the 
growth  of  the  plants,  such  as  temperature, 
light,  humidity,  nature  of  soil,  proper  time  of 
harvesting,  etc.,  and  necessarily  each  indi- 
vidual species  must  be  studied  separately. 

GATHERING  THE   FLOWERS. 

The  year  commencing  in  March  and  April 
with  the  violets  and  the  jonquils,  almost  one 
million  pounds  of  violets  and  about  35,000 
pounds  of  jonquils  are  cultivated  and  gathered. 
In  May  and  June  come  the  roses ;  almost  three 
and  a  half  million  pounds  are  gathered,  which 
have  to  be  picked  over  twice  to  separate  the 
injurious  pistils  from  the  perfume-giving 
petals.  These  two  months  are  also  given  to  the 
orange  flowers,  four  and  a  half  million  pounds. 
In  June  and  July  the  thyme  and  rosemary,  also 
the  myrtle,  are  gathered,  August  and  Sep- 
tember produce  175,000  pounds  of  tuberose, 
one  and  a  half  million  pounds  of  jasmine, 
6.5.000  pounds  of  aspic,  and  200,000  pounds 
of  lavender.  The  red  geranium  appears  in 
September    and    October.      The    floral    year  * 


finally  ends  in  October  and  Xovember  with 
cassie  flowers.  December,  January,  and  Feb- 
ruary are  occupied  in  preparing  for  the  new 
year  and  winding  up  the  old. 

When  one  realizes  the  slight  weight  of  a 
floral  blossom  and  the  number  required  to 
make  a  pound,  the  actual  volume  gathered 
yearly  seems  almost  incredible,  and  yet  this  is 
from  only  one  small  section. 

The  process  of  extraction  of  the  oils  is  sim- 
ple and  familiar  to  most  all,  and  will  be  dwelt 
on  but  slightly.  Four  methods  are  used. 
There  is  distillation,  in  which  the  flowers  are 
distilled  with  steam.  The  steam  is  condensed 
and  the  oil  separated  from  the  water,  which 
is  either  used  over  again  in  a  fresh  charge  or 
sold  as  distilled  waters,  of  which  about  four 
million  quarts  are  marketed  yearly.  For  the 
more  delicate  flowers  the  cold  maceration 
process  is  used,  which  produces  the  finest 
products.  The  flowers  are  macerated  in  the 
purest  lard  on  glass  plates.  When  the  pomade, 
as  it  is  termed,  becomes  saturated  with  per- 
fume, the  oil  is  extracted  by  agitation  with 
alcohol  and  evaporated  to  concentration.  The 
hot  maceration  process  is  similar  to  the  fore- 
going method  except  that  hot  lard  is  used,  and 
the  pomade  is  obtained  by  filtration  and  pres- 


Idc  »t  the  vorki  In  Java. 

sure.  The  most  modern  process  consists  of 
using  a  volatile  solvent,  a  light  petroleiun 
spirit,  distilling  and  evaporating  in  a  vacuum 
which  gives  the  perfume  in  a  solid  form.  The 
maceration  process  gives  a  larger  volume  of 
product  than  the  other  methods. 

The  alcoholic  concentrations  are  termed 
quintessences,  and  the  prices  depend,  of  course, 
with  regard  to  quantity  and  quality,  upon  the 
extractive  methods  employed.  A  pound  of 
violet  essence  extracted  by  the  cold  process 
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brings  $1350,  while  by  the  petroleum  process 
it  costs  only  $160.  A  pound  of  oil  of  orange 
flowers  made  by  steam  distillation  is  valued 
at  $;!.5:  by  spirit  distillation  $72;  and  by  cold 
maceration  $135. 

During  the  intervals  of  flower-picking  the 
stills  are  kept  busy  with  cinnamon,  cloves, 
sandal,  and  other  exotic  plants  of  other  locali- 
ties which  are  imported  for  expression. 

SYNTHETIC  OILS, 

The  relation  which  the  synthetic  oils  bear 
to  the  natural  is  interesting  from  every  view- 
point. The  vegetable  kingdom  furnishes 
nearly  all  the  parent  products  for  the  manu- 
facture of  synthetic  oils.  Two  exceptions  may 
be  noted  in  benzaldehyde  and  methyl  salicylate, 
«hich  are  coal-tar  preparations. 

Vanillin     is     manufactured     from     many 


TlAOC-rUnt  oil  dIstfllMion  in  Jkta. 

sources,  ranging  from  asafetida  to  potato 
peelings.  About  25,000  pounds  of  vanillin  are 
produced  annually.  The  price  has  been  so  re- 
duced that  it  is  hard  to  realize  that  but  a  few 
years  back  vanillin  was  worth  $55  a  pound. 
The  laboratory  has  given  us  heliotropin,  which 
supplies  a  perfume  different  from  that  made 
from  the  natural  oil  of  heliotrope.  It  is  made 
from  saffrol,  which  itself  occurs  in  oil  of  sassa- 
fras and  camphor  oil.  Terpineol  with  its  lilac 
odor  is  obtained  from  turpentine  after  many 
reactions.     It  is  another  well-known  product. 


The  rival  of  the  violet  is  found  in  ionone,  made 
from  oil  of  lemon  and  lemongrass  oil.  Iso- 
eugenol  gives  the  replica  of  the  carnation,  and 
so  on  down  the  long  list  of  floral  odors  which 
are  successfully  fabricated  and  fulfil  many  re- 
quirements, especially  '  soap-making.  In  that 
industry  the  synthetic  oils  often  give  better 
satisfaction  than  the  natural,  being  more  re- 
sistant to  the  action  of  the  alkalies.  It  is 
astonishing  that  the  large  and  constantly  in- 
creasing amounts  of  synthetic  oils  marketed 
and  used  have  in  no  way  reduced  the  demand 
or  output  of  the  natural  product,  or  at  least 
influenced  the  prices.  Not  only  has  the  price 
been  maintained,  but  the  cultivation  and  pro- 
duction have  been  greatly  increased  and  larger 
quantities  imported. 

The  prime  refjuirement  in  both  natural  and 
artificial  goods  is  absolute  purity.  Notwith- 
standing this  fact,  the  oils  imported  to  America 
have  been  grossly  and  scandalously  adulter- 
ated. Fortunately  the  laboratory  can  by  scien- 
tific methods  determine  and  ascertain  the 
quality. 

THE  OLFACTORY  SENSE. 

,  The  manufacture  of  perfumery  or  the  blend- 
ing of  odors  is  so  extensive  as  to  be  beyond 
the  scope  of  an  article  of  this  nature.  The 
great  or  successful  perfumer  is,  like  the  poet  or 
musician,  born,  not  made.  The  odors  may  be 
compared  to  the  notes  of  the  musician  or  the 
colors  of  the  artist.  An  impure  odor  like  a 
false  note  or  a  wrong  color  may  destroy  an 
otherwise  perfect  combination.  The  sense  of 
smell  becomes  so  trained  and  acute  as  to  be 
developed  into  a  special  gift  of  nature  in  itself. 
Odors  may  be  qualified  or  distinguished  only 
by  the  individual  nasal  organ.  They  cannot  be 
recorded,  measured,  or  qualified  mechanically 
as  can  heat,  light,  sound,  or  sight.  The  cre- 
ated perfumes  are  a  blending  of  the  various 
oils  and  essences,  and  no  single  odor  alone  has 
the  necessary  perfume  requirements,  namely, 
penetration,  persistence,  and  pleasantness. 


iT-^^--. 
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DOLLAR  IDEAS 


A  GRAPHIC  METHOD  OF  RECORDING 

SALES. 

Ernest  C.  Cripps,  Berkhamsted,  England: 
All  druggists  who  market  their  own  specialties 
should  have  some  method  of  recording  the 
sales  of  these  goods.  So  far  as  the  actual 
numbers  of  bottles  or  packages  are  concerned, 
if  an  account  of  every  dozen  put  up  is  kept, 
the  number  left  in  stock  at  a  given  time  will 
show  the  actual  sales.  But  something  more 
than  that  is  needed.  One  wants  to  know  at  a 
glance  whether  sales  are  increasing  or  decreas- 
ing, and  also  in  what  month  one  should  expect 
an  increase  or  decrease.  Furthermore,  if  less 
goods  were  sold  than  in  the  corresponding 
period  twelve  months  ago,  one  will  want  to 
know  the  cause. 

I  have  found  that  the  best  method  of  tab- 
ulating and  comparing  such  records  is  by  re- 


aatm  ^^j^  tmmHk  H9H.  t^uMrmmrmot 


A  chart  representinff  the  number  of  photographic  fllnui  developed 

in  two  saoceasiTe  yean. 

sorting  to  the  method  now  adopted  in  our 
schools  in  teaching  mathematics — i.e.,  the 
graphic  chart.  An  explanation  of  the  accom- 
panying illustration  will  make  the  method  quite 
clear.  The  paper,  ready  ruled,  can  be  easily 
obtained.  It  is  divided  into  small  squares  by 
horizontal  and  vertical  lines.  The  heavier  ver- 
tical lines  represent  the  months  of  the  year, 
while  the  heavier  horizontal  lines  may  stand 
for  10,  50,  or  100,  as  the  sales  of  the  special 
preparation  are  large  or  small.  The  smaller 
horizontal  divisions  represent  2,  10,  or  20,  as 
the  case  may  be.  If  it  is  required  to  record 
the  weekly  sales,  the  vertical  divisions  must  be 
subdivided  into  four.    Figures  at  the  side  may 


be  placed  for  convenience,  and  the  months  at 
the  top  and  bottom. 

Each  chart  may  represent  a  year ;  or  several 
years'  records  may  be  depicted  upon  the  same 
piece  of  paper  if  colored  inks  are  used.  This 
latter  method  is  the  more  useful,  as  variations 
can  be  seen  at  a  glance. 

The  accompanying  chart  represents  the  num- 
ber of  photographic  films  developed  last  year, 
and  the  dotted  line  that  of  the  previous  year. 
There  is  no  end  to  the  uses  to  which  this 
method  may  be  put. 


WATER-PROOFING    LABELS    WITH 

COLLODION. 

/.  F.  Rupert,  U,  S,  Navy  Hospital  Corps, 
U,  S.  S.  Helena,  Asiatic  Station:  I  have 
found  collodion  a  very  fine  preparation  for 
rendering  labels  water-proof.  While  my  ex- 
perience has  been  mostly  with  typewritten  la- 
bels, I  have  found  that  it  works  perfectly  with 
hand-written  labels. 

Collodion  may  be  applied  with  a  camel's- 
hair  brush  which  has  been  inserted  into  the 
cork  and  kept  moist  by  immersion  in  the  con- 
taining bottle.  It  may  be  applied  immediately 
after  the  label  is  affixed. 

Collodion  prevents  soiling,  of  the  label,  and 
adds  much  to  the  life  of  the  written  label, 
which  is  of  interest  both  to  patient  and  dis- 
penser. Bottles  with  labels  so  treated  can  be 
washed  with  impunity  without  danger  of 
soaking  off  the  label.  Especially  is  this  a 
help  in  keeping  stock  bottles  which  may  be- 
come soiled  neat  and  clean.  However,  it 
must  not  be  understood  that  the  preparation 
will  stand  prolonged  soaking  in  water.  Never- 
theless, even  this  strenuous  test,  while  it  will 
soak  the  label  from  the  bottle,  will  not  affect 
the  label  itself,  and  it  can  be  used  even  a  sec- 
ond time  after  being  detached  frona  the  bottle. 

Labels  on  pill  boxes,  ointment  containers, 
etc.,  may  also  be  treated  conveniently  with  an 
application  of  this  preparation  to  the  utmost 
advantage. 

The  flexible  collodion  I  have  found  su- 
perior to  the  plain.  The  collodion  solution 
should  be  quite  thin  and  applied  quickly  with- 
out rebrushing  of  any  part;  it  dries  almost 
immediately. 

Collodion   also   makes   an   excellent   sizing 
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for  labels  which  are  afterwards  varnished  and 
also  for  notices  exposed  to  the  weather 
which  are  to  be  varnished.  It  entirely  pre- 
vents staining  of  the  paper  by  the  oil  of  the 
varnish  and  prevents  the  paper  being  rendered 
transparent. 

Grain  alcohol  shellac  is  also  a  good  article 
to  coat  labels  with,  but  requires  more  time  to 
d^}^ 

A  SPECIAL  SLIP  FOR  ORDERING  "SHORTS." 

Bixby  &  Potter,  Republic,  Kansas:  When 
a  customer  requires  an  article  not  in  stock  we 
fill  out  a  slip  according  to  the  form  here  shown 
and    place   it    in   a   pigeonhole   marked    "To 


Republic.  Kans./^..^/ 

Bixby  &  Potter, 

Please  order  the  following  for  me: 


ipU 


W/H/^f/>  10.  ^^-"- 

ORQBRBO /  O.AIJL 


Order."  Then  each  evening  we  go  through 
these  slips  and  include  the  missing  items  on 
our  regular  order  for  goods.  We  stamp  the 
date  of  the  order  on  the  slip  and  place  it  in  a 
pigeonhole  marked  "Ordered." 

When  the  goods  arrive,  we  wrap  the  slip 
around  the  article  to  which  it  belongs,  bind 
with  an  elastic,  and  lay  the  package  aside  until 
called  for.  Or  if  necessary,  we  notify  our 
customer  the  article  has  come  in. 

This  is  the  only  piece  of  advertising  we 
have  gotten  into  the  schools.  Our  teachers 
all  have  a  quantity,  and  numerous  orders  come 
in  for  books  and  supplies.  Slips  cost  us  $1.50 
for  2000. 


A  FIRELESS  COOKER  FOR  THE  PHARMACY. 

Hugh  M.  Reid,  Chicago,  III,:  A  good  fire- 
less  cooker  will  be  found  a  valuable  adjunct 
to  any  pharmacy.  The  uses  to  which  it  may 
be  put  are  varied.  Benzoinated  lard,  for  in- 
stance, if  the  pharmacopoeial  process  is  fol- 
lowed, will  be  found  tedious  to  make.  But 
the  following  process  simplifies  things  some- 
what: Heat  the  lard  in  the  cooker  kettle  to 
the  required  temperature  or  a  little  above,  add 
the  benzoin,  cover,  and  let  it  stand  in  the 
cooker  for  a  few  hours.  This  does  away  with 
the  costly  and  inconvenient  water-bath.  The 
time  required  in  the  manufacture  of  some  of 
the  tinctures  which  are  prepared  by  maceration 
can  be  materially  shortened  if  the  menstruum 
is  first  warmed  and  the  maceration  continued 
in  the  cooker.  The  principle  can  be  extended 
to  a  number  of  other  preparations,  such  as 
soap  liniment  and  camphorated  oil.  In  a  good 
many  cases  the  cooker  may  be  replaced  by  a 
good  Thermos  or  other  vacuum  bottle. 


TO  RESTORE  YELLOW  WOOD  ALCOHOL. 

/.  A,  Scott,  Glencoe,  Ontario:  Dip  the 
point  of  an  ordinary  indelible  copying  pencil 
into  the  colored  alcohol  sufficiently  to  impart 
a  small  quantity  of  the  methylene  blue  to  the 
wood  alcohol.  Shake,  and  the  methylene  blue 
will  instantly  neutralize  the  methylene  yellow, 
restoring  it  to  a  perfectly  water-white  product. 
Care  must  be  exercised  in  order  that  the  quan- 
tity of  the  violet  dissolved  from  the  lead- 
pencil  be  sufficiently  small. 


WHITING  FOR  WINDOW  SIGNS. 

Lezv  Gerould,  Towanda,  Pa, :  I  use  a  great 
deal  of  whiting  for  making  signs  on  our  win- 
dows both  outside  and  inside.  When  making 
whiting  for  use  on  the  outside,  I  add  a  small 
quantity  of  powdered  acacia.  This  hardens 
the  mixture  so  that  when  dried  it  cannot  be 
rubbed  off  by  an  inquisitive  passer-by.  When 
the  window  is  cleaned,  how^ever,  the  whiting 
is  easily  washed  ofl^. 


Mrs.  Murphy:  "So  your  son  Dinnis  fell  from  his 
airyoplane?  Sure,  Oi  thought  he  was  leamin'  to  fly  in  a 
corrispondence  school." 

Mrs.  Casey :  "He  was,  but  he  sthopped  short  in  the 
middle  of  a  hsson^—Lippincotfs. 
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LETTERS 


This  is  ivhere  our  readers  exchange  opinions  and 
practical  suggestions  with  one  afiother.  The  Editors 
are  always  glad  to  receive  short  letters  on  subjects  of 
mutual  interest. 


INTERESTING  LETTER  FROM  A  READER  IN 
THE  AFRICAN  TRANSVAAL. 

To  the  Editors: 

You  frequently  ask  readers  to  write  you 
about  their  business,  and  I  am  taking  ad- 
vantage of  a  quiet  afternoon  to  have  a  sort 
of  one-sided  chat  with  you.  Of  course,  you 
know  that  the  drug  business  here  is  very  dif- 
ferent from  what  it  is  in  your  country.  Judg- 
ing by  a  number  of  your  articles,  there  is  not 
such  a  terrible  rush  to  get  to  the  end  of  one's 
life  here  as  with  you,  although  we  are  sup- 
posed to  live  at  a  fairly  high  pressure. 

We  chemists  in  the  Transvaal  have  quite 
easy  hours  compared  with  the  rest  of  South 
Africa  and  other  countries.  We  have  a  shqp 
hours'  bill  which  includes  all  businesses.  This 
is  how  it  affects  us:  There  is  no  specified 
opening  hour,  but  the  usual  custom  is  to  open 
at  8  or  8:30  a.m.,  according  to  the  trade  in 
the  different  towns.  The  bill,  however,  speci- 
fies Sunday  and  holiday  hours.  On  Monday, 
Tuesday,  Thursday,  and  Friday  the  closing 
hour  is  8  p.m.  On  Wednesday  we  close  at 
1  P.M.  and  open  again  from  7  to  8  p.m.,  and 
Saturday  hours  finish  at  9  p.m. 

Here  closing  is  compulsory,  and  non-com- 
pliance is  punishable  by  fine.  This,  is  no  hard- 
ship to  pharmacists,  as  all  businesses,  except 
tea  rooms  and  fruit  stores,  must  close  at  the 
same  hours.  Of  course  we  are  allowed  to 
supply  medicines  and  medical  sundries  at  any 
hour.  The  term  medical  sundry  might  be  ap- 
plied to  almost  any  article  in  a  pharmacist's 
store.     Night  calls  are  not  frequent. 

In  one  of  vour  recent  issues  I  read  of  the 
correct  way  of  dispensing  a  prescription.  The 
article  in  itself  was  an  excellent  thing  and  the 
advice  good  if  you  have  lots  of  time.  It  men- 
tioned careful  copying  three  times,  checking, 
etc.  It  would  not  be  workable  in  every  dis- 
pensary. Many  stores  around  this  part  do  a 
private  as  well  as  a  Benefit  Society  trade  in 
the  prescription  line.  In  supplying  the  latter 
there    is   no  time   for  copying  nor  checking 


except  by  the  one  who  dispenses,  and  a  slow 
compounder  is  of  no  use.  The  four  doctors 
who  prescribe  in  this  town  have  their  evening 
consulting  hour  from  six  to  seven,  and  the 
majority  of  patients  prefer  that  hour  to  the 
morning  or  afternoon.  Consequently  quite  a 
rush  of  prescriptions  and  orders  arrive  just 
before  closing  time,  and  I  can  assure  you  that 
the  patients  are  anything  but  patient  if  kept 
waiting. 

To  facilitate  dispensing  we  keep  as  many 
things  ready  as  possible,  such  as  various  salts 
in  solution,  printed  labels,  doctors'  favorite 
mixtures  made  up,  and  a  few  other  helps. 

As  regards  Benefit  Societies  or  Sick  Clubs, 
these  are  chiefly  connected  with  the  mines 
here.  The  committees  of  each  call  for  ten- 
ders, annually,  from  the  various  pharmacists 
in  the  vicinity.  We  are  usually  asked  to  ten- 
der at  so  much  per  prescription.    These  prices 


THE     MIXTURE. 
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A  label  ready-printed  to  save  time  in  rush  hours. 

vary  quite  a  lot  along  the  stretch  of  some  60 
miles  of  reef,  within  which  area  work  most 
of  the  miners  at  present.  Some  societies  are 
supplied  as  low  as  7d.  (14  cents),  and  others 
as  high  as  1/6  (36  cents). .  This  includes  bot- 
tles, etc.  Not  prices  to  make  any  one's  mouth 
water.  How  do  your  societies'  tenders  com- 
pare ? 

In  the  towns  outside  of  Johannesburg, 
pharmacists  frequently  go  in  for  such  side- 
lines as  tobaccos,  sweets,  stationery,  seeds, 
school  requisites,  periodicals,  etc.  Of  all  these 
articles  I  find  the  flower  and  vegetable  seeds 
the  best  paying.  There  is  a  good  demand,  no 
waste,  and  the  goods  are  all  ready  in  packets. 
The  profit  is  about  100  per  cent,  and  I  have 
an  agreement  to  have  all  seeds  exchanged  for 
fresh  packets  once  a  year,  about  July.  That 
is  our  mid-winter,  a  time  when  there  is  not 
much  sale  for  this  line.    I  have  catalogues  de- 
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tailing  the  kinds  and  prices,  and  always  make 
a  good  window  show  with  plants,  cards,  tools, 
dummy  packets,  etc. 

You  have  occasional  inquiries  for  a  paste 
to  stick  labels  on  tin.  I  have  used  the  B.  P. 
tincture  of  benzoin  compound  for  a  long  time 
and  find  it  good.  A  drop  or  two  on  the  tin 
lid  and  a  blow  with  the  breath  to  hasten  the 
evaporation  of  the  spirit,  then  the  dampened 
label  placed  in  position,  and  the  tin  and  label 
Slick  together  as  long  as  any  one  will  desire. 

I  have  received  many  tips  on  store  manage- 
ment generally  from  your  paper,  and  find  each 
issue  most  enjoyable  reading. 

Roodepoort,  Transvaal.  W.  WhVTE. 


MORE  SHOW-CARD  SPECIMENS. 

To  the  Editors  : 

I  submit  a  photograph  of  some  signs  I  have 
made.    I  was  prompted  to  send  it  to  you  after 


Id  at  Hr.  Dndler's  ilcn  work. 


■seeing  the  article  on  show-card  writing  on  page 
"261    of    the    June    Bulletin    in    "Business. 


which  any  one  can  master  if  he  has  patience. 
It  requires  practice,  and  the  first  outlay  is  con- 
siderable, but  the  results  are  most  gratifying. 

The  small  printing  is  done  with  a  Sonneken 
pen,  which  is  very  rapid  and  can  be  readily 
learned.  J.  Jay  Dudley. 

Superior,  Wis. 


REMOVING  LYE  STAINS  PROM  THE  NAILS. 
To  the  Editors: 

As  is  well  known  to  most  people,  immersing 
the  hands  in  strong  solutions  of  lye  will  cause 
the  nails  to  turn  jet-black.  As  the  human  na- 
ture runs  to  doing  things  easily,  persons 
possessed  of  that  tired  feeling  are  prone  to  at- 
tempt to  remove  dirt,  grease,  etc.,  by  the  liberal 
use  of  lye. 

Lye  solutions  are  often  resorted  to  in  the 
operation  of  removing  paint  from  metal  sur- 
faces which  has  been  applied  to  prevent  rust- 
ing. Unless  special  care  is  exercised,  the  usual 
result  is  the  undesirable  dyeing  of  the  nails. 

Peroxide  of  hydrogen,  commercial  solution, 
will  remove  these  stains  almost  instantane- 
ously. When  used  full  strength,  it  will  bleach 
out  a  disgusting  stain,  which  has  been  present 
only  a  short  time,  like  magic. 

Stains  of  several  days'  duration  can  be  re- 
moved in  a  few  minutes  by  a  little  rubbing, 
much  to  the  delight  of  the  customer. 

Here  is  an  idea  for  the  druggist,  ever  awake 
to  an  opportunity  to  add  a  few  shekels  to  his 
strong  box,  J.  F.  Rupert, 

U.  S.  Navy  Hospital  Corps. 

U.  S.  S.  Helena. 


Mr.  iind  Mrs.  Dudlcr. 

Hints."     I  ain  also  sending  you  a  picture  of 
the  "artist"  and  his  wife. 

Mv  work  is  done  mostly  with  the  air-brush. 


MAKING  CASTOR  OIL  PALATABLE. 

To  the  Editors: 

The  dispensing  of  castor  oil  over  the  coun- 
ter or  at  the  founta'in  has  frequently  been  dis- 
cussed in  the  Bulletin  and  other  papers.  In 
my  store  I  have  no  fountain,  but  I  use  what  I 
think  is  the  best  of  all  methods  of  dispensing  - 
castor  oil  so  that  it  will  slip  down  without  be- 
ing seen,  smelt,  or  tasted.     It  is  as  follows: 

In  a  glass  place  about  15  grains  of  sodium 
bicarbonate,  add  about  4  drachms  of  pepper- 
mint water,  and  dissolve  by  agitation ;  next  add 
about  the  same  quantity  of  syrup  of  sarsa- 
parilla  compound  or  a  similar  tasting  syrup 
made  for  the  purpose;  agitate  again,  and  add 
the  desired  quantity  of  castor  oil.     Next  take 
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about  10  grains  of  tartaric  acid  and  carefully 
place  it  close  to  the  glass  at  one  side,  and  then 
pour  upon  it  a  small  quantity  of  peppermint 
water.  This  dissolves  the  acid  and  carries  it 
down,  when  the  oil  is  completely  enveloped  in 
a  copious  effervescence.  Do  not  stir,  but  let 
the  drink  be  taken  right  down,  the  oil  being 
in  a  large  globule  in  the  center. 

People  come  to  me  from  all  around  to  get 
castor  oil  as  I  dispense  it. 

Brooklyn,  N.  Y.  WiLLIAM   F.  MoRGAN. 


method  of  calling  for  hydrogen  peroxide.  At 
any  rate,  this  product  was  dispensed,  and  the 
customer  wasn't  heard  from  again. 

Gretna.  La.  JOS.  OPLATEK. 


A  CHINESE  PUZZLE. 
To  the  Editors: 

We  are  sending  you  a  Chinese  puzzle,  al- 
though it  is  not  the  product  of  a  Chinese  phy- 
sician.    It  is  a  type  of  freak  which  we  get 


HERE'S  A  NEW  ONE! 
To  the  Editors: 

I  am  sending  you  an  order  which  was 
handed  to  my  clerk,  F.  P.  Theriot,  the  other 
day.    "Foam  up — 5  cents"  is  certainly  a  unique 


quite  frequently.  It  is  interpreted  by  its  au- 
thor to  call  for  calomel  1  grain,  and  phenol- 
phthalein  3  grains. 

Charles  E.  Smith  &  Co. 
Longmont,  Colorado. 


To  the  Editors: 

I  want  to  say  that  I  enjoy  reading  the 
Bulletin.  I  consider  it  the  best  pharma- 
ceutical journal  published.       I.  s.  Zeluff. 

Brooklyn,   N.   Y. 


TaBiTiHa  HnxAH  ILU  ra  Eor  Imdia.— Tbli  ihom  me  of  tha  oMIts  hcklen  raadr  tor 
•qnare*  of  ■  dlj  la  India.  With  hla  armamffn larlnm  spread  out  More  him,  ha  la  rgadr  U 
delar!    Healers  of  thla  tnw  do  a  Urce  (bare  of  the  piactloe  In  India. 
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PRIZE  SODA  FORMULAS. 

Here  are  some  prize  soda  formulas  for  which  The 
Soda  Fountain  paid  a  dollar  each: 

THAT   MYSTERIOUS   SUNDAE. 

Make  a  paste  of  thick  syrup  by  boiling  together  a 
pint  each  of  white  cane  syrup  and  lukewarm  water  with 
four  pints  of  granulated  sugar  for  four  minutes.  Beat 
the  whites  of  four  eggs  to  a  stiff  froth,  and  to  the  mix- 
ture g^radually  add  the  syrup,  stirring  rapidly  until  free 
from  lumps.  To  prepare  the  sundae,  place  a  split  ban- 
ana upon  an  oblong  dish,  and  on  it  put  a  No.  10-to-the 
quart  dipperful  of  vanilla  ice  cream.  Over  all  pour  a 
ladleful  of  the  syrup  first  described;  on  top  of  the  ice 
cream  put  a  few  drops  of  chocolate  syrup,  which  will 
serve  to  "stripe**  the  sundx. 

BANANA  NUT  AND  FRUIT   SUNDAE. 

Slice  a  good  ripe  banana  in  halves  and  place  the 
pieces  flat  side  down  on  an  oblong  hand-painted  china 
plate ;  between  the  slices  put  a  20-to-the-quart  mold  each 
of  vanilla  ice  cream  and  chocolate  ice  cream;  over  one 
of  these  pour  some  chopped  pecans,  and  over  the  other 
some  pineapple  fruit  Place  a  cherry  on  each  side  of 
the  molds  of  ice  cream  and  top  off  with  whipped  cream. 
On  top  of  the  cream  put  a  few  fresh  pecan  meats. 

EASTER  SUNDAE. 

Cover  the  bottom  of  a  small  round  china  plate  with 
several  leaves  of  lettuce ;  upon  these  place  a  ''bird's  nest" 
prepared  with  finely  spun  candy.  In  the  nest  place  a 
12-to-the-quart  mold  of  vanilla  ice  cream  in  the  form 
of  a  setting  hen.  Around  and  partially  under  the  hen 
put  red,  white,  and  green  cherries  to  represent  Easter 
eggs. 

BUTTER-SCOTCH   PECAN   FUDGE. 

Cook  over  a  slow  fire  until  the  mixture  comes  to  a 
lx>il  2  pounds  of  sugar  and  U  pints  of  milk;  then  add 
\  pound  of  butter,  stirring  until  dissolved,  a  teaspoonful 
of  table  salt,  and  color  a  light  shade  with  caramel; 
slowly  pour  in  two  teaspoonfuls  of  lemon  juice  and 
three  handfuls  of  pecans.  When  cool,  serve  a  scoop- 
ful  on  a  cone  of  vanilla  ice  cream,  and  "dress"  with 
whipped  cream  and  a  cherry. 


SOME  SELECTED  FORMULAS. 

EASTER  SPEOAL  SUNDAE. 

Separate  the  yolks  from  the  whites  of  eight  eggs; 
beat  the  yolks  very  lightly,  add  2  cupfuls  ot  sugar,  the 
grated  rind  of  1  lemon,  and  the  juice  of  half  a  lemon; 
put  into  a  double  boiler  and  boil  until  a  thick  mixture 
is  produced;  then  add  6  ounces  of  concentrated  black 
raspberry  syrup  and  a  little  color.  Beat  up  the  whites 
of  the  eggs,  add  to  the  mixture,  and  whip  until  very 
light  To  serve,  take  a  No.  12  disherful  of  ice  cream 
in  a  sundae  dish,  and  over  it  pour  a  ladleful  of  the 
raspberry  foam,  topping  off  with  whipped  cream  and  a 
whole  cherry. 


STRAWBERRY    DREAM. 

In  the  center  of  a  six-inch  plate  put  a  No.  8  mound 
of  strawberry  ice  cream,  and  over  it  pour  a  ladleful  of 
crushed  strawberries.  Around  the  base  make  a  double 
circle  with  whipped  cream.  Into  the  cream  drop  a  few 
whole  strawberries. 

RAINBOW  PHOSPHATE. 

Into  an  8-ounce  glass  put  \  ounce  orangeade,  \  ounce 
pineapple  syrup,  h  ounce  raspberry  syrup,  and  1  dash  of 
phosphate;  then  fill  the  glass  with  carbonated  water. 

STRAWBERRY   FRAPPE. 

Beat  the  whites  of  8  eggs  to  a  froth  and  mix  with  2 
pounds  of  pulverized  sugar  and  \  gallon  of  crushed 
strawberry.  To  serve,  place  a  small  scoopful  of  vanilla 
ice  cream  in  a  large  sundae  glass.  Pour  over  the  top 
two  ladlefuls  of  the  strawberry  mixture  and  decorate 
with  a  maraschino  cherry. 

MONT  BLANC. 

Strawberry  syrup,  1  ounce;  orange  syrup,  \  ounce; 
vanilla  syrup,  h  ounce;  grape  juice,  h  ounce;  shaved  ice, 
k  glassful.  Place  all  in  a  12-ounce  glass,  fill  with  car- 
bonated water,  and  top  off  with  whipped  cream.  Serve 
with  a  spoon. 

ATLANTEAN  COOLER. 

Sherbet  syrup,  1  ounce;  red  orange  syrup,  i  ounce; 
shaved  ice,  2  ounces;  place  in  8-ounce  glass,  fill  with 
carbonated  water,  coarse  stream.     Serve  with  a  straw. 

NABISCO    NUT    SUNDAE. 

Ground  pecans,  h  pound;  heavy  cream,  1  quart;  ex- 
tract of  vanilla,  i  ounce;  crushed  pineapple,  8  ounces. 
Mix,  place  in  a  bowl,  which  set  in  ice  on  the  counter. 
On  the  side  have  a  cup  of  crushed  Nabisco  wafers  and 
top  off  the  sundae  with  them. 

ROSE  TULIP  PEACH. 

Rose  syrup,  i  ounce;  pineapple  syrup,  h  ounce; 
orange  syrup,  h  ounce;  sweet  cream,  4  ounces;  shaved 
ice,  i  glassful.  Shake,  strain,  toss,  and  serve.  Dress 
with  whipped  cream. 

PINEAPPLE  FRAPPE. 

Pineapple  syrup,  U  ounces;  ice  cream,  2  ounces; 
sweet  cream,  3  ounces;  cracked  ice,  i  glassful.  Shake, 
strain,  toss,  and  serve. 

STRAWBERRY   TARTLETS. 

Fill  shells  of  fine  pastry  with  fresh  strawberries 
dusted  with  powdered  sugar.  Flavor  some  stiff,  beaten 
cream  with  a  little  orange  or  pineapple  juice  and  heap 
it  over  the  berries.  Then  sprinkle  with  a  small  quan- 
tity of  macaroons  and  serve  immediately. 

Percy's  favorite. 

Pineapple  syrup,  h  ounce;  raspberry  syrup,  i  ounce; 
vanilla  syrup,  i  ounce;  1  egg;  shaved  ice,  i  glassful; 
milk  to  nearly  fill  the  glass.  Shake  well,  strain  into  a 
12-ounce  glass,  and  fill  with  carbonated  water,  fine 
stream.     Sprinkle  powdered  nutmeg  on  top. 

coffee  FLIP. 

Into  a  12-ounce  glass  put  H  ounces  of  coffee  syrup; 
add  1  fresh  egg,  1  teaspoonful  malted  milk,  h  glassful 
shaved  ice,  li  ounces  sweet  cream  or  a  ladleful  of  ice 
cream;   shake,  and  when  the  ice  cream  is  dissolved, 
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strain  into  a  12-ounce  glass,  and  nearly  fill  with  carbo- 
nated water,  coarse  stream,  finishing  with  fine  stream. 

CLARET    LEMONADE. 

Into  a  10-ounce  glass  put  2  ounces  shaved  ice,  the 
juice  of  1  lemon,  and  2  ounces  claret  syrup.  Shake  well, 
nearly  fill  the  glass  with  carbonated  water,  stir,  strain, 
add  one  slice  of  lemon  and  enough  carbonated  water 
to  fill  the  glass ;  serve  with  two  straws. 

TEXAS  FRUIT  PUNCH. 

V 

Put  a  large  cake  of  ice  in  a  punch  bowl  and  add  the 
juice  of  3  lemons  and  3  oranges,  2  Quarts  of  claret  syrup, 
1  quart  of  champagne  syrup,  and  \  ounce  of  fruit  acid ; 
then  add  to  the  mixture  thin  slices  of  1  orange  and  1 
lemon.  Use  a  ladle  and  serve  2  ounces  in  a  phosphate 
^lass,   filling  with  carbonated  water,  coarse  stream. 

FROZEN  FRUITS. 

Take  of  the  ripest  of  raspberries,  currants,  or  straw- 
iberries,  as  desired ;  press  the  fruit  through  a  hair  sieve 
anto  an  earthenware  crock.  To  every  5  pounds  of  pulp, 
add  2\  pounds  of  sugar,  1  quart  of  water,  and  the  juice 
•of  2  lemons  or  oranges.  Freeze  in  the  same  manner  as 
you  would  ice  cream,  and  when  frozen,  put  it  at  once 
into  porcelain-lined  cans  or  an  earthenware  dish,  well 
packed  in  ice  and  salt. 

SPECIAL  CHERRY  MILK. 

Cherry  syrup,  1  ounce;  banana  syrup,  i  ounce; 
Avhipped  cream,  \  ounce;  shaved  ice,  a  sufficient  quan- 
tity. Place  in  a  10-ounce  glass,  fill  with  milk,  and  serve 
-with  a  spoon  and  straw. 

CHOCOLATE    FLUFF. 

Vanilla  cream,  1  ounce;  chocolate  syrup,  1  ounce; 
Avhipped  cream,  1  ounce;  fill  glass  with  carbonated 
water,  add  a  red  cherry,  and  serve  with  a  spoon  and 
straw. 

AMERICAN  FRAPPE. 

Mint  syrup,  1  ounce;  wintergreen  syrup,  1  ounce; 
sweet  cream,  1  ounce;  1  No.  16-to-the-quart  ladleful 
of  vanilla  ice  cream;  shake  well,  strain,  fill  glass  with 
^carbonated  water,  fine  stream,  and  top  with  whipped 
■cream.    Serve  in  regular  f  rappe  style. 

BISMARCK  SUNDAE. 

Into  a  sundae  cup  put  a  ladleful  of  vanilla  ice  cream 
and  then  add  some  chopped  dates  and  figs.  Over  these 
pour  some  maple  syrup  and  top  off  with  whipped  cream. 

BLACK   HAWK  SUNDAE. 

Mix  crushed  blackberries  with  grated  black  walnuts 
and  place  them  in  a  sundae  dish  containing  a  dipperful 
of  vanilla  ice  cream;  top  with  whipped  cream  and  1 
maraschino  cherry. 

STRAWBERRY   SHORTCAKE  FRAPPE. 

Purchase  a  cake  of  "angel  food,"  18  inches  long. 
Cut  it  into  thin  slices,  put  a  slice  on  a  plate,  and  on  the 
cake  place  a  small  cone  of  cream;  cover  with  straw- 
berries and  top  off  with  whipped  cream.  If  a  suitable 
■cake  cannot  be  obtained,  use  Nabisco  wafers. 

HIGH  SCHOOL  SUNDAE. 

f 

Take  three  portions  (No.  16  disher)  of  vanilla  or 
chocolate  ice  cream  and  place  them  to  mark  the  points 
of   an   imaginary  triangle   drawn   on  a   flat  ice-cream 


saucer;  then  place  some  whipped  cream  in  the  center 
and  sprinkle  over  with  finely  chopped  walnuts,  or  a 
maraschino  cherry  may  be  used. 

ARCADIAN  DREAM. 

Into  a  14-ounce  glass  put  3  ounces  of  shaved  ice,  a 
small  spoonful  of  ice  cream,  1  ounce  of  milk,  h  ounce 
of  vanilla  syrup,  H  ounces  of  Catawba  syrup,  and  a 
teaspoonful  each  of  crushed  raspberries  and  crushed 
strawberries.  Shake  well,  then  fill  the  glass  with 
carbonated  water  (fine  stream),  and  serve  with  a  spoon. 
Sells  for  15  cents. 

ALABAMA  SPECIAL. 

Pineapple  syrup,  2  ounces;  grape  juice,  1  ounce.  Place 
in  a  14-ounce  glass,  add  the  juice  of  half  a  lemon  and 
2  ounces  of  lemon  ice.  Fill  the  glass  with  carbonated 
water,  fine  stream,  and  mix.  Decorate  with  a  cherry 
and  serve  with  a  spoon. 


SOME    IDEAS  FOR  THE   FOUNTAIN. 

By  George  Galane,  Newark,  N.  J. 

I  have  a  novel  and  attractive  display  in  our  window 
advertising  the  soda  fountain.  It  is  attracting  a  great 
deal  of  attention  on  the  part  of  the  public,  for  amaze- 
ment is  expressed  at  the  never-melting  ice  cream.  This 
ice  cream  consists  of  plaster  of  Paris  and  water,  made 
into  a  paste  and  molded  to  the  likeness  of  a  scoop  of  ice 
cream.  . 

Upon  the  artificial  ice  cream  I  have  crushed  fruit, 
nuts,  cherries,  etc.     Some  of  the  dishes  are: 

Cantaloupe  sundae. 

Strawberry  sponge. 

Banana  spht. 

Fruit  salad. 

Fruit  sundae. 

Sliced  peach  sundae. 
Beside  each  dish  I  have  a  placard,  hand  printed  by 
myself,  giving  the  name  and  price  of  the  dish. 

CANTALOUPE    SUNDAE. 

I  find  the  special  cantaloupe  sundae  a  good  seller. 
The  price  is  15  cents.  Take  half  a  cantaloupe,  remove 
the  seeds,  put  ice  cream  in  it,  add  fruit  and  whipped 
cream  and  serve. 

These  weekly  displays  in  the  show-window  are  bring- 
ing many  new  customers  to  our  fountain,  who  go  away 
perfectly  pleased  with  the  sundaes  and  the  service. 

In  Menk's  Pharmacy,  where  I  am  employed,  we  use 
a  menu  at  the  fountain.  It  reads  as  follows: 

MENU. 


Banana  Split 16c 

Broadvtray    10c 

Cherry ^lOc 

Cherry  Nut 10c 

Chocolate   10c 

Chocolate  Marshmallow   ...10c 

Chocolate  Fudge 10c 

Chocolate  Nut  10c 

Chop  Suey 10c 

Fruit  Marshmallow   16c 

Fruit  Salad  10c 

Grape  10c 

Lemon   10c 

Malted  Milk  10c 

Marshmallow   loc 

Mint    10c 

Nabisco    10c 

Nut  Pudding   10c 

Orange    10c 

Peach    10c 

Pineapple   10c 

Raspberry   10c 


Raspberry  Nut   10c 

Strawberry     10c 

Strawberry  Nut 1  Oc 

Strawberry  Sponge Idc 

Turkey  Trot   15c 

Tutti  Frutti 10c 

Vanilla    10c 

Lemonades, 

• 

Egg    15c 

Fruit   loc 

Grape   lOc 

Lemonade  (Plain)    10c 

Mint    10c 

Orange   10c 

Seltzer    10c 

Ice  Cream  Sodas,  loc. 

Cherry. 
Chocolate. 
Chocolate  Mint. 
Coffee. 
Ginger. 
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Grape. 

Mint. 

Orange. 

Peach. 

Pineapple. 

Punch  and  Judy. 

Raspberry. 

Sarsaparilla. 

Strawberry. 

V'anilla. 

Specials, 

Broadway  Flip 20c 

Chocolate   Flip    20c 

Chocolate    Float   15c 

Coffee  Flip   20c 

Coffee   Float   16c 

Frozen   Mint 10c 

Grape  Punch 10c 

Vanilla    Flip   20c 

Vanilla   Float   15c 

Egg  Drinks, 

Egg  Broadway 10c 

Egg  Chocolate  10c 

Hgg  Coffee  10c 

Egg  and  Cream 15c 

Egg  Flip  15c 

Egg  Lemonade 16c 

Egg  Limeade 16c 

Egg  Malted  Milk 16c 

Egg  Nogg  10c 

Egg  Orangeade 15c 

Egg  Phosphate lOc 

Egg  Vanilla  10c 


Phosphates, 

Cherry  3c 

Grape    5c 

Lemon   5c 

Mint  Rickey 5c 

Pineapple  5c 

Raspberry  5c 

Strawberry  6c 

Cherry  Smash  6c 

Coca  Cola 5c 

Moxie   5c 

Root  Beer 5c 

Punch  and  Judy 5c 

Miik  Shakes  sc  and  Joc, 

Chocolate. 

Cherry. 

Coffee. 

Peach. 

Pineapple. 

Raspberry. 

Strawberry. 

Vanilla. 

Mineral   Waters. 

Abilena    15c 

ApoUinaris  ISc 

Buffalo  Lithia  10c 

Congress    16c 

Hunyadi  Janos 10c 

Imported  Vichy 10c 

Pluto   10c 

Red  Raven  Splits 15c 

Saratoga  Vicny   10c 

Veronica  15c 


SOME  ICE  CREAMS. 


CHOCOLATE. 

Melt  10  ounces  chocolate  and  make  a  paste  of  it  with 
hot  water  to  keep  it  warm  until  wanted.  Cook  1  dozen 
eggs  and  H  pounds  sugar  in  2  quarts  cream.  Add  the 
chocolate  and  work  it  in  while  hot;  cool  and  freeze  in 
the  usual  way. 

ORANGE. 

Four  quarts  of  cream,  2  large  oranges  and  1  lemon 
are  required,  with  an  addition  of  2  pounds  of  sugar.  Se- 
cure the  orange  flavor  by  rubbing  off  the  rind  on  lump 
sugar.  In  default  of  hard  sugar  you  may  grate  off  the 
yellow  skin  on  a  grater.  Be  careful  not  to  rub  off  the 
white  pith  beneath  the  surface.  By  using  sugar,  you  will 
have  the  essential  oil  embedded  in  it,  producing  a  flavor 
in  all  its  purity  and  strength.  This  mixed  in  turn  v/«th 
the  juice  will  give  a  rich  flavor  for  either  confection, 
beverage,  or  cream. 

STRAWBERRY. 

Take  four  quarts  of  cream,  2k  pounds  of  powdered 
sugar,  enough  ripe  strawberries  passed  through  a  sieve 
to  make  one  quart  of  juice  and  mix  them  all  together. 
Add  a  little  color  if  necessary,  although  fresh  berries 
need  little  coloring.  Strain  and  freeze  at  once.'  When 
mixed  together  it  should  not  be  left  standing,  as  the 
juice  will  tend  to  curdle  the  cream. 

PEACH. 

Take  2  quarts  of  cream,  1  pound  of  sugar,  enough 
good,  ripe  peaches,  mashed  and  passed  through  a  sieve, 
to  make  one  pint  of  juice,  and  mixed  with  a  little  syrup 
or  flne  sugar.  This  is  all  stirred  together  and  frozen 
at  once.  All  fruits  which  contain  acid,  being  of  a 
tart  nature,  cannot  be  left  standing  after  being  incor- 
porated with  the  cream,  therefore  it  is  advisable  to  add 
the  juice  when  the  batch  is  nearly  frozen.  A  little  pink 
coloring  is  preferred  by  some  ice-cream  makers ;  this,  of 
course,  is  only  a  matter  of  taste. 


ADVERTISING  THE  SODA  FOUNTAIN. 

Walter  L.  Rosenberger,  writing  in  The  Soda  Foun- 
tain, calls  attention  to  the  advisability  of  advertising 
the  soda  department  of  a  store.  Here  are  some  ex- 
cerpts from  pamphlets  that  Mr.  Rosenberger  suggests 
for  the  purpose: 

1.    CLEANLINESS   AND   QUALITY. 

You  know  of  the  quality  of  the  goods  we  use  at  our  fountain, 
and  we  wish  to  tell  you  of  the  extra  care  we  take  for  your 
protection  of  health.  By  protecting  your  health,  we  gain  your 
confidence;  your  confidence  results  in  our  profits.  We  use  every 
care  to  have  every  piece  of  glass  or  china  used  at  our  fountain 
CLEANED  ESPECIALLY  FOR  YOU.  That  is  the  reason  we 
wash  all  our  utensils  and  glasses  with  hot  water  and  soap.  Cold 
water  will  not  remove  grease  or  germs,  and  when  you  see  the 
sparkle  of  our  glasses,  and  the  polish  on  our  sjpoons,  yon  are  in- 
sured that  everything  is  done  to  insure  cleanliness. 

2.    WARM  WEATHER  AND  HEALTH. 

The  hot  weather  is  upon  us,  and  all  health  authorities  tell  you 
the  best  thing  to  do  is  to  keep  cool,  do  not  overeat,  and  take 
things  easy.  We  are  in  the  position  of  helping  you  carry  out 
the  suggestion  of  the  Department  of  Health,  for  our  every  effort 
at  the  fountain  is  to  keep  you  cool.  We  make  it  so  pleasant 
that  you  cannot  possibly  tret,  and  our  ice-cream  soda  and  sun- 
daes are  just  the  thing  to  quench  that  thirst  and  satisfy  your 
appetite,  and  still  do  you  a  world  of  good. 

3.   YOU   HAVE  BEEN  AWAY:     WE  HAVE  MISSED  YOU. 

There  is  no  doubt  about  our  missing  you,  bat  you  have  been 
missing  the  fine  quality  of  our  soda  and  ice-cream  sundaes  which 
are  all  prepared  especially  for  you.  The  clean  way  in  which 
everything  is  served  and  the  quality  of  the  fruits  and  syrups 
used  have  resulted  in  this  being  the  busiest  year  we  have  ever 
experiencd  at  our  fountain.  Come  in  and  you  will  agree  with 
us  that  we  have  deserved  the  business. 


FOR  PREPARING  LEMON  BEVERAGES. 

[From  The  Spatula.1 
SODA    LEMON. 

This  may  be  prepared  either  from  the  lemonade 
syrup  or  directly  from  the  fruit.  The  only  difference 
between  them  is  that  you  cannot  shake  a  lemonade 
made  with  any  charged  water,  but  must  of  necessjty 
mix  with  a  spoon.  Sugar  should  never  be  used  for 
sweetening  lemonades  made  with  carbonated  water,  as 
it  causes  it  to  effervesce  and  liberate  the  gas,  making 
the  drink  flat. 

LEMONADE. 

This  name  applies  to  that  class  of  drinks  of  which 
the  lemon  is  the  base,  and  it  is  not  surpassed  by  any 
of  the  more  modem  drinks,  in  its  power  to  quench 
a  burning  thirst.  Of  all  the  fancy  soda  fountain  bev- 
erages, none  admits  of  so  many  variations,  or  seems 
so  generally  popular,  as  the  lemonade  in  some  form. 

PLAIN   OLD-FASHIONED    LEMONADE. 

To  make  a  plain  old-time  lemonade  seems  an  easy 
task,  but  I  have  known  men  to  walk  by  a  dozen  foun- 
tains to  secure  a  good  one  properly  prepared.  The 
important  thing  is  to  correctly  sweeten  a  lemonade, 
and,  for  the  purpose  of  accuracy,  simple  syrup  is  pref- 
erable to  sugar. 

There  is  a  difference  in  tastes  as  to  the  sweetness 
of  drinks,  but  the  majority  of  people  do  not  like  a 
drink  too  sweet.  Aim  to  please  the  majority,  but  real- 
ize that  it  is  easier  to  add  a  little  sweetening  than 
to  fix  a  lemonade  that  is  too  sweet. 
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BUSINESS  HINTS 


Specimens  of  druggists*  advertising  are  solicited  for 
reproduction  or  comment  in  this  department  of  the 
Bulletin. 


Pricing  Prescriptions. — 

David  H.  Gordon  contributes  to  the  Druggists'  Cir- 
cular the  schedule  of  prescription  prices  in  vogue  in  the 
store  of  Coursey  &  Munn,  Atlanta,  Ga,  He  says :  "This 
system  is  not  without  a  flaw  or  exception,  but  we  have 
followed  the  policy  of  marking  a  prescription  'special 
price'  when  not  priced  according  to  this  chart.  In 
looking  over  the  file  of  about  20,000  prescriptions  we 
find  less  than  150  marked  'special.'" 

The  rules  for  pricing  and  the  schedule  of  prices 
follow : 

Price  no  prescription  at  a  profit  of  less  than  100  per  cent 
unless  it  be  for  an  original  bottle  of  some  specialty  or  "patent" 
medicine.  Use  your  best  judgment  in  applying  the  following 
rules  to  the  prescription  and  remember  that  the  party  may  want 
to  get  a  copy  and  compare  your  price  with  that  of  other  drug* 
gists: 

1.  When  handed  a  copied  prescription  from  a  cutter,  allow 
no  rule  to  influence  you  in  making  a  price. 

2.  The  moral  effect  is  what  we  are  after. 

3.  Always  impress  the  customer  with  the  fact  that  we  save 
them  money  on  prescriptions,  because  we  sell  "patents"  at  rea* 
son  able  figures. 


Liquids, 

(Where  dose  is  a  teaspoonful) 

For  2  ounces  or  less $0.25 

From  ^  oz.    to  1  oz . . . . 

From  1  oz.     to  2  ozs... 

From  2  ozs.  to  8  ozs . . . 

From  3  ozs.  to  4  ozs . . . 

From  6  ozs.  to  8  ozs . . . 
From 


8  ozs.  to  12  ozs 


,85 
.40 
.50 
.65 
.85 
1.00 


Liquids. 

(Where  dose  is  two  teaspoon* 
fuls.) 

ounce  or  less $0.26 


For  1 
From 
From 
From 
From 
From 


1  oz.     to 

2  ozs.  to 
8  ozs.  to 
4  ozs.  to 


2  ozs . . . 

3  ozs ... 

4  ozs. . . 
6  ozs. . . 


8  ozs.  to  12  ozs. . . 


Liquids  for  External  Use. 

For  1  oz.  or  less $0.25 

From     1  to     2  ozs 35 

From     2  to     3  ozs 40 

From     3  to     4  ozs 50 

From     4  to     6  ozs 66 

From     6  to     8  ozs 76 

Shop  Pills. 

For  12  or  less $0.25 

From  12  to  18 35 

From  18  to  24 40 

From  24  to  86 50 

From  36  to  48 65 

Hypodermic  Tablets. 

(100    per   cent  on   net  invoice 
price.) 

For  3  or  less $0.25 

For  4 85 

From    4  to    6 60 

From    6  to     8 65 

From     9  to  12 75 


From  12  ozs.  to  16  ozs... 


.36 

.40 
.60 
.66 
.90 
1.25 


Ointments. 

For  ^  oz.  or  less $0.26 

From  ^  to  1  oz 86 

From    1  to  2  ozs 60 

From     2  to  4  ozs 75 

From     4  to  8  ozs 1.00 

Hand  Made  Pills. 

For  6  or  less $0.25 

From    6  to    8 86 

From     8  to  12 40 

From  12  to  24 65 

From  24  to  86 85 

Hypodermic  Tablets. 

(100  per  cent  on  net  invoice 
price.) 

For  1  oz.  or  less $0.26 

From     1  to    2  ozs 36 

From     2  to     4  ozs 60 

From     4  to     8  ozs 75 

From     8  to  12  ozs 85 


From  12  to  16 1.00        From  12  to  16  ozs 1.00 


Powders. 

For  6  or  less $0.25 

From    6  to     8 35 

From    8  to  12 40 

From  12  to  15 50 

From  16  to  24 65 

From  24  to  30 75 

From  30  to  36 85 

From  36  to  48 1.00 

From  48  to  60 1.25 


Capsules. 

For  8  or  less 

From     8  to    12 

From  12  to    15 

From  15  to     24 

From  24  to    36 

From  36  to    48 

From  48  to    60 

From  60  to    76 


.$0.26 

.  .86 

.  .40 

.  .65 

.  .75 

.  .90 

.  1.00 

.  1.25 


For   4 
From 
From 
From 


Konseals. 
or  less $0.25 


4  to    6 35 

6  to    8 40 

8  to  12 50 

From  12  to  24 75 

"^om  24  to  36 1.00 


From  75  to  100 1.60 

Bulk  Powders. 

For  1  oz.  or  less $0.25 

Fxom  1  to     2  ozs 35 

From  2  to     4  ozs 40 

From  4  to    6  ozs 60 

From  6  to     8  ozs 65 

From  8  to  16  ozs 75 


A  First-class  Prescription  Ad. — 

J.  P.  Cannon  &  Sons,  of  McKenzie,  Tenn.,  are  ag- 
gressive advertisers.  Here  is  one  of  their  prescrip- 
tion ads.  which  they  ran  in  their  local  paper.  It  was 
4]^  by  8  inches  in  dimensions : 


Some  Things  For  Yon  To  Think  Abont 


'r^J^:j^ 


7^ 


^1/hen  you  are  sick  and  call  a  doctor,  you  select  the  doctor  tbat 
*  *      you  consider  the  beat  in  town;  then  you  alMniM 
your  dnicgist  vrith  the  same  care  that  yoa  ch« 


^^et  the  old  idea  out  of  your  head  that  you  muat  take  your  pre* 
^^    scription  to  the  drucgist  whoae  name  U  on  the  prescription 
blank.    Select  your  druggut  with  the  same  care  that  you  selected 
your  doctor  and  then  send  the  prescription  to  him. 


¥^^7hen  your  doctor  prescribea  certain  medicines  he  rgpertii 
^*  certain  results;  to  get  these  results,  the  druggist  v^o  fills 
your  prescription  must  not  merely  know  how  to  put  a  litde  of  diia 
and  a  litde  of  that  together,  but  must  have  the  knowledge  and 
experience  to  read  the  doctor's  prescription  correcdy,  and 
know  hoW  to  do  both  of  th< 


^annon*s  Drug  Store  has  been  filling  prescription*  EVERY  DAY 
^^  since  1875  (thiity-seren  years),  and  every  prescription  has 
filled  by  < 


Il^or  the  welfare  of  your  family  we  ask  thai  you  brine  your 
^       scription  to  our  store  and  have  it  filled,  and  then  you  will 
know  that  it  is  filled  correctly  with  pure,  fresh  drugs,  and  by  a 


-TRADE  AT- 


J.  P.  CANNON  &  SONS 

WHERE  QUALITY  COUNTS 


MCKENZIE, 

N.  B. — Remember,  thai  it  makes  no  ditference  whaT 
doctor  writes  your  prescription  or  what  druggist's  name 
appears  on  the  blank,  we  can  fill  it  and  fill  it  cocieody. 


Mr.  Turner  Cannon,  a  member  of  the  firm,  informs 
us  that  they  ran  this  ad.  with  good  results.  Druggists 
who  are  looking  for  a  good  prescription  ad,  will  find 
the  announcement  suggestive. 

Getting  Business  from  Vacationists. — 

During  the  summer  months  there  is  an  exodus  of 
people  to  the  summer  resorts  and  sales  are  very  apt  to 
fall  off  unless  an  effort  is  made  to  sustain  them.  Hyn- 
son,  Westcott  &  Co.,  of  Baltimore,  send  a  little  folder 
to  their  customers  soliciting  business  by  mail  during 
the  summer.  It  is  a  very  good  idea,  for  city  folks  are 
very  apt  to  go  away  in  the  hot  season. 

Information  is  given  for  the  transmission  of  orders 
by  telephone,  mail,  or  wire.  The  folder  tells  how  to 
obtain  refills  and  describes  the  various  expedients  that 
simplify  the  purchase  of  drugs  from  distant  points.  A 
calendar  for  the  summer  months  is  also  included.  The 
paper  is  a  somewhat  heavy  tan  stock,  the  dimensions 
being  3i  by  5i  inches.  The  text  is  printed  in  blue  sur- 
rounded by  a  gold  border. 

A  "Reason  Why"  Ad.— 

William  M.  Higham,  of  New  Bedford,  Mass.,  ran  a 
three-column  ad.  in  one  of  the  local  dailies.  It  is  re- 
produced in  the  accompanying  etching,  greatly  reduced 
in  size.  We  have  been  asked  to  criticize  it,  but  have 
no  particular  criticism  to  offer.  We  might  possibly  sug- 
gest a  different  arrangement  of  the  text.     The  foot- 
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notes  complicate  things.  Wouldn't  it  be  advisable  to  run 
ihem  into  the  paragraphs  to  which  they  belong?  People 
read  advertising  hurriedly,  and  will  not  stop  to  find 
foot-notes  elucidating  the  lines  they  happen  to  be  scan- 


^. 

^■1-^l-a^l-a^l^l-^l-^- 

.-=;. 

sc. 

Why^ 

blub  and   Uiili.zii  pn«  in  iI»iV> 

Si. 

..r=:. 

::=:. 

Si. 

SI. 

3:. 

SI. 

Si. 

SI. 

Si. 

SI. 

Si. 

Si. 

~-l:. 

Pu'Sj'S^f^S'^S.^^ 

SI. 

s:. 

Si. 

WeAre  Never  Undersold 

.a:. 

SI. 

Si. 

SI. 

s:. 

Sii. 

S^ 

_.  1    .1    .1    .1      I  -  _  1  -    1  ■■_ 

l~=-|-'-|"'  t^l-^l-^p- 

-*- 

ning.  Otherwise  the  ad,  is  a  good  one.  There  is  plenty 
of  white  space,  and  the  border  is  conspicuous  enough 
to  attract  the  reader's  attention  to  the  ad.  "Get  it  at 
Higham's"  is  a  good  catch  phrase  to  play  upon. 

A  Euthymol  Tooth-Paste  Window. — 

John  Von  Rohr,  of  Winona,  Minnesota,  recently  had 
this  display  of  Euthymol  Tooth  Paste  in  his  window. 
The  Euthymol  Girl  was  used  to  good  advantage — eight 


of  her  being  hung  across  the  lop  of  the  window.     The 

dummy  cartons  of  the  paste  were  also   employed,  and 
were  made  into  a  pleasing  design  in  the  center.     The 


tooth-paste  itself  was  spread  about  on  the  floor  of  the 
window,  the  tubes  being  taken  out  of  the  cartons  in 

Giving  Customert  the  Glad  Hand, — 

It  seems  the  Commercial  Club  of  Sheldon,  Illinois, 
gave  away  an  S1800  automobile  recently.  Just  what 
the  conditions  of  the  award  were  we  do  not  know. 
But  the  merchants  certainly  made  the  most  of  the  occa- 
sion to  attract  people  to  the  town  and  boom  business. 
Mr.  Humma,  the  druggist,  was  there  to  welcome  his 


friends.  He  used  large  bill-board  posters,  20  by  2S 
inches  in  dimensions,  to  welcome  visitors  to  his  store. 
A  reproduction  of  the  poster  is  seen  in  the  accom- 
panying etching. 

Soliciting  Mail  Orders.— 

It  is  rather  unusual  for  a  retail  druggist  to  distribute 
a  catalogue  for  the  purpose  of  developing  a  mail-order 
business.  But  several  proprietors  are  doing  that  suc- 
cessfully. W.  J.  Frazier,  of  Wichita,  Kansas,  sends  out 
a  substantial  sort  of  a  book  to  people  in  the  surround- 
ing territory.  People  are  asked  to  order  goods  with 
the  understanding  that  they  may  be  returned  if  not  sat- 
isfactory. First-aid  supplies,  household  specialties,  and 
sundries  are  quoted. 

The  paper  is  a  heavy  white  stock,  far  superior  to  the 
cheap  kind  used  by  the  large  mail-order  houses.  The 
half-tones  are  distinct,  and  last  but  most  important  of 
all,  the  reading  matter  describes  the  material  offered  in 
a  clear  but  comprehensive  way,  giving  the  reader  a  good 
idea  of  the  articles  on  sale. 

Mr.  Frazier's  catalogue  is  six  by  nine  inches.  The 
cover  is  red,  bearing  in  gold  letters  the  title:  "Frazier's 
Handy  Home  Book,"  and  in  justification  of  this  title  the 
book  contains  much  practical  information  which  would 
cause  recipients  to  preserve  it.  The  whole  idea  is  very 
commendable  and  speaks  well  for  the  enterprise  of 
the  Fraiier  Drug  Co. 
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CAPSULES  OF  SCIENCE 

Prepared  by  Prof.  W.  I^.  Scovii,i*b. 


Fresh  Facts. — 

Ferric  hydroxide  is  said  to  be  soluble  in  white  of  egg 
in  absence  of  air,  and  a  new  preparation  of  iron  based 
on  this  fact  is  being  exploited. 

It  is  now  thought  very  probable  that  all  the  elements 
may  exist  in  allotropic  forms.  Probably  every  element 
has  a  stable  and  an  unstable  form,  under  definite  condi- 
tions. 

It  is  calculated  that  one  atom  of  radium  emanation 
will  decompose  154,000  molecules  of  water. 

An  Italian  chemist  says  that  one  of  the  functions  of 
volatile  oils  in  plants  is  to  increase  the  flow  of  sap  and 
make  the  tissues  more  permeable  to  the  sap. 

Strychnine  hinders  bacterial  ferments  in  0.2-per-cent 
solution,  but  it  requires  a  1-per-cent  solution  to  mate- 
rially hinder  the  growth  of  many  of  the  pathogenic 
germs. 

Synthetic  rubber  has  not  yet  proved  a  commercial 
success,  but  is  likely  to  some  day.  It  will  probably  not 
replace  natural  rubber,  but  will  fill  a  field  of  its  own. 

A  German  investigator  says  that  it  will  soon  be  pos- 
sible to  locate  underground  water  in  dry  countries  by  the 
reflection  of  electric  waves.  Telegraphing  for  it  through 
the  earth,  so  to  speak. 

"Canadium"  is  the  newest  element  in  point  of  dis- 
covery. It  was  discovered  in  British  Columbia,  and  is 
a  white,  lustrous  metal  of  the  platinum  group,  softer 
than  platinum. 

Mercury  salts  in  solution  in  water  have  the  property 
of  dissolving  considerable  quantities  of  silver  chloride, 
or  of  preventing  the  precipitation  of  silver  as  chloride. 

Cranberries  contain  benzoic  acid,  spinach  contains 
arsenic,  potatoes  contain  solanine,  cherries  contain  prus- 
sic  acid,  and  peas  and  beans  contain  toxalbumins. 

Growing  plants  form  starch  and  sugar  by  absorption 
of  formaldehyde,  but  the  formaldehyde  must  be  in  high- 
ly dilute  form  or  it  will  act  as  a  poison  to  the  plant. 

Trimethylamine  is  said  to  be  a  normal  constituent  of 
the  blood  and  of  the  cerebrospinal  fluid.  And  trypsin 
has  been  identified  as  one  of  the  constituents  of  tears. 

Catine,  the  active  principle  of  catha  edulis,  has  an 
effect  on  the  nervous  system  similar  to  cocaine,  and  on 
the  heart  similar  to  caffeine.  It  also  posse. ses  stimu- 
lant effects  aside  from  its  heart  influence. 

External  applications  of  guaiacol — about  10  minims 
per  application — are  said  to  reduce  the  temperature  in 
typhoid  fever. 

Ammonium  chloride,  in  30-  to  60-grain  doses,  is 
stated  to  be  an  antidote  to  alcoholism,  preventing  drunk- 
enness, or  sobering  the  individual,  and  warding  off  de- 
hrium  tremens. 

Cinnamon  water  made  by  distillation  from  cinna- 
mon bark  develops  a  benzol  odor  on  long  standing, 
according  to  J.  Tait,  Ph.C. 

By  means  of  liquid  helium  a  temperature  of  2'*  above 
the  absolute  zero,  or  — 271°  C,  has  been  attained.  Prob- 
ably the  absolute  zero  is  impossible  of  actual  attainment. 


The  New  Analysis. — 

J.  J.  Thomson  has  devised  a  new  method  of  chemi- 
cal analysis  which  is  so  sensitive  that  one-six-thous- 
andth of  a  grain  of  substance  can  not  only  be  detected,, 
but   its  atomic  or  molecular  condition  can   be   deter- 
mined, and  its  atomic  weight  can  be  ascertained  with- 
out the  necessity  of  purification.    The  method  consists 
in  exposing  the  substance  to  positive  rays  and  to  an  elec- 
tric   and    magnetic    focus,    then    photographing    by    a 
special  process  and   studying  the  lines  on  the  photo- 
graph.    It   is   claimed  to   be   more   sensitive   than   the 
spectroscope. 

Modem  Farming. — 

Gloedt  has  made  some  interesting  experiments  on 
the  influence  of  electricity  in  the  soil  on  the  growth  of 
plants.  Wires  were  run  through  the  ground,  carrying 
currents  of  high-tension  electricity,  so  that  an  electric 
field  is  created  in  the  soil  in  which  the  plants  were 
grown.  Chrysanthemums,  roses,  and  carnations  grew 
more  rapidly,  were  freer  from  plant  disease,  and  pro- 
duced twice  to  four  times  as  many  blossoms  as  control 
plants  grown  in  normal  soil.  Fruits  and  vegetables  also* 
grew  larger,  more  rapidly,  and  retained  their  flavor 
while  producing  larger  crops.  In  some  instances  the 
flavors  were  improved. 

All  Metals  Therapeutically  Alike.— 

Colloidal  solutions  (or  suspensions)  of  metallic  gold,, 
silver,  mercury,  plantinum,  etc.,  are  being  tried  in  medi- 
cine, and  with  some  success  in  infectious  diseases;  They 
have  been  used  in  pneumonia,  meningitis,  pleurisy,  peri- 
tonitis, septicemia,  etc.,  both  for  local  and  for  constitu- 
tional effects.  A  curious  phase  of  the  actions  is  that 
all  these  metals  produce  about  the  same  effect  and  in 
about  the  same  degree,  which  suggests  that  the  physical 
properties  of  the  metals  are  the  important  thing  in 
medicine. 

A  Good  Mikztrz-Diaztaz. — 

A  Russian  chemist,  "Chazakzcz,"  concludes  from 
fractional  precipitation  experiments  that  diastase  is  a 
mixed  enzyme,  and  consists  of  at  least  two  different 
substances,  a  liquefying  enzyme  and  a  sacchrifying 
enzyme.  He  also  thinks  that  the  saccharifying  enzyme 
is  a  complex  body,  since  the  different  fractions  obtained 
from  it  differ  widely  in  their  properties. 

Solvent  for  Alkaloids. — 

Alkaloids  are  much  more  soluble  in  boric-acid- 
glycerin  than  in  water,  and  a  solvent  composed  of  3  Gm. 
boric  acid,  50  Gm.  glycerin,  and  water  to  make  100  Cc  is 
proposed  as  a  general  solvent.  The  solvent  action  is 
increased  with  proportion  of  boric  acid.  Morphine  is 
soluble  to  the  extent  of  5.5  per  cent  in  this  sokition,  or 
50  times  as  soluble  as  in  water. 

Phosphorus  Light. — 

A  German  chemist  claims  that  the  human  body  can- 
not absorb  phosphates,  but  that  these  act  as  irritants 
and  are  eliminated.  Hypophosphates  are  partially  ab- 
sorbed, but  as  a  means  of  supplying  phosphorus  they 
are  valueless.  He  says  that  all  the  inorganic  "nutrient 
salts"  are  valueless  for  building  up  the  body,  but  may 
be  of  use  as  irritants. 
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QUERIES 


Information  is  given  in  this  department  under 
the  following  conditions  only:  {i)  No  queries  are 
answered  by  mail;  (2)  queries  must  reach  us  before 
the  isth  of  the  month  to  be  answered  in  the  Bui«i«E- 
TIN  of  the  month  following:  (j)  inquirers  must  in 
every  instance  be  regular  subscribers;  and  (4) 
names  and  addresses  must  be  affixed  to  all  com- 
fnunications. 


Root  Beer  Extract. 

E.  H.  L.  &  Co. — The  following  preparation  makes  a 
root  beer  "extract"  which  may  be  mixed  with  syrup ;  or 
it  may  be  diluted  with  nine  gallons  of  water  containing 
one  gallon  of  refined  molasses,  and  charged  in  a  foun- 
tain: 

Fluidextract  of  sarsaparilla 10  flttidrachms. 

Fluidextract  of  pipsissewa 10  fluidrachms. 

Fluidextract  of  licorice 4  fluidrachms. 

Fluidextract  of  wintergreen 4  fluidrachms. 

Oil   of   wintergreen 48  drops. 

Oil  of  sassafras 24  drops. 

Oil  of  cloves 13  drops. 

Alcohol 10  fluidounces. 

If  it  is  preferred  to  use  a  fermented  article,  add  the  water 
and  molasses,  using  warm  water,  also  one  quart  of  ^  yeast,  and 
keep  the  mixture  in  a  warm  place  until  fermentation  is  complete. 

This  product  may  be  put  up  in  bottles  if  desired. 
Here  is  a  second  formula : 

Percolate  the  following  with  a  menstruum  of  3  vol- 
umes of  alcohol  to  5  volumes  of  water  until  exhausted : 

Sassafras    1  ounce. 

Yellow  dock   1  ounce. 

Wild  cherry  bark ^  ounce. 

Allspice 1  ounce. 

Wintergreen    1  ounce. 

Hops %  ounce. 

Coriander  seed ^  ounce. 

To  the  percolate  add  1  pint  of  yeast  and  sufficient  water  to 
make  6  gallons,  and  allow  to  ferment  in  a  warm  place.  Or  a 
fluidextract  of  the  above  can  be  made  of  ^  the  strength  of  the 
drug,  and  8  ounces  of  the  extract  used  for  preparing  a  gallon  of 
beer.  

Cottonseed  Oil  versus  Lard, 

W.  F.  G.  writes:  "Some  time  ago  I  read  an  article 
on  the  superiority  of  cottonseed  oil  over  lard  for  cook- 
ing purposes.  I  would  like  very  much  to  receive  from 
some  good  authority  further  information  regarding  the 
food  value  of  cottonseed  oil.  If  you  could  publish  such 
an  article  in  your  next  issue  you  would  greatly  oblige 
mc." 

In  a  book  entitled  "Foods  and  Their  Adulterations," 
by  Dr.  H.  W.  Wiley,  we  find  a  paragraph  that  answers 
your  question  in  a  general  way.    We  quote : 

Among  the  fats  which  are  used  for  adulterating  lard  may  be 
mentioned  beef  fat  and  cottonseed  oiL   A  mixture  of  beef  fat 
and  cottonseed  oil  mav  be  made,  having  approximately  the  same 
melting  point  as  lard  itself.     Instead  of  using  the  whole  cotton- 
seed oil   for  the  purpose,  it  may  be  previously  chilled  and  its 
product  of  a  higher  melting  point,  or  as  it  is  sometimes  called, 
the  stearin,  of  cottonseed  oil,  may  be  used  with  admixture  of 
Ivd.     Large  quantities  of  these  mixed  fats  were  formerly  made 
in  this  country  under  the  name  of  "com|)ound  lard"  in  which 
the  above  adulterants  were  the  chief  constituents.      The  laws  of 
the  various  States  are  hi4>pily  of  a  character  which  forbids  the 
>^e  of  a  mixture  of  a  compound  of  lard  and  other  fats  under 
the  name  of  lard,  although  there  is  no  objection  to  such  admix' 
^e  from   a  hygienic  and   dietetic  (pint  of  view.      There  are 
many  hygienists  who  are  of  the  opinion  that  the  more  extended 
^  of  vegetable  oils  instead  of  lard  would  be  of  value  to  the 
ueslth  of   the    public      If   this  be  true,    the    admixture    of   a 
^setable  oil  with  lard  would  improve  it  from  a  hygienic  stand- 
Pomt     The  principal,  perhaps  the  sole,  objection  to  such  admix- 


tures is  their  fraudulent  character.  Vegetable  oils,  especially 
cottonseed  oil,  being  very  much  cheaper  than  lard,  their  use  in 
lard  without  notification  cheapens  the  product  and  defrauds  the 
customer. 

For  more  specific  information  on  the  food  value  of 
cottonseed  oil,  write  the  Department  of  Agriculture, 
Washington,  D.  C. 

Several  Questions. 

O.  D.  asks :  "How  would  you  mix  benzine  and  iodine 
together  so  that  it  would  make  a  nice  looking  solution? 
Has  the  solution  any  special  name?  What  will  take 
silver  nitrate  stains  off  of  one's  hands?  What  is  Boul- 
ton's  Solution?" 

To  mix  benzine  and  iodine  together,  shake  them  up 
in  a  bottle.  We  do  not  know  the  solubility  of  the  metal 
in  this  solvent,  but  you  can  find  out  by  a  little  experi- 
menting. We  know  of  no  special  name  that  is  applied 
to  this  solution. 

Here  is  a  formula  for  removing  silver  nitrate  stains 
from  the  hands.  It  is  borrowed  from  "350  Dollar  Ideas 
for  Druggists :"  Dissolve  ^  ounce  of  potassium  cyanide 
in  2  ounces  of  water  and  apply  to  the  stains.  With  a 
very  little  rubbing  they  will  disappear.  After  appl3ring 
the  solution,  the  hands  should  be  washed  in  running 
water,  as  potassium  cyanide  is  very  poisonous. 

Boulton's  solution  is  a  mixture  of  110  minims  of 
compound  solution  of  iodine,  40  minims  of  liquefied  car- 
bolic acid,  2^  fluidounces  of  glycerin,  and  enough 
water  to  make  16  fluidounces. 


"Banana  Oil." 

T.  W.  M.  writes :  "Will  you  kindly  give  me  a  for- 
mula for  bronzing  liquid,  the  so-called  'Banana  Oil,' 
and  also  advise  me  whether  it  is  used  for  any  other 
purpose?" 

The  so-called  "banana  solution"  (the  name  being  de- 
rived from  its  odor),  which  is  used  in  applying  bronzes 
of  various  kinds,  is  usually  a  mixture  of  equal  parts  of 
amyl  acetate  and  benzine,  with  just  enough  pyroxylin 
dissolved  therein  to  give  it  sufficient  body.  Powdered 
bronze  is  put  into  a  bottle  containing  this  mixture,  and 
the  paint  so  formed  is  applied  with  a  brush  to  the  arti- 
cle to  be  bronzed.  The  thin  covering  of  pyroxylin  that 
is  left  after  the  evaporation  of  the  liquids  protects  the 
paint  from  the  air  and  keeps  it  from  being  wiped  off  by 
the  cleanly  housemaid.  Tarnished  picture  frames  and 
tarnished  chandeliers  to  which  a  gold  bronze  has  been 
applied  from  such  a  solution  will  look  fresh  and  new 
for  a  long  time. 

As  far  as  we  know,  banana  oil  is  not  used  for  any 
other  purpose. 

What  Does  He  Mean? 

"Pharmacist"  writes  as  follows:  **Would  you  please 
let  me  know  through  the  columns  of  your  journal  what 
should  be  dispensed  when  a  prescription  for  *C.  C.  T. — 
P.  D.  &  Co.'  is  prescribed?" 

"C.  C.  T."  is  the  customary  abbreviation  for  choco- 
late-coated tablets,  and  evidendy  the  prescriber  had  in 
mind  some  particular  tablet  made  by  Parke,  Davis  &  G>. 
He  probably  intended  either  to  give  the  number  of  the 
tablet  or  to  write  out  in  full  the  name  of  it,  but  forgot 
to  do  so  in  his  haste.  This  explanation,  however,  is  so 
patent  on  the  surface  that  we  are  somewhat  at  a  loss  to 
know  why  "Pharmacist"  puts  the  question  to  us. 
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Serving  Machine  Oil. 

G.  G.  G.  writes:  "Cottld  you  publish  a  formula  for 
an  excellent  non-gumming  sewing  machine  oil  that  com- 
pares favorably  both  in  quality  and  price  with  the 
standard  sort  sold  in  the  market?" 

Petroleum  oils  are  better  adapted  for  the  lubrication 
of  sewing  machines  than  any  of  the  animal  oils.  Sperm 
oil  has  for  a  long  time  been  considered  the  standard  oil 
for  this  purpose,  but  it  is  really  not  well  adapted  to  the 
conditions  to  which  a  sewing  machine  is  subjected.  If 
the  machine  were  operated  constantly  or  regularly  every 
day,  probably  sperm  oil  could  not  be  improved  on.  The 
difficulty  is,  however,  that  a  family  sewing  machine  will 
frequently  be  allowed  to  stand  untouched  for  weeks  at  a 
time,  and  will  then  be  expected  to  run  as  smoothly  as 
though  just  oiled.  Under  this  kind  of  treatment  almost 
any  oil  other  than  petroleum  oil  will  become  gummy. 
What  is  known  in  the  trade  as  neutral  oil,  of  high 
viscosity,  would  probably  answer  better  for  this  purpose 
than  anything  else.  A  mixture  of  1  part  petrolatum  and 
7  parts  paraffin  oil  ha3  also  been  recommended. 


Complying  with  the  Food  and  Drugs  Act. 

0.  B.  submits  the  following  queries: 

1.  "In  order  to  comply  with  the  Food  and  Drugs 
Act,  is  it  necessary  to  mention  on  the  label  whether 
preparations  contain  hyoscyamus,  nux  vomica,  and 
Adrenalin  Chloride? 

2.  "Should  a  headache  powder  which  is  colored  with 
carmine  merely  to  distinguish  it  from  other  powders 
bear  a  statement  to  that  effect  in  order  to  comply  with 
the  law?" 

To  the  first  question,  we  answer  no.  Alcohol,  mor- 
phine, opium,  cocaine,  heroin,  eucaine,  chloroform,  can- 
nabis indica,  chloral  hydrate,  acetanilide,  and  their  de- 
rivatives are  the  drugs  which  must  be  mentioned.  The 
food  and  drugs  act  does  not  include  hyoscyamus,  nux 
vomica,  or  adrenalin  in  the  list 

The  provision  governing  the  use  of  coloring  agents 
in  food  does  not  apply  to  drugs.  There  is  no  prohibi- 
tion against  using  an  innocuous  coloring  material  in  a 
pharmaceutical  preparation.  Nor  is  it  required  to 
mention  it  on  the  label. 


Sulphates  Insoluble  in  Alcohol. 
O.  D.  has  been  having  trouble  with  a  prescription. 
He  writes:    "Please  let  me  know  what  is  the  trouble 
with  this  mixture.    I  cannot  make  it  up  so  it  will  look 
well :" 

Magnesium  sulphate  60  grammes. 

Tincture  of  nux  vomica 10  Cc. 

Oil  of  peppermint 06  Cc. 

Tincture  of  gentian  compound 200  Cc. 

The  trouble  is  due  to  insolubility  of  the  magnesium 
sulphate  in  the  large  amount  of  alcohol  contained  in  the 
tinctures.  Sulphates  as  a  class  are  practically  insoluble 
in  alcohol.  The  doctor  should  be  advised  to  change  his 
laxative  or  give  it  separately.  Or  enough  water  should 
be  added  to  double  the  original  volume.  Then  twice  the 
original  dose  must  be  taken. 


as  a  denaturant,  and  methyl  alcohol  has  been  found  to 
be  toxic  even  when  used  in  external  preparations.  It 
has  no  place  whatever  in  medicine.  It  affects  the  optic 
nerve  unfavorably,  and  has  even  caused  blindness.  It 
would  seem  especially  unwise  to  use  it  in  shampoos, 
for  some  of  the  product  might  accidentally  get  into 
the  eyes.  The  New  York  City  Board  of  Health  has 
recently  passed  an«.  ordinance  forbidding  the  use  of 
methyl  alcohol  in  medicaments  of  any  kind.  We  be- 
lieve there  are  two  or  three  State  laws  of  this  charac- 
ter, and  it  is  our  impression  also  that  there  is  some 
governmental  ruling  or  regulation,  based  on  the  food 
and  drugs  act,  and  declaring  that  methyl  alcohol  will 
be  considered  illegal  when  employed  in  any  medica- 
ment. 


A  Deodorant  and  Disinfectant  for  Theaters. 

C.  J.  W.  writes:  "I  have  a  great  many  calls  from 
the  owners  of  moving  picture  shows  for  a  solution  to 
be  sprayed  through  the  house  for  a  perfume  and  dis- 
infectant. Can  you  suggest  a  formula  for  the  pur- 
pose?" 

There  is  no  doubt  that  moving  picture  show  houses 
are  in  need  of  disinfection.  A  little  fresh  air  might 
help.  But  it  is  evident  from  your  query  that  primar- 
ily you  want  a  deodorizer  rather  than  a  disinfectant 
or  perfume.  Some  of  the  aromatic  oils  related  to  tur- 
pentine have  a  certain  amount  of  germicidal  and  in- 
secticidal  value.  They  also  have  a  pleasant  odor  and 
to  a  certain  extent  deodorizing  properties.  We  have 
in  mind  the  oils  obtained  in  the  distillation  of  pine 
wood.  The  Atlantic  Turpentine  and  Refining  Co.  of 
New  York  sell  them.  Make  an  emulsion  of  the  oil 
with  saponified  rosin  somewhat  after  the  process  of 
compound  cresol  solution,  U.  S.  P.  Then  it  will  mix 
with  water.  Use  a  one-  or  two-per-cent  aqueous  emul- 
sion for  a  spray.    A  perfume  may  be  added  if  desired. 


Patn  ExpeUers. 

I.  R. — We  do  not  know  the  composition  of  the  pro- 
prietary preparation  which  you  mention.  But  the 
following  formula  is  said  to  be  typical  of  the  so-called 
pain-expellers  or  pain-dispellers : 

Aromatic  spirit  of  ammonia 1  flaidoottee. 

Compoand  q>irtt  of  etlier 1  flaidoonee. 

Spirit  of  peppermint 1  fluidounce. 

Compound  tincture  of  lavender. . .  .1  fluidounce. 

Spirit  of  camphor i  flnidounee. 

lincture  of  capsicum i  fluidounce. 

Tincture  of  opium 1  fluidounce. 

Tincture,  of  rhubarb 1  fluidounce. 

Alcohol    S  fluidouncei. 

Water,  enough  to  make 16  fluidounoet. 

Apply  externally  for  sprains,  bruises,  sores  and  rhenmatism, 
and  tor  all  other  purposes  for  which  liniments  are  used.  Inter- 
nally* pain-expellers  are  employed  for  the  cure  or  relief  of  colic, 
diarrhea,  etc 

As  for  the  right  to  call  the  preparation  "Pain  Ex- 
peller,"  we  see  no  objection  to  your  using  that  name. 
We  do  not  think  it  would  be  considered  misbranding 
under  the  food  and  drug  laws.  To  call  it  a  "Pain 
Cure"  might  get  you  in  trouble. 


Denatured  Alcohol  in  a  Shampoo. 

H.  C.  Dc  B. — Yes,  it  certainly  would  be  harmful  to 
use  denatured  alcohol  in  seafoam  shampoos.  Ordinary 
commercial  denatured  alcohol  contains  methyl  alcohol 


Business  Accounting. 

E.  E.  W. — ^We  assume  that  you  already  have  a  sys- 
tem for  keeping  customers'  accounts,  and  that  what  you 
want  is  a  method  for  keeping  track  of  business  records, 
so  as  to  show  your  sales,  your  purchases,  your  expenses. 
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your  profits,  and  the  like.  A  system  of  this  kind  was 
described  in  an  address  delivered  last  year  by  the  editor 
of  this  journal  before  the  Nebraska  Pharmaceutical  As- 
sociation, and  printed  on  page  498  of  the  Bi/lletin  of 
Pharmacy  for  December,  1911.  Other  systems  of  a 
similar  character  were  described  with  some  detail  in  an 
article  published  in  the  Bulletin  for  Uarch,  1907.  You 
doubtless  have  both  of  these  journals  in  your  files,  but  if 
not  the  publisher  will  be  able  to  furnish  them  at  the 
customary  price  of  tea  cents  apiece. 

A  Bad  Mixture. 
W.  H.  B.  writes  us  as  follows:     "Could  you  please 
suggest  through  your  columns  a  way  to  mix  the  follow- 
ing ingredients  to  make  a  thick  liquid  that  will  not 
separate : 

Tincture  of  unthiridcs.  equ«l  part*. 

"The  veterinarian  said  he  had  tried  to  compound  this 
formula  by  dissolving  the  mercury  in  the  acid  and  add- 
ing the  oil  and  tincture.  But  the  oil  would  separate, 
and  the  mixture  was  too  thin.  He  says  it  can  be  mixed 
so  that  it  is  a  thick,  even  liquid." 

We  have  tried  to  compound  the  mixture  in  various 
ways  to  no  avail.  We  have  even  added  other  sub- 
stances, but  the  result  was  unsatisfactory.  Emulsifying 
with  acacia  and  enough  tragacanth  to  thicken  and  using 
water  to  form  the  primary  emulsion  gives  the  best  result, 
but  we  would  not  commend  it. 


Poluhwg  Brass. 

C,  D.  Co.  wants  a  formula  of  a  good  brass  polish 

that  may  be  used  to  polish  automobile  lamps  and  the 

like.     The  Wiener  Seifensieder-Zeilung  publishes  the 

following  formulas  for  brass  polishes: 

(11     Bub  Ihc  metal  with  rotCenllDne  md  awect  oi)-  thMi  nih 
oS  willi  a  piece  of  eotton  Hannel,  and  poliib  oiLh  •oft 
5      .._...   ^|j__ruy^a    — !---■   


'n  the  tsrniih,  renderini  tbe  metal  brigbt      Tbe  idd  muiI 
iff  with  water  and   Che  brua  rubbed   witb  whiting   ■ 


uft  leather. 

<S)  Three  parla  of  oxalic  acid  are  dlaiolved  in  tO  porta  of 
hot  wateri  add  100  part*  of  powdered  pumice'  atone,  1  parti  of 
oil  of  torpcntlne,  11  part*  of  lofC  »ap,  and  12  part*  of  a  fat  oil. 

(S)  Bottenitone,  T  ounces;  powdered  oxalic  acid,  1  ounce. 
Both  are  naed  with  a  liitte  water. 

(4)     Bottnatone,  made  into  a  paate  with  iwcet  oil. 

(E)  Rotlenatone,  4  ouneea;  oxalic  acid,  In  fine  powder,  1 
ounce;  aweel  oil,  iyi  ounces;  turpentine,  enough  to  aalie  a  pattc. 


BtnxEiiN  from  time  to  time.    See  the  annual  indexes 
in  the  December  issues. 

Sweeping  Compounds. 

A.  L.  B. — According  to  a  patent  issued  in  1905,  a 
sweeping  compound  is  composed  of  sawdust,  silicious 
material,  rosin,  oil,  and  tar.  Another  patent  calls  for 
catechu,  1  part;  mineral  oil,  8  parts;  sawdust,  16  parts; 
bran,  32  parts;  sand,  48  parts;  and  water  containing  a 
small  amount  of  nitrobenzene,  32  parts.   . 

This  is  offered  as  a  good  formula : 

Paraffin  oil 1  pinU. 

Salt *  ounce,  ay. 

Sea  und i  ponnda. 

Sawduat  : E  pounds. 

Oil  of  cucalTptua 1  fluidoance. 

Mett  the  wax,  add  the  naraSn  oil,  incorporate  the  tand.  lalt, 
and  aawduat,  and  iinilly  add  the  oil  of  eacalyptua. 

A  Permanent  Beef,  Iron  and   Wine. 

H.  W.  writes:  "Please  publish  the  formula  for  a 
beef,  iron  and  wine  that  does  not  precipitate  on  stand- 
ing. My  formula  or  the  one  in  ;the  National  Formu- 
lary throws  down  sufficient  precipitate  to  make  the 
product  turbid." 

Beef,  iron  and  wine  is  likely  to  precipitate  in  the 
cold.  And  when  the  precipitate  is  redissolved  by  the 
application  of  heat,  the  solution  does  not  become  clear 
again.  We  can  only  suggest  that  the  preparation  be 
aged  for  three  or  four  weeks.  Then  filter  it  If  you 
still  have  trouble  with  the  solution,  chill  it  and  filter 
in  the  cold. 

Elixir   of   Iron,   Quinine,   Strychnine   and   Pepsin. 

R.  I.  wants  a  formula  for  elixir  iron,  quinine, 
strychnine  and  pepsin. 

Follow  the  formula  for  elixir  of  iron,  qumine 
and  strychnine  given  on  page  25  of  the  National  For- 
mulary, adding  scale  pepsin  to  complete  the  mixture 
It  is  necessary,  however,  to  make  one  departure  from 
that  process.  You  must  first  dissolve  the  pepsin  in 
the  elixir  before  adding  the  tincture  of  citrochloride 
of  iron.  Use  8  grains  of  scale  pepsin  to  the  fluid- 
ounce. 


Palatable  Castor  OH,  Red. 
C  R.  asks  how  to  make  palatable  castor  oil  and  how 
to  color  it  red.  In  a  paper  read  before  the  New  Jersey 
Pharmaceutical  Association  some  years  ago  Prof.  P.  £. 
Hommell  described  the  various  modes  of  administering 
castor  oil  to  make  it  palatable.  After  considerable  ex- 
perimentation he  had  found  that  the  following  formula 
yielded  a  preparation  which  was  about  all  that  could  be 
desired  as  a  palatable  and  transparent  product : 

Saccharin    1  grain. 

Oil  of  anise S  drops. 

Alcohol    1  dracboL 

DiiaoWe  the  aaeeharin  in  the  alcohol  by  the  a!d  oi  fcntk  beat, 
aad  add  tbe  oil  of  aniae;  then  aj^tate  tUa  mixttu'c  well  with  tbe 
cutoi  oiL  To  color  red  oae  an  oil-red  BOluUe  obtained  from 
•or  of  tbe  djFC  bouaes. 

Innumerable  other  formulas  have  appeared  in  the 


At  THHTMisaoDBi  Stath  KBBTOia.  —  I>t.  and  Mrs.  Hanir^U- 
Whelpler  Uid  Hr.  and  Ura.  UlUelbach  wHI  at  once  be  reooinlied 
in  tbia  pletun.  It  waa  t«ken  at  the  1*13  meetlns  of  the  Hiaaonri 
State.  Phaimaoentical  Aaaodatlon.  Dr.  Wbalplej  baa  been  per- 
'  of  tbs  oissnliation  for  %  Teara,  while  Mr.  HiU«l- 
atnceisas. 
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An  Incompatible  Prescription. 

R.  I.  submits  the  following  prescription  for  our 
comments : 

Protoiodide  of  mercury 8  grains. 

Potassium  iodide   9  drachms. 

Potassium   bromide    8  drachms. 

.  Mix  and  make  capsules. 

The  querist  says:  "While  we  dispensed  the  pre- 
scription, it  did  not  look  good  to  us.  The  whole  mix- 
ture turned  dark-gray  and  slightly  damp." 

There  is  probably  a  certain  amount  of  reaction  be- 
tween the  mercurous  iodide  and  the  potassium  iodide, 
forming  mecuric  iodide  and  mercury.  The  bromide 
acts  similarly. 

A   Remedy  for  Seasickness. 

G.  L.  I.  writes :  "I  should  like  very  much  to  obtain 
a  formula  for  seasickness.  Being  located  in  a  harbor 
town,  we  have  frequent  calls  for  such  a  remedy." 

Chloretone  in  5-grain  capsules  has  been  recom- 
mended. One  susceptible  to  seasickness  can  take  a 
capsule  on  embarking,  and  another  on  going  to  bed. 
This  is  by  way  of  a  preventive.  During  an  attack  let 
the  patient  take  a  5-  or  a  7-grain  capsule  of  Chlore- 
tone.   It  is  said  to  relieve  the  trouble  speedily. 


Syrup  of  Ginger  Ale, 

L.  A.  B.  asks  us  to  furnish  him  with  a  formula  for 
making  a  syrup  of  ginger  ale,  to  be  used  at  a  soda  foun- 
tain like  any  other  flavor  such  as  vanilla  or  chocolate, 
etc. 

The  Spatula  Soda  Water  Guide  gives  the  following 
formula  for  ginger-ale  syrup : 

Ginger  ale  extract 4  ounces. 

Acid 1  ounce. 

Caramel,  very  light. 

Lemon  syrup,  to  make 1  gallon. 


Dry  Fire  Extinguishers. 

J.  H.   M. — ^The   following  formulas  are   reprinted 
from  a  previous  issue  of  the  Bulletin: 

(1)     G)mmon  salt 8  parts. 

Sodium  bicarbonate 6  parts. 

Sodium  sulphate 2  parts. 

Calcium  chloride   8  parts. 

Sodium  silicate < 8  parts. 

(8)     Common  salt 60  parts. 

Sal  ammoniac .' 00  parts. 

Sx>dium  bicarbonate 80  parts. 

(3)     Sal  ammoniac  100  parts. 

Sodium  sulphate 60  parts. 

Sodium  bicarbonate 40  parts. 


Wart  Remedies. 

L.  L. — We  are  not  acquainted  with  a  wart  remedy  of 
the  kind  you  describe.  The  safest  and  best  escharotic 
for  the  removal  of  warts  is  glacial  acetic  acid  applied 
morning,  noon,  and  night  with  a  camel's-hair  pencil. 
Just  touch  the  wart  with  the  acid:  do  not  saturate. 
Should  soreness  result,  drop  the  application  for  two 
days,  then  resume.  "Wart  Solvent"  is  aromatic  vine- 
gar colored  with  Bismarck  brown.  Salicylic  collodion 
is  preferred  by  some,  and  a  formula  for  it  will  be 
found  in  the  National  Formulary. 


Trade-mark  and  Serial  Number. 

O.  B.  submits  the  following  queries:  "Can  an  in- 
dividual (not  an  association  or  corporation)  obtain 
registration  of  a  trade-mark?  Is  it  necessary  that  this 
trade-mark  be  in  use  upon  articles  of  commerce  prior 


to  time  of  application  for  registration?  Where  shall  I 
write  in  order  to  procure  a  serial  number  for  guar- 
anteeing articles  tmder  food  and  drugs  act?" 

To  the  first  two  queries,  our  answer  is  in  the 
affirmative,  yes.  To  procure  a  serial  number  write  the 
Secretary  of  Agriculture,  Washington,  D.  C. 


Washing  Powders. 

A.  L.  B. — We  do  not  know  the  composition  of  the 
proprietary  products  which  you  mention.  Perhaps  the 
following  formulas  will  prove  satisfactory  for  a  wash- 
ing powder: 

(1)     Sodium  carbonate  18  ounces  av. 

Powdered  soap 8  ounces  av. 

Powdered  borax   8  ounces  av. 

(8)     Sal  soda,  partially  effervescent 6  parts. 

Soda  ash 1  part. 

Yellow  soap  in  coarse  powder 1  part 


Foot  Powder. 

L.  L. — Salicylated  powder  of  talc,  N.  F.,  is  an  ex- 
cellent foot  powder,  of  the  following  composition: 

Salicylic  acid  1  ounce  av. 

Boric  acid 8^  ounces  av. 

Talcum 89  ounces  av. 

Reduce  all  to  fine  powder,  mix  well,  and  pass  through  a  fine 
sieve. 

Salicylated  powder  with  talc  of  the  German  Pharma- 
copoeia is  like  the  preceding,  but  contains  wheat  starch 
instead  of  <boric  add. 

Face  Powder  in  the  Form  of  a  Paste. 

W.  G.  L.  wants  the  formula  of  a  face  powder  pre- 
sented in  the  form  of  a  paste. 
Here  is  a  typical  formula: 

Prepared  chalk  8  ounces. 

Flake  white  6  ounces. 

Zinc  oxide  ................~......~~......~~~..~....«.l  ounce. 

Glycerin    ................^.^..^.......^..................^8  ounces. 

Bay  rum  .....^ A  ounces. 

Carmine  solution,  sufficient. 


A  Concentrated  Laxative  Cough  Preparation. 

J.  W.  L. — We  do  not  know  the  composition  of  the 
proprietary  cough  preparation  you  mention.  Bvit  if  you 
want  a  formula  for  a  concentrated  laxative  cough  rem- 
edy, you  might  try  concentrated  fluid  white  pine  com- 
pound for  making  the  syrup.  Add  a  little  fluidextract 
of  senna  to  make  it  laxative.  The  fluid  could  be  diluted 
with  simple  syrup. 

A  Dustless  Mop. 

H.  W.  requests  us  to  publish  a  method  of  making  what 
he  calls  a  chemical  mop. 

The  so-called  dustless  mop  is  made  by  saturating  an 
ordinary  dry  mop  in  petrolatum  oil.  It  is  then  wrung 
out  to  remove  the  excess  oil. 


Corn  Collodion. 

L.  L.  writes:  "Can  you  give  me  a  formula  for  an 
iodine  com  cure?" 

Suppose  you  follow  the  N.  F.  formula  for  com  collo- 
dion, adding  to  it  tincture  of  iodine  sufficient  to  impart  3 
per  cent  of  metallic  iodine  to  the  compound.     Try  it 


Sambueus  Ebulus. 

J.  S.  asks:  ''What  is  Sambueus  Ebulus f" 
Sambueus  Ebulus  is  a  European  elder.    It  is  used  as 
a  drastic  purgative. 
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THE  MONTH'S  HISTORY 


THE  PRICE 
or  GROWTH. 


This  issue  of  the  Bulletin 
is  unfortunately  a  little  late. 
The  delay  has  been  caused 
by  our  desire  to  present  adequate  reviews 
of  the  two  great  conventions  of  the 
year — the  N.  A.  R.  D.  in  Milwaukee  and  the 
A.  Ph.  A.  in  Denver.  A  staff  correspondent 
attended  both  meetings,  and  his  summaries  ap- 
pear elsewhere. 

In  the  meantime  the  various  State  organi- 
zations continue  to  hold  their  annual  gather- 
ings from  week  to  week,  and  altogether  there 
has  recently  been  a  good  deal  of  association 
activity.  We  observe  that  the  question  of 
membership  keeps  cropping  up.  Apparently 
the  only  way  to  develop  a  big  membership,  and 
to  keep  it  big,  is  by  means  of  traveling  organ- 
izers. Out  in  Iowa,  as  we  reported  last  month, 
the  membership  of  the  State  Association  has 


been  increased  from  400  to  1200  through  a 
county  organization  system,  supplemented  by 
the  earnest  efforts  of  a  paid  organizer  (a  wo- 
man, by  the  way)  w^hose  whole  time  has  been 
devoted  to  the  task  for  a  year  or  more.  Two 
or  three  other  State  associations  have  prac- 
ticed the  same  methods  with  success. 

Such  work,  however,  must  apparently  be 
kept  up  indefatigably.  In  Ohio,  for  instance, 
where  the  membership  had  grown  in  1911  up 
to  the  surprising  figure  of  1481,  interest  be- 
gan to  slump  as  soon  as  the  organizer  resigned 
from  his  task,  and  at  the  recent  annual  meet- 
ing it  was  found  that  reports  from  the  county 
organizations  were  far  too  infrequent  in  num- 
ber and  much  too  indifferent  in  character.  The 
last  organization  campaign  cost  $1786,  and 
only  brought  in  $1522,  but  even  at  that  it  was 
to  be  considered  a  success  since  it  added  great- 
ly to  the  strength  of  the  body.  It  appeared 
from  reports  read  at  the  N.  A.  R.  D.  conven- 
tion in  Milwaukee  that  organization  work  is 
very  expensive,  and  that  it  costs  from  50  to 
100  per  cent  to  collect  dues!  This  scarcely 
seems  worth  while,  and  yet  we  feel  perfectly 
certain  that  if  the  N.  A.  R.  D.  organizers  or 
dues-solicitors  were  to  be  removed  from  duty 
the  membership  would  slump  alarmingly.  Even 
as  it  is,  it  has  gone  down  during  the  last  four 
years  from  16,519  to  7967.  The  continued 
work  of  paid  organizers,  both  for  the  N.  A. 
R.  D.  and  for  the  State  associations,  seems 
essential  and  necessary  if  anything  like  a  rep- 
resentative membership  is  to  be  secured  and 
held. 

Unless  an  association  has  a  really  represent- 
ative membership,  it  largely  loses  the  influence 
and  force  which  it  needs  especially  in  legisla- 
tive matters,  and  efforts  to  keep  up  growth  and 
increase  are  therefore  worth  all  they  cost. 


LEGISLATIVE 
QUESTIONS. 


Legislative  matters  have  oc- 
cupied a  conspicuous  place  in 
the  foreground  at  most  of 
the  recent  meetings,  State  and  National.  Else- 
where in  the  present  issue  of  the  Bulletin 
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we  are  printing  the  address  of  John  C.  Wal- 
lace, delivered  at  the  Denver  meeting  last 
month  as  chairman  of  the  Section  on  Educa- 
tion and  Legislation  of  the  A.  Ph.  A.  Among 
other  things,  Mr.  Wallace  expresses  the  opin- 
ion that  there  should  be  a  national  law  pro- 
viding for  the  keeping  of  records  of  sales  of 
narcotics  sent  into  interstate  commerce.  This 
has  been  a  moot  question  now  for  a  couple  of 
years  or  so.  Such  a  provision  has  been  intro- 
iluced  in  two  or  three  congressional  measures, 
and  now  appears,  we  believe,  in  one  of  the 
group  of  Harrison  bills  recently  introduced 
into  Congress. 

We  disagree  with  Mr.  Wallace  absokitely. 
We  have  often  expressed  the  opinion  editor- 
ially that  to  keep  records  of  such  sales  would 
involve  an  enormous  and  entirely  needless 
amount  of  inconvenience,  and  we  are  glad  to 
see  at  last  that  the  N.  A.  R.  D.  agrees  with  us. 
The  N.  A.  R.  D.  Committee  on  Legislation,  in 
its  report  rendered  at  the  Milwaukee  conven- 
tion last  month,  declared  against  the  record 
feature  of  any  national  law-.  As  a  matter  of 
fact,  very  few^  people  realize  what  this  will 
mean.  There  are  literally  thousands  and  thou- 
sands of  pills,  tablets,  and  other  products  of 
which  records  would  have  to  be  kept.  Every 
manufacturer  and  jobber  would  require  a  staff 
of  extra  clerks  for  the  purpose,  and  the  de- 
partment in  Washington  would  require  an 
army  of  them.  The  expense  on  the  govern- 
ment alone  would  be  very  great,  and  all  this 
work  would  be  done  for  the  State  govern- 
ments, since  it  is  proposed  to  have  the  facts 
covered  everv  month  to  State  officials  in  order 
to  provide  them  with  means  of  enforcing  the 
State  laws. 

Is  there  any  necessity  for  subjecting  manu- 
facturers, jobbers,  and  even  retailers  to  such 
a  gigantic  amount  of  annoyance,  inconveni- 
ence, and  trouble  of  a  thousand  kinds?  Is  any 
government  department  going  to  welcome  so 
much  extra  work?  Will  the  Federal  govern- 
ment subject  itself  to  all  this  expense  and  de- 
tail merely  to  help  the  State  governments  do 
their  work?  More  than  all  this,  will  the  game 
be  worth  the  candle  ?  Is  it  going  to  be  of  any 
substantial  help  in  the  enfor<:ement  of  anti- 
narcotic  laws — in  the  curtailment  and  correc- 
tion of  the  narcotic  evil?  We  certainly  do  not 
think  so,  and  we  believe  the  whole  proposition 
is  foolish  from  start  to  finish. 


THE  '*SINGLB 
STANDABD.'* 


We  find  Mr.  Wallace  also 
expressing  himself  in  favor 
of  what  he  calls  "the  single 
standard"  for  U.  S.  P.  and  N.  F.  products. 
He  gives  a  list  of  a  few  States  which  impose 
the  single  standard,  and  of  others  which  have 
differing  requirements.  We  disagree  with 
Mr.  Wallace  in  this  respect  also.  We  have 
often  argued  that  the  so-called  "variation 
clause''  in  the  Federal  act  is  both  wise  and 
necessary,  and  is  furthermore  essential  to  the 
constitutionalitv  of  the  law-.  If  we  do  not 
permit  changes  and  improvements  to  be  made 
in  official  products,  we  are  going  to  hold  back 
all  progress  until  a  new  edition  of  the  U.  S.  P. 
happens  to  be  published. 

It  is  sometimes  argued,  however,  that  the 
variation  clause  permits  the  sale  of  prepara- 
tions of  inferior  strength.  The  reply  to  this 
is  that  the  clause  provides  that  the  actual 
strength  must  be  stated  on  the  label.  Is  not 
the  buyer  therefore  protected?  In  some  States, 
as  Mr.  Wallace  points  out,  the  variation  clause 
in  the  Federal  act  has  been  duplicated  except 
that  sub-standard  preparations  may  not  be 
sold,  like  opium  products  or  certain  flavoring 
essences  used  generally  by  the  public.  These 
are  wise  concessions,  but  if  the  variation  clause 
as  a  w^hole  is  thrown  overboard,  either  in  na- 
tional or  State  legislation,  much  harm  will  be 
done  to  the  advancement  of  scientific  medicine, 
and  the  constitutionality  of  such  legislation 
will  be  imperiled. 

As  a  matter  of  fact,  however,  this  whole 
argument  is  now  more  or  less  beside  the  ques- 
tion. It  was  argued  very  strenuously  all  win- 
ter with  reference  to  the  Richardson  bill,  which 
certainly  stirred  up  a  lot  of  strife  and  dispute. 
The  Richardson  bill,  though,  has  been  side- 
tracked by  the  Committee  on  Interstate  Com- 
merce in  the  House  of  Representatives,  and 
we  shall  not  hear  of  it  again  until  next  year 
if  we  do  then.  Much  was  said  about  this  bill 
in  the  report  last  month  of  the  N.  A.  R.  D. 
Committee  on  Legislation,  but  the  bill  had  not 
then  been  killed  as  it  was  shortly  afterwards. 
The  Richardson  measure  tried  to  do  too  much. 
It  started  out  originally  to  bring  false  thera- 
peutic claims  within  the  scope  of  the  Federal 
act,  but  it  went  much  farther  and  attempted  a 
lot  of  refomis  concerning  which  no  two  people 
or  interests  could  find  agreement.  It  origin- 
ally proposed  to  strike  out  the  variation  clause 
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in  the  food  and  drugs  act,  and  it  also  proposed 
many  other  changes — but  this  is  now  ancient 
history.     We  shall  have  to  forget  it. 


THE  SHEBLEY 
BILL  PASSED. 


Congress,  indeed,  has  done 
exactly  what  we  predicted 
several  months  ago  it  would 
do.  It  has  passed  the  Sherley  bill  as  a  substi- 
tute for  the  Richardson  measure  and  the  nu- 
merous brood  of  affiliated  drafts.  What  is  the 
Sherley  bill?  It  is  a  very  simple  measure, 
merely  adding  a  few  words  to  Section  8  of 
the  food  and  drugs  act,  and  so  amending  it 
that  hereafter  an  article  shall  be  deemed  to 
be  misbranded  "if  its  package  or  label  shall 
bear  any  statement,  design,  or  device  regard- 
ing the  curative  or  therapeutic  effect  of  such 
article  which  is  false  and  fraudulent."  This 
is  now  a  part  of  the  law. 

The  purpose  of  this  amendment  is  perfectly 
clear.  When  the  Johnson  Cancer  Cure  case 
was  decided  by  the  Supreme  Court,  it  was  sud- 
denly discovered  that  the  misbranding  clause 
of  the  food  and  drugs  act  did  not  cover  the 
question  of  curative  claims.  The  act  was  held 
to  touch  only  on  statements  regarding  the 
purity  and  identity  of  the  ingredients  of  an 
article.  Hundreds  of  prosecutions  therefore 
had  to  stop  in  which  the  government  was  try- 
ing to  outlaw  various  "cures"  and  other  rem- 
edies concerning  which  exaggerated  therapeu- 
tic claims  had  been  made.  This  omission  is 
now  corrected  by  the  Sherley  amendment.  For 
the  first  time  the  act  unquestionably  penalizes 
curative  claims  which  are  both  false  and 
fraudulent  in  character. 

As  we  have  said,  this  is  what  the  Richard- 
son bill  originally  sought  to  do.  It  was  the 
decision  in  the  Johnson  case  which  started  all 
this  agitation  for  further  amendments  of  the 
act — and  the  agitation  is  now  crystallized  in 
the  passage  of  the  Sherley  measure.  Nothing 
else  was  attempted  by  Congress  during  the 
recent  session. 


WBO  SHOULD 

BNPOBCE 

TBE  LAWS? 


One  of  the  interesting  fea- 
tures of  Mr.  Wallace's  ad- 
dress, to  which  we  have 
made  several  references  in  the  foregoing  para- 
graphs, is  that  in  which  he  shows  to  whom  in 
the  several  States  the  enforcement  of  the 
various  pure  drug  acts  is  entrusted.    Mr.  Wal- 


lace himself  believes,  and  here  we  agree  with 
him  perfectly,  that  all  pharmacy  and  pure  drug- 
laws  should  be  enforced  by  representatives  of 
pharmacy.  Unfortunately,  however,  while  all 
pharmacy  acts  are  so  enforced,  only  a  few  of 
the  pure  drug  laws  come  in  the  same  category. 
It  will  be  seen  by  consulting  Mr.  Wallace's 
address  that  the  enforcement  of  the  various 
laws  has  been  placed  in  the  hands  of  all  sorts 
of  State  officials,  commissions,  and  special 
bodies.  Something  like  uniformity  ought  to 
be  wrought  out  of  all  this  chaos. 

We  are  very  much  pleased  to  find  that  at 
the  meeting  of  the  Ohio  State  Association  in 
July,  S.  E.  Strode,  the  Dairy  and  Food  Com- 
missioner of  that  State,  put  himself  vigorous- 
ly on  record  by  recommending  that  drugs  be 
separated  from  foods  in  the  administration  of 
the  State  food  and  drug  law,  and  that  the  for- 
mer be  placed  in  the  hands  of  a  special  drug 
commission.  Mr.  Strode's  position  apparently 
seemed  to  be,  although  he  did  not  say  so  defi- 
nitely, that  such  an  office  as  his  was  scarcely 
qualified  to  handle  the  enforcement  of  a  pure 
drug  law,  that  it  should  limit  itself  to  the  ad- 
ministration of  food  and  dairy  measures,  and 
that  drug  legislation  should  be  enforced  by  ex- 
perts who  know  the  subject  thoroughly.  Should 
such  a  separation  be  made,  he  thought  it  would 
also  solve  the  problem  of  the  enforcement  of 
the  poison  laws,  and  make  the  whole  adminis- 
tration of  drug  and  pharmacy  legislation  more 
efficient. 

If  other  officials  throughout  the  country 
should  take  so  frank  and  outspoken  a  position 
as  Mr.  Strode,  it  would  help  to  place  the  ad- 
ministration of  pure  drug  laws  where  they  be- 
long— either  in  the  hands  of  the  board  of 
pharmacy  or,  perhaps  better  yet,  a  special  drug 
commission  or  other  body  in  which  pharma- 
cists were  properly  represented. 


While  speaking  of  the  Ohio 
BADiCAL  VIEWS.     Pharmaceutical   Association, 

we  may  confess  to  a  good 
deal  of  interest  in  the  presidential  address  of 
Azor  Thurston.  This  officer  evidently  has 
ideas  of  his  own  about  a  whole  lot  of  things. 
He  thought,  for  instance,  that  the  practice  of 
receiving  reports  from  druggists'  insurance 
companies,  and  then  giving  them  valuable 
space  afterwards  in  the  proceedings,  was  in- 
defensible.    These  companies,  he  said,  repre- 
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sented  private  enterprise,  should  not  be  given 
free  advertising,  and  should  be  madr  to  pay 
for  what  space  they  occupied  in  the  proceed- 
ings. President  Thurston  also  took  a  fall  out 
of  the  practice  of  paying  the  expenses  of  dele- 
gates to  N.  A.  R.  D.  meetings.  Why  not  pay 
those  men  also  who  go  to  the  A.  Ph.  A.  con- 
vention, the  American  Chemical  Society,  or 
to  the  various  State  gatherings?  Why  this 
discrimination?  To  his  way  of  thinking  it 
was  a  "most  uncalled  for  expenditure." 

Mr.  Thurston  paid  his  respects  to  physi- 
cians. He  thought  the  State  drug  inspectors 
should  have  authority  to  examine  the  stocks 
of  dispensing  doctors  as  they  do  those  in  drug 
stores,  and  that  the  law  should  make  it  com- 
pulsory to  have  registered  pharmacists  in 
charge  of  such  dispensaries. 


An  interesting  feature  of  the 
QUESTION.         Ohio  State  meeting  was  the 

delivery  of  an  address  by 
Julius  M.  Rogoff,  Ph.G.,  M.D.  It  will  be 
seen  from  Dr.  Rogoff's  degrees  that  he  is  a 
graduate  pharmacist  as  well  as  a  graduate 
physician.  By  reason  of  his  dual  training  and 
interest  he  was  asked  to  read  a  paper  on 
medico-pharmaceutical  ethics.  'He  went  over 
the  whole  field  of  differences  between  the  two 
callings,  and  what  he  said  on  one  subject  we 
feel  moved  to  quote: 

A  most  dishonest  practice  among  druggists  is  the 
treatment  of  venereal  diseases.  These  diseases  have 
resisted  the  combat  against  them  for  ages,  and  are  still 
partly  unconquered  by  the  most  recent  valuable  devel- 
opments in  medical  progress;  these  dreaded  venereal 
diseases,  which  are  the  curse  of  society,  we  find  drug- 
gists are  dishonest  enough  to  attempt  to  treat,  and, 
I  must  say,  with  disastrous  results.  I  may  mention  in 
connection  with  this  topic  the  fact  that  a  supposedly 
ethical  manufacturing  pharmaceutical  6rm  is  guilty  of 
this  malpractice  by  placing  in  their  line  which  they 
furnish  to  druggists  a  preparation  for  treating  these 
venereal  diseases,  for  indeed,  I  have  seen  as  many  cases 
of  venereal  complications  resulting  from  the  use  of 
their  combination  as  I  have  from  any  other  misguided 
treatment. 

There  is  no  doubt  at  all  that  Dr.  Rogoff  is 
entirely  right  and  sound.  We  have  often  ex- 
pressed our  opinion  that  no  druggist  should 
either  make  or  sell  any  venereal  remedy  except 
on  the  prescription  of  a  physician.  Whatever 
may  be  thought  about  counter-prescribing  in 
its  general  aspects,  there  is  no  room  for  dif- 
ference of  opinion  under  this  head. 


We  wonder  if  our  pharma- 

••NO  FINANCIAL  ^-      i     r   •       a        •      V 

ExrBCTOKATiON  I "  ceutical    friends    in    Crreater 

New  York  will  see  the  humor 
in  Herr  Bodemann's  report  for  the  Commit- 
tee on  Telephones  read  at  the  Milwaukee  con- 
vention of  the  N.  A.  R.  D.  last  month?  He 
described  the  telephone  imbroglio  of  last  win- 
ter in  New  York  City,  intimated  that  the 
final  compromise  was  unsatisfactory  from  the 
druggist's  point  of  view,  and  thought  that  the 
failure  was  easily  traceable  to  the  fact  that  "a 
trade  not  well  organized  can  make  no  bargain, 
nor  give  promises,  nor  hold  out  inducements 
for  promises.'*  "New  York  City,"  he  said, 
"had  about  58  varieties  of  races  and  national- 
ities, who  had  not  smelted  into  a  typical  Amer- 
ican citizenship,  with  the  flag  *in  union  there 
is  strength'  nailed  to  the  topmast  of  the  ship.'' 
Mr.  Bodemann  thought,  indeed,  that  "Great- 
er New  York  was  the  smallest  village  in  the 
country  when  it  came  to  a  solidly  cemented 
drug  trade."  He  remarked  that  when  2400 
postal  cards  were  sent  out  calling  for  a  small 
assessment,  only  $14  was  secured.  The  postal 
cards  themselves  cost  $24,  and  so  the  commit- 
tee was  out  $10  instead  of  being  in  anything! 
He  thought  this  effort  to  make  the  druggists 
of  Greater  New  York  "cough  up"  indicated 
the  pitiable  plight  which  they  were  in.  "The 
cough  w'as  a  dry  bronchitis,  with  no  financial 
expectoration!" 


It   would   appear    from  the 

ANOTHEB  NEWS.  \.u    j,   u     \    AT^f, 

rArEB  CBUSADB.    newspapers  that  H.  A.  Metz 

&  Co.  and  Victor  Koechl  & 
Co.  have  started  w^ar  on  druggists  throughout 
the  country  who  are  buying  contraband  syn- 
thetics. Two  of  the  products  specifically  men- 
tioned in  the  newspaper  articles  are  Salvarsan 
and  Aristol.  For  several  days  in  succession 
the  New  York  papers  had  column  stories  on 
the  subject,  in  which  the  statement  was  fre- 
quently made  that  druggists  were  little  else 
than  substitutors  and  adulterators.  Over  500 
druggists  were  claimed  to  have,  been  "discov- 
ered," and  it  was  stated  in  some  of  the  reports 
that  more  than  100  druggists  on  the  east  side 
of  New  York  alone  had  been  caught.  In  Chi- 
cago it  was  said  that  out  of  123  samples  of 
Aristol  purchased  in  different  drug  stores  108 
were  found  to  be  substitutes.  The  druggists 
in  Brooklyn  particularly  have  resented  these 
newspaper  articles,  and    have    declared    that 
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pharmacists  often  did  not  know  they  were 
buying  contraband  or  adulterated  products. 
One  of  the  interesting  features  of  the  investi- 
gation was  the  discovery  of  a  place  in  Brook- 
lyn, over  a  livery  stable,  where  sophisticated 
synthetics  were  prepared,  or  at  least  where 
they  were  kept  in  stock  for  the  filling  of  orders. 
The  packages,  however,  were  such  close  imi- 
tations that  it  was  almost  impossible  to  tell 
them  from  the  legitimate  ones. 


T.  Bernard  Tanner,  P.  D., 
MBw  DBAN.        ^^^  ^^^"  elected  to  succeed 

Dr.  N.  A.  Dubois  as  dean  of 
the  Cleveland  School  of  Pharmacy,  and  has 
already  made  several  changes  in  the  curricu- 
lum.     An  alumnus  of  the  Philadelphia  Col- 


T.  B«nurd  Tanoer. 

lege  of  Pharmacy,  class  of  1911,  he  served  on 
the  Faculty  of  the  Cleveland  School  last  year 
as  Professor  of  Theoretical  and  Applied 
Pharmacy.  Since  his  promotion  to  the  dean- 
ship  on  June  1,  he  has  changed  the  entire  cur- 
riculum of  the  college,  established  a  course  in 
dispensing,  one  in  pharmaceutical  jurispru- 
ilence,  and  a  series  of  special  lectures  in  emer- 
gencies and  hygiene.  Prior  to  his  graduation 
from  the  Philadelphia  College,  Professor  Tan- 
tier  spent  twelve  years  in  the  retail  drug  busi- 
ness, so  that  he  presumably  knows  conditions 
as  they  actually  exist  behind  the  counter.  In 
addition  to  his  deanship  in  Cleveland,  he  is 
secretary  of  the  Northern  Ohio  Branch  of  the 


A,  Ph.  A.,  and  secretary  also  of  the  Medico- 
Pharmaceutical  Section  of  the  Academy  of 
Medicine. 

*  *     * 

The  two  State  associations 
'^Ajm^sv*^?''  in  Michigan  amalgamated 
last  month  at  a  joint  meet- 
ing held  in  Muskegon.  The  new  organiza- 
tion is  to  have  the  name  of  the  older  of  the 
two  preexisting  bodies — the  Michigan  State 
Pharmaceutical  Association.  Otherwise,  how- 
ever, the  constitution,  by-laws,  and  characteris- 
tics of  the  new  organization  will  be  more  like 
the  Michigan  Retail  Druggists'  Association, 
which  was  formed  in  the  western  part  of  the 
State  three  or  four  years  ago  primarily  for 
legislative  purposes. 

Among  other  things,  the  M.  S.  P.  A.  will 
now  have  a  membership  exclusively  limited  to 
men  engaged  in  the  retail  branch  of  the  trade, 
although  special  provision  is  made  for  making 
honorary  members  of  teachers  and  the  like. 
The  chief  object  of  the  association  will  be  to 
look  out  for  the  legislative  interests  of  the  re- 
tail druggists  of  the  State,  and  it  plans  to  have 
the  annual  gatherings  more  practical  in  nature 
and  more  devoted  to  every-day  business  prob- 
lems. Many  differences  of  opinion  between 
the  two  former  associations  were  exhibited  at 
the  Muskegon  convention,  but  everything  final- 
ly came  out  harmoniously,  and  it  looks  now  as 
if  the  drug  trade  of  the  State  would  be  united 
once  more. 

The  officers  of  the  new  organization  are  as 
follows:  President — Henry  Riechel,  of  Grand 
Rapids;  Vice-Presidents— F.  E.  Thatcher  of 
Ravenna,  and  E.  E.  Miller  of  Traverse  City: 
Secretary — Von  W.  Furniss.  of  Nashville; 
Treasurer — E.  C.  Varnum,  of  Jonesville. 

*  *     * 

C.  F.  Weller,  president  of 
"■AMUoe.''      the    Richardson    Drug   Co., 

Omaha,  Nebraska,  has  been 
married  to  Mrs.  Jennie  A.  Whittlesey,  of 
Hartford.  Conn.,  the  ceremony  taking  place 
at  the  Grand  Hotel  in  Council  Bluffs.  The 
wedding  completed  a  romance  which  began  on 
an  Atlantic  liner,  and  was  nurtured  in  France, 
Germany,  Italy,  Egypt,  India,  and  Japan.  Mr. 
Weller  first  met  his  bride  when  she  joined  a 
party  for  a  round-the-world  tour  some  months 
ago.  They  were  mutually  attracted,  and  the 
wedding  followed  in  due  season. 
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THE  STATE  BOARDS  GETTING  TOGETHER. 

Our  State  system  of  registration  in  phar- 
macy— and  in  all  the  other  regulated  profes- 
sions for  that  matter — has  occasioned  a  good 
deal  of  incidental  inconvenience  in  this  coun- 
try. From  the  very  first  a  demand  has  occa- 
sionally expressed  itself  that  in  some  way  a 
])harmacist  who  had  gained  registration  in  one 
State,  and  had  been  legally  given  the  right  to 
practice  his  profession,  should  automatically 
he  considered  registered  in  all  other  States,  and 
should  have  the  same  right  in  them  as  in  his 
own. 

Nothing  practical,  however,  was  ever  done 
to  bring  about  the  realization  of  such  a  dream 
until  the  National  Association  of  Boards  of 
Pharmacy  was  organized  twelve  or  thirteen 
years  ago  in  connection  with  the  A.  Ph.  A. 
This  organization  has  gradually  grow^n  and  de- 
veloped until  now  a  majority  of  the  State 
boards  of  pharmacy  are  exchanging  certifi- 
cates w  ith  one  another  under  certain  stipulated 
rulings.  In  some  cases,  however,  as  in  New 
York  and  Pennsylvania,  where  the  graduation 
prerequisite  obtains,  the  certificates  of  other 
States  cannot  be  .accepted  because  they  do  not 
represent  the  attainment  of  the  same  standard. 
In  other  cases,  too,  the  State  pharmacy  acts 
are  of  such  a  character  as  to  prohibit  reci- 
procity. Gradually,  though,  these  differences 
are  being  brushed  away,  although  it  wmII  al- 
ways be  true,  and  very  properly  so,  that  a  State 
requiring  graduation  from  a  college  of  phar- 
macy cannot  accept  registration  from  other 
States  not  insisting  upon  this  requirement. 

An  interesting  and  important  result  of  the 
organization  of  the  National  Association  of 
1  boards  is  seen  in  the  formation  of  what  might 
be  called  local  associations  in  different  parts  of 
the  country.  Thus  in  New  England,  for  in- 
stance, the  boards  of  pharmacy  of  the  different 
States  have  created  an  organization  of  their 
own  which  meets  regularly  and  which  is  prop- 
erly officered.  There  is  a  similar  group  of 
southern  boards,  and  another  group  in  the  mid- 
dle west  and  northwest  known  as  the  Inter- 
state Association  of  Boards  of  Pharmacy. 
Each  of  these  sectional  associations  involves 
the  membership  of  six  or  eight  State  boards. 
Meetings  are  held  first  in  one  State,  then  in 
another,    the   different   boards   alternating   as 


hosts,  and  a  time  is  selected  when  the  local 
board  is  itself  holding  an  examination.  The 
visitors  attend  the  examination  itself,  see  how 
the  work  is  done,  confer  together  over  details, 
and  afterwards  have  a  profitable  experience 
meeting  in  which  the  whole  subject  in  all  of 
its  ramifications  is  very  carefully  and  earnestly 
discussed. 

The  primary  purpose  of  this  movement,  na- 
tional and  sectional,  is  first  to  bring  about  uni- 
form examinations  and  uniform  conditions  of 
legislation  so  far  as  possible,  and  then  of  course 
to  agree  upon  a  system  of  reciprocal  inter- 
change of  certificates.  For  reciprocity,  if 
based  upon  anything  else  than  a  reasonable  de- 
gree of  uniformity,  would  be  a  farce  and  w-ould 
do  more  harm  than  good.  Incidentally,  how- 
ever, these  frequent  meetings  between  the  dif- 
ferent boards  of  pharmacy  of  the  country,  and 
their  attendance  upon  one  another's  examina- 
tions, is  admirable  for  its  own  sake,  entirely 
apart  from  the  question  of  reciprocity.  Board 
members  are  becoming  better  equipped  for 
their  w^ork:  they  are  making  a  study  of  the 
science  of  examining;  they  are  profiting  by  the 
experience  of  their  fellows;  they  are  learning 
to  attack  problems  with  earnestness  and  coop- 
eration; and  the  final  result  is  that  year  by 
year  our  State  examinations  in  pharmacy  are 
gradually  improving,  are  slowly  becoming  bet- 
ter tests  of  real  efficiency,  and  are  silently  re- 
sponding to  the  demand  for  an  evolutionary 
elevation  in  the  requirements  imposed  upon 
candidates. 

In  Denver  last  month  the  National  Asso- 
ciation of  Boards  held  a  meeting  of  character- 
istic interest  and  importance,  and  testified  once 
more  to  its  marked  usefulness.  May  the  good 
work  go  on ! 

"INTERNATIONAL  COOPERATION   IN 

PHARMACY." 

An  interesting  address  having  the  foregoing 
title  was  presented  to  the  Denver  meeting  of 
the  A.  Ph.  A.  last  month  by  J.  J.  Hofman, 
Secretary  of  the  "Federation  Internationa! 
Pharmaceutique.''  It  was  sent  upon  invitation, 
and  it  was  really  an  explanation  of  the  Inter- 
national Federation.  Mr.  Hofman  declared 
that  the  object  of  the  Federation  was  the  pro- 
motion of  pharmacy  both  as  a  profession  and 
as  an  applied  science,  along  international  chan- 
nels, and  he  explained  that  the  Federation  w^ill 
endeavor  to  attain  this  object  by: 

1.   Collecting  data  with  regard  to  the  pharmaceutical 
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profession  in  all  countries,  and  by  supplying  informa- 
tion on  scientific  and  practical  pharmacy. 

2.  By  promoting  uniformity  in  the  qualifications  re- 
quired for  education  and  tuition. 

3.  By  studying  the  laws  regulating  the  pharma- 
ceutical profession. 

4.  By  giving  advice  and  supplying  data  with  regard 
to  the  laws  relating  to  pharmacy. 

5.  By  organizing  international  pharmaceutical  con- 
gresses. 

6.  By  filing  the  papers  of  these  international  con- 
gresses, arranging  and  working  out  the  subjects  treated 
there,  and  studying  fresh  subjects  for  treatment. 

7.  By  making  arrangements  for  taking  part  in  con- 
gresses of  interest  to  pharmacy  and  by  collaboration 
with  other  international  societies. 

8.  By  protecting  the  rights  of  the  pharmaceutical 
profession. 

9.  By  opposing  the  sale  of  secret  remedies  and  the 
practicing  of  pharmacy  and  sale  of  medicines  by  unqual- 
ified persons. 

10.  By  promoting  the  prosperity  of  the  national 
pharmaceutical  societies. 

11.  By  promoting  uniformity  in  the  form  of  medi- 
cines and  methods  of  analysis. 

12.  By  promoting  international  harmony  regiilating 
the  drug  trade. 

13.  By  exercising  its  influence  in  the  event  of  an 
international  regulation  of  patents,  brands,  and  trade- 
marks. 

14.  By  the  publication  of  papers  on  subjects  of  in- 
terest to  international  pharmaceutics. 

15.  By  doing  all  other  things  which  are  conducive  to 
the  attainment  of  the  object  of  the  Federation. 

Certainly  this  is  an  interesting  programme  to 
be  worked  out  in  the  future  in  the  interests  of 
international  comity.  Mr.  Hofman  is  correct 
in  saying  that  its  realization  will  be  of  great 
service  to  pharmacy  throughout  the  world. 
Modern  transportation,  modern  diplomacy, 
and  modern  means  of  a  thousand  kinds  of 
bringing  the  world  closer  together  have  re- 
sulted in  an  ever-increasing  cooperation  be- 
tween nations.  This  is  seen  in  movements  af- 
fecting every  trade,  industry,  and  interest.  The 
formation  of  the  Federation  International 
Pharmaceutique  is  merely  a  part  of  this  world- 
^Yide  movement,  and  the  work  of  the  organi- 
zation should  receive  general  support. 


OUR     EXAMPLE     IN     CULTIVATING 
MEDICINAL   PLANTS. 

The  presidential  address  of  Sir  Edward 
Evans  to  the  British  Pharmaceutical  Confer- 
ence, held  in  Edinburgh  a  few  weeks  ago,  is  of 
peculiar  interest  to  Americans.  Sir  Edward 
had  been  in  the  United  States  not  many  months 
before,  together  with  his  son,  and  he  had  been 
struck  with  the  extent  to  which  our  govern- 


ment was  experimenting  with  and  fostering 
the  cultivation  of  medicinal  plants.  Almost 
his  entire  address  was  devoted  to  this  subject, 
and  he  believed  that  the  British '  government 
should  undertake  similar  work.  A  bureau  or 
department  like  that  existing  in  Washington 
might  be  created  in  the  Board  of  Agriculture, 
while  in  the  British  colonies  were  all  sorts  qf 
soils  and  climates  favorable  to  drug  cultiva- 
tion. Special  reference  was  made  to  such 
drugs  as  cascara,  mandrake  root,  hydrastis, 
ginseng,  bayberry,  hamamelis,  and  senega. 

Sir  Edward's  son,  J.  H.  E.  Evans,  read  a 
paper  in  which  he  developed  the  theme  in  de- 
tail. He  believed  that  'Svithin  our  own  col- 
onies we  should  be  able  to  cultivate  much  of 
our  vegetable  materia  medica."  He  thought 
the  attention  of  the  government  should  be 
drawn  to  the  possibilities  as  being  of  benefit  to 
the  public  generally,  and  also  as  a  means  of 
working  lands  and  employing  labor  which  are 
now  unproductive. 

The  following  are  a  few  drugs  which  are 
cultivated  more  or  less  successfully  at  present: 
Calumba,  in  Ceylon;  eucalyptus  and  patchouli, 
in  the  tropics ;  belladonna,  in  England,  France, 
and  America;  coca,  in  the  West  Indies,  Cey- 
lon, and  Zanzibar:  kola  nut,  in  the  tropics  gen- 
erally; cinnamon,  in  Ceylon;  ginger,  in  Japan: 
turmeric,  in  the  tropics:  ipecacuanha,  in  India 
and,  to  some  extent,  in  Brazil ;  valerian  in  Eng- 
land, Germany,  and  Austria ;  manna,  in  Sicily ; 
benzoin,  in  the  Straits  Settlements;  opium,  in 
the  East ;  and  many  plants,  such  as  pepper- 
mint, lavender,  etc.,  in  England.  The  results 
which  have  been  achieved  in  agriculture  and 
horticulture  in  a  comparatively  short  space  of 
time  would  lead  one  to  suppose  that  if  the 
same  skill  and  work  were  put  into  the  cultiva- 
tion of  other  drugs  similar  benefits  would  fol- 
low. 

As  the  British  Empire  possesses  every  vari- 
ety of  climate  and  situation,  it  is  probable,  said 
Mr.  Evans,  that  the  majority  of  useful  sub- 
stances in  the  materia  medica  could  be  pro- 
duced within  its  limits.  Spread  out  in  various 
widely  separated  localities,  the  risk  of  short- 
age of  supply  which  might  result  from  nat- 
ural causes  would  be  greatly  lessened.  We 
have  found  in  America  that  the  artificial  cul- 
tivation of  medicinal  plants  has  become  an 
imperative  necessity  for  the  future,  and  it  is 
interesting  to  see  that  our  example  is  likely  to 
be  followed  abroad. 


MILWAUKEE  MEETING  OF  THE  N.  A.  R.  D. 

Pric*  Frotaclloa,  Propajanil*,  anil  La^alvlloa  ara  FromlaaBt  laanas — Tha  Coapon  Plan 

dorsad— Baal    ■ccommaadcd  aa  Wllay'a    Snccaaaoi — Tha  Aaaoclatlon  to  FraH* 

an    Inlaratale    Anilnarcollo    Law— Tka   Talcphoae    Oaeatlon    Com- 

aldercd- Fraarlcka  Fraaaalad  with  a  Silver  Servlca— 

Heary  W.  Herrllt  Elactad  Prcsldaal. 


The  fourteenth  annual  convention  of  the  N.  A.  R. 
D.  was  held  this  year  in  Milwaukee.  The  delegates 
convened  in  the  Plan  kin  ton  Auditorium,  a  magnificent 
structure  costing  something  like  a  half-million  dollars. 
Given  this  splendid  hail  in  which  lo  hold  the  meetings, 
and  treated  on  all  sides  with  a  hospitality  characteristic 
of  Milwaukee,  everybody  came  away  more  than  pleased 
with  the  experience. 


Chairman  Charles  H.  Huhn  of  the  Executive  Com- 
mittee recommended  the  adoption  of  a  detailed  price 
protection  plan,  the  Freericks-Boehm  plan,  by  which 
patent  medicines  would  be  sold  at  uniform  prices  and 

J.  Arthur  Bean, 


ton,  covered  himself  with  glory  by  the  way  he  con- 
ducted negotiations  for  the  association  with  C  I.  Hood 
&  Co.  of  Lowell,  Mass.  Hood's  Sarsaparilla,  as  a  result 
of  Mr.  Bean's  solicitation,  will,  beginning  Sept,  1,  be 
sold  at  $8.00  a  dozen  instead  of  $8.75,  as  heretofore. 
Mr.  Potts  remarked  that  this  concession  only  goes  to 
show  that  all  the  manufacturers  must  sooner  or  later 
fall  into  line  and  sell  their  goods  on  a  2,  4,  and  8  basis. 
A  resolution  signed  by  Delegates  Bean,  Nixon,  and 
Finneran  was  then  offered  to  the  convention  as  follows : 
W/i^r^oi,     C.    I.    Hood    &    Co.,    of    Loa-ell,    Man.,    has  «fen 

by  the  N,  A.  H.  U..  therefore  be  it 

Rcolved.  that  llie  Ihink,  of  this  associalLon  be  ItndereJ  to 
C.  I.  Hood  &  Co.  for  adopting  this  plan,  and  be   il  lucthcr 

Riiolvtd,    Thai   we   requeat   the   retail   drug   fade    to   tnog- 

aclion  on  the  ^iil  of  those  firms  who  arc   "lill  maikclini  over- 

^'"'Kesat^^"TbM  our    Secretary   be   aulhoriicd   to  lend    tlwm 
a   copy    ot  these    resolutions. 

Progress  is  unquestionably  being  made  in  price  pro- 
tection. Frank  H.  Freericks,  special  counsel  for  the 
association,  has  a  plan  whereby  the  manufacturers  will 
be  required  lo  enter  intu  an  agreement  with  a'  distrib- 


uting agent  or  wholesaler  in  each  city  where  his  product 
is  sold.  The  latter  will  be  required  to  produce  a  cash 
bond,  the  amount  depending  on  the  volume  of  business, 
lo  insure  that  he  wilt  act  in  good  faith.  He  will  also 
appoint  sub-agents  in  large  cities  who  will  be  respon- 
sible to  him.  The  distributor  will  assume  responsibility 
for  the  sale  of  medicine  of  the  concern  for  which  he 
is  acting,  and  will  be  held  accountable  for  all  sales 
made  at  other  than  the  authorized  price.  The  manu- 
facturer on  his  part  will  be  asked  to  agree  to  deliver 
the  product  to  none  but  the  accredited  agent. 

Retiring  President  Shuptrine  gave  it  as  his  opinion 
that  the  association  now  has  a  feasible  price  protection 
plan,  one  by  which  druggists  of  the  country  can  derive 
a  living  profit  on  the  sale  of  palent  medicines.  He  ad- 
vised every  druggist  to  get  a  copy  of  the  Freericks- 
Boehm  plan  and  study  it  carefully.  As  we  see  it,  con- 
tinued Mr,  Shuptrine.  we  are  in  accord  with  the  law. 
The  members  of  the  Exet:utive  Committee,  loo,  are 
agreed  that  Mr,  Freericks  has  framed  for  the  N.  A, 
K.  D.  a  legal-proof  price  protection  plan.  They  recom- 
mend it  as  one  involving  as  little  detail  as  possible  for 
carrying  out  the  necessary  provisions,  and  as  a  ^lan 
which  they  believe  will  legally  price-protect  the  sale  of 
proprietaries. 

President-elect  Henry  W,  Merritt,  in  his  speech  of 
acceptance,  said  he  was  in  favor  of  price  protection  on 
a  2,  4  and  8  basis.  He  expressed  his  appreciation  for 
the  efforts  of  Miles  and  other  firms  who  have  been 
loyal  to  the  retail  trade.  The  manufacturer  of  an 
unprotected  and  overpriced  product  he  did  not  consider 
a  friend  of  the  a 


1  attempts 


Annoyed  by  the  v 


part  of  law- 
anli -narcotic 

bill  that  is  effective,  but  at  the  same  time  practicable, 
the  N.  A.  R.  D.  decided  to  take  this  duty  into  its  own 
hands  and  frame  a  proper  bill.  Mr.  Hubbard  of  Bos- 
ton felt,  however,  that  it  was  a  mistake  for  the  drug- 
gist to  usurp  this  function.  He  thought  law-making 
might  better  be  left  to  legislators  who  specialize  in  this 
work,  notwithstanding  the  fact  that  Chairman  Rich- 
ardson of  the  N.  A,  R.  D.  legislati«  committee  had 
recommended  that  the  association  draft  an  anti-narcotic 
law  because  he  believed  it  had  men  who  could  do  it. 
But  Mr.  Hubbard,  who,  by  the  way,  represented  the 
A.  Ph,  A.  at  the  hearings  in  Washington  iast  April, 
fett  that  legislation  was  dangerous  ground  to  walk  on. 
He  felt,  too,  that  druggists  were  not  wise  in  pressing 
upon  the  government  the  adoption  of  measures  that 
might  militate  against  themselves. 

Several  speakers  dissented  from  what  Mr,  Hubbard 
had  said.  Mr,  Nixon  differed  from  his  colleague  from 
Massachusetts.     He  pointed  om  that  druggists  were  nut 
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Initiating  new  legislation  in  framing  an  interstate  anti- 
narcotic  law,  because  there  are  already  two  bills  in 
Congress,  the  Harrison  and  the  Wright  bills,  for  con- 
'  trolling  the  sale  of  narcotics.  Let  us  have  a  committee 
of  five  draft  a  reasonable  bill,  said  Mr.  Nixon,  rather 
than  have  some  one  else  draft  an  unreasonable  one. 

Charles  M.  Woodruff,  who  attended  the  convention 
a;    a    representative   of   the    National    Association   of 


cocaine  law  in  the  United  Stales,  and  Mr.  Hubbard  is 
responsible  for  it.  We  have  as  good  an  anti-narcotic 
law  as  any.  and  Mr.  Hubbard  is  responsible  for  it." 
Then  Mr.  Finneran  proceeded  to  call  attention  to  a 
point  which  he  had  never  seen  discussed  in  any  of  the 
pharmaceutical  journals,  namely,  that  representatives 
of  the  United  Slates  had  gone  to  The  Hague  opium 
conference  and  had  agreed  to  abide  by  its  conclusions. 
Article  10,  Section  3,  offers  a  rule  which  it  plainly  states 
shall  not  apply  to  medicinal  prescriptions  and  retail 
pharmacists.  But  notwithstanding  this  preamble,  Ham- 
ilton Wright  comes  forth  and  desires  to  frame  an  anti- 


t  him 


df. 


3  picture  c 


Manufacturers  of  Medicinal  Products,  then  took  the 
floor.  "There  are  certain  conditions  to  be  met,"  he 
said.  "Some  druggists  fought  the  Foster  bill  not  be- 
cause they  opposed  its  purpose  but  because  they 
thought  another  bill  would  accomplish  the  same  pur- 
pose without  doing  so  much  injustice.  The  Foster  bill 
is  now  revived  in  the  Harrison  bill,  and  you  do  not 
want  the  Harrison  bill!"  Mr.  Woodruff  went  on  to. say: 

Practical  nullifieotioii  of  Sialt  lawi  br  Ibc  r«Bul«ti'on«  of 
mtcrsuie  commerce  is  to  be  avoided.  Hamilton  Wright  «eein« 
Iwund  lo  pass  a  cocaine  Isw  to  his  liking,  legardlen  ol  «1iat  Ibe 
<iruE  trade  thinks  of  il.  Hit  bill  has  a  good  aim,  but  lo  subject 
*  WtiQlesaler  or  a  msnufsclurer  lo  a  risk  of  a  Ihousand  or  five 
thousani)  dolli 


Mr.  Wallace  then  took  the  floor.  "'For  five  consecu- 
tive years,  a  congressional  anti-narcotic  bill  has  been 
proposed  and  killed.  Finally,  druggists  were  told,  if 
these  bills  are  not  satis  factorj',  why  don't  you  frame  a 
bill  that  suits  all  concerned  ?"  Mr.  Wallace  urged  the 
Iraft  a  bill  that  will  provide  a  record  of 
sales.  Mr.  Pfluck  supported  this  position  by 
declaring  that  unless  tiarcotics  can  be  traced  from  State 
lo  State,  the  evil  will  continue  as  ever. 

It  seemed  to  be  the  general  opinion  of  the  audience 
that  it  were  better  for  the  N.  A.  R.  D.  to  draft  its  own 
anti-narcotic  law.  The  association  felt  that  the  effective 
tha  stepa  of  the  Aodl-  pharmacy  laws  are  those  that  the  druggists  have  them- 
selves prepared.  After  much  more  discussion  by  sev- 
eral speakers,  it  was  finally  resolved,  therefore,  that. 


Whrn 


t  Ugisi 
^ial   con 


commends  tlie  appoinl 


WKtrrai.    seven 


recommendation  of  the  legislative  CO 
committee  appointed  to  draft  such 

"on    of*th"'/JU^i^ii'on"[or''™'l  *I 

il  of  our  legisUlive  committee. 


'either 


We    hav. 


.ubjec 


H.  J.  Holthoefer  of  Chicago  scored  the  members 
of  the  association  for  their  apathy  toward  the  propa- 


Mr.  Woodruff  then  went  into  details  of  the  plan. 
This  will  be  adopted  instead  of  the  Harrison  bill  if 
all  concerned  can  get  together  on  it.  Mr.  Woodruff 
concluded  by  supporting  the  appointment  of  a  com- 
miltee  to  draft  an  anti-narcotic  law. 

Mr.  Woodruffs  assertion  that  the  association  did 
not  want  the  Harrison  bill  was  later  borne  out  by  a 
report  of  the  resolutions  committee  condemning  the 
Harrison  bill  as  impossible  because  it  involved  much 
useless  red  tape. 

Following  Mr.  Woodruff,  Mr.  Shuplrine  arose, 
maintaining  that  there  was  no  body  of  men  better  fitted 
'o  draft  laws  bearing  on  the  tetail  drug  business  than 
tile  retail  druggists  themselves.  Mr.  Meissner,  too,  ar- 
gued it  were  better  to  be  aggressive  now,  and  ourselves 
formulate  an  anti-narcotic  bill,  rather  than  later  have 
the  necessity  of  fighting  an  unsatisfactory  one  made 
by  others. 

At  this  juncture,  several  arose  to  correct  any  mis- 
construction that  might  be  made  of  Mr.  Hubbard's 
argument.  Mr.  Anderson  pointed  out  that  it  would 
be  unwise  for  the  druggist  to  surround  himself  with 
any  more  laws  than  were  necessary.  And  Mr.  Fin- 
neran of  Boston  also  arose  to  pay  tribute  to  Mr.  Hub- 
bard.   He  said :     "In  Massachusetts  we  have  the  best 


The  riilaols  detegation. 
He  said :    "You  have  many  words 
for  price  protection,  telephone  adjustments,  and  other 
things,  but  for  propaganda  work  you  have  only  apathy. 
Apathy!  apathy!  apathy!    That  is  all  we  get! 

"Why,  I  heard  of  one  doctor  prescribing  magma 
magnesiz,  only  to  have  the  druggist  call  him  up  and 
ask  what  it  was,  adding  that  he  had  looked  in  all  his 
price  lists  without  finding  the  preparation !" 
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This  stirred  up  the  convention,  and  one  after  an- 
other the  members  took  the  floor.  Mr.  Rieburg  of  Wis- 
consin suggested  that  if  a  special  man  be  employed  to 
call  on  the  doctors  in  the  interests  of  the  druggists,  the 
latter  should  first  agree  on  what  preparations  are  to 
be  fostered.  Then  the  detail  man  can  go  ahead.  In 
several  Wisconsin  cities  the  druggists  have  contributed 
$10.00  each  for  this  propaganda  work.  It  brings  us 
back,  he  said,  to  the  good  old-time  compounding,  and 
that  is  what  we  want. 

Mr.  Sieberz  of  Louisville,  a  member  of  the  propa- 
ganda committee,  deemed  it  advisable  to  lecture  the 
medical  students  on  U.  S.  P.  and  N,  F.  products,  an 
idea  that  was  recommended  also  by  Dr.  Anderson.  Dr. 
Anderson  took  occasion  to  criticize  the  superficial 
courses  in  pharmacy  offered  in  some  medical  colleges, 
saying  it  were  better  to  supplant  such  study  with  a 
good  grounding  in  incompatibilities,  so  that  the  physi- 
cian upon  graduating  would  be  competent  to  write  pre- 
scriptions. Many  men  dispense  out  of  an  inability  to 
prescribe. 

"Propaganda,"  continued  Dr.  Anderson,  "was  start- 
ed to  restore  us  to  old  conditions,  to  put  tis  back  be- 
hind the  counter  where  we  use  our  mortars  and  pestles 
and  not  merely  be  pourers  of  liquid  from  bottle  to 
bottle  1  Tell  the  doctor  that  in  the  Pharmacopceia  are 
all  the  drugs  he  needs.  Let  him  prescribe  them.  Then 
let  the  pharmacist  dispense  the  prescriptions  and  prac- 
tice his  profession.  Physicians  can't  expect  us  to  give 
up  side-lines  so  long  as  they  fail  to  write  ethical  pre- 
scriptions." 

Dr.  J,  Wise  of  Atlanta  told  of  the  good  accomplished 
by  gel-together  meetings.  In  that  city  the  druggists 
gave  a  "D"  dinner — a  dollar  dinner  to  doctors,  dentists. 
and  druggists.  "We  gave  them  a  cocktail  to  begin 
with,"  said  Mr.  Wise  humorously,  "later  following  with 


A  retlrlDB  President  Shnptrine 
in  ttae  center. 

an  orange  elixir  and  winding  up  with  a  curacao  cordial, 
so  that  everybody  went  home  feeling  good." 

Speaking  of  the  get-together  meetings  in  Savannah, 
Mr.  Shuptrine  said  they  were  started  by  the  doctors 
themselves.  Druggists  were  guests  of  the  physicians  at 
one  of  their  monthly  meetings.  "We  went  after  them," 
said  Mr,  Shuptrine.  "We  called  a  spade  a  spade.  For 
2%  hours  after  the  dinner  we  sat  around  talking  things 
over.  Tlien  we  reciprocated  by  giving  a  dinner  to  the 
doctors,  which  acted  as  a  salve  to  heal  the  wounds  feft 


by  the  first  meeting.  We  arranged  with  the  wholesale 
houses  to  prepare  samples  of  a  few  N.  F.  preparations 
each  month  and  distributed  them  among  the  physicians. 
The  results  were  miraculous.  To-day  we  have  the 
physicians  eating  out  of  our  hands.  Conditions  are 
most  happy.  When  a  doctor  now  prescribes  one  of 
those  astounding  proprietaries,  he  calls  us  up  by  'phone 
to   apologize." 

After  some  remarks  by  several  more  speakers,  Mr. 
Bruder   took    the    floor    to    ui^e    upon    the    members 


Beadlnc  from  the  left,  thli  del^atlon  from  Detroit  compiiaes 
Oruit  W.  Steveiu,  Hra.  J.  H.  Webster,  Cliftrles  F.  Hum,  Mta  Huin. 
Hn.  UuiD.  J.  B.  Webster  and  James  W.  Beeler. 

of  the  association  the  need  of  raising  money  for  the 
propaganda  movement.  "Go  back  home,"  he  said,  "and 
assess  each  druggist  10  or  15  dollars  and  go  after  the 
propaganda  work.  All  the  money  you  put  into  this 
project  will  come  back  to  you  many  times  over." 


President  Shuptrine  maintained  that  the  Sherman 
anti-trust  act  was  losing  ground.  Its  hardship  to  le- 
gitimate retail  interests  is  being  realized  more  and  more, 
and  the  time  is  not  far  off,  said  Mr.  Shuptrine,  when 
it  will  be  amended  so  as  to  meet  all  the  just  demands 
of  the  retailer  and  at  the  same  lime  not  detract  appre- 
ciably from  its  power  to  check  the  large  interests  it 
was  originally  intended  to  control.  It  will  be  changed 
to  meet  the  demands  of  all  that  is  honest  and  legitimate. 

Mr.  Freericks  pointed  out  in  the  legislative  confer- 
ence that  we  have  to-day  in  industry  two  factions,  the 
larger  interests  and  the  smaller  interests.  The  larger 
interests  could  never  effect  a  change  in  the  Sherman 
act  because  it  would  he  assumed  that  they  were  looking 
for  something  more  than  they  were  already  getting. 
For  this  reason  in  the  Clapp  bill,  drawn  up  by  Mr. 
Freericks  himself,  and  recently  introduced  in  the  sen- 
ate, the  farmer,  the  laborer,  and  the  smaller  manufac- 
turers and  retailers  werf  all  considered.  But  it  was 
felt  that  class  legislation  would  not  be  constitutional; 
so  a  Federal  incorporation  feature  was  inserted  in  the 
bill  which  would  control  all  corporations,  but  which 
would  permit  corporations  not  for  profit,  but  for  com- 
mon interests  and  common  welfare,  to  get  together 
under  governmental  supervision.  This  makes  possible 
the  segregation  of  the  smaller  from  the  larger  interests, 
and  permits  the  former  to  organize  under  the  law. 

The  next  step,  continued  Mr.  Freericks,  is  to  dif- 
ferentiate between  restraint  of  trade  and  a  restraint  of 
reasonable  oompetilion  which  hurts  all  interests.  By 
the  Freericks- Gapp  bill  retail  dealers  may  enter  into 
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an  agreement  whereby  compelltion  is  reasonably  re- 
strained, and  they  may  agree  on  prices  provided  there 
be  no  attempt  to  seek  injury  of  one  as  against  another. 
The  aim  is  to  prevent  ruinous  competition  and  allow 
all  to  enjoy  the  benelits  of  the  act.  To  sum  up,  the 
Clapp  bill  aims  first  to  aflord  a  constitutional  way  of 
segregating  the  larger  Interests  from  the  smaller,  and 
secondly,   to  provide  for  trade  agreements  which  shall 


HeniT  W.  U«rritt.  PUIdi.  P»..  preddent  elect. 

be  under  Federal  supervision  so  that  no  injury 
done  to  the  people.  ...  . 

It  was  Anally  resolved  that, 
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TBE   TELEPHONE    i 

Before  commenting  on  the  report  of  the  telephot 
committee,  we  must  tell  of  an  amusing  incident  i 
which  the  chairman   wa.s  3  leading  figure.     It   seen 


that  the  Chicago  Daily  Tribune,  on  the  morning  of 
Aug.  14,  published  a  little  interview  with  Julius  Rosen- 
wald  In  which  the  latter  said  :  "  'Give  while  you  live' 
is  a  better  motto  than  'Live  and  let  live,'  which  we 
used  to  see  over  oyster  houses,  bon-ton  markets  and 
other  marts  of  trade,  and  which  never  meant  anything 
whatever."  "That,"  said  Mr.  Bodemann,  "I  consider 
is  a  slur  upon  our  motto,  and  I  move  a  telegram  be 
sent  to  the  editor  of  the  Tribune  giving  him  the  devil." 
At  this,  everybody  had  a  laugh. 

When  the  discussion  of  the  telephone  situation  was 
resumed,  Secretary  Potts  requested  all  men  in  cities 
of  75,000  or  more  who  are  not  satisfied  with  their  tele- 
phone conditions  to  slate  their  grievances  to  Mr.  Bode- 
mann. There  is  a  disposition  on  the  part  of  the  asso- 
ciation to  deal  with  the  officials  of  the  telephone  com- 
panies with  a  view  to  obtaining  for  its  members  a  fair 
share  of  'phone  receipts.  The  telephone  question  ap- 
pears to  be  a  local  issue  varying  in  dilTerent  localities. 
Mr.  Webster  of  Detroit  said  that  in  his  city  the  drug- 
gists are  very  well  satisfied  with  present  arrangements. 
There  are  two  companies  in  Detroit,  the  Bell  and  the 
Home.  Druggists  get  a  40  per  cent  commission  without 
any  guarantee  on  all  calls  except  long-distance  ones, 
on  which  they  get  10  per  cent.  Mr.  Huhn  reported  that 
in  Minneapolis  they  must  give  a  $4.00  guarantee,  and 
even  then  get  20  per  cent  less  than  the  Detroit  drug- 
gists. In  that  city  they  get  only  20  per  cent  of  the 
telephone  receipts.  Mr.  Huhn  thought  that  there 
should  be  a  level  commission  In  all  cities  of  75.000  and 
upwards. 

Charles  Ehlers  told  of  conditions  in  Cincinnati.     He 


--r eainal  the  growing  e    . 

frtr  to   monopolue  eniirt  brancht»  of  the  retail  trade,  and 

KhtTtat.  the  Honorable  Mr.  Clapp,  Senaior  from  the  Stale  of 
Minnesota,  hal  introduced  in   the  Senate  of  the  United  Stslei, 
"OIT,  providing  for  aappleiaentatjr  legialaiion  to  the 

'  g  people  to  cooperate  with  each 


i    HONORED. 

Frank  H.  Freericks,  who  has  been  acting  as  legal 
adviser  of  the  N.  A.  R.  D.  since  Judge  Errant's  unfor- 
tunate illness,  was  presented  with  a  silver  set  of  144 
pieces  by  the  executive  committee  in  the  name  of  the 
association.  Charles  H.  Huhn,  of  Minneapolis,  chair- 
man of  the  executive  committee,  made  the  presentation 
speech.      Starting   In   a   humorous   vein,   he  soon   grew 


while,  before  we   could   find   another.      Finally   we   aiked    Frank 
\il^u   then  .ullermf*^roni''o«rwo'rlt.'"^ln   Kcep'ling  the  Irusl, 


Frank  U.  Frfericka.  Ctnclnnatl,  Ohin,  Tbo  hu  dnne  CKCcUent 
work  aa  adviaory  couoael  lor  the  N.  A,  B.  O  .  uxt  who  was  tendered 
a  BilTBT  aervloe  in  Milwaukee. 

said  the  druggists  there  get  40  per  cent  on  all  calls 
over  $4,50  a  month.  This  rate  applies  to  the  larger 
stores.  Smaller  stores  get  10  per  cent  If  they  take  In 
over  $3,00  a  month.  The  company  furnishes  booths, 
and  some  stores  have  three  or  four.  Booths  have  trebled 
the  receipts. 

Cleveland  has  two  companies.  One  allows  40  per 
cent  of  all  the  money  In  the  box  at  the  end  of  the 
month.     The  other,  the  Bfll  company,  gives  the  drug- 
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gists  a  50  per  cent  eomroission  on  receipts  over  20  cents 
a  day.    Conditions  in  Cleveland  are  now  deemed  ideal. 

D.  J.  Reese  said  that  satisfactory  conditions  prevail 
in  Philadelphia.  There  are  two  telephone  systems  there. 
the  Bell  and  Keystone.  Mr,  Pfluck  declared  that  Phil- 
adelphia dru^ists  have  increased  the  telephone  busi- 
ness in  their  city  300  per  cent  in  seven  years,  all  be- 
cause they  vuere  satisfied  with  the  contract.  He  im- 
pressed upon  the  convention  the  wisdom  of  remember- 
ing that  fact  in  order  that  they  might  use  it  with  tell- 
ing effect  in  negotiating  with  the  telephone  companies. 

Speaking  of  conditions  in  New  York,  Dr.  Anderson 
said  that  the  situation  there  could  never  have  been 
cleared  up  without  proper  organisation  and  confer- 
ence with  the  company.  A  telephone  committee  was 
appointed  by  the  druggists  of  New  York,  empowered 
to  act  with  the  company.  This  committee  was  respon- 
sible for  the  successful  outcome  of  the  trouble.  The 
situation  was  serious.  For  a  while  it  looked  as  though 
the  pay  telephone  system  would  cease  in  New  York 
pharmacies.  But.  thanks  to  the  druggists'  committee, 
the  officials  of  the  telephone  company  were  brought 
to  terms. 

Wilhelm  Bodemann,  chairman  of  the  telephone  com- 
mittee, expressed  his  displeasure  over  the  action  of  cer- 
tain cut-rate  drug  stores  who  offer  their  "free  lunch" 
'phones  as  an  attraction  to  the  bargain-hunting  public, 
much  to  the  detriment  of  the  smaller  stores. 

FLUUV  OVER  DKUGCISTS'  INDEUNITV  EXCHAKCE. 

Considerable  feeling  was  shown  over  the  action  of 

Executive    Committeeman    Thiesing   of    Cincinnati    in 

bringing  up  a  minority  report  of  the  Executive  Corn- 


Such  men  as  Charles  V.  Mann  of  Detroit  and  H.  B. 
Guilford  of  Rochester  at  once  demanded  that  this 
minority  report  be  laid  upon  the  table.  Then  the  im- 
pression got  out  that  there  was  a  lurking  desire  to  con- 
ceal the  facts.  So  Mr.  Guilford,  seconded  by  Mr. 
Pritehard,  moved  that  the  minority  report  t>e  taken 
from  the  table.  This  relieved  all  suspicion  of  any  at- 
tempt to  suppress  the  truth.  Mr.  Armstrong  expressed 
his  indignation  that  a  minority  report  of  the  Executive 


E.  H.  Thinins.  CtnclonKtl.  who  orr«ted  quite  a  ripple  on  the 
calm  waters  ol  coDventlon  harmonj  bj  ciitldiliiK  the  DrucBilta' 
Indemultj  Eiclumte. 

mittee  bearing  on  an  investigation  of  the  Druggists' 
Indemnity  Exchange  and  the  Underwriters'  Service 
Company,  two  insuring  companies  with  headquarters 
in  St,  Louis,  Mo.  It  seems  that  both  arc  under  the 
same  management.  While  the  Druggists'  Indemnity 
Exchange  ranks  high  among  the  members  of  the  asso- 
ciation. Mr.  Thiesing  expressed  some  uncertainty  as 
to  its  safety  and  reliability. 


Committee  had  been  brought  up.  He  said  in  substance 
that  the  Executive  Committee  thoroughly  indorsed  the 
Druggists'  Indemnity  Exchange  and  he  resented  as  a 
reflection  on  the  probity  of  the  committee  any  attempt 
to  put  the  Druggists'  Indemnity  Exchange  on  the  grill, 
when  these  committeemen  had  once  indorsed  it. 
Finally  Mr.  Thiesing  admitted  that  the  matter  was  too 
voluminous  for  consideration  in  open  session.  To  fa- 
cilitate business  the  matter  was  referred  to  the  com- 
mittee on  resolutions,  where  it  died  a  peaceful  death. 

This  was  the  only  ripple  on  the  peaceful  waters 
the  convention,  unless  mention  be  made  of  Mr.  Meiss- 
ner's  violent  opposition  to  an  attempt  to  close  the 
inations  shortly  after  they  had  been  made.  Dr.  Ander- 
son wanted  to  do  this  in  order  to  expedite  the  pro- 
ceedings and  give  the  resolutions  committee  a  chance 
to  begin  work.  But  Mr.  Meissner  objected  to  such 
steam  roller  methods,  as  he  called  them.  Therefore. 
the  report  of  the  nominating  committee  was  received 
but  held  open  another  day.  A  somewhat  spirited  argu- 
ment arose,  too,  over  credentials,  but  of  that  we  shall 
speak  later, 

ARGUMENT  OVElt  CREDENTIALS. 

It  is  too  bad  that  so  much  time  was  lost  arguing 
over  credentials  that  there  was  little  opportunity  to 
discuss  the  coupon  price-protection-  plan.  Attorney 
Freericks   would   have  been  glad   to   say   something  on 
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thai  subject  had  he  found  a  chance  to  take  the  floor. 
Mr.  Boehm  urged  the  establishment  of  a  special  bureau 
whose  function  it  would  be  to  explain  by  correspond- 
ence the  workings  of  the  coupon   system. 

The  argument  over  credentials  arose  over  a  decision 
on  absent  and  unaccredited  delegates.  ,  There  were  but  ■ 
179  out  of  a  total  of  902  accredited  delegates  present. 
The  constitution  of  the  association  allows  each  State 
and  affiliated  local  association  a  certain  number  of 
delegates,  and  provides  that  "(he  votes  representing  the 
absent  delegates  shall  be  cast  in  the  same  ratio  as  the 
votes  of  those  present."  The  committee  on  credentials 
held  that  those  delegates  who  were  not  present,  and 
whose  credentials  had  not  been  received  by  the  associa- 
tion, were  not  regularly  delegated.  This  aroused  indig- 
nation on  the  part  of  representatives  of  associations 
which  had  only  a  minority  of  their  delegates  present, 
and  who  claimed  that  they  were  entitled  to  a  full  num- 
ber of  voles  regardless  of  the  representation  in  attend- 

Jt  was  finally  resolved  that  each  State 


Oruit  W.  StCTCiit.  Detroit,  trararer  elect. 

be.  accorded  membership  in  the  N.  A.  R.  D.  by  the 
payment  of  $25.00  a  year,  and  should  be  entitled  to 
two  delegates  at  each  annual  convention;  and  that  local 
associations  be  accorded  representation  at  the  annual 
meetings  of  the  N.  A.  R.  D.  on  a  basis  of  one  delegate 
for  each  25  members  or  fractions  thereof. 

REAL    BECOMMENDED    AS    WttEV's    SUCCESSOR. 

The  convention  recommended  the  appointment  of 
Dr.  James  H.  Seal  of  Scio,  Ohio,  as  successor  to  Ur. 
H.  W,  Wiley,  resigned,  as  chief  of  the  Bureau  of 
Giemistry  in  Washington.  A  resolution  to  that  effect 
was  introduced  by  Frank  H.  Freericks.  The  conven- 
tion acted  upon  it  at  once  and  then  telegraphed  the 
result  to  President  Taft.  Charles  M,  Woodruff  said 
Dr.  Seal  would  be  the  ideal  man.  Charles  W.  Tobey 
of  Ohio  said  that  Dr.  Beal  was  not  only  a  chemist 
but  a  lawyer,  a  man  of  sound  judgment,  and  clean  as 
a  whistle.  Mr.  Pntchard  maintained  that  Dr.  Beal 
didn't  want  the  job.  To  this  Mr.  Freericks  replied 
that  often  the  man  best  qualihed  for  a  position  is  least 


willing  to  accept  it.  He  said  further  that  if  it  be  to 
the  interests  of  pharmacy  to  have  Beal  in  that  place, 
why  not  force  the  position  upon  him  in  so  far  as  that 
be  possible? 

The  resolution,  as  finally  adopted,  was  as  follows : 


iboroughlr   drlib 


9  and  wclfar 
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LIST    OF   OFFICERS. 

The  foUowirjg  officers  were  elected : 

President,   Henry   W.   Merritt,   Plains,   Pa. 

First  Vice-President,  Sol  A.   Eckslein,  Milwaukee. 

Second  Vice-President,  H.  W.  Rietike,  St.  Paul. 

Third   Vice-President,   H.   S.   Keubles,   Pella,   Iowa. 

Secretary.  Thomas  H.   Potts,  Chicago. 

Treasurer,  Grant  W.  Stevens,  Detroit. 

Executive  Committee:  Charles  H.  Huhn,  Minne- 
apolis, chairman;  J.  Arthur  Bean,  Boston;  Herman  C. 
Shuptrine,  Savannah;  Samue!  C.  Henry,  Philadelphia; 
H.  B.  Guilford,  Rochester;  and  A.  E.  Zuber,  Chicago. 

While  it  was  necessary  to  elect  six  executive  com- 
mitteemen this  year  as  heretofore,  that  will  not  be  nec- 
essary in  the  future.  Henceforth,  by  an  amendment 
of  the  constitution,  it  will  be  necessary  to  elect  only 
two  members  of  the  Executive  Committee  a  year.  Of 
the  six  men  now  elected,  two  will  serve  for  three  years, 
two  for  two  years,  and  two  for  one  year. 

OFFicHis  OF  women's  organization. 
The  Women's  Organization  of  the  N.  A.  R.  D. 
elected  the  following  officers:  President,  Mrs.  J.  F. 
Waterhouse,  Boston;  first  vice-president,  Mrs.  J.  E. 
McBride,  Youngstown,  O. ;  second  vice-president,  Mrs. 
WiUiam  Busch,  St.  Louis;  third  vice-president,  Mrs. 
J.  J,  Seiben,  Louisville,  Ky. ;  fourth  vice-president, 
Mrs.  J.  O.  Bosley,  Wilmington,  Del.;  fifth  vice-presi- 
dent, Mrs,  R.  G.  Rutherford,  Brooklyn.  N.  Y.;  secre- 
tary, Mrs.  Nellie  Lee,  Philadelphia;  treasurer,  Mrs. 
Anna  J.  Greenland,  Cincinnati.  Board  of  directors: 
Mrs.  L.  O.  Wallace,  Auburn,  N.  Y, ;  Mrs.  W.  S.  Rich- 
ardson, Washington,  D.  C. ;  Mrs.  L.  Emanuel,  Pitts- 
burgh; Mrs.  J.  T.  Rowe,  Mobile,  Ala.;  Mrs.  A.  J.  Reia, 
Rock  Island,  III.;  Mrs,  S.  A.  Eckstein.  Milwaukee;  Mrs. 
C.  D.  Fox,  Roanoke,  Va, ;  Mrs,  W.  A.  Warm,  Keyport, 
N.  J. 

THE    ENTEHTAINMENT. 

The  attendance  was  good,  the  paid  registration 
being  over  1000,  Numerous  affairs  were  given  for  the 
visiting  delegates  and  their  famihes.  One  afternoon 
they  were  guests  of  Col.  Guslave  Pabst  in  a  tour  of 
inspection  through  the  Pabst  brewery.  This  was  followed 
by  a  trolley  ride  to  Whitefish  Bay.  where  a  fish  dinner 
was  given  by  Col.  Pabst.  The  banquet  of  the  Tampa- 
Cuba  Cigar  Co.,  held  in  the  auditorium,  was  a  very 
enjoyable  affair.  Mr.  Guilford,  Mr.  Berger,  president 
of  the  company,  and  Mr.  Huhn  made  speeches  that 
brought  out  plainly  the  prosperous  nature  of  this  co- 
operative  enterprise. 

Just  where  the  N.  A,  R.  D.  convention  will  be  held 
next  year  will  not  be  decided  till  January.  But  the 
Cincinnati   delegation   were  hot   after   it. 


DENVER  MEETING  OF  THE  A.  PH.  A. 

Th*  Moat  Important  Action  Was  to  Craota  a  "  Hovbo  of  Dalarfataa"— A  Bapraaentatlva  Le^U- 

latlvo  Coafaranoa  A^aln  Propoaad — The    Famona  "Brokaa    Senna"  Caaa  Faatnrad 

— rnn^ant  Paper  by  Dr.  H.  H.  Rnaby  on  La^l  Shortcomlntfa  of  tha  U.  S.  P. 

— Now    ■•qnlremanta    loapoaad    by    Confaranea    of    Facultlaa  —  Tba 

Boarda  Dlacnaa  Radprocal  ■•jlatratlon—Naab villa 

Salaclad  (or  Next  Convention. 


Seventeen  years  ago  the  American  Pharmaceutical 
Association  met  in  Denver.  This  year  it  was  the 
pleasure  of  the  organization  to  convene  once  again  in 
that  beautiful  city.  A  better  place  could  not  have  been 
selected.  The  country  was  so  unusual,  Che  scenery  so 
attractive,  the  people  of  Denver  so  hospitable  that 
every  one  returned  full  of  delight  with  the  trip.  Many 
took  the  fifty-raile  trolley  ride  winding  among  the  foot- 
hills skirting  the  Rockies  on  the  way.  Others  visited 
Wiltnore's  Dahlia  Farm — a  paradise  of  flowers.  One 
day  was  given  up  to  a  trip  to  Glacier  Lake.  After  the 
convention,  any  number  of  members  and  their  families 
left  for  the  Yellowstone. 


couldn't   be   brought   up   conveniently    in    the   general 


THE  CREATION    OF   A      HOUSI 

But  while  it  is  tempting  to  dwell  on  the  pleasures 
attending  the  A.  Ph.  A.  convention,  this  is  not  intended 


P.  W.  Mdnner  of  La  Porte.  Tpdlans.  Robert  8.  Lehman  of  New 
York,  and  Bogo  Kantrowili.  alto  of  New  York,  are  taUnc  a  little 
■troll  Id  the  park. 

as  a  travelogue.  A  lot  of  hard  work  was  accomphshed. 
Many  matters  of  importance  were  brought  up  for  con- 
sideration. The  first  step  of  real  consequence  was  a 
proposal  to  form  a  House  of  Delegates,  a  suggestion 
that  apparently  emanated  from  Treasurer  H.  M, 
Whelpley  and  General  Secretary  James  H.  Beal.  This 
body,  it  was  intended,  should  serve  as  a  sort  of  hopper 
into  which  should  be  emptied  all  half-baked  suggestions 
to  emanate  later  in  a  form  acceptable  for  prompt  con- 
sideration. It  was  Secretary  Beal's  idea  that  the  House 
of  Delegates  should  be  a  sort  of  clearing  house  where 
resolutions  could  be  referred  for  the  purpose  of  separ- 
ating the  wheat  from  the  chaff.  The  proposals,  molded 
into  shape  by  the  House  of  Delegates,  could  then  be 
presented  to  the  Council,  which  in  turn  would  report 
thero  to  the  general  assembly.  The  House  of  Dele- 
gates, it  was  pointed  out,  could   handle  things  which 


At  first  there  was  a  slight  undercurrent  of  suspicion 
among  those  not  yet  acquainted  with  the  functions  of 
the  House,  lest  it  serve  as  a  means  of  centralizing 
authority  in  the  hands  of  a  few  and  thus  lessen  the 
weight  of  the  council  and  the  general  membership.  But 
Secretary  Beal  made  it  very  clear  that  the  House  would 
not  be  able  to  usurp  any  of  the  power  already  vested 
elsewhere.  It  was  simply  intended  to  expedite  business. 
E.  G.  Eberle  brought  out  the  point  that  the  function  of 
the  House  of  Delegates  would  not  be  that  of  initiating 
resolutions,  but  only  of  considtriHg  or  redrafting  those 
which  were  recommended  to  it. 

A  delegate,  as  Secretary  Beal  pointed  out,  is  little 
more  than  a  name.  Prof.  Remington,  too,  said  that  it 
had  always  pained  him  to  see  delegates  come  to  the 
convention  and  then  have  nothing  to  do  when  they  got 
there.     The  Council  has  been  doing  the  work. 

If  a  delegate  is  not  a  member  of  the  Association  he 
can  talk  only  by  special  permission.  This  is  an  im- 
portant point  as  wc  shall  see  later,  because  the  House 
of  Delegates  will  be  composed  in  a  measure  of  men  not 
members  of  ihe  A.  Ph.  A.  Under  present  conditions, 
different  bodies  are  invited  to  send  delegates  who  upon 
their  arrival  have  lillle  or  no  function. 

DETAILS  OF  THE  PUAN. 

In  view  of  the  fact  that  the  formation  of  the  House 
of  Delegates  marks  such  an  important  change  in  the 
organization  of  the  A.  Ph.  A.,  we  print  the  following 
resolutions  creating  this  new  body  and  defining  its 
duties.     They  were  adopted  by  the  Association  : 


I.  Then 


I   func 


a  Haiise 


cified  by  Ihf  Council. 

egularly  elected   or   ippointed    delenalcs   from    Slate    and 

lora 

he  National  Associailon  of  Retail  DruggiaU,  National  Who 

Society,  Association  of  National  and  State  Food  and  Dair 

l»e 

approved  bj  the  Council.  Each  aociely  or  insiitulion  rccogniied 
(hall  be  entitled  to  three  delegalel.  and  each  delente  ahall  be 
emitted  lo  one  vote.  No  delegate  (ball  act  ■■  the  proxy  of 
another  delegate  not  pment,  nor  as  delegate  (or 


■ball  have  the 
nnually    by    Ihe 
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..  The    HouM   of   Del(g»W»   J 


","«?, 


e  the  fallowing  fancti 


'in  ihe'fK'uK 


JUDGE   hand's   KNUCKLEii   RAPPED. 

A  very  lively  discussion  arose  in  the  meeting  of  the 
National  Association  of  Boards  of  Pharmacy  over  the 
slur  cast  some  months  ago  by  Judge  Hand  of  New  York 
upon  the  pharmacists  of  this  country.  The  matter  may 
have  been  brought  to  the  attention  of  the  Association 
by  the  paper  of  Prof.  Rusby  read  the  evening  before, 
criticizing  the  conditions  that  made  possible  such  a 
decision  as  that  of  Judge  Hand  in  the  "broken  senna 
case."  The  Judge,  piqued  by  the  criticism  of  his  deci- 
sion among  pharmaceutical  men.  had  referred  to  the 
druggists  in  slighting  terms.  This  prompted  the  fol- 
lowing resolution ; 

Tbe  Natii>nil  Auocialion  of  Boardi  of  Pharmar;.  by  i  spe- 
cial commillee  referring  to  lh«  ttilRiiiMit  of  Judgt  Hand,  in  the 
famous  broken  senna  ease,  reported  as  follows: 

Whirrai,  the  Judge  has  issued  the  slalement  <hat  pharmacisli 


will  e 


of  a 


Prof.  Joa£  P.  AlBciii.  the  welKknown  pharmadat  uid  Icacher  of 
Hknna,  Cnbak  wu  U  the  DeDver  ooDventlon  with  his  funilr. 
PmtnHir  *'"•*"  ti  Uie  ■notletnao  M  tba  right,  and  bla  i 
Dr.  Fnodaeo  Bcmtrai,  atanda  at  the  ML 


other  «ubject«  ai  shallbe  referred  to  the  Home  of  Dele- 

Unlil  otfaeroiK  provided  the  order  of  buBiness  al  the  first 
n  of  the  annual  meeting  of  the  House  of  Delegates  shall  be 


Caswell  A.  Mayo  advised  the  delegates  present  to 
resent   any   such   attack   appearing   in   a   newspaper   by 
writing  a  red-hot  letter  to  the  editor.     "When  1  see  any- 
thing hke  that,"  said  he,  "I  go  right  after  them." 
DB.  rusby's  pungent  caiTiasM. 

The  foregoing  action  of  the  National  Association  of 
Boards  was  evidently  called  forth,  as  we  have  suggested, 
by  a  paper  read  by  Dr.  H,  H.  Rusby  before  the  Section 
on  Education  and  Legislation.  This  paper  was  entitled 
"The  Legal  Aspects  of  the  Pharmacopceia,"  and  was 
visibly  inspired  by  Judge  Hand's  decision.  We  may 
say  parenthetically  in  this  place  that  the  Hand  decision 


W  The  reading  of  ci 

ht  As»>dalion  in  Cener 

(<-)  Ibe  election  of  oi 


from  the  Council  or  from 


of   Dele 


of  t 


J™he°H"te  of  "Deleg'»le«"s1iall*dMe™ine. 

g.  Al  its  fint  annual  menlng  the  HoHse  of  Delegates  shall 
consider  and   report  to  the  Council  a  body  of  by-lawi  and  any 

chirjcltr  of'  the  functions  which  'should  be  extrcised  by  the  said 
IWse  of  Delegates. 

Some  objections  were  raised  to  the  name  "House  of 
Delegates."  A  few  said  it  was  too  common,  being 
iilready  in  use  in  various  organizations.  Others,  how- 
<^ver,  claimed  the  name  was  too  pretentious.  To  the 
latter  criticism.  Dr.  Beal  replied  that  the  name  had  been 
purposely  made  big  in  order  that  the  members  of  the 
House  might  be  inspired  to  live  up  to  it.  It  was  like 
the  man.  he  said,  who  hung  a  eulogy  to  his  first  wife  on 
'tie  wall  in  order  that  his  second  wife,  seeing  it,  might 
take  inspiration  therefrom.  Dr.  Beal  went  on  to  say 
that  if  the  House  of  Delegates  proves  a  success,  it 
ivould  be  given  further  powers. 

Dr.  Anderson  was  made  chairman  of  the  House  of 
Delegates,  His  experience  as  chief  of  the  resolutions 
committee  of  the  N.  A.  R.  D.  should  make  him  an 
"celltnt  man  for  the  office. 


Here  we  have,  readinE  fmm  the  left.  Prof.  Cljde  M.  Bdow  oT 
Chtcago,  Hugo  Kantrowltior  New  York,  and  Prof.  H,  C.  Wasbbora 
ot  Danver,  Unfoitonatelr  ProteBsorWuhbara  tared  ratbet  badly 
at  the  banda  of  Lhc  photographer, 

in  the  now  famous  "broken  senna"  case  was  discussed 
by  the  Bullctin  op  Pharmacy  at  some  length  on  pages 
265  and  266  of  the  July  number.  Those  who  are  inter- 
ested in  the  merits  of  the  question  we  refer  to  our 
former  article.  Reverting  now  to  Dr.  Rusby's  paper, 
for  which  we  unfortunately  have  very  little  space,  we 
may  quote  certain  parts  as  follows ; 


.    .  Duld  he  u  . 
present    Pharm 


ually   . 
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Iheir  legal  applicalion,  anil  the  vaat  influence  for  gooJ  and 
wbich  wu  lo  be  wielded,  and  now  is  wielded  by  ibosc  sland- 
,  had  probably  occurred  lo  the  mind  of  none.  Now  Ibc 
fence  belween  the  leg''  and  the  prafiiiioHol  application  of  a 
iard,  while  perfectly  clear  lo  thoie  who  have  abundant  ex- 


whicb    i>   merely    " 


lion,   in    a   very    tfiniiar   caie.     Moreover,    the   title   "Tinnerelly 

wnna."  though  a  fully  recogniied  aTnonym  of  India  ««nna  <pro- 
feaaionally  and  in  common  aenM)  would  be  excluded,  unlejt 
given  in  the  index  of  ihe  book.  Thi«  would  be  true  of  all  other 
•ynonyma.  Furthermore,  it  has  been  frequently  heW  that  Ihe 
term  senna  ilaelf  would  be  so  deluded,  if  coupled  with  a  oualify- 

de?ed,''i^n  No.°B(rp^wder,  etc.    '  '        '  .'         , 

Let  ua  not  coniider  the  definition:      "The  dried  leafleti  ol 

Curio  amii/o/ia  Delile  (Alexandria  Senna),  or  of  Caisia  unguH,. 

falie  Vahl  (India  Senna)   (Fam.  Leguminou). 

Now,  if  a  600-pound  bale  of  wnna  was  aold  that  con  lamed 

lechnicalilv,  bec'auie  Ihii  definition  refers  only  lo  Ihe  Icaflen, 
This  intcrprelllion  is,  however,  in  Che  case  of  senna,  modified  by 
iomelhing  which  follows,  and  wbich  will  be  considered  further 
on.     Now    a    judge,    proicoing    to    be   vervpraelica!,   wya    Iha^ 

rtBc"the  enforc^'nt  o"  thil  absolule  sUndard  ia  impracticable, 
ll  being  thus  eatahlished,  on  aonnd  reaiomng,  thai  some  foreign 
matter  otul  be  allowed,  reaion  i»  at  once  dethroned  to  make  wa;- 
for  Ihe  detlaralion  thil,  no  permissible  amount. being  specified 
in    the   Pharmacopceia,   any   amount  may  be  admittedl     No   pro- 


who  seeks 
his  means 
his  been  e 


rable  1 


dapts  and  employe 
is  a  machine  Ihal 


State  Board.  Mr.  Lillie  argued  that  to  remove  all  doubt 
of  a  man's  fitntss,  the  mark  should  be  raised  a  few 
points  above  the  average  if  he  desires  the  privilege  of 
practicing  in  another  State.  A  man's  condition  some- 
times influences  the  board.  If  he  be  poor  and  desires 
to  go  into  business,  the  board,  a  few  members  of  which 
know  the  deserving  fellow  personally,  may  be  influenced 
to  pass  him.  But  Mr.  Lillie  contended  that  men  who 
thus  slide  through  their  examinations  should  not  be 
allowed  to  practice. in  other  States  unless  they  pass  the 
exa.mination  in  the  State  which  they  desire  to  enter. 

But  this  idea  did  not  prevail.  The  majority  held 
that  a  man  who  was  registered  in  one  Slate  was  entitled 
lo  reciprocal  registration,  regardless  of  the  conditions 
under  which  he  6rst  obtained  his  papers.  So  they 
voted  down  the  proposition  to  raise  the  examination 
retjuirements  to  77  per  cent  for  those  who  want  Ihe 
privilege  of  reciprocal  registration. 

Of  course,  the  action  of  the  Association  of  Boards 
in  this  matter  is  only  advisory.  The  Association  can't 
pass  a  resolution  compelling  State  boards  to  accept  men. 
The  Association  merely  suggests  such  action.  The  real 
power  resides  in  Ihe  individual  State  board.  It  can 
accept  or  reject  candidates  r^ardless  of  thetr  grades. 

There  was  some  agitation  over  a  proposition  that 
candidates  for  registration  before  a  State  board  be  made 


wTule  that  the  "end  is  of  no  consequence  when  iis  atlainmenl 
requires  the  subordinating  of  Ihe  means  unto  il.  It  «  pointed 
out  to  him,  that  the  Deparlment,  seeing  this  necessity,  hal  de- 
cided  (o  allow  6  per  ceni,  but  he  replies  that  this  is  legislation 
and  that  the  Departmenl  has  no  right  lo  read  into  the  law  thingj 
which  are  not  there.  It  is  thus  decided  thai  any  amount  ol 
adulteration  can  be  permitted  wilh  senna,  for  the  specific  reason 
that  the  Pharmacopwia  forbids  any  adulteration  whatever. 

For  these  reasons  Dr.  Rusby  thought  action  should 
be  taken  along  the  following  lines,  with  reference  both 
to  the  U.  S.  P.  and  the  N.  F. : 

1.  That  some  provision  be  made,  in  all  cases,  for  the 
presence  of  impurities  in  drugs,  and  that  this  provision 
be  so  worded  that  it  shall  be  sufficiently  comprehensive. 

2.  That  a  drug  under  a  name  not  found  in  the  book. 
but  which  is  a  modification  or  combination  of  a  name 
or  names  found  therein  and  understood  to  apply  to  the 
same  article  as  thai  so  named,  shall  be  subject  to  all  the 
requirements  for  the  drug  so  understood. 

3.  That  supplements  containing  additional  tests,  ap- 
proved by  the  committee,  shall  be  published  annually, 
and  shall  have  the  same  force  as  the  original  text. 

RECIPROCAL  EXCHANGE  OF  CERTIFICATES. 

An  interesting  situation  arose  in  the  meeting  of  the 
National  Association  of  Boards  of  Pharmacy  over  the 
question  of  reciprocal  exchange  of  certificates  between 
the  States.  Mr.  Dodds  of  Illinois  introduced  a  resolu- 
tion recommending  among  other  things  that  the  rating 
for  reciprocal  exchange  be  raised  two  points  above  the 
present  average  lo  77.  He  held  that  boards  of  phar- 
macy strained  a  point  or  two  in  favor  of  candidates  who 
were  slightly  deficient.  Mr.  Dodds  went  on  to  say  that 
while  the  Illinois  Board  might  pass  a  man  in  that  way, 
it  hesitated  to  recommend  him  to  other  States.  By  rac- 
ing the  average  Iwo  points  a  man  not  fully  qualified 
can  be  prevented  from  registering  in  other  States. 

F.  B.  Lillie  said  it  was  generally  admitted  that 
certain  boards  favor  their  own  candidates.  Local  con- 
ditions do  govern  the  r^istralion  of  candidates  by  the 


Tbla  Intcraatine  cronp  of  N.  F.  BeriKn  «M  nupped  In  front  el 
the  Brown  Pftlace  Hottf .  Bewtlng  u  onul  from  the  Itft.  we  bftve 
Prof.  Horry  Vln  Ana.  E.  FnllertOD  Cook,  Prof.  Clyde  11.  Bnow. 
LeoDud  A.  aelUer,  uid  Wilbur  L.  BoovUla.  Theae  mte  the  only 
memberi  of  the  National  FonnDlary  Commlttse  mt  the  ooiiTentlon. 

to  pay  $5  to  the  National  Association  of  Boards  in 
addition  to  the  regular  fee  to  his  own  State  for  registra- 
tion. Frank  Freericks.  however,  said  this  wouldn't  be 
legal  in  all  States. 

BISCUSSION    OVEIl    DEtlREES    AND    STANDABOS. 

In  this  connection  we  might  call  attention  to  Ihe 
remarks  of  Professor  Remington  in  the  meeting  of  the 
Conference  of  Pharmaceutical  Faculties  where  the  ques- 
tion of  degrees  was  up  for  consideration.  Only  Ihree 
States,  he  said,  have  prerequisite  laws.  He  cautioned 
the  teachers  present  that  they  raust  not  make  it  tixi 
hard  for  men  to  get  a  college  education.  The  univer- 
sities, he  said,  are  giving  correspondence  courses  in 
pharmacy  and  we  must  not  make  the  requirement  for 
entering  college  so  high  that  the  men  will  study  phar- 
macy by  mail  instead.  Give  i  chance,  he  urged,  to  the 
man  of  only  fair  means  and  fair  ability.    What  are  the 
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attractions  of  the  retail  drug  business,  he  asked,  that 
you  feel  privileged  to  make  the  requirements  so  high? 
Professor  Remington  felt  that  one  must  consider  this 
proposition  with  both  feet  firmlj'  on  the  ground,  in- 
stead of  getting  up  into  thin  air.  Pharmacy  for  phar- 
macists, he  urged,  not  pharmacy  for  analytical  chemists. 
The  colleges  provide  suitable  courses  and  higher  de- 
grees   for    men  who  want  to  be  government  chemists 


made    of    the    words    "high    school"    in    t 
requirements.  The  student  can  get  his  education  any- 
where by  tutoring  and  private  study  tf  he  so  desires. 

The  conference '  shall  have  a  right  to  investigate 
any  school.  The  schools  must  prepare,  on  special 
blanks,  complete  lists  of  students  enrolled,  showing  the 
credentials  and  standing  of  each  student.  These  records 
shall  be  certified  by  the  Dean  and  submitted  for  exam* 
■nation  to  the  conference.  ' 


A    NATIONAL  LEGISLATIVE 

W.  A.  Hover  of  Denver,  in  his  speech  conveying  the 
greetings  of  the  National  Wholesale  Druggists'  Asso- 
ciation, urged  that  more  time  be  given  to  legislative 
suggestions.  The  sale  of  narcotics  and  habit-formii^ 
drugs,  for  instance,  uncovers  a  problem  requiring  the 
united  efforts  of  all  branches  of  the  drug  trade.  "We, 
as  wholesalers,"  said  Mr.  Hover,  "arc  just  as  anxious 
as  the  retailers  to  bring  about  statutory  reforms  that 
shall  correct  the  narcotic  evil.  We  are  all  working  for 
the  same  end  to  restrict  the  sale  of  narcotics  to  the 
proper   channels   and    for   purely   medicinal   purposes." 

To  bring  about  a  solution  of  the  problem,  said  Mr. 
Hover,  there  should  be  a  cooperative  eflorl  on  the 
part  of  retailer,  manufacturer  and  wholesaler.  He  then 
recommended  a  joint  legislative  conference  composed 
of  representatives  from  the  M.  A.  M.  M.  P.,  N.  W.  D. 
A.,  N.  A.  R.  D.,  and  A.  Ph.  A.  lo  work  out  a  practical 
law  for  regulating  the  sale  of  habit-forming  drugs. 


or  hold  some  such  high  positions.  But  how  about  the 
apothecary?  What  are  we  doing  for  him?  The  col- 
leges should  keep  their  eye  on  the  apothecary  and  do 
everything  possible   for  him. 

Dr.  Ascher,  following  Prof.  Remington,  likewise 
cautioned  collies  against  advancing  the  requirements 
loo  high  and  putting  too  many  restrictions  on  candi- 
dates for  admission. 

Professor  Remington  argued  for  the  approval  of 
the  degree  of  "Doctor  of  Pharmacy."  Other  prof essions 
confer  the  doctorate  degree,  and  why  not  pharmacy? 

NEW    KEQUIKEMENTS    OF    THE    CONFERENCE    OF    FACULTIES. 

The  Conference  of  Pharmaceutical  Faculties  con- 
cerned itself  with  the  establishment  of  requirements 
for  entrance  into  the  colleges,  and  for  graduates  there- 
from. While  the  members  came  to  no  agreement  as 
to  how  much  training  should  entitle  students  to  the 
various  d^rees  that  are  given,  they  did  succeed  in 
laying  down  well-defined  entrance  requirements.  These 
cannot  be  evaded.  It  shall  be  the  duty  of  each  member 
of  the  Conference  of  Faculties  to  prove  the  creden- 
tials presented  by  each  student.  An  executive  committee 
shall  examine  those  credentials  and  pass  upon  them. 

Evidence  of  education  of  15  counts  beyond  the 
eighth  grade  shall  be  required  of  each  candidate  for 
admission.  A  "count"  consists  of  one  hour's  instruc- 
tion a  week  during  the  school  year.  As  Prof.  Koch 
explained,  a  count  was  a  unit  of  measure  whereby  it 
would  be  possible  to  express  the  requirements  for  ad- 
nussion  in  the  briefest  form  possible. 


W.  A.  How,  the  mll-knoini  DenvaT  lobber,  who  Bticf«*t«d  once 
mora  tbkt  ft  reprauntfttlvB  leslaUtlve  conlamioe  be  called  ander 
the  ■oaplcca  o(  the  A.  Ph.  A. 

Last  year,  at  the  Boston  meeting,  Henry  P.  Hynson, 
of  Baltimore,  suggested  a  National  Legislative  Confer- 
ence to  be  composed  of  representatives  from  all 
branches  of  the  drug  trade.  Mr.  Hynson's  suggestion 
has  since  received  the  attention  of  the  N.  A.  R.  D. 
and  A.  Ph.  A.,  and  will  probably  be  put  into  effect 
before  January  1. 

It  seemed  to  be  the  opinion  of  the  convention,  how- 
ever, that  a  National  Legislative  Conference  should  be 
held  under  the  auspices  of  the  A.  Ph.  A.,  because  all 
branches  of  pharmacy  are  represented  in  this  body. 
Such  a  conference  belongs  properly  to  the  section  on 
education  and  legislation. 
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Charles  M.  Woodruff,  who  attended  the  convention 
as  a  del^ate  from  the  National  Association  of  Manu- 
facturers of  Medicinal  Products,  said  that  a  national 
conference  would  do  much  good,  though  not  necessarily 
in  a  single  session.  Considerable  work  would  have  to 
be  done  by  the  conference.  There  is  so  much  diversity 
of  opinion  about  laws,  so  much  conflict  between  State 
and  Federal  rulings,  that  we  don't  know  exactly  where 
we  are  at.  A  national  legislative  conference  will,  it  is 
hoped,  bring  about  greater  uniformity  in  the  law  and 
lessen  the  confusion.  Both  State  and  Federal  rulings 
n  of  the  conference. 


SCHOLTZ  ADVOCATES  COMMEECIAL  PHARMAcy. 

One  of  the  most  interesting  talks  delivered  at  the 
convention  was  an  address  before  the  Commercial  Sec- 
tion by  E.  L.  Schollz,  who  conducts  a  chain  of  drug 
stores  in  Denver  under  the  name  of  the  Schollz   Drug 


Dr.  H.  H.  Bnilv,  ol  New  Turk,  whose  naper  lodlrectlr  crltlcliluc 
Jndce  Hknd  lot  the  Uller'i  decision  In  the  "  broken  Benua"  caw 
ckUed  fottb  a  spirited  resolnllon. 

Company.  Near  him  sat  Mr.  Kendall,  the  owner  of  a  very 
prosperous  prescription  pharmacy  in  Mississippi.  There 
were  two  types  of  druggists,  each  the  antithesis  of  the 
other,  but  each  a  successful  master  of  his  own  particular 
style  of  pharmacy.  They  were  not  only  able  drug- 
gists but  excellent  speakers  as  well,  and  it  was  a 
pleasure  to  listen  to  their  debate. 

Progressive  pharmacies,  contended  -Mr.  Scholtz,  the 
Stores  that  are  popularized,  are  the  ones  that  are  put- 
ting up  the  larger  number  of  prescriptions.  Mr. 
Scholtz  cited  a  case  in  point.  A  drug  store  had  been 
making  money  merchandising,  but  had  neglected  pres- 
criptions. At  the  suggestion  of  a  medical  friend,  the 
owners  established  a  separate  prescription  department, 
without  expecting  big  returns.  But  the  department 
soon  became  one  of  the  most  profitable  in  the  store. 

On  the  other  hand,  however,  Mr.  Scholtz  wanted 
to  have  a  strictly  physicians'  drug  store  in  Denver  to 
carry  doctors'  needs  only.  But  the  physicians  advised 
him  against  it,  sa)Hng  that  such  a  pharmacy  would  not 
attract  any  more  prescription  patronage  than  a  com- 


mercial drug  store,  and  the  landlord  didn't  want  to  rent 
his  place  to  a  strictly  prescription  establishment.  There 
is  no  advantage  in  the  purely  prescription  drug  store 
in  the  city,  argued  Mr.  Scholtz.  If  you  want  to  have 
the  least  revenue  from  the  place,  and  have  plenty  of 
time  to  read  the  newspaper,  run  a  prescription  phar- 
macy. But  if  you  want  to  make  the  most  out  of  the  stand 
conduct  a  mercantile  drug  shop!  The  public  demands 
it,  and  we  can't  stop  evolution.  With  the  old-fashioned 
drug  store  you  were  sick  when  you  went  in  and  sick 
when  you  came  out.  But  the  modern  drug  store  is  an 
emporium  ^f  fashion. 

But  Mc^  Kendall  of  Mississippi  had  other  views  of  the 
business.  "T"  run  a  strictly  prescription  business."  he 
said,  "and  I  advertise  that  I  own  the  only  drug  store  in 
\ht  city  of  Meridian.  J  don't  have  a  package  of  paint 
or  garden  seed  in  the  place.  I  have  a  half-dozen  dis- 
pensers in  my  store  and  don't  care  to  change  my  system. 
My  idea  of  the  drug  business  is  to  specialize  and  be  a 
real  pharmacist." 

Mr,  Kendall  said  furthermore  that  the  place  for  a 
druggist  is  in  the  front  of  his  store.  Contrary  to  Mr. 
Scholtz.  who  does  a  soda  business  of  $100,000  a  year  in 
his  various  stores,  Mr.  Kendall  does  not  have  a  foun- 
tain. He  maintained  that  a  woman  who  sits  down  at  a 
fountain  to  drink  soda  will  go  elsewhere  for  a  fountain 
syringe  or  package  of  toilet  cream,  so  there  you  are. 

SOME    OF    THE    PKESIDENt's    RECOMMENDATIONS. 

President  John  G.  Godding  of  Boston,  in  an  address 
which,  unlike  many  presidential  papers,  had  the  marked 
merit  of  brevity,  recommended  among  other  things  that 
the  association  carry  out  its  purpose  and  undertake  the 
publication  of  a  book  of  recipes — a  collection  of  un- 
oRicial  formulas.  This  recommendation  was  approved 
subsequently  by  the  committee  to  which  the  president's 
address  was  referred,  and  the  Council  was  requested  to 
take  the  necessary  steps  to  carry  the  recommendation 
into  effect,  the  suggestion  made,  however,  that  in 
the  compilation  of  the  recipes  only  those  be  selected 
which  will  prove  uniformly  reliable.  Under  the  heading 
of  drug  reform.  President  Godding  bewailed  the  fact 
that  while  the  pharmacist  must  comply  rigidly  with  the 
various  food  and  drug  laws,  the  physician  is  permitted 
lo  go  scot-free.  The  committee,  acting  upon  this  com- 
plaint of  the  president,  expressed  its  opinion  that  "all 
who  dispense  drugs  in  any  way  should  be  made  amen- 
able lo  the  law  governing  the  traffic  in  drugs."  The 
committee  also  thought  that  the  subject  should  be  re- 
ferred to  the  Section  on  Education  and  L^islation  for 
further  action  of  a  definite  son.  Other  subjects  touched 
upon  by  President  Godding  in  his  address  were  the 
National  Formulary,  the  Journal  of  the  A.  Ph.  A.,  the 
Pharmaceutical  Syllabus,  the  N.  A.  R.  D.,  the  State 
associations,  the  local  branches,  prerequisite  legislation 
and  deceased  members. 

We  have  in  each  State  five  different  boards  to  look 
after  the  public  health.  They  consist  of  from  five  to 
seven  members  each.  Such  methods,  said  Secretary 
Heal,  are  wasteful.  Nor  are  they  efSeient.  They  don't 
exclude  the  incompetent  from  practicing  their  profes- 
sions.   They  don't  keep  poor  drugs  out  of  the  market. 

Secretary    Beal    recommended   that   these    different 
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bodies  be  replaced  by  one  central  board  composed  of 
representatives  of  all  the  different  professions  affected; 
This  would  do  away  with  the  present  multiplicity  of 
boards.  Dr.  Beal  maintained  that  such  a  system  would 
be  more  economical.  We  should  have  one  attorney, 
instead  of  five,  and  he  would  be  able  to  accomplish 
more,  for  this  reason:  To-day  when  we  try  to  enforce 
a  pure  food  and  drug  law  in  a  locality  the  attorney. 
hired  to  do  the  prosecuting,  hesitates  lest  he  offend  the 
community  upon  whom  he  depends  for  his  practice. 
The  attorney  for  the  defendant  has  only  to  claim  to  the 
magistrate  and  the  jury  that  the  pharmacy  laws  aim 
to  give  a  certain  body  a  monopoly  of  the  drug  business 
and  the  guilty  man  goes  free.  An  attorney,  hired  by 
a  joint  State  board  of  health,  could  work  more  effec- 

Dr.  Schneider,  of  San  Francisco,  approved  of  this 
centralization  of  power.  Prof.  Rusby,  too,  thought  well 
of  Secretary  Beal's  plan,  but  added  that  every  locality 
must  have  its  own  board  to  took  after  ice-cream 
plants,  bakeries,  and  food  shops  generally.  But  he 
tfiought  that  the  enforcement  of  the  law,  after  the 
experts  had  made  their  report,  should  reside  in  a  cen- 
tral board. 

HONORARY    MEMBERSHIP    IN    A.    FH.    A. 

In  one  of  the  meetings  of  the  Council  Joseph  W. 
England  suggested  it  would  be  advisable  to  bestow 
honorary  membership  on  men  who  have  made  con- 
tributions to  pharmacy  abroad.  Dr.  Whelpley  received 
this  proposal  coldly.  He  reminded  the  Council  that  the 
last  time  honorary  members  had  been  suggested  the 
idea  had  been  turned  down  because  the  men  thus 
remembered  showed  little  appreciation  of  the  honor. 

Chas.  Caspar!,  Jr.,  said  he  was  one  of  those  who 
opposed  the  indiscriminate  distribution  of  such  honors 
for  the  reason  that  American  pharmacists  had  been 
notoriously  slighted  abroad.  That  is  to  say,  they  had 
received  no  signal  of  recognition.  Neither  England  nor 
France  had  conferred  any  honors  upon  our  pharma- 
cists, said  Dr.  Caspari.  America,  on  the  other  hand, 
has  been  very  .liberal.  Dr.  Caspari  then  added :  "They 
may  think  we  are  trying  to  honor  ourselves  by  getting 
into  our  ranks  men  of  distinction.  We  should  be  very 
sparing   in   the  distribution   of   honors." 

Secretary  Beal  took  another  view  of  the  matter.  He 
cited  one  or  two  instances  where  prominent  foreign 
pharmacists  had  shown  real  interest  in  the  work  of 
their  American  brothers  and  paid  them  several  cour- 
tesies. Mr.  England  added  that  the  cold  attitude  of 
European  pharmaceutical  leaders  to  us  is  changing. 
They  can  be  induced  to  give  us  their  cooperation  and 
support.  It  was  finally  decided  to  elect  one  or  two 
foreign  pharmacists  of  note  to  honorary  membership  in 
the  association  annually. 

NOMINATIONS  FOB  NEXT  YEAR. 

Following  out  its  usual  practice,  the  association 
selected  three  sets  of  nominees  for  the  general  offices, 
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CandidaLo  for  the  Council,  tiiet  of  whom  aie  to  be  elected: 
J.  G.  Godding  of  MiMachuKits,  S.  L.  Bretler  of  Colorado,  H. 
C.  Piclurd  of  M*uacbiiaetH.  L.  C.  Lewis  of  Alabama.  Charlea 
E.  Caipari  of  Miltouri,  W.  J.  Teeleri  of  Iowa.  W.  C  Andcrion 
of  New  York.  Charlei  Caipari,  Jr..  of  Maryland,  and  Leonard 
A.  Seiner  of  Detroit. 

ELECTIONS. 

Of  course,  General  Secretary  James  H.  Beal  and 
Treasurer  H.  M.  Whelpley  were  reelected.  Owing  to 
the  good  work  of  Treasurer  Whelpley  the  delinquency 
list  of  the  association  has  been  reduced  to  almost  nil. 
Every  member  is  paying  his  dues. 

The  association  is  not  apt.  either,  to  lose  the  valuable 
services  of  Secretary  Beal,  if  we  may  judge  from  his 
speech  of  acceptance  after  being  made  secretary  of 
the  association  for  another  term.  He  said :  "I  do  not 
recognize  that  there  is  any  position  where  one  can  do 
more  for  American  pharmacy  and  the  people  at  large 


than  he  can  as  secretary  of  the  American  Phar 
cal  Association.  I  seek  no  higher  honor."  These  re- 
marks are  very  significant  just  now,  since  Dr.  Beal  has 
been  spoken  of  repeatedly  as  Wiley's  successor  in 
Washington. 

New  chairmen  of  the  various  sections  were  elected 
as  follows ;  Section  on  Commercial  Interests — A.  V. 
Pease,  Fairbury,  Nebraska;  Section  on  Education  and 
Legislation.  Prof.  W.  J.  Teeters,  Dean  of  the  School 
of  Pharmacy  of  the  University  of  Iowa ;  Section  on 
Practical  Pharmacy  and  Dispensing.  J.  Leon  Lascoff,  of 
New  York;  New  Section  of  Phirmacopceia  and 
National  Formulary,  S.  D.  Havenhill,  of  Kansas;  His- 
torical Section.  J.  G.  Godding,  of  Boston. 

The  Scientific  Section  has  reorganized  and  will 
henceforth  have  its  own  by-laws.  The  following  have 
been  elected  for  the  next  year :  President,  F.  R.  Eldred, 
of  Indianapolis ;  first  vice-president,  John  M.  Francis, 
of  Detroit ;  second  vice-president,  W.  L.  Scoville,  of 
Detroit;  secretary,  F.  P.  Stroup.  of  Philadelphia. 

NASHVILLE    NEXT     MEETING    PLACE. 

The  next  convention  of  the  A.  Ph.  A.  will  be  held 
in  Nashville,  Tenn.  In  view  of  the  central  location  of 
this  city,  a  large  attendance  is  looked  for. 


TWENTY-FIVE  DRUGGISTS  AND  THEIR  INCOMES. 


By  HARRY  B.  MASON, 
Editor  of  the  ''Bnllotta  of  PkwHOcy." 


For  years  I  have  been  contending  that  many 
druggists  fail  to  make  their  stores  yield  them 
a  sufficient  measure  of  profit.  In  making  this 
statement  I  am  not  criticizing  druggists  for  the 
sise  of  their  business — that  is  another  story. 
What  I  have  particularly  in  mind  is  the  ques- 
tion of  returns — making  every  dollar's  worth 
of  business  produce  what  it  ought  to  in  the  way 
of  net  earnings.  Regardless  of  the  volume  of 
his  sales,   a  good  merchant  should   s^ttain  a 


apolis  meeting  of  the  American  Pharmaceu- 
tical Association.  This  paper  was  subsequent- 
ly printed  in  the  volume  of  proceedings  for 
that  year.  I  am  now  using  over  again  the  sta- 
tistics concerning  these  eleven  druggists,  and 
am  supplementing  them  with  the  facts  about 
fourteen  more  so  that  more  accurate  conclu- 
sions may  be  reached.  Without  further  intro- 
duction I  shall  now  present  the  table,  divided 
in  two  portions  because  of  its  length: 


Annual  sales 

Cost  of  ffoods  sold. 
Gross  profits 


Net  profits 


Peroentace    ffross    profit    (on 
sales) 


Percentage  expense. 


Total  income   (indadinff  pro- 
prietor's salary) 


A 

B 

0 

D 

E 

F 

G 

H 

I 

J 

K 

L 

$26406 

$25,200 

$26,160 

$25,107 

$28328 

$21,000 

$19,658 

$19,607 

$17,757 

$16,028 

$16,667 

$18300 

17.000 

17.168 

16,778 

12.886 

16,486 

11.407 

11.918 

11,487 

10.248 

9,922 

8.019 

8,006 

8.041 

9.877 

12,771 

73*7 

8.261 

7389 

6.820 

6.779 

6.686 

5.571 

4.684 

4.886 

4,719 

6,000 

6,702 

8.648 

4.228 

6,520 

4.011 

8,878 

2.705 

8,824 

8.206 

4.668 

6,771 

626 

1,716 

4.608 

8366 

800 

1,768 

1,767 

2.866 

82H% 

82% 

87% 

61% 

81% 

42% 

40% 

86% 

86% 

86% 

41% 

18% 

19% 

19% 

24% 

2B% 

18H% 

22% 

81% 

25% 

25% 

20% 

$5,824 

$4,286 

$6,658 

$7,670 

$1326 

$8,116 

$6,606 

$%216 

$2,000 

$2,768 

$2,967 

$8,616 

$18386 
8.888 
4.443 
8.106 
1337 

88^% 

2SK% 

$2,887 


Annual  sales 

Cost  of  goods  sold. 
Gross  profits 


Net  profits 

Percentage  gross  profit  (on  sales). 
Percentage  expense 


Total  income  (including  proprietor's 
salary) 


N 

o 

P 

Q 

R 

8 

T 

U 

V 

W 

X 

$12,224 

$10,641 

$10,066 

$9,768 

$8,600 

$6,162 

$7,845 

$7,717 

$7,886 

$7,881 

$6,426 

7314 

5,264 

6.467 

5.969 

6,100 

6.219 

6.828 

8,999 

4,115 

4.482 

4.160 

4,410 

6.277 

4.609 

8,794 

8.400 

2,988 

2.682 

8,718 

8.221 

2.880 

2.206 

2.919 

2.728 

2,400 

2,112 

8,600 

1,077 

2.068 

2.688 

1.066 

2.468 

1.968 

1,481 

2349 

2,209 

1.682 

800 

1.266 

488 

1.086 

1.606 

486 

278 

86% 

60% 

4694% 

89% 

40% 

86% 

82% 

48% 

44% 

40% 

85% 

24% 

26% 

24% 

21%% 

80«% 

20H% 

26?^% 

84f4% 

28H% 

88H% 

81% 

$8,061 

$8,449 

$8,109 

$2,007 

$8,000 

$2,266 

$2,261 

$8,285 

$2,466 

$1,080 

$1,278 

$6,890 
8.511 
2,879 
1.155 
1.224 
40% 
19=^% 

$1328 


more  or  less  definite  percentage  of  profit,  and 
if  he  doesn't  do  this  he  is  failing  to  make  the 
most  of  his  business.  Now  in  order  to  show 
the  wide  difference  between  druggists  in  this 
respect,  I  propose  to  present  a  comparative 
table  exhibiting  in  detail  the  actual  facts  about 
25  druggists  scattered  throughout  the  country. 
Back  in  1906  I  read  a  paper  entitled  "Eleven 
Druggists  and  Their  Incomes''  at  the  Indian- 


*  Address   delivered  by  invitation   before  the  Iowa 
State  Pharmaceutical  Association,  Sioux  City,  July,  1912. 


First,  now,  a  few  words  of  explanation 
about  these  tables.  The  "cost  of  goods  sold/' 
as  the  phrase  indicates,  does  not  represent  the 
actual  purchases  of  the  year,  but,  instead,  the 
purchases  as  added  to  or  subtracted  from  by 
the  inventory  differences.  The  "expenses"  in- 
variably include  the  item  of  proprietor's  sal- 
ary, which  runs  from  $600  up  to  $2000  or 
more  according  to  the  size  of  the  business. 
The  "total  income"  might  seem  a  little  con- 
fusing if  I  did  not  say  that  this  was  gotten  by 
adding  the  proprietor's  salary  to  the  net  prof- 
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its.  The  fonner,  as  already  explained,  is  in- 
cluded in  the  expense  account,  but  it  is  used 
again  here  for  the  purpose  of  showing  the  total 
yield  which  the  druggist  gets  from  his  busi- 
ness. The  other  facts  in  the  table  are  self- 
explanatory.  Deducting  the  cost  of  goods 
sold  from  the  annual  sales,  we  learn  the  gross 
profits,  and  from  the  gross  profits  deducting  in 
turn  the  expenses,  we  are  left  with  the  net 
profits.  The  percentage  of  gross  profit  is  then 
secured  by  dividing  the  volume  of  gross  profits 
bv  the  volume  of  sales.  In  similar  fashion  the 
percentage  of  expense  is  derived  by  dividing 
the  volume  of  expense  by  the  volume  of  sales. 
Now  let  us  study  some  of  the  exceedingly 
interesting  things  about  these  tables.  There  is 
a  lot  of  food  for  thought  here — material 
worthy  of  serious  and  careful  consideration.  I 
shall  content  myself,  however,  with  pointing 
out  a  few  things  only,  for  the  most  part  leav- 
ing the  tables  to  tell  their  own  story  to  those 
who  care  to  ponder  over  them. 

SURPRISING     VARIATIONS     IN     EXPENSES     AND 

PROFITS. 

I  have  said  that  the  object  of  this  paper,  and 
the  purpose  of  these  tables,  were  to  show  the 
great  differences  between  druggists  in  profit- 
making  capacity.  Now  witness  the  facts — 
consider  first,  for  instance,  the  percentage  of 
gross  profit  yielded  in  these  25  stores.  It 
varies  from  JJ  to  51!  Notice  next  the  per- 
centage of  expense.  This  varies  from  18  to 
35!  Thus  the  percentage  of  profit  realized  by 
some  druggists  is  less  than  two-thirds  that  of 
their  neighbors,  while  it  costs  some  men  twice 
as  much  to  dp  business  as  it  does  others! 
There  is  really  no  excuse  for  wide  variations 
of  this  character.  It  is  true  that  some  drug- 
gists have  to  meet  more  competition  than 
others ;  that  prices  vary  in  different  localities : 
that  as  a  rule  expenses  are  higher  in  the  city 
than  in  the  country ;  but  with  a  full  realization 
of  such  conditions  I  am  neverthless  convinced 
that  these  things  do  not  explain  except  in  part 
the  widely  varying  incomes  which  different 
druggists  derive  from  their  stores,  and  that  in 
the  last  analysis  the  results  can  be  traced  di- 
rectly to  the  druggists  themselves. 

Now  let  us  study  some  cases  which  illustrate 
this  point.  You  will  see  from  the  tables  that 
the  businesses  are  enumerated  in  the  direct 
order  of  their  sizes,  beginning  with  the  largest 
one  of  $26,108  a  year  and  running  down 
through  the  list  to  a  store  having  annual  sales 


of  only  f$5890.  We  start  off  with  five  busi- 
nesses of  just  about  the  same  volume — A,  B, 
C,  D  and  E.  These  were  all  in  what  you 
might  call  the  $25,000  class.  The  conditions 
were  much  the  same  in  all  5  cases ;  there  were 
no  great  differences  of  environment  to  explain 
away  pronounced  differences  in  results;  and 
with  establishments  of  about  the  same  size  you 
would  therefore  expect  expenses  and  profits  to 
be  very  nearly  alike.  But  notice  the  wide  va- 
riations. D  realized  a  total  income  of  $7670 
a  year,  and  C  $6658,  while  E  was  able  to  make 
but  $1825.  Admittedly,  however,  there  is 
something  peculiar  about  the  large  gross  profit 
of  51  realized  by  D,  and  with  this  exception  it 
will  be  seen  that  the  percentage  of  profit  of  all 
five  men  ran  about  the  same,  with  C  a  little  in 
the  lead.  The  percentage  of  expense  with  A. 
B  and  C  was  also  nearly  identical,  running 
from  18  to  19,  whereas  E  had  an  expense  of 
28  per  cent.  It  is  this  high  and  unnatural  ex- 
pense of  E,  for  a  business  of  that  size,  which 
accounted  for  his  small  total  income  from  the 
business.  He  ought  to  cut  down  expenses  and 
do  it  quick !  His  percentage  of  profit,  too,  was 
the  smallest  in  the  group,  and  his  net  profit 
was  only  three  per  cent  when  it  should  have 
been  at  least  ten. 

Next  we  have  G  and  H,  with  businesses 
practically  alike  in  volume  of  sales.  These 
stores  were  in  the  $20,000  class,  and  they  both 
did  about  equally  well.  The  singular  thing 
about  it  is,  though,  that  G  is  located  in  the  city 
of  Chicago,  while  H  is  in  a  small  country 
town.  The  city  man  was  able  to  make  a  gross 
profit  of  42  per  cent,  while  the  country  drug- 
gist, theoretically  supposed  to  get  better  prices, 
could  only  make  40  per  cent.  Likewise, 
strangely  enough,  the  city  man's  percentage  of 
expense  was  less,  even  though  it  usually  costs 
considerably  more  to  do  business  in  a  big  town 
like  Chicago  than  it  does  elsewhere.  G's  show- 
ing, however,  is  really  much  above  the  average, 
and  it  is  very  apparent  from  his  expense  state- 
ment, as  I  have  it  in  detail,  that  he  worked 
hard  himself  and  probably  got  along  with  one 
registered  clerk  and  one  boy. 

DIFFERENCES   IN    PROFIT-MAKING   CAPACITY. 

Next  we  have  a  group  of  five  men  in  a  class 
of  their  own — I,  J,  K,  L  and  M.  These  busi- 
nesses ranged  from  $14,000  to  about  $18,000 
annually.  Here  the  surprising  fact  is  that  L, 
down  toward  the  lower  end  of  the  group  in 
point  of  sales,  made  more  money  than   the 
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others.  With  sales  of  $3000  less  than  I,  he 
realized  a  total  income  of  $3646  as  against 
$2000.  His  percentage  expense  was  the  low- 
est in  the  group,  while  his  percentage  of  gross 
profit  was  the  largest — and  these  figures  tell 
the  whole  story.  They  tell  the  whole  story, 
indeed,  with  every  business,  and  they  are  the 
figures  which  should  be  watched  most  closely. 
Keep  your  percentage  of  gross  profit  up,  and 
your  percentage  of  expense  down — that's  a 
safe  rule. 

We  pass  on  to  a  small  group  made  up  of  O, 
P  and  Q,  with  $10,000  businesses.  These  men 
are  not  so  very  far  apart,  but  the  striking  fact 
here  is  that  O  made  an  astonishing  net  profit 
of  24  per  cent  despite  the  fact  that  the  business 
was  run  by  a  manager.  O  is  a  physician  who 
was  compelled  to  turn  the  store  over  entirely  to 
employees,  but,  though  a  professional  man,  he 
is  possessed  of  keen  commercial  instincts,  and 
he  sees  to  it  that  the  vital  question  of  profit  is 
always  considered.  He  pays  his  manager  a 
salary  of  $900  a  year,  and  he  gets  net  profits 
of  $2549  from  the  business.  I  have  arbitrarily 
added  the  $900  to  the  volume  of  net  profits  in 
this  case,  making  a  total  income  of  $3449.  in 
order  to  put  the  statement  on  the  same  com- 
parative basis  with  the  others,  since  this  is 
what  the  manager  would  be  realizing  if  he 
owned  the  business  as  do  the  other  druggists 
represented  in  the  tables. 

Another  interesting  group  is  made  up  of  R, 
S,  T,  U  and  V.  These  businesses  are  in  the 
$8000  class.  Here  we  find,  as  in  the  previous 
group,  that  the  man  whose  sales  are  smallest 
makes  the  most  actual  money  expressed  in 
terms  of  total  income.  He  realizes  an  income 
of  $2466  on  a  business  of  $7336 — a  strikingly 
l^ood  yield.  His  percentage  of  expense  is  very 
low  for  a  small  business,  and  his  percentage  of 
profit  is  high.  He  has  realized  the  truth  that 
the  farther  apart  you  can  keep  these  two  fig- 
ures the  better  oflf  you  are.  To  force  one  up, 
and  to  screw  the  other  down,  is  the  chief  prob- 
lem in  business.  One  man  in  this  group,  U, 
has  an  abnormally  big  expense,  nearly  35  per 
cent,  but  fortunately  he  realizes  a  big  gross 
profit  of  48,  so  he  "gets  away  with  it."  A  gross 
profit  of  48  is  certainly  astonishingly  good, 
and  this  man  must  have  a  direct  pipe  line  of 
some  kind. 

Finally,  we  have  three  druggists  left — W, 
X  and  Y — with  small  businesses  ranging  from 
$7331  to  $5890.     Here  again  the  low  man  in 


point  of  sales  is  the  high  man  in  point  of  profit. 
Y  does  less  than  $6000  worth  of  business  a 
year,  and  yet  he  gets  a  nice  little  income  from 
it  of  $1800.  Not  so  bad!  He  is  located  in  a 
country  town;  his  expenses  are  small ;  his  wife 
probably  helps  him  out  at  times,  and  even 
though  the  business  is  small  he  doubtless  lives 
quite  well. 

WHAT     THE     PERCENT.\GES     OF     EXPENSE     AND 

PROFIT    OUGHT    TO    BE. 

Now  I  have  said  that,  volume  of  sales  apart, 
success  in  business  largely  depends  upon  keep- 
ing the  percentage  of  gross  profit  and  the  per- 
centage of  expense  as  far  apart  as  possible. 
Put  a  big  wedge  in  between  these  figures  and 
drive  them  away  from  one  another!  It  will 
be  seen  from  the  tables  that,  in  a  certain  rough 
sense,  the  percentage  of  expense  increases  as 
the  business  diminishes — ^that  is  to  say,  it  costs 
relatively  more  to  conduct  a  small  store  than  a 
large  one.  What  are  called  the  "overhead  ex- 
penses" are  condensed  over  a  smaller  area  of 
sales.  Thus  the  tables  begin  with  A,  whose 
percentage  expense  is  18,  and  gradually,  al- 
though not  uniformly,  the  percentage  of  ex- 
pense increases  until,  with  some  of  the  smaller 
businesses,  it  runs  up  over  30  per  cent.  E, 
with  a  business  of  $23,823,  is  a  prominent  ex- 
ception to  this  rule.  His  percentage  of  ex- 
pense is  28,  when  it  ought  not  to  exceed  20  or 
22  with  a  business  of  that  size. 

Is  it  possible  to  say  with  any  degree  of  ac- 
curacy what  the  percentage  of  expense  and  the 
percentage  of  gross  profit  ought  usually  to  be  ? 
Well,  let  us  see  what  the  averages  are  as  dis- 
closed by  these  tables.  I  find  upon  calculation 
that  the  average  gross  profit  realized  by  these 
twenty-five  druggists  was  38  2/3  per  cent.  The 
average  expense,  on  the  other  hand,  was  24J4 
per  cent.  My  experience  leads  me  to  believe, 
after  studying  the  statements  of  many  other 
druggists  beside  those  represented  in  this  paper, 
that  these  averages  are  pretty  nearly  typical  of 
what  you  will  find  the  country  over.  I  have 
often  said,  for  instance,  that  the  usual  percent- 
age expense  was  25,  and  the  usual  gross  profit 
from  35  to  40. 

THE  GOAL  TO   REACH. 

I  believe  that  every  druggist  ought  to  hold 
these  average  figures  before  him,  and  strive  in 
every  possible  way  to  attain  them.  If  his  per- 
centage of  expense  runs  very  much  beyond  25. 
including  his  own  salary,  he  is  spending  too 
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much  money  somewhere  and  he  ought  to  begin 
retrenchment.  If  his  percentage  of  profit  falls 
much  below  35  or  38,  he  should  begin  an 
earnest  investigation  of  the  facts.  Of  course, 
if  a  man  is  located  in  a  city  where  the  prices 
are  lower,  he  may  find  it  pretty  difficult  to 
make  a  gross  profit  exceeding  32  or  34  per 
cent,  but  in  such  localities  there  is  an 
opportunity  for  him  to  increase  his  volume 
of  business  so  that  he  can  cut  down  his  ratio  of 
expense.  A  net  profit  of  less  than  10  per  cent 
certainly  betrays  wretchedly  poor  management, 
and  the  figure  ought  to  be  as  near  15  as  possi- 
ble. Fifteen  per  cent  should  be  the  goal  for 
every  druggist  in  the  country.  And  why,  in- 
deed, shouldn't  he  attain  it  since  14  is  appar- 
ently the  general  average?  He  ought  to  be 
able  to  take  his  annual  volume  of  sales,  calcu- 
late 15  per  cent  of  this  amount  as  the  net  prof- 
its, add  to  the  result  his  own  salary  as  proprie- 
tor, and  thus  obtain  the  estimated  total  income 
which  his  business  should  be  made  to  yield 
him. 

When  vou  talk  like  this  to  the  ordinarv 
druggist,  he  replies,  however,  that  all  these 
things  sound  very  well  when  uttered  by  word 
of  mouth,  but  that  it  is  a  very  different  matter 
to  apply  them  in  fact.  He  argues  that  you 
can't  change  the  conditions  of  your  business 
very  materially,  and  that  every  merchant  is  the 
creature  of  circumstances.  This  is  all  tommy- 
rot.  More  than  once  I  have  seen  a  business 
radically  changed  in  profit-making  character 
within  a  year  or  two  as  soon  as  the  owner  of 
it  realized  that  a  change  was  necessary.  ''Re- 
alised  that  a  change  was  necessary" — that's  the 
point!  The  average  druggist  doesn't  know 
what  profit  he  is  making  on  his  goods.  He  is 
selling  a  lot  of  things  below  actual  cost,  when 
the  expense  of  doing  business  is  considered, 
and  he  doesn't  realize  it.  Once  let  him  wake 
up  and  he  will  begin  to  correct  the  situation 
very  fast. 

SOME  REASONS  FOR  FAILURE. 

It  isn't  the  purpose  of  this  paper,  however, 
to  show  in  detail  how  druggists  delude  them- 
selves about  the  question  of  profit,  nor  is  it  my 
intention  to  indicate  how  things  may  be  im- 


proved. These  considerations  I  have  discussed 
elsewhere  in  other  papers  and  addresses.  I 
may  say,  however,  that  four  or  five  vital  mis- 
takes are  made  by  perhaps  a  majority  of  drug- 
gists. Some  of  them  keep  no  business  records 
at  all  and  have  no  idea  about  their  profits  and 
expenses.  Others  do  make  a  fist  at  it,  but  fall 
into  the  common  error  of  basing  their  percent- 
age of  profit  on  the  sales,  which  is  right,  but 
in  practice  applying  it  on  the  cost,  thus  losing 
money  very  frequently  under  the  astonishing 
delusion  that  they  are  making  it.  Still  others 
fail  to  include'  a  salary  for  themselves  among 
their  expenses,  and  thus  believe  themselves  to 
have  a  very  low  percentage  expense  and  to  be 
making  money  with  great  rapidity.  Others 
again  lose  two  or  three  hundred  dollars  a  year 
by  failing  to  take  advantage  of  their  cash  dis- 
counts, or  falsify  their  profit  records  by  failing 
to  take  inventories,  while  there  is  another 
group  of  men  who  own  their  store  buildings, 
charge  themselves  no  rent  in  the  expense  ac- 
count, and  thus  get  nothing  in  the  way  of  in- 
terest on  their  money.  In  this  and  in  other 
ways  druggists  are  frequently  ignorant  of  what 
the  actual  facts  are  about  their  incomes,  or,  if 
not  really  ignorant,  are  greatly  deluded. 

Very  often,  if  druggists  only  knew  it,  they 
are  selling  patent  medicines  and  even  candy 
and  cigars  at  a  very  low  profit — if,  indeed,  they 
make  anything  at  all  on  them.  It  is  frequently 
true,  of  course,  that  these  things  cannot  be 
thrown  out  even  if  they  fail  to  be  profit-makers, 
but  if  the  druggist  finds  by  actual,  close  knowl- 
edge of  his  business  that  he  has  a  large  per- 
centage of  goods  in  stock  which  yield  him  a 
low  profit,  and  which  pull  down  his  general 
average  of  gross  profit  to  a  small  figure,  then 
his  duty  is  plain — he  should  boost  up  profits 
on  other  lines,  put  in  new  things  which  yield 
handsome  returns,  reduce  his  expenses,  and 
strive  in  every  way  possible  to  make  the  figures 
at  the  end  of  the  year  what  they  ought  to  be. 
Knowledge  is  power.  Once  let  a  druggist 
know  that  he  is  not  doing  as  well  as  he  thinks 
he  is  and  he  will  get  himself  out  of  trouble. 
The  great  difficulty  often  is  to  make  him  re- 
alize that  he  is  living  in  a  fool's  paradise. 


"MY  BEST  PAYING  SIDE-LINE." 

Tk«  S«v*Btk  of  ■  S«rl«a   of   Importeal  ArtloI**'-lhkln^  •  Sacoeaa   of    Elaetrloal   Good* — 
What  Stook  to  Carry— Whore  to  ObUla  SMpplloo— How  to  Paah  th«  Ltaa. 


One  of  my  best  side-lines  and  one  which 
pays  me  a  very  nice  profit  is  electrical  goods. 
I  refer  to  lamps  and  various  electrical  devices. 
As  electricity  is  being  used  more  and  more 
each  day  the  need  for  such  appliances  becomes 


an  outlay  of  about  $50.  Most  any  electrical 
jobber  would  be  willing  to  quote  prices,  and  in 
case  there  were  no  such  jobbers  near  one  could 
deal  direct  with  the  factories — the  Westing- 
house  or  General  Electric.  The  retail  prices 
on  these  articles  are  mostly  fixed,  thereby  in- 
suring the  dealer  against  cut  prices  and  a  net 
profit  of  from  20  to  35  per  cent.     I  handle  the 


more  apparent.  The  druggist  stands  a  very 
good  chance  of  getting  this  trade  for  the  rea- 
son that  his  store  is  open  day  and  night.  He 
is  in  a  position  to  supply  these  articles,  espe- 
cially the  lamps,  when  the  hardware  or  elec- 
trical stores  are  closed, 

STARTING    IN. 

The  stock  that  one  handles  need  not  be  very 
large  at  the  start — especially  if  one  is  near  the 
jobber.  A  good  opening  order  would  include 
the  following  items:  J-^  dozen  8-candiepower 
carbon  lamps;  1  dozen  1 6-candlepower  lamps; 
J4  dozen  hylo  lamps;  yi  dozen  35-watt  tung- 
sten lamps;  1  dozen  40-watt  tungsten;  'A 
dozen  60-watt  tungsten ;  J<1  dozen  100-watt 
tungsten;  J4  dozen  electrical  irons;  1  6-inch 
disc  stove;  1  nursery  milk  warmer;  1  toaster 
stove ;  1  curling-iron  heater  and  1  heating  pad, 
the  latter  an  improvement  on  the  hot-water 
bottle. 

This  would  make  a  very  good  selection  at 
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LUniG'S  CUT  KAIt  DRUG  STORE 


1  Bleutrlcal  lappliM  dUrlbuud  bt  Mr.  LnMU . 


Westinghouse  line  through  a 
prise  Electric  Construction 
Avenue,  Cleveland,  Ohio. 
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jobber  in  a  town,  one  can  communicate  with 
the  Westinghouse  Electric  Mfg,  Co.,  Pittsburg. 
Pa.,  or  the  General  Electric  Co.,  Schenectady, 
X.  Y.  They  will  gladly  give  any  information 
ilesired  on  the  subject. 

PUSHING   THE   LINE. 

To  push  the  sales  I  had  a  lamp  rack  made 
and  connected  it  up  with  electricity,  which  dis- 
plays each  style  of  lamp.  When  the  rack  is 
placed  in  the  back  of  the  window  with  the  de- 
vices arranged  in  front,  it  makes  quite  a  dis- 
play. Electricity  in  the  home  being  compara- 
tively new,  such  a  trim  always  draws  people 
to  the  window  and  creates  comment,  especially 


at  night  when  the  rack  is  aglow  with  light. 
Then,  too,  personal  talks  to  one's  customers 
help  quite  a  bit.  Mention  such  articles  as 
lamps,  toasters,  irons,  and  heating  pads  for 
home  use  and  also  as  gifts  on  birthdays  and 
holidays,  or  card-party  prizes. 

One  could  advertise  these  various  articles  in 
the  newspaper.  I  distribute  a  leaflet  regularly 
to  the  homes.  I  am  sure  that  the  druggist 
who  puts  in  this  side-line  and  gives  it  the 
proper  amount  of  attention  in  the  way  of  dis- 
plays, advertising,  and  talks  will  have  little 
cause  for  regret.  The  goods  are  clean  and 
easy  to  handle.  They  do  not  occupy  much 
space  and  the  profits  are  good. 


THE  LEGISLATIVE  SITUATION  IN  PHARMACY. 

Tb«  Wkal«  Plaid  al  ttmaamml  ud  SUt*  La^lalattaa  !•  Couldarwl  !■  Datall.  PrtBolplea  (or 

iHVorpttraUoa  la  All  PhMrmaoy  Acta  ara    SoMaatadi  aad  a   Latfalativa  Coafaraaca 

Rapraaantla^  All  Braackaa  of  tka  Trada  la  Earaaatly  Raooaiaiaadad. 

By  JOHN  C  WALLACE.' 


It  has  been  a  matter  of  keen  regret  to  me 
that  some  action  was  not  taken  on  the  recom- 
mendation of  Henry  P.  Hynson.  made  at  the 
Boston  meeting  last  year  as  Chairman  of  the 


John  C.  Wallace. 
Committee  on  Legislation,  in  regard  to  the 
tormation  of  "The  Legislative  Conference  of 
the  American  Pharmaceutical  Association,"  in 
•Address  of  the  Chairman  of  the  Section  on  Educa- 
tion and  Legislation  of  the  American  Pharmaceutical 
Association,  delivered  at  the  Denver  meeting  last  month. 


order  that  it  might  be  used  as  a  clearing  house 
in  matters  pertaining  to  legislation  for  the  dif- 
ferent branches  of  the  drug  business,  all  of 
which  are  affiliated  with  the  A.  Ph.  A. 

When  we  take  up  the  study  of  the  pharmacy 
and  pure  drug  laws,  and  come  to  a  realization 
of  the  wonderfully  diversified  ideas  incorpor- 
ated therein,  we  will  come  to  the  conclusion 
that  a  clearing  house  is  badly  needed. 

THE    THREE   OBJECTS. 

.Ml  pharmaceutical  legislation  has  had  and 
will  continue  to  have  three  fundamental  aims 
in  view — the  advancement  of  pharmacy  as  a 
profession,  the  protection  of  the  pharmacist, 
and,  of  equal  if  not  greater  importance,  the 
protection  of  the  people.  Fortimately  these 
three  things  are  so  closely  allied  that  laws 
affecting  or  benefiting  one  are  apt  to  have  the 
same  result  upon  another.  New  features  of 
course  arise  each  year  as  new  conditions  are 
encountered. 

The  one  necessity  which  stands  foremost  to 
my  mind  is  that  of  passing  laws  which  will 
meet  the  conditions  and  give  protection,  and 
still  not  be  too  drastic.  This  sounds  like  the 
impossible,  and  I  confess  the  solution  is  be- 
yond me  and  I  think  I  may  safely  say  beyond 
any  one  man.     Satisfactory  and  practical  phar- 
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macy  laws  (I  mean  laws  which  are  satisfactory 
to  the  majority,  for  there  are  too  many  inter- 
ests affected  for  them  to  be  satisfactory  to  all) 
are  the  result  of  months  and  often  years  of 
work  and  study  on  the  part  of  men  realizing 
their  need  and  far-reaching  importance,  and 
looking  at  the  question  from  every  side. 

The  problems  are  very  much  the  same 
throughout  the  various  States.  The  laws  en- 
acted show  clearly  what  these  problems  have 
been  and  how  met.  A  comparison  of  the 
various  legislative  measures  of  these  States  on 
subjects  now  most  before  the  public  makes 
them  stand  out  more  forcibly  than  anything  I 
could  say  on  this  subject.  I  shall  make  a  brief 
tabulation  along  this  line  later. 

Some  of  the  States  are  making  rapid  ad- 
vancement in  pharmaceutical  legislation.  Oth- 
ers have  laws  which  do  not  seem  to  be  adequate 
for  present  conditions.  The  druggists,  how- 
ever, are  doubtless  not  satisfied  with  them 
themselves,  and  regard  them  as  a  stepping- 
stone.  Any  one  having  experience  along  this 
line  appreciates  fully  the  difficulty  of  obtaining 
what  you  want,  especially  when  a  radical 
change  or  advance  is  contemplated.  It  takes 
time  and  le^radual  progress  to  bring  the  desired 
result.  Through  all  the  ages,  advancement 
along  any  line  or  in  any  profession  has  had  to 
contend  with  "The  old  was  good  for  my  father 
and  for  me;  why  change?" 

It  has  been  said  by  one  of  our  most  distin- 
guished statesmen  that  legislation  is  universally 
a  case  of  compromise;  we  therefore  cannot 
wonder  at  the  diversified  character  of  legisla- 
tion found  upon  our  statute  books. 

AS  TO   NATION.\L  LEGISLATION. 

That  there  was  abundant  need  of  such  legisla- 
tion as  the  Federal  food  and  drugs  act  will  not 
be  denied,  for  the  benefits  accruing  from  it  are 
discernible  upon  every  hand.  Many  articles 
which  were  formerly  offered  as  pure  food  have 
been  entirely  eliminated,  and  those  of  us  who 
have  been  actively  engaged  in  the  practice  of 
pharmacy  realize  the  advantages  of  the  law 
not  only  to  us,  but  to  the  whole  people.  Few 
will  dispute  the  fact  that  the  food  and  drugs 
act  has  been  successful  in  performing  a  very 
important  mission,  but  experience  has  taught 
us  that  it  should  go  still  farther,  and  there  is 
at  this  time  undoubtedly  a  need  for  its  being 
amended,  as  there  is  also  a  need  for  other 
national  legislation  upon  lines  which  seem  to  us 
to  be  very  important. 


That  there  should  be  a  remedv  for  the  false, 
extravagant,  and  misleading  claims  made  for 
the  many  worthless  preparations  with  which 
the  country  is  flooded,  is  almost  unanimously 
conceded.  I  am  of  the  opinion  that  all  patent 
or  proprietary  preparations  should  be  manufac- 
tured by  or  under  the  supervision  of  one  who 
has  been  thoroughly  trained  and  qualified  for 
the  purpose. 

Twelve  of  the  States  have  already  adopted 
the  single  standard,  and  I  see  no  reason  why  a 
single  standard  should  not  be  established  under 
^the  law  for  preparations  for  which  a  formula 
is  given  in  the  authorities  recognized  by  the 
act.  As  to  crude  drugs  and  chemicals,  the 
label  should  explicitly  state  in  unmistakable 
terms  wherein  they  differ  from  the  official 
standard,  so  that  any  one  purchasing  them 
would  know  exactly  what  they  were  buying. 

The  exclusion  of  wood  alcohol  from  prep- 
arations for  external  use  only  is  not  in  my 
judgment  justified. 

There  is  an  absolute  necessitv  for  a  national 
law  which  w-ill  give  a  complete  record  of  all 
sales  of  habit- forming  drugs  in  interstate  com- 
merce, so  that  thev  can  be  transmitted  to  those 
having  the  enforcement  of  the  State  narcotic 
laws,  since  intrastate  regulation  loses  much  of 
its  effect  without  interstate  regulation.  And 
this  can  be  done  w^ithout  levying  any  addi- 
tional tribute  on  the  trade,  by  enacting  a  law 
requiring  registration  of  all  sales  of  narcotic 
or  habit-forming  drugs,  or  preparations  con- 
taining more  than  a  maximum  amount  of 
them,  made  in  interstate  commerce,  and  report- 
ing the  same  monthly  to  a  central  bureau  in 
the  Department  at  Washington,  the  latter  to 
furnish  monthly  a  copy  of  the  record  of  all 
sales  or  shipments  of  such  drugs  or  prepara- 
tions into  a  State,  to  the  authorities  having  the 
enforcement  of  the  narcotic  laws  in  that  par- 
ticular State. 

Every  State  in  the  union  has  enacted  a  phar- 
macy law,  and  all  of  these  laws  w-ere  originally 
founded  upon  the  same  lines.  Many  of  them 
have  been  constantly  amended,  and  many  need 
still  further  amendments.  The  enforcement 
of  all  of  them  is  entrusted  to  the  boards  of 
pharmacy.  I  deem  it  unnecessary  at  this  time 
to  take  up  these  laws  separately  and  classify 
the  different  conditions  relating  thereto  as  it 
would  be  almost  an  endless  task.  I  will,  how- 
ever, a  little  later,  cite  a  number  of  principles 
which  I  think  should  be  incorporated  in  them. 
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Since  the  enactment  of  the  Federal  laws  44 
States  of  the  Union  have  enacted  food  and 
drug  laws,  and  in  these  various  measures  won- 
derfully diversified  opinions  as  they  relate  to 
pharmaceutical  legislation  are  made  manifest, 
and  for  the  purpose  of  illustrating  this  I  have 
scheduled  a  number  of  the  features  of  the 
State  laws. 

STATE  PURE  DRUG  LAWS :  WHO  ENFORCE  THEM  ? 

Board  of  Pharmacy:  Delaware,  Illinois. 
Iowa,  Massachusetts,  New  York,  Pennsylvania, 
Virginia.     Total,  7. 

Board  of  Health:  California,  Colorado.  In- 
diana, Kansas,  Louisiana,  Montana,  New 
Hampshire,  New  Jersey,  Vermont.     Total,  9. 

Food  and  Dairy  Commissioner:    Michigan, ' 
Missouri,  Ohio,  South  Dakota,  Texas,  Wash- 
ington.    Total,  6. 

Department  or  Commission  of  Agriculture: 
Florida,  Georgia,  North  Carolina.     Total,  S. 

Agricultural  Experiment  Station:  Nevada, 
North  Dakota.     Total,  2. 

Commissioner  of  Agriculture  and  Industries: 
.   Alabama. 

Dairy  Commissioner  and  Director  Agricul- 
tural Experiment  Station:  Connecticut. 

Dairy,  Food  and  Sanitary  Inspector:  Idaho. 

Dairy,  Food  and  Drug  Commissioner:  Ne- 
braska. 

Commissioner  under  Board  of  Health: 
Maryland. 

Director  Agricultural  Experiment  Station: 
Maine. 

Commissioner  of  Health:   Oklahoma. 

Commissions:  Arkansas,  by  State  treasurer, 
Secretary  of  Agriculture,  Mines  and  Manufac- 
turers, and  Secretary  of  State;  Kentucky,  by 
Director  Agricultural  Experimental  Station 
and  one  member  from  State  Medical  and  State 
Pharmaceutical  Associations;  Rhode  Island, 
by  Board  of  Food  and  Drug  Commissioners; 
South  Carolina,  by  Board  of  Health  and  one 
dniggist;  Tennessee,  by  Food  and  Drug  In- 
spector; West  Virginia,  by  Agricultural  De- 
partment and  County  Prosecuting  Attorneys; 
Wyoming,  by  Dairy,  Food,  and  Oil  Commis- 
sioner. 

STATE  PURE  DRUG  LAWS:     HOW  THEY   DIFFER. 

Only  five  of  the  States  of  the  Union  have 
enacted  pure  drug  laws,  viz.,  Arizona,  Minne- 
sota, Mississippi,  New  Mexico,  and  Oregon. 
Wisconsin  has  a  pure  drug  law  that  relates 


only  to  flavoring  agents,  and  specifically  sets 
forth  a  standard  for  each  one. 

Twelve  of  the  States  have  adopted  a  single 
standard  for  all  official  preparations.  They 
are  Colorado,  Delaware,  Florida,  Idaho, 
Illinois,  Kansas,  Louisiana,  New  York,  Ohio, 
South  Carolina,  Texas,  and  West  Virginia. 

Five  of  the  States  have  a  restricted  stand- 
ard, and  Maryland  permits  of  variations  same 
as  the  Federal  law,  except  the  preparations  of 
opium,  from  which  no  variation  is  permitted. 

New  Jersey  permits  no  variation  from  the 
official  standard  of  the  official  preparations  of 
opium,  camphor,  ginger,  peppermint,  and 
iodine. 

Pennsylvania  permits  of  no  variation  from 
the  official  standard  of  the  official  prepara- 
tions of  opium,  iodine,  peppermint,  ginger, 
camphor,  and  ethyl  nitrite. 

Tennessee  provides  that  no  tincture  of  iron 
or  preparation  of  opium,  iodine,  camphor,  gin- 
ger or  peppermint,  as  defined  in  the  U.  S.  P. 
or  N.  F.,  shall  in  strength  differ  from  the 
standards  therein  laid  down. 

Virginia  permits  of  variations  same  as  the 
Federal  law  except  with  reference  to  laudanum, 
which  must  conform  strictly  to  the  standard  in 
every  way;  other  official  preparations  of 
opium  may  differ  from  standard  as  to  amount 
and  strength  of  alcohol  only,  but  the  facts 
must  be  plainly  stated  on  the  label. 

Seventeen  of  the  States,  Alabama,  Arkan- 
sas, Colorado,  Florida,  Georgia,  Iowa,  Ken- 
tucky, Michigan,  New  York,  North  Carolina, 
Ohio,  Pennsylvania,  South  Carolina,  South 
Dakota,  Utah,  Vermont,  and  West  Virginia, 
exempt  prescriptions  of  U.  S.  P.  and  N.  F. 
preparations  from  the  labeling  clause. 

Two  of  the  States,  Nebraska  and  New  Jer- 
sey, exempt  prescriptions,  recipes,  U.  S.  P.  and 
N.  F.  preparations  from  the  labeling  clause. 

Nine  of  the  States,  California,  Idaho,  Indi- 
ana, Kansas,  Louisiana,  Maine,  Maryland, 
Missouri,  and  North  Dakota,  exempt  prescrip- 
tions from  the  labeling  clause  but  require  all 
U.  S.  P.  and  N.  F.  preparations  to  be  labeled. 

Connecticut  and  Tennessee  exempt  prescrip- 
tions and  U.  S.  P.  preparations  from  the  label- 
ing clause. 

Virginia  exempts  prescriptions  and  U.  S.  P. 
and  N.  F.  preparations,  provided  they  are  of 
official  standard. 

Montana  exempt  prescriptions  and  extem- 
poraneous preparations  dispensed  by  druggists. 
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Oklahoma  exempts  prescriptions,  and  the 
alcohol  content  is  not  required,  but  aside  from 
the  alcohol  content  U.  S.  P.  and  N.  F.  prep- 
arations are  not  exempt. 

Delaware  does  not  require  the  ingredients 
to  be  stated  on  the  label  and  makes  no  provi- 
sion for  misbranding. 

Nevada  makes  no  provision  for  a  statement 
of  any  of  the  so-called  interdicted  articles  to  be 
made  upon  the  label. 

New  Hampshire,  Texas.  Washington,  and 
Wyoming  require  prescriptions  and  U.  S.  P. 
and  N.  F.  preparations  to  bear  labels  mention- 
ing all  of  .the  interdicted  articles.  Texas,  how- 
ever, does  not  require  a  statement  as  to  alco- 
hol content. 

COMPARISON    OF   STATE    ANTI-NARCOTIC    LAWS. 

Thirty-seven  of  the  States,  Alabama,  Arkan- 
sas, Colorado,  Connecticut,  Florida,  Illinois, 
Indiana,  Iowa,  Kansas,  Kentucky,  Louisiana, 
Maine,  Maryland,  Massachusetts,  Michigan, 
Minnesota,  Mississippi,  Missouri,  Montana, 
Nebraska,  New  Hampshire,  New  Jersey,  New 
Mexico,  New  York,  North  Carolina,  North 
Dakota,  Ohio,  Oklahoma,  Oregon,  Pennsylva- 
nia, South  Carolina,  Tennessee,  Utah,  Virginia, 
Washington,  and  West  Virginia,  prohibit  the 
sale  of  cocaine  except  on  prescriptions.  Cali- 
fornia permits  the  sale  of  cocaine  in  prepara- 
tions that  do  not  contain  more  than  one  grain 
to  the  ounce. 

The  District  of  Columbia  permits  the  sale  of 
cocaine  in  preparations  that  do  not  contain 
more  than  J4  grain  to  the  ounce. 

Idaho  and  Wisconsin  permit  the  sale  of 
preparations  that  contain  not  more  than  % 
grain  to  the  ounce. 

Rhode  Island  and  Texas  permit  the  sale  of 
preparations  of  cocaine  that  do  not  contain 
more  than  1/16  grain  to  the  ounce. 

Seven  of  the  States  prohibit  the  sale  of 
opium  or  its  derivatives  or  preparations,  ex- 
cept on  the  prescription  of  a  physician.  They 
are  Florida,  Indiana,  Kansas,  Michigan,  New 
Jersey,  Oregon,  and  South  Dakota. 

Rhode  Island  permits  the  sale  of  prepara- 
tions containing  not  more  than  six  grains  of 
opium  to  the  ounce. 

Georgia  and  West  Virginia  permit  the  sale 
of  preparations  that  contain  not  more  than  4 
grains  of  opium  to  the  ounce. 

Massachusetts  permits  the  sale  of  prepara- 
tions that  contain  not  more  than  2J/2  grains  of 
opium  to  the  ounce. 


Alabama,  Arkansas,  California,  the  District 
of  Columbia,  Idaho,  Louisiana,  Maryland, 
Montana,  New  Mexico,  New  York  outside 
of  the  City  of  New  York,  North  Carolina, 
Texas,  Virginia,  Washington,  Wisconsin,  and 
South  Carolina,  sixteen  States  in  all,  permit 
the  sale  of  preparations  containing  not  more 
than  2  grains  of  opium  to  the  ounce. 

GRADUATION    PREREQUISITE    LAWS. 

But  three  States  in  the  Union  have  inscribed 
upon  their  statute  books  a  graduation  pre- 
requisite law — New  York,  Pennsylvania,  and 
Rhode  Island. 

A  graduation  prerequisite  law  has  been  un- 
der discussion  by  a  number  of  State  pharma- 
ceutical associations,  but  in  some  quarters  has 
met  with  much  opposition.  Those  who  are 
opposed  to  the  idea  want  to  compromise  the 
proposition  by  making  the  requirement  that  it 
should  be  graduation  from  a  recognized  school 
of  pharmacy  or  an  equivalent  of  education  to 
be  determined  by  the  board  of  pharmacy. 

In  the  first  place  I  know  of  no  way  in  which 
a  pharmaceutical  education,  equivalent  to  that 
required  for  graduation  from  a  reputable  col- 
lege of  pharmacy,  can  be  obtained — except 
from  such  a  college. 

In  the  second  place,  boards  of  pharmacy  can- 
not or  at  least  do  not  give  sufficient  time  in 
their  examinations  to  ascertain  if  the  appli- 
cants have  the  equivalent  of  graduation. 

Third,  the  requirement  of  graduation  from 
a  recognized  school  of  pharmacy,  to  my  mind, 
removes  to  a  great  extent  the  question  of  poli- 
tics from  the  board  of  pharmacy,  and  leaves 
no  loophole  for  an  applicant  without  the  requi- 
site qualifications,  but  with  a  strong  political 
affiliation  and  influence,  to  become  a  registered 
pharmacist. 

During  the  enactment  of  the  graduation  pre- 
requisite law  in  Pennsylvania,  I  had  the  honor 
of  being  chairman  of  the  Committee  on  Legis- 
lation of  the  Pennsylvania  Pharmaceutical  As- 
sociation, and  many  curious  ideas  and  objec- 
tions were  encountered,  one  of  which  was  the 
plea  that  we  were  placing  a  barrier  upon  the 
poor  boy  who  was  ambitious  to  become  a  regis- 
tered pharmacist.  I  am  fully  convinced,  how- 
ever, that  any  young  man  who  is  honest,  indus- 
trious, intelligent,  and  ambitious  can  become  a 
graduate  of  any  reputable  college  of  pharmacy 
in  the  United  States  without  being  an  object 
of  charity  from  any  one. 
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PRINCIPLES    TO   INCORPORATE    IN    STATE   PHAR- 
MACY LAWS. 

As  to  the  suggestion  of  principles  which  I 
think  should  be  incorporated  in  a  pharmacy 
law,  I  submit  the  following: 

That  all  laws  relating  to  pharmacists  should 
be  executed  by  pharmacists. 

That  a  store  remote  from  a  pharmacy  should 
be  licensed  to  sell  drugs  and  medicines  in  orig- 
inal packages,  put  up  by  or  under  the  super- 
vision of  a  pharmacist,  and  properly  labeled 
with  dose  and  directions. 

That  a  pharmacy  should  be  licensed  and  the 
license  renewed  annually,  a  charge  being  made 
for  the  original  license  and  for  each  renewal. 
The  applicant  for  this  license  and  for  each  re- 
newal should  state  in  his  application  the  loca- 
tion of  the  pharmacy,  the  name  or  names  of 
the  person,  firm  or  corporation  owning  or  con- 
ducting the  same,  and  the  names  of  all  persons 
and  employees  engaged  in  the  conduct  of  or 
carrying  on  of  the  store  who  are  registered  as 
pharmacists  or  assistant  pharmacists,  with  the 
number  and  date  of  their  certificates  of  com- 
petency and  qualification.  This  license  should 
entitle  the  holder  thereof  to  own  or  conduct  a 
pharmacy  at  the  place  only  for  which  it  is 
issued.  Same  can  be  transferred  in  the  name 
only  of  the  holder,  and  without  charge. 

That  pharmacists  and  assistant  pharmacists 
be  licensed,  the  licenses  to  be  renewed  annually 
without  charge. 

That  each  applicant  for  examination  and 
registration  should  be  subjected  to  preliminary 
examination,  the  equivalent  of  at  least  a  com- 
pleted first  year  in  a  high  school. 

The  students  of  pharmacy  should  be  regis- 
tered and  should  have  a  preliminary  education 
which  would  entitle  them  to  make  application 
for  examination  and  registration  as  assistant 
pharmacists  after  having  had  the  required 
amount  of  experience. 

That  any  license  to  practice  should  be  re- 
fused, suspended  or  revoked  for  good  and  suffi- 
cient reasons,  same  to  be  stated  in  the  act,  but 
not  without  notice  and  a  hearing. 

That  all  certificates  and  all  licenses  should 
be  conspicuously  exhibited  in  the  place  of  busi- 
ness, or  where  the  licensed  pharmacist  or  as- 
sistant pharmacist  is  employed. 

That  a  license  should  be  used  only  by  the 
person  to  whom  it  is  issued,  and  no  license 
should  be  used  to  conduct  more  than  one  phar- 
macy or  one  licensed  store. 


That  provision  should  be  made  for  the  right 
of  interchange  of  certificates  with  other  States 
having  equivalent  requirements. 

That  it  should  be  a  misdemeanor  to  imper- 
sonate an  applicant  who  should  be  applying 
either  for  a  certificate  or  for  a  license. 

That  all  rules  and  regulations  made  by  the 
board  should  be  approved  by  the  Attorney- 
General. 

That  drugs  administered  or  dispensed  by 
physicians  should  conform  to  the  standard  of 
strength,  quality,  and  purity  fixed  by  the  laws 
of  the  Commonwealth. 

That  no  person  should  use  the  title  "phar- 
macist" or  "assistant  pharmacist"  except  when 
so  licensed,  or  that  of  "pharmacy"  or  "licensed 
store"  except  when  holding  a  license. 

That  every  pharmacy  should  have  a  copy 
each  of  the  latest  editions  of  the  U.  S.  P.  and 
National  Formulary. 

That  the  authorized  agents  of  the  board 
should  have  the  right  to  enter  any  place  where 
drugs  are  compounded,  dispensed  or  sold,  for 
the  purpose  of  purchasing  samples,  and  should 
have  the  right  to  purchase  samples  in  order 
that  tests  may  be  made. 

That  all  drugs  offered  for  sale  at  retail 
should  be  plainly  labeled. 

That  the  sale  of  poisons  should  be  restricted, 
and  the  registration  clause  be  strictly  enforced. 

That  all  physicians*  prescriptions  com- 
pounded and  dispensed  should  be  filed  by  the 
pharmacist  and  kept  for  a  reasonable  period, 
to  be  stated  in  the  act,  and  during  that  period 
should  be  open  to  inspection  by  the  police  au- 
thorities upon  presentation  of  an  order  from 
the  court  or  from  members  of  the  board  of 
pharmacy. 

That  when  a  physician  indicates  in  writing 
that  a  prescription  is  not  to  be  renewed,  it 
should  be  a  misdemeanor  to  either  renew  it  or 
to  give  a  copy  of  the  same. 

A   LEGISLATIVE   CONFERENCE  RECOMMENDED. 

There  doubtless  are  many  other  principles 
which  should  be  incorporated,  and  which  a 
conference  would  bring  out.  In  conclusion,  I 
have  but  one  recommendation  to  make,  and 
that  is  to  repeat  the  recommendation  made  at 
the  Boston  meeting  by  Dr.  Hypson,  as  Chair- 
man of  the  Legislative  Committee,  that  a 
National  Legislative  Conference  be  established 
under  the  auspices  of  the  American  Pharma- 
ceutical Association. 


This  display  was  especially  devoted  to  safety 
razors.  It  extended  from  the  floor  of  the  win- 
dow to  the  top,  so  that  every  person  walking 
by  was  bound  to  see  it.  On  the  floor  arranged 
in  semicircles  were  cartons  of  the  razors,  while 
several  packages  were  also  attached  to  the  wall 
of  the  trim.  The  background  consisted  of 
white  oilcloth,  which  served  to  show  up  the 


of  Chicago,  111.  One  placard  bears  the  cap- 
tion "shave  and  save,"  and  goes  on  to  show  in 
figures  the  economy  effected  by  shaving  one- 
self. Blades  are  also  quoted,  the  price  being  7 
to  35  cents. 

Across  the  top  of  the  trim  appeared  the  sign 
"Diamond  Drug  Co."  This  was  made  of  card- 
board.    I  did  the  work  myself  and  must  say 


cartons  well  and  lend  a  sharp  outline  to  the 
pictures. 

In  the  center  may  be  seen  an  elderly  gentle- 
man who  has  shavel  half  of  his  face  with  the 
Gem  razor.  Written  across  his  chest  is  the 
phrase,  "Well,  that  is  fine."  The  price  appears 
distinctly  on  the  shaving  stand  together  with  a 
statement  of  guarantee.  Both  cartons  and 
signs  were  furnished  by  the  Gem  Cutlery  Co., 


that  it  showed  up  very  well.  The  diamond 
shape,  of  course,  helped  to  impress  the  firm 
name  on  the  observer. 

I  ran  this  display  two  weeks  altogether,  but 
I  made  a  few  changes  in  that  time  for  the  rea- 
son that  a  contest  was  on  for  the  best  window 
display.  This  trim  certainly  sold  many  Gem 
razors  for  us,  and  this  is  what  windows  are 
for — to  sell  goods. 
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DOLLAR  IDEAS 


IMPLBMENT  FOR  LOOSENING  GLASS 

STOPPERS. 

Win.  Burton  Spire,  Washington,  D,  C: 
Take  a  piece  of  wood  about  six  to  eight 
inches  long  and,  using  a  chisel,  cut  a  hole  (A 
in  the  accompanying  illustration)  the  size  of 
the  top  of  stoppers  found  in  five-pint  acid  bot- 
tles. One  end  can  be  made  into  a  handle,  and 
a  band  of  metal  or  wire  can  be  placed  about 
the  other  end  (B  to  C)  to  prevent  the  wood 
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from  splitting  when  force  is  applied.     I  have 
found  this  very  useful. 

The  device  can  be  used  only  on  the  kind  of 
stoppers  illustrated  in  the  diagram.  By  plac- 
ing the  implement  over  the  top  of  the  stopper 
(as  shown  in  the  drawing,  side  view)  and 
forcing  the  stopper  to  turn,  the  disastrous  re- 
sults often  obtained  by  heating  the  neck  of 
the  bottle  or  by  striking  the  stopper  may  be 
avoided.  It  is  especially  applicable  in  remov- 
ing stoppers  from  five-pint  acid  bottles. 


PREVENTING  LOSS  OF  SALES  DUE  TO 

SHORTAGES. 

Daisy  A,  Frick,  Audubon,  Iowa:  I  keep  a 
record  on  the  back  sheets  of  the  want-book  of 
all  sales  lost,  entering  the  name  of  the  article 
and  its  price.  The  aggregate  loss  of  sales  in 
a  month's  time  may  surprise  you  as  it  did  me. 
The  next  step  is  to  ascertain  the  cause  and  then 
hasten  to  apply  a  remedy.  If  you  are  not 
entering  items  on  your  want-list  with  close  at- 
tention, get  yourself  and  your  clerks  in  line. 
If  there  is  a  repeating  demand  for  other  articles 
for  which  you  can't  take  a  special  order,  get 
the  business  by  stocking  the  goods  regularly. 


TO  HOLD  A  FUNNEL  STEADY. 

Stewart  T.  McGee,  South  Berkeley,  Cal.: 
Often  while  filtering  a  liquid  the  funnel  will 
tilt.  The  liquid  runs  over  and  must  be  filtered 
a  second  time.  To  avoid  this  trouble  remove 
the  top  and  bottom  from  a  round  can,  leaving 


the  can  proper  in  the  form  of  a  cylinder. 
Place  this  "steadier"  over  the  bottle  shoulder, 
insert  the  funnel,  and  the  latter  will  not  tilt. 
Asphaltum  varnish  makes  a  good  dust-prbof 
coating  for  the  tin.  For  a  five-gallon  bottle  a 
seven-pound  chloroform  can  makes  a  holder 
just  right  for  a  half-gallon  funnel. 


FITTING  A  LARGE  CORK  IN  A  SMALL 

BOTTLE. 

£.  /.  Hall,  Jackson,  Miss.:  When  necessary, 
a  large  cork  may  be  made  to  fit  a  small  bottle 
if  treated  as  shown  in  the  accompanying 
sketch.     Two  wedge-shaped  sections  are  cut 


r^i- 


from  the  stopper  at  right  angles  to  each  other 
(see  Fig.  1).  The  points  are  squeezed  to- 
gether as  in  Fig.  2,  and  the  end  inserted  in  the 
bottle  as  is  illustrated  in  Fig.  3.  Wet  the  cork 
slightly  and  the  whole  operation  will  be  easier. 
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PROFITS  AND  EARNINGS 


WHAT  A  SCOTTISH  PHARMACIST  EARNS. 

A  "chemist"  in  Glasgow,  Scotland,  sent  us 
the  business  statement  which  we  have  repro- 
duced in  facsimile  on  this  page,  and  writes  the 
following  letter  of  explanation : 

"As  a  British  reader  and  admirer  of  the  Bulletin,  I 
take  an  interest  in  the  financial  statements  which  your 
subscribers  often  send  for  your  criticism.  Frankly,  I 
may  say  that  I  have  some  difficulty  in  following  them,  as 


We  leave  our  readers  to  form  their  own 
opinions  of  this  interesting  statement,  making 
no  comment  ourselves  beyond  hazarding  the 
remark  that  a  net  profit  of  $650  on  a  branch- 
store  investment  of  less  than  twice  that  sum, 
and  on  sales  of  about  $4700,  is  certainly  excel- 
lent from  an  American  point  of  view. 


A   SEMI-ANNUAL   STATEMENT   ANALYZED. 

An  Iowa  store  which  began  business  Jan- 
uary 1  invoiced  at  $6721.  Finding  it  more 
convenient  to  make  the  fiscal  year  begin  on 


all  the  figures  are  in  one  column  and  it  is  to  me  a  little 
confusing. 

"I  am  enclosing  the  result  of  this,  year's  stock-taking 
in  my  branch  store,  and  have  tried  (somewhat  clumsily, 
I  am  afraid)  to  set  it  out  in  as  clear  a  manner  as  I  can. 
It  is  perhaps  all  wrong  from  the  accountant's  point  of 
view,  but  it  discloses  quite  clearly  to  myself  the  precise 
amount  of  cash  which  I  can  take  out  of  the  business 
with  safety.  It  may  be  of  interest,  to  your  readers  as 
coming  from  this  side,  and  your  criticisms  will  be  of 
interest  to  me. 

"I  get  my  stock  figures  from  the  inventory  after 
pricing  on  a  very  strict  basis,  checking  and  taking  5  per 
cent  of  depreciation  off  everything  but  proprietaries— or 
'patent  medicines,'  as  we  call  them.  Fixtures,  fittings, 
and  utensils  have  had  about  40  dollars  lopped  off,  and  30 
dollars  have  been  allowed  for  probable  bad  debts.  'In- 
surances' include  fire,  plate  glass,  and .  workmen's  com- 
pensation. A  charge  of  5  per  cent  is  made  under 
'Expenses'  for  interest  on  capital.  The  business  is  four 
years  old.  Last  year  the  profit  on  the  same  basis  was 
550  dollars. 

"I  advertise  very  little  as  I  have  a  good  window  and 
the  district  is  a  growing  one. 

"Wishing  yourself  and  the  'Bright  one'  all  good 
things,  I  am,  dear  sir,  yours  truly, ." 


July  1,  the  stock  was  again  invoiced  at  that 
time  and  showed  a  footing  of  $7029.  Both 
amounts  given  include  the  fixtures. 

Cash  sales  during  the  6  months $7699  00 

Net  purchases    , 5823  00 

Freight  .' 117  00 

Expenses  1143  00 

Salary  of  proprietor  (not  drawn  out)..  1200  00 

Proprietor  drew  out 387  00 

Cash  on  deposit  July  1 675  00 

Book  accounts  July  1  (good) 2025  00 

Indebtedness  (Jan.  1  and  July  1) 448  00 

The  cash  sales  during  the  six  months  were 
$7699.  To  this  add  the  book  accounts,  $2035, 
and  the  total  sales  amount  to  $9724. 

The  net  purchases  were  $5823,  the  freight 
$117,  which  together  equal  $5943,  the  total 
cost  of  the  goods  purchased.  But  the  stock 
increased  from  $6721  to  $7029  in  six  months, 
or  $308.  Therefore,  subtracting  $308  from 
$5943,  we  find  the  cost  of  goods  actually  sold 
was  $5635.     Subtracting  $5635  from  the  sales, 
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^9724,  the  gross  profit  amounted  to  $4089. 
Dividing  the  profit  by  the  sales,  we  find  the 
percentage  of  gross  profit  was  43.05,  a  very 
good  showing. 

Having  determined  the  gross  profit,  $4089, 
we  have  only  to  subtract  the  expenses,  $1143. 
to  learn  the  net  profit,  which  is  $2946.  But 
we  still  have  to  subtract  from  $2946  the  pro- 
prietor's salary  of  $1200,  which  should  have 
been  drawn  out,  and  which  finally  gives  us 
$1746  as  the  net  profit.  Dividing  $1746  by 
the  sales,  $9724,  we  find  the  real  percentage  of 
net  profit  is  17.95,  a  very  high  figure. 

Let  us  see  what  the  percentage  of  expense 
amounted  to.  Adding  to  the  expenses  given, 
namely,  $1143,  the  proprietor's  salary  of 
$1300,  we  find  the  total  expenses  were  $3343. 
This  divided  by  the  sales,  $9724,  gives  24.09 
per  cent.  This  is  a  low  percentage  of  expense, 
which  explains  the  large  net  profit. 

In  these  figures  we  have  ignored  the  item  of 
$387  which  the  proprietor  actually  drew  out, 
assuming  that  it  was  part  of  the  $1300  due 
him   for  his  salary.  Jno,  H. 


LETTERS 


A  NEW  ZEALAND  STORE  ARRANGEMENT. 
To  the  Editors : 

In  the  Bulletin  for  April,  1912,  on  page 
146,  I  notice  a  druggist  photographed  in  his 
store — Mr.  William  Bodemann  of  Chicago. 

Well,  looking  at  the  interior,  it  did  not  strike 
me  as  having  a  particularly  smart  arrangement. 
The  containers  were  apparently  two  or  three 
deep  and  therefore  an  impediment  to  quick  dis- 
pensing. 

I  submit  an  interior  view  of  my  dispensing 
room.  I've  been  established  here  seven  months 
and  have  had  plenty  to  do  in  rearranging  the 
"pickle"  left  by  my  predecessor,  who  evidently 
thought  dirt  and  grease  admirable  adjuncts  in 
the  pharmacy.  Dirt  of  any  sort  is  a  horror  to 
me.  My  arrangement  in  back  of  the  dispensing 
screen  now  makes  for  quick  work  and  quick 
cleaning. 

Looking  at  the  photograph,  the  two  top 
shelves  in  the  center  have  not  yet  been  re- 
habilitated, although  cleaned.  One  object  is 
symmetry  of  arrangement.  When  I  started  to 
set  out  the  screen,  the  shelves  were  so  far  apart 
as  to  lose  much  space.     So  I  set  to  work  and 


put  in  shelves  at  the  top  of  the  10-ounce  bot- 
tles, not  quite  half  the  width  of  main  shelves. 
On  these  I  put  my  small  bottles,  which  are 
always  in  the  way  if  they  stand  on  the  same 
shelf  as  the  larger  bottles. 

The  counter  I  keep  clear  of  all  containers, 


A  Tlsir  ol  Hr.  Klna'*  CKapenatna  room. 

only  scales  being  in  evidence.  On  the  section 
alongside  the  scales  I  set  each  container  used 
in  making  up  prescriptions  so  that  the  ingre- 
dients may  be  checked  and  the  bottles  then 
restored  to  their  proper  places. 

Pahialua.  New  Zealand.  RalpiI  V.  KiNG. 


THREE  GOOD   SIDE-LINES. 
To  the  Editors : 

Druggists  have  to  spread  into  side-lines.  I 
find  that  souvenir  post-cards  pay  very  well, 
better  than  anything  else  in  the  store.  You 
can  take  local  pictures  yourself  and  have  them 
made  up  into  photographic  cards.  These  sell 
very  well.  Besides  we  have  birthday  and  holi- 
day cards.  I  buy  cards  in  quantity,  and  they 
net  me  fpm  100  to  500  per  cent  profit.  One 
must  have  as  big  a  variety  as  possible  and  se- 
lect subjects  that  are  more  or  less  seasonable 
the  year  round, 

Graphophones  are  also  very  profitable,  par- 
ticularly in  the  fall  and  winter.  Every  one 
loves  music.  If  you  have  a  good  line  of  rec- 
ords, people  will  listen  to  the  pieces  you  play 
for  your  own  pastime,  and  this  often  leads  to 
the  sale  of  a  graphophone,  I  was  surprised  at 
the  number  I  sold  in  two  months.  The  first 
cost  is  small  considering  that  it  means  a  cus- 
tomer for  new  records  each  month.  This  line 
pays  very  well — about  40  per  cent. 
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Then  in  the  summer  I  handle  fishing  tackle. 
Every  fisherman  knows  that  when  he  starts  to 
buy  there  is  no  end.  Fishing  tackle  pays  very 
well — from  100  to  1000  per  cent.  Make  an 
attractive  window  with  everything  used  in 
fishing,  and  you  can  sell  every  fisherman  an 
outfit.  OflFer  a  prize  for  the  biggest  catch  or 
biggest  fish  caught  and  brought  to  your  store, 
and  you  will  have  success  in  the  sale  of  fishing 
tackle.  E.  E.  Schaefer. 

Fairport  Harbor,  Ohio. 


A  PUZZLER  DECIPHERED. 

To  the  Editors : 

The  July  Bulletin  has  come  to  hand  and 
is  thoroughly  alive  and  interesting.  I  have  ex- 
amined the  badly  written  order  on  page  298. 
Really,  it  is  not  nearly  so  badly  written  as 
badly  spelled: 


We  would  have  filled  it  as  follows : 

20  cents  worth  of  balsam  copaiba. 
20  cents  worth  of  oil  of  cubeb. 
20  cents  wort|i  of  oil  of  sandalwood. 
20  cents  worth  of  sweet  spirit  of  nitre. 
10  cents  worth  of  sulphate  of  zinc. 
10  cents  worth  of  sugar  of  lead. 

Cost,  $1.00. 

Please  fill  this  order.     Read  carefully. 

In  our  experience  we  have  filled  many  more 
difficult  orders  than  the  foregoing.  This  com- 
bination is  one  in  which  several  ingredients  are 
suggested  by  the  one  or  two  which  are  easily 
read.  The  real  puzzlers  are  those  orders  call- 
ing for  one  or  more  articles  not  connected  by 
similar  uses.  We  have  received  such  orders 
as  follows,  all  badly  spelled  and  looking  much 
worse  than  when  we  reproduce  them  in  print : 

1  oz.  Pantasote  for  babby. 
One  half  once  of  pulse  of  telle. 


Somerset,  Ohio. 


Bailey  &  Finck. 


Santa  Rosa,  Cal.,  and  F.  Loughran  of  Fishkill-on- 
Hudson,  New  York.  For  reasons  of  space,  we  are 
unable  to  publish  their  letters  in  addition  to  the  fore- 
going.] 


A  POINT  OF  ETIQUETTE. 

To  the  Editors : 

In  your  department  of  "Business  Hints,"  on 
page  303  of  the  July  Bulletin,  is  an  article 
by  L.  C.  Wareham  borrowed  from  The  PUl, 
showing  very  forcibly  the  advisability  of  avoid- 
ing the  expression  "Is  that  all?"  in  talking  to 
a  customer.  In  our  store  all  are  instructed  to 
ask  a  customer  either,  "Is  there  anything  else 
you  think  of?"  or  "Do  you  have  anything  else 
in  mind?"  Either  of  these  questions  usually 
sets  the  customer  to  thinking,  and  in  most  in- 
stances proves  worth  while. 

Pottstown,  Pa.  E-  E.  WiLKINS. 


A  FRIEND  FOR  14  YEARS! 

To  the  Editors : 

As  for  me  I  take  pleasure  in  saying  that  I 
have  read  the  Bulletin  for  the  past  fourteen 
years  and  have  eleven  or  twelve  years'  volumes 
in  bound  form.  The  latter  I  use  constantly  as 
reference  books  and  general  drug-store  helps. 
Your  formulas  are  a  great  help  in  making  indi- 
vidual items,  while  your  department  of  "Profits 
and  Earnings"  shows  that  most  of  us  fail  to 
get  the  good  sound  business  system  in  the  drug 
business  that  is  necessary  in  any  mercantile 
line  of  its  magnitude  and  complications. 
Thanking  you  for  your  good  service,  I  beg  to 
remain,  O.  Mitchell. 

Pecos,  Texas. 


[Note  by  the  Editors. — Among  others  who  deciphered 
this  prescription  are  the  Hahman  Drug  Company  of 


STATIONERY  A  GOOD  SIDE-LINE. 

To  the  Editors : 

My  best  paying  side-line  is  stationery.  I  try 
to  keep  a  clean  stock,  which  includes  tablets 
and  envelopes  to  match,  box  papeteries,  bulk 
paper,  and  invitation  notes. 

We  carry  a  small  lot  of  cheap  papers,  but 
the  bulk  of  the  stock  is  in  the  better  goods, 
selling  for  50  and  75  cents.  These  are  our 
most  staple  sellers,  as  are  the  10-  and  25-cent 
tablets.     Our  best  customers  are  women. 

We  often  have  samples  of  talcum  powder, 
perfumes,  and  toilet  preparations,  which  we 
hand  out  while  making  a  stationery  sale  and 
thereby  gain  patronage  on  these  articles  also. 

Audubon,  Iowa.  l-'*  A.  F RICK. 
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A  VETERINARY  MIXTURE. 
To  the  Editors: 

On  page  531  of  the  August  Bulletin,  in 
the  department  of  Queries  (which,  by  the  way, 
I  think  one  of  the  best  features  of  the 
Bulletin),  I  notice  the  inquiry  of  W.  H.  B. 
about  a  veterinary  mixture: 

Mercury, 

Nitric  acid, 

Oil  of  cedar, 

Tincture  of  cantharides,  equal  parts. 

I  believe  this  is  similar  to  one  we  put  up  a 
great  deal.  We  use  powdered  cantharides  in- 
stead of  the  tincture,  and  we  add  a  small 
amount  of  vaselin.  We  dissolve  the  mercury 
in  the  acid,  add  the  oil  of  cedar  to  the  pow- 
dered cantharides,  use  a  little  vaselin,  and  mix. 
If  the  acid  solution  is  still  hot,  the  mixture 
will  swell.  Ralph  E.  Gray,  Ph.G. 

Effingham,  Kansas. 


"BLACK  AND  TAN!" 

To  the  Editors : 

Here  is  something  new  in  the  way  of  a  let- 
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ter  or  order  from  a  customer.     What  do  you 
know  about  "black  and  tan"  for  a  remedy  ? 

Oakland,  California.  CarsON  AngeL. 


QUASSIA  CHIPS   OR   POKER  CHIPS? 

To  the  Editors : 

In  the  July  Bulletin  I  noticed  in  Brother 
Farrington's  article  that  he  had  at  one  time  in 
his  experience  had  a  call  for  "poker  chips  for 
lice  on  cattle,"  but  he  says  he  never  found  out 
what  the  customer  wanted.  I  think  he  would 
have  been  safe  in  supplying  "quassia  chips,"  as 
I  have  calls  for  them  for  that  purpose.  Cus- 
tomers sometimes  pronounce  the  name  so  one 
would  think  they  were  calling  for  "poker 
chips."  G.  E.  Brasington. 

Maiden  Rock,  Wis. 


A  QUESTION  OF  PRICE. 

To  the  Editors : 

The  following  prescription  was  filled  by  my 
predecessor  for  35  cents.  I  charged  45  cents, 
and  the  customer,  being  very  much  displeased, 
claimed  that  several  druggists  had  said  a  quar- 
ter was  a  good  price  for  it : 

Sulphonal 1  drachm. 

Divide  into  five  powders. 

I  would  like  very  much  to  have  the  opinion 
of  other  druggists  about  this  price. 

Detroit.  Mich.  R.  E.  DaleS. 

[Note  by  the  Editors. — ^We  should  like  to  have  our 
readers  express  themselves  on  the  price  of  this  prescrip- 
tion.] 


IN  HARD  STRAITS! 

To  the  Editors : 

A  negro  came  into  the  store  a  few  days  ago 
to  buy  a  hot-water  bottle  for  another  negro 
who  was  ruptured.  He  said,  "I  wants  dis  fo' 
a  nigger  out  heah.  He's  corrupted  and  the 
corruption  is  done  come  down  on  him!*' 

Klondike,  Texas.  BeNTON  JoNES^ 

Mgr.,  Klondike  Pharmacy. 


To  the  Editors : 

Enclosed  find  check  for  another  year's  sub- 
scription to  the  Bulletin.  May  it  continue 
to  show  a  marked  advance  in  pharmaceutical 
journalism  considerably  ahead  of  similar  pub- 
lications! R.  H.  Needham,  Ph.C. 

Fort  Worth,  Texas. 


To  the  Editors: 

Cannot  afford  to  be  without  the  Bulletin. 
It  becomes  more  interesting  every  year. 

Pasadena,  Cal.  Thos.   M.  JamES. 

*  *     * 
To  the  Editors: 

We  think  the  Bulletin  is  the  best  paper 
on  earth  and  cannot  get  along  without  it. 

Ord,  Nebraska.  BerancK  BrOS. 

♦  ♦      ♦ 
To  the  Editors: 

We  consider  it  impossible  to  run  a  drug 
store  without  the  Bulletin  of  Pharmacy. 

The  Strong  Drug  Co.,  Ltd. 

Haileybury,  Ont. 
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THE  SODA  FOUNTAIN. 


SOME  PLAIN  SYRUPS. 

How  to  make  good  simple  syrup:  Take  7  gallons  of 
water,  add  50  pounds  of  sugar,  and  stir  with  a  paddle 
until  the  sugar  is  dissolved.  It  requires  but  two  or  three 
minutes  to  do  this,  and  it  is  a  much  more  satisfactory 
method  than  to  use  a  percolator — ^you  get  the  benefit 
of  every  grain  of  sugar.  This  will  give  10  gallons  of 
simple  'syrup  at  a  cost  of  30  cents  a  gallon,  figuring 
sugar  at  six  cents  a  pound.  One  of  the  reasons  why 
simple  syrup  should  not  be  made  heavier  is  that  a  light 
syrup  brings  out  the  fruit  flavors ;  for  instance,  in  orange 
syrup.  Almost  every  soda  dispenser,  who  takes  any 
interest  in  his  work,  has  overheard  this  remark  from  the 
customers : 

"The  sodas  at  this  fountain  would  be  all  right  if  they 
were  not  so  sweet." 

An  orange  or  any  other  phosphate  or  plain  drink 
should  have  a  delicious  fruit  flavor,  but  what  do  you  get 
in  most  places?  The  sole  trouble  lies  with  the  simple 
syrup.  Suppose  you  put  four  lumps  of  sugar  into  your 
cup  of  coffee.  What  will  be  the  result?  You  will  have 
a  sickishly  sweet  coffee,  which  very  few  people  will  like. 
Put  only  two  lumps  in  the  coffee  and  you  have  a  deli- 
cious cup  of  coffee  in  which  the  flavor  of  the  bean  pre- 
dominates. Same  here — ^if  the  syrup  is  made  as  above 
stated,  you  serve  an  elegant  orange  phosphate,  with  a 
very  fine  fruit  flavor,  and  it  will  not  be  too  sweet.  The 
same  is  true  of  all  the  other  flavors. 

Before  using  this  simple  syrup  it  should  always  be 
run  through  a  very  fine  straining  cloth,  and  care  should 
be  taken  that  the  tank  is  cleaned  out  whenever  empty. 

To  make  a  perfect  lemonade,  powdered  sugar  may  be 
used  to  advantage.  Room  and  time  may  not  allow  this, 
in  which  case  a  simple  syrup  may  be  made — 10  pounds 
of  sugar  to  one  gallon  of  water — and  substituted. 

Many  soda-fountain  operators  pay  very  little  atten- 
tion to  simple  syrup,  but  judging  from  my  own  experi- 
ence it  is  of  very  great  importance  in  the  manufacture 
of  good  syrups. 

CHOCOLATE  SYRUP. 

Chocolate  syrup  is  a  most  important  factor  at  the 
soda  fountain.  It  is  called  for  more  than  any  other 
flavor,  and  the  popularity  of  the  fountain  depends  to  a 
great  extent  on  whether  the  chocolate  syrup  is  good  or 
indifferent.  First  of  all  in  making  chocolate  syrup  a 
good  cocoa  must  be  employed.  I  do  not  care  to,  adver- 
tise any  of  the  many  brands  of  this  article,  but  there  are 
a  number  of  good  ones  on  the  market  I  generally  use 
two  different  brands,  half  and  half.  The  mixture 
stands  me  about  35  cents  to  the  pound. 

There  are  various  ways  of  making  chocolate  syrup, 
of  which  the  following  seems  to  me,  for  many  reasons, 
to  be  the  best: 

Take  the  cocoa  and  mix  as  much  as  possible  with 
the  sugar.  Put  the  mixture  into  the  boiling  water  and 
let  it  come  to  a  good  boil.  Do  not  turn  off  the  gas  when 
it  comes  up,  but  allow  to  boil  for  two  or  three  minutes. 
In  fact,  give  the  mixture  a  thorough  "boil,"  otherwise 
you  will  be  wondering  why  the  people  don't  like  your 


chocolate,  even  if  you  use  the  very  best  ingredients. 
Doesn't  a  ripe  apple  taste  better  than  a  green  one? 

A  very  good  formula  is  the  following: 

One  pound  of  cocoa,  six  pounds  of  sugar,  and  one 
gallon  of  water.  This  will  make  about  V/i  gallons  of 
syrup  at  a  cost  of  53  cents  a  gallon,  figuring  cocoa  at 
35  cents  and  sugar  at  six  cents  a  pound.  If  you  use 
two  ounces  of  this  to  a  soda,  it  will  cost  about  one  cent, 
and  you  have  a  very  good  syrup  for  reasonable  money. 
Some  dispensers  also  add  a  little  vanilla  extract,  which 
will  make  it  more  expensive,  and  rather  spoil  the  whole- 
some chocolate  flavor. 

If  possible  this  syrup  should  be  kept  in  bottles,  but 
where  much  of  it  is  used  cans  may  be  employed  to 
advantage.  It  should  never  be  used  until  at  least 
twenty-four  hours  old  and  thoroughly  cooled.  It  will 
keep  better  in  an  ice-box  than  in  any  other  place.  The 
tanks  or  bottles  on  the  fountain  for  chocolate  syrup 
should  be  washed  out  every  night  before  closing.  This 
will  keep  the  chocolate  syrup  fresh  and  clean.  Finally, 
be  sure  the  syrup  is  strained  well  before  it  reaches  the 
fountain. 

For  sundaes  you  can  make  this  same  syrup  double 
strength,  making  it  a  point,  of  course,  to  see  that  it  is 
poured  on  the  cream  ice  cold. 

VANILLA   SYRUP. 

Vanilla  syrup  also  has  a  big  "call,"  and  nothing  but 
the  best  vanilla  extract  should  be  used.  In  the  end  it  is 
the  most  inexpensive  of  all.  Supposing  you  pay  $9  a 
gallon  for  a  good  vanilla  extract.  How  much  does  a 
gallon  of  vanilla  syrup  stand  you?  If  you  use  one 
ounce  of  vanilla,  which  will  cost  14  cents,  and  one  gallon 
of  simple  syrup  at  30  cents,  it  will  cost  just  44  cents  for 
a  gallon  or  128  ounces.  Two  ounces  of  this  will  cost 
less  than  one  cent 

If  you  use  a  cheap  vanilla  you  only  hurt  your  own 
business !  Enough  profit  can  be  mad&  on  a  good  one. 
A  good  vanilla  will  not  require  coloring. 

COFFEE  SYRUP. 

To  make  a  coffee  syrup  take  one  pound  of  good 
coffee,  place  in  a  percolator,  and  add  a  pint  of  cold 
water.  Let  stand  for  about  five  hours,  then  add  2y^ 
gallons  of  boiling  water  and  again  let  stand  for  from 
six  to  twelve  hours.  Drain  off  the  percolate  and  add 
from  2y^  to  3^  pounds  of  sugar,  warming  a  little  in 
order  to  dissolve  the  sugar.  Strain  and  allow  to  cool 
before  using.  This  process  will  make  about  three  quarts 
of  syrup  at  a  cost  of  44  cents  or  60  cents  a  gallon. 

Another  method  which  I  have  employed  very  success- 
fully is  as  follows : 

Take  three  ounces  of  prepared  coffee,  which  dissolves 
instantly  in  either  cold  or  hot  water,  three  quarts  of 
water,  and  from  35^  to  4j^  pounds  of  sugar.  Mix  the 
coffee  first  with  one  quart  of  cold  water,  then  add  two 
quarts  more  of  water  and  sugar  and  stir  until  the  sugar 
is  dissolved. 

The  above  has  met  with  great  success  at  our  fountain, 
and  more  of  it  is  sold  every  day. 

In  order  to  have  good  syrups  close  attention  must  be 
paid  to  them.  Tanks  and  bottles  should  be  kept  clean, 
syrups  kept  fresh,  and  old  syrups  should  never  be  mixed 
with  the  new.  If  you  are  the  proprietor,  you  will 
naturally  look  out  for  your  own  interest,  but  if  you  are 
a  soda  dispenser,  see  that  the  boss  makes  a  little  money. 
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Anybody  can  make  good  syrups,  etc.,  for  big  money,  but 
the  question  is  to  make  good  syrups  at  the  smallest 
cost  compatible  with  real  economy. — The  Soda  Fountain, 


HOT  WEATHER  HINTS. 

Just  at  this  time  of  the  year  your  fountain  business 
is  at  its  height,  and  if  the  drinks  and  sundaes  you  have 
been  serving  have  given  you  any  kind  of  a  reputation 
you  are  making  money.  Just  now  every  one  wants 
something  cool  and  refreshing,  and  as  a  result  the  rush 
is  on.  Every  one  is  working  hard,  and  the  tendency  is 
to  become  negligent  and  think  that  anything  will  do. 
It  is  so  easy  to  try  to  rush  things  through,  to  stretch 
things  just  a  little  more  so  as  to  save  time.  For  exam- 
ple, perhaps  you  have  been  using  a  dozen  lemons  to 
make  a  gallon  of  lemon  syrup;  being  rushed  you  use 
only  eight.  The  result  is  the  syrup  is  not  as  good  as 
usual;  but  you  argue  that  it  is  hot  weather  and  that  it 
will  pass  because  people  will  drink  anyway  in  this  kind 
of  weather.  Now  in  a  sense  this  is  true,  the  public  will 
put  up  with  your  neglect  because  it  is  hot,  and  they 
want  something  cold  to  drink;  but  it  is  having  an  ad- 
verse effect  upon  your  reputation  all  this  time,  for  while 
they  may  eat  and  drink  your  product,  they  are  not 
satisfied.  They  may  not  say  anything.  The  dispenser 
excuses  the  soft  ice  cream  that  he  puts  in  the  glass  of 
soda  water  by  saying  that  it  has  just  been  frozen;  we 
sold  all  out  yesterday.  Any  one  is  willing  to  take  this 
explanation  once  or  twice,  but  when  they  hear  it  every 
day  or  two  they  think,  and  rightly,  that  you  are 
neglectful. 

To  keep  people  coming  to  your  fountain  is  to  satisfy 
them  when  they  do  come.  They  are  coming  now  in 
crowds.  You  can  have  everything  right  and  fresh. 
There  is  no  excuse  for  having  old  syrups.  You  say  "we 
can't  do  things  as  well  as  we  do  when  we  are  not  busy, 
because  we  are  rushed  and  every  one  is  working  over- 
time to  turn  out  enough  syrup,  etc.,  to  supply  the 
demand."  That  is  just  where  the  trouble  lies;  so  many 
confectioners  and  other  dispensers  of  soda  water,  by  the 
way,  are  just  as  bad — ^never  think  of  hiring  extra  help 
so  that  things  can  be  properly  managed  at  this  season. 
An  extra  man,  even  a  boy  at  eight  or  ten  dollars  a  week, 
will  be  a  big  help  in  keeping  things  up  to  your  standard. 
If  there  is  ever  a  time  when  good  service  counts,  it  is  at 
this  season  of  the  year.  It's  a  bad  habit  to  let  the  boys 
become  careless  in  the  busy  season. 

There  is  no  season  of  the  year  when  your  fountain 
can  make  as  many  friends  as  it  can  in  the  summer. 
There  is  a  good  reason  for  this ;  more  people  come  to  it 
then  than  at  any  other  time.  If  the  fall  of  the  year 
does  not  find  you  with  more  regular  customers  coming 
to  your  fountain  than  you  had  in  the  spring,  then  the 
season  has  been  a  failure,  no  matter  how  much  money 
you  have  put  into  the  bank.  Making  money  is  a  good 
thing,  that's  what  we  are  in  business  for;  but  one  must 
look  beyond  to-day  into  the  future.  There  are  other 
seasons  coming.  If  you  do  things  just  as  they  should 
be  done  you  may  make  a  little  less  this  year;  but  you 
will  make  more  next  season,  and  so  on.  It  is  better  to 
begin  with  a  little  and  grow  than  with  much,  and  each 
year  find  that  you  are  doing  less  as  the  years  go  by. — 
The  International  Confectioner. 


SODA  WATER  WINDOW  DISPLAYS. 

EGG  DRINK   WINDOW. 

An  especially  effective  show  can  be  arranged  by 
banking  the  back  and  floor  of  the  window  with  clean 
wheat  straw,  the  back  sheaves  held  erect  in  place  by 
Alice  blue  ribbons,  which  color  is  most  effective  with  the 
yellow  straw.  Leave  several  nests  of  the  straw  and  fill 
with  large  white  Leghorn  eggs.  Make  several  imitation 
tzg  drinks  by  filling  the  body  of  the  glass  with  yellow 
jewelers'  cotton  and  the  top  with  white  cotton  to 
represent  froth.  Stand  these  dummy  drinks  on  small 
boxes  covered  with  straw,  and  on  the  floor  between 
these  place  a  number  of  small  Japanese  chickens.  Perch 
a  small  crowing  rooster  on  the  rim  of  the  central  glass 
and  hang  up  a  good-sized  sign,  "There  are  no  chickens 
in  our  eg^  drinks."  There  is  no  exhibit  that  attracts  as 
much  attention  as  a  live  exhibit,  and  if  you  can  get  a 
few  new-hatched  downy  little  chicks  to  run  about  in  the 
show  window  it  will  be  much  more  effective. 

CHOCOLATE  WINDOW. 

Get  from  your  principal  chocolate  man  some  choco- 
late pods  showing  the  way  the  bean  grows.  Suspend 
these  by  red  ribbons  from  the  top  of  the  window.  Get 
some  of  the  cocoa  beans,  both  raw  and  roasted,  also 
some  of  the  shells,  then  the  cracked  beans  before 
grinding ;  a  cake  of  chocolate,  and  finally  the 
finished  cocoa,  and  a  cake  or  two  of  cacao  butter,  the 
by-product  in  the  process  of  manufacturing  cocoa.  Spill 
all  these  things  in  neat  piles  on  a  red  plush  or  sateen 
covering  on  the  window  floor.  Tag  each  pile  with  a 
neat  descriptive  sign  and  bank  the  back  of  the  window 
with  red  fall  foliage,  and  you  have  a  window  that  every 
one  will  admire  and  remember.  On  a  pedestal  in  the 
center  place  a  glass  three-fourths  filled  with  brown 
jewelers'  cotton  and  one- fourth  white  cotton,  and  an 
attractive  sign  with  brown  lettering,  "The  way  our 
chocolate  soda  is  made  and  why  it  is  so  good." 

THE  VANILLA  WINDOW. 

A  vanilla  window  can  be  arranged  in  the  same  way, 
showing  the  whole  and  ground  beans,  the  sugar,  and  the 
extract. 

GRAPE  JUICE  WINDOW. 

A  corking  good  idea  appeared  in  a  window  in 
Boston.  The  window  was  dressed  with  imitation  grape- 
vines, on  which  were  tied  with  green-covered  millinery 
wire  a  number  of  bunches  of  grapes.  In  the 
center  of  the  window  were  a  small  cider  press  and  a 
stool.  Twice  a  day  a  young  lady  dressed  in  white  went 
into  the  window,  cut  off  the  bunches  of  grapes,  picked 
the  grapes  from  the  stem  into  the  cloth  of  the  press,  and 
pressed  the  juice  out.  This  operation  took  about  three 
hours,  as  it  was  conducted  slowly,  and  then  the  window 
was  covered  in  order  to  tie  on  more  grapes.  There  was 
a  large  sign,  "This  is  the  way  we  prepare  our  grape 
juice  at  our  fountain.    Try  it.    Also  for  sale  in  bottles." 

CIDER  WINDOW. 

A  fresh  cider  window  can  be  arranged  and  worked 
in  the  same  way,  using  imitation  apple  branches  and 
apples  instead  of  grapes,  and  adding  to  the  equipment 
a  small  apple  grinder. — Confectioners*  Journal, 
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BOOKS 


inappropriate  to  the  author  of  Endymion,  was  strictly 
true  of  the  author  of  Peer  Gynt." — "The  Life  of  Henrik 
Ibsen/'  by  Edmund  Gosse. 


"Fresh  Air  and  How  to  Use  It."  By  Thomas  Specs 
Carrington,  M.D.,  New  York,  the  National  Associa- 
tion for  the  Study  and  Prevention  of  Tuberculosis, 
105  East  22d  Street ;  250  pp. ;  150  illustrations ;  Cloth ; 
Price,  $1.00  post-paid. 

Although  fresh  air  is  the  most  fundamental  of  all 
the  necessaries  of  life,  few  people  know  how  to  use  this 
free  gift  to  the  best  interests  of  their  own  health  and 
that  of  those  with  whom  they  live  and  work.  Dr.  Car- 
rington aims  in  his  book  to  show  how  an  abundance 
of  fresh  air  is  within  the  reach  of  every  one,  whether 
he  be  a  millionaire  owner  of  a  country  house,  or  a 
dweller  in  a  city  tenement.  Probably  no  more  complete 
compendium  of  information  on  how  to  get  fresh  air 
in  the  home  at  all  times  has  ever  been  published. 

The  aim  of  the  book  is  not  primarily  to  suggest 
methods  of  treating  disease  in  the  open  air,  though  it  is 
published  by  the  National  Association  for  the  Study  and 
Prevention  of  Tuberculosis.  It  is  rather  a  handbook  for 
every  one  who  wishes  to  ward  off  disease  in  his  own 
body  and  in  those  of  the  other  members  of  his  family. 

Dr.  Carrington's  method  of  treating  the  subject  is 
practical.  He  aims  to  be  so  concise  that  any  one  may  be 
able  to  follow  out  his  instructions  in  securing  or  making 
the  devices  of  which  he  speaks.  Some  of  the  topics 
which  he  discusses  are  window  tents,  home-made  and 
manufactured;  roof  bungalows,  with  suggestions  for 
building;  temporary  fresh-air  porches  for  country  use; 
wall  houses  and  iron  frame  porches  for  city  use;  tents 
and  tent  houses ;  open  air  bungalows  and  cottages ;  roof 
playgrounds  for  children;  and  clothing,  bedding,  and 
furniture  necessary  for  outdoor  living  and  sleeping. 

The  book  contains  150  illustrations,  including  floor 
plans  and  working  drawings.  It  is  published  as  cheaply 
as  possible  by  the  National  Association  for  the  Study 
and  Prevention  of  Tuberculosis  as  part  of  its  campaign 
for  the  prevention  of  disease. 


Ibsen  as  a  Druggist. 

"Shortly  before  his  sixteenth  birthday,  Ibsen  was 
apprenticed  to  an  apothecary  by  the  name  of  Reimann, 
at  the  little  town  of  Grimstad,  between  Arendal  and 
Christiansand,  on  the  extreme  southeast  comer  of  the 
Norwegian  coast.  This  was  his  home  for  more  than 
five  years ;  here  he  became  a  poet,  and  here  the  peculiar 
color  and  tone  of  his  temperament  were  developd.  So 
far  as  the  genius  of  a  very  great  man  is  influenced  by 
his  surroundings,  and  by  his  physical  condition  in  those 
surroundings,  it  was  the  atmosphere  of  Grimstad  and 
of  its  drug  store  which  molded  the  character  of  Ibsen. 
Skien  and  his  father's  house  dropped  from  him  like  an 
old  suit  of  clothes.  He  left  his  parents,  whom  he 
scarcely  knew,  the  town  which  he  hated,  the  school- 
mates and  schoolmasters  to  whom  he  seemed  a  surly 
dunce.  We  find  him  next  with  an  apron  round  his 
middle  and  a  pestle  in  his  hand,  pounding  drugs  in  a 
little  apothecary  shop  in  Grimstad.  What  Blackwood's 
so  basely  insinuated  of  Keats — *Back  to  the  shop,  Mr. 
John — stick   to   plasters,   pills   and   ointment   boxes' — 


"An  Essay  on  Hasheesh,"  written  by  Victor  Robin- 
son, has  just  been  printed  in  cloth  by  the  Medical  Review 
of  Reviews,  206  Broadway,  New  York  City.  It  is  a 
little  book  of  83  pages,  and  the  price  is  50  cents.  The 
history  of  cannabis  and  its  employment  is  first  given,  and 
then  a  somewhat  dramatic  and  picturesque  account  is 
presented  of  the  results  following  the  administration  of 
the  drug  to  the  author  himself  and  to  a  friend. 


CAPSULES  OF  SCIENCE 

Prepared  by  Prof.  W.  L.  Scovn^i^B. 


Pungent  Paragraphs. — 

The  green  flame  which  surrounds  an  arc  light  is  said 
to  be  due  to  a  reaction  between  nitrogen  oxides  and 
ozone,  induced  by  the  electrical  conditions. 

The  gasoline  engine  demands  conditions  of  lubrica- 
tion which  castor  oil  can  best  fulfil,  and  only  a  good 
grade  of  the  oil  is  suitable  for  this  purpose. 

An  improved  method  of  clarifying  olive  oil  consists 
in  mixing  the  crude  oil  with  a  solution  of  sodium 
chloride,  and  after  some  time  separating  in  centrifugals. 
Oil  so  treated  is  lighter  in  color  and  purer  than  that 
obtained  by  older  methods. 

To  preserve  solutions  of  apomorphine  hydrochloride 
Corbelli  recommends  to  add  one  per  cent  of  hypophos- 
phorous  acid.  This  preserves  the  activity  for  at  least 
one  year,  although  the  color  changes. 

Pure  water  will  dissolve  small  amounts  of  iron,  zinc, 
copper,  tin,  nickel,  and  lead,  forming  colloidal  solutions 
of  these  metals.  These  solutions  are  easily  precipitated 
by  electrolytes,  and  are  not  formed  in  waters  containing 
such. 

Italian  chemists  have  obtained  evidence  that  sodium 
salicylate  and  caffeine  combine  to  form  compounds  of 
definite  character.  The  work  is  not  yet  finished,  but 
will  soon  show  whether  the  pharmaceutical  product  is  a 
compound  or  only  a  mixture. 

The  International  Committee  on  Weights  and  Meas- 
ures recommends  that  standard  weights  for  laboratories 
be  made  of  tantalum.  It  resists  all  acids  except  hydro- 
fluoric, and  is  sufficiently  hard  and  permanent  for 
standards. 

Sunlight  is  rich  enough  at  the  earth's  surface  in 
ultraviolet  rays  to  decompose  water  into  hydrogen  and 
hydrogen  peroxide. 

Digestion  depends  upon  the  presence  of  inorganic 
salts  as  well  as  upon  enzymes.  If  gastric  or  pancreatic 
juice  be  dialyzed,  the  enzyme  loses  its  power,  but  on  the 
addition  of  salts  the  activity  is  restored. 

An  Italian  chemist  says  that  tomatoes  are  a  good 
remedy  for  diarrhea.  They  are  frequently  supposed  to 
have  an  opposite  action. 

Tincture  of  iodine  applied  externally  is  said  to  pre- 
vent the  coloring  of  the  urine  by  methylene  blue,  taken 
internally. 

Eloire,  a  French  chemist,  claims  that  it  is  impossible 
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to  recognize  with  certainty  an  addition  to  butter  of  less 
than  30  per  cent  of  oleomargarine. 

Phosphoric  acid  is  stated  to  modify  nutrition  to  an 
extent  to  be  objectionable  in  acid  drinks.  It  acts  quite 
differently  from  citric  or  tartaric  adds  on  the  system. 

Water  can  exist  in  the  solid  form  in  five  allotropic 
conditions,  all  of  which  excopt  ordinary  ice  are  heavier 
than  water. 

T.  H.  Laby  figures  that  if  the  interior  of  the  earth 
contains  as  much  radium  as  the  surface  rocks,  the  tem- 
perature of  the  earth  should  now  be  14,000°  instead  of 
what  it  is. 

Xeon  lamps,  in  which  neon  is  rendered  incandescent 
by  an  electric  current,  promise  to  be  the  most  economical 
forni  of  lighting.  They  give  an  orange-colored  light 
which  is  useless  for  matching  colors. 

Chemical  light  rays  have  an  injurious  effect  on  all 
enzymes,  though  in  varying  d^rees.  Emulsin  is  easily 
destroyed,  while  rennet  is  quite  resistant  The  action  is 
due  in  part  to  the  formation  of  hydrogen  peroxide  by 

Schumburg  says  that  the  bacteria-destroying  power 
of  absolute  alcohol  is  as  great  as  a  1:1000  solution  of 
mercuric  chloride.  A  70-per-cent  alcohol  is  more  effec- 
tive because  it  causes  less  coagulation. 

If  cumarin  be  introduced  into  the  soil,  it  causes  dis- 
tortion of  the  leaves  of  the  plant  growing  therein. 
Vanillin  inhibits  root-growth  and  benzoquinone  produces 
tall,  slender  plants. 

Siloxide,  a  solution  of  titanium  or  zirconium  oxide  in 
quartz,  makes  an  extremely  resistant  form  of  glass 
which  is  valuable  for  chemical  uses.  It  resists  the 
action  of  hot  alkalies  as  well  as  of  acids  and  does  not 
break  or  bend  easily  with  heat  It  is  being  manufactured 
in  Germany. 

Lobster  shells  are  found  to  contain  alizarin,  and 
when  boiled  this  forms  a  red  "lake"  similar  to  "Turkey- 
red,"  which  is  the  cause  of  the  change  in  color  when 
lobsters  are  boiled. 


Arsenic  Eztcmally.— 

Dr.  Washburn  states  that  arsenic  acid  has  a  stim- 
ulating action  on  the  skin,  due  partially  to  its  being  re- 
duced  to  arsenous  acid  and   liberating    free  oxygen. 

When  the  action  is  slow  and  in  moderate  quantity,  the 
growth  of  hair  and  epithelium  is  stimulated,  but  if  too 
rapid  or  too  long  continued  the  nutritive  processes  of  the 
cells  are  hurried  beyond  endurance,  and  exhaustion  and 
Anally  death  of  the  tissues  follow.  He  warns  against 
the  indiscriminate  use  of  arsenic. 

Infusion  of  Digitalii.— 

A.  Hoger  claims  that  none  of  the  preparations  of 
digitalis  is  as  efficacious  as  the  infusion  because  none 
other  contains  all  of  the  active  principles  of  the  leaf. 
The  infusion  does  not  keep  well,  which  is  its  greatest 
objection,  but  the  addition  of  5  to  15  per  cent  of  alcohol 
remedies  this.  Five  per  cent  of  alcohol  will  preserve  it 
ten  to  thirty  days,  and  15  per  cent  will  preserve  it  in- 
definitely. 

A  Lawn  Drening, — 

J.  W.  Tayleur  gives  the  followii^  formula  for  a 
lawn  sand:  Sand  67  pounds,  sulphate  of  ammonia  7 
pounds,  nitrate  of  soda  7  pounds,  superphosphate  21 
pounds,  sulphate  of  potassium  7  pounds,  sulphate  of  iron 
3  pounds.  Apply  in  the  spring  at  the  rate  of  5  pounds  to 
40  square  yards  of  lawn.  The  sulphate  of  iron  weakens 
or  kills  dandelions,  and  the  sulphate  of  ammonium  is 
harmful  to  plantain,  both  being  harmless  to  grass. 

Gout  is  Expensive. — 

Radium  emanations  decompose  uric  acid  and  urates 
into  ammonia  and  carbon  dioxide.     This  explains  the 

action  of  certain  thermal  springs  on  gouty  patients,  and 
also  the  influence  of  radium  treatments  on  such  patients. 
The  uric  acid  is  first  rendered  soluble,  and  may  be  elim- 
inated before  being  decomposed. 


A  OBour  or  ISitmiatn  Tiuvkl.bbii.— TheaB  mn  some  of  the  memben  □(  the  Mtohlgmn  PhmrmsceatloU  Tnvelen'  ABocbttion, 
nupp«d  at  the  UnakeKim  meettiic  lut  month.  Thin  i>  the  maetinc  where  the  MlctalvKu  Btkte  Phunuoentical  Aiaocdatlon  uid  the 
HlcUcan  BeteU  Dmgslita'  Attodatlon  anuUKamated  t«  foim  a  new  Iiody  onder  the  title  of  the  flnt-nuned  onukliatlon.  The  praal- 
dent  of  the  Tnvelen*  AModstlon  !■  F.  W.  Kerr.  Detroit.  Mich.,  ud  the  HcretBir-treunnr  U  W.  B.  Lawton.  Dr.  Uflea  Hedkml 
OompaoT,  Blkhut,  ludUiw. 
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QUERIES 


Information  is  given  in  this  department  under 
the  following  conditions  only:  {i)  No  queries  are 
answered  by  mail;  (2)  queries  must  reach  us  before 
the  isth  of  the  month  to  be  answered  in  the  Buix^ 
nsofthe  month  following:  (j)  inquirers  must  in 
every  instance  be  regular  subscribers;  and  (4) 
names  and  addresses  must  be  affixed  to  all  com- 
munications. 


Phosphorus  Rat  Pastes. 

J.  W.  L. — There  are  many  stupid  formulas  for  phos- 
phorus paste,  yet  there  is,  perhaps,  nothing  so  easy  to 
make  as  an  active  and  fatal  paste  with  the  phosphorus 
in  a  practically  unoxidized  state.  The  points  to  note  are 
that  phosphorus  readily  dissolves  in  hot  fats  (1-20  or 
more),  and  that  the  poison  should  not  be  present  in  such 
excessive  quantity  as  to  drive  away  the  vermin. 

(1)  Phosphorus    1   drachm. 

Beef   dripping 5   ounces. 

Wheat-flour   2  ounces. 

Sugar    1  ounce. 

Powdered  biscuit   1  ounce. 

Water    a  sufficiency. 

Melt  the  dripping  and  put  it  into  a  wide-mouth  bottle,  placed 
in  a  pan  of  hot  water.  Drop  in  the  phosphorus  (cut  small), 
cork,  and  shake  the  bottle  until  the  phosphorus  is  dissoved  (dip- 
ping into  the  hot  water  occasionally).  Placet  the  powders  m 
a  warm  mortar  and  pour  the  phosphorized  dripping  upon  them, 
mix,  and  add  warm  water  to  make  a  soft  paste. 

(2)  Phosphorus    1    drachm. 

Pure  carbon  Insulphide ^   ounce. 

Beef  dripping  6  ounces. 

Comp.  tragacanth  powder ^   ounce. 

Oil  of  anise 10   drops. 

Oil  of  peppermint 5  drops. 

Boiling  water 8  ounces. 

Heat  the  dripping  until  it  is  quite  clear,  and  transfer  to  a  hot 
mortar;  pour  into  this  the  carbon  bisulphide  in  which  the  phos- 
phorus has  been  dissolved;  stir,  then  add  the  two  powders  and 
the  oils,  and  finally  the  boiling  water  all  at  once,  kneading  the 
mass  thoroughly  until  a  perfect  mixture  is  obtained. 

These  are  practically  alike,  but  by  dissolving  the  phos- 
phorus in  the  carbon  bisulphide  the  paste  is  made  much 
more  quickly.  The  carbon  bisulphide  must  be  the  redis- 
tilled or  odorless  variety.  Most  of  the  bisulphide  is  dis- 
sipated by  the  hot  water,  and,  as  the  solvent  evaporates, 
access  of  air,  therefore  oxidation  of  phosphorus,  is  pre- 
vented. Another  good  way  to  make  the  paste  is  to  melt 
lard  in  a  wide-mouth  bottle  in  a  water-bath;  introduce 
into  it  J^  ounce  of  phosphorus  for  every  pound  of  lard ; 
then  add  a  pint  of  proof  spirit;  cork  the  bottle  firmly, 
keeping  the  contents  heated  to  150°  F.,  and  agitate 
smartly  until  the  phosphorus  becomes  uniformly  diffused, 
forming  a  milky-looking  liquid.  This  liquid  on  cooling 
affords  a  white  compound  of  phosphorus  and  lard,  from 
which  the  spirit  spontaneously  separates,  and  may  be 
poured  off  to  be  used  again,  as  it  only  serves  to  diffuse 
the  phosphorus  in  very  fine  particles  through  the  lard. 
This  phosphorized  lard,  on  being  warmed  very  gently, 
may  be  poured  into  a  mixture  of  its  own  weight  of  bar- 
ley or  wheaten  meal  and  sugar,  incorporated  therewith, 
and  after  flavoring  with  oil  of  rhodium,  etc.,  the  dough 
may  be  made  into  peKiets  for  distribution  to  the  mice. 
Or  mix  the  lard  with '  powdered  cheese  (3  to  1),  to  be 
spread  on  bread.  • 


Two  Queries. 

N.  S.  wants  to  know  what  he  can  do  with  syrup  of 
wild  cherry  which  on  standing  has  turned  sour  and 
shows  fermentation.  He  also  asks  how  the  following 
prescription  may  be  dispensed : 

Carbolic  acid 1  minim. 

Guaiacol   carbonate 7^   grains. 

Mix  and  make  25  capsules. 

This  formed  a  semi-liquid,  and  when  N.  S.  tried  to 
liquefy  it  entirely  in  a  test-tube  by  the  application  of 
heat,  and  then  waited  until  it  was  sufficiently  cool  to 
pour  into  the  capsules,  it  solidified  entirely. 

From  the  text  of  our  querist's  letter  it  is  not  plain 
to  us  whether  he  wants  to  recover  some  syrup  of  wild 
cherry  which  has  spoiled,  or  whether  he  wants  to  know 
how  to  prevent  future  lots  from  going  wrong.  If  the 
former,  there  is  no  help  for  it — ^throw  the  stuff  in  the 
sink.     If  the  latter,  we  might  suggest  a  few  don'ts: 

Don't  keep  this  syrup  in  a  warm  place  in  summer. 

Don't  mix  an  old  lot  of  syrup  with  a  new  lot. 

Don't  fill  the  stock  bottles,  from  which  you  have  just 
emptied  the  last  of  the  old  lot,  with  the  new  syrup  imtil 
the  bottle  has  been  thoroughly  washed  with  hot  water. 
The  presence  of  a  very  small  amount  of  badly  fer- 
mented syrup  is  sufficient  to  ruin  the  most  carefully 
made  preparation  in  a  very  short  time. 

Don't  cut  down  the  amount  of  sugar,  for  thin  syrups 
afford  excellent  media  for  the  growth  of  microscopic 
organisms. 

Don't  use  heat  to  dissolve  the  sugar. 

Don't,  under  any  circumstances,  forget  to  add  the 
glycerin  to  the  receiving  vessel. 

As  for  the  prescription  of  capsules,  this  can  be  pre- 
pared by  mixing  the  guaiacol  carbonate  with  one  and  a 
half  times  its  weight  of  milk  sugar  and  then  adding  the 
carbolic  acid,  which  has  been  previously  liquefied  by 
warming.  Do  not,  however,  use  a  liquefied  acid  con- 
taining any  added  substance  such  as  glycerin  or  water. 


Regarding  Concentrated  Solution  of  Hydriodic  Acid. 

"Druggist"  writes  as  follows:  "I  have  in  stock  a 
bottle  of  concentrated  solution  of  hydriodic  acid.  Some 
time  ago  I  used  part  of  it,  and  shortly  after  when  I  again 
looked  at  the  bottle  I  noticed  it  had  turned  a  dark  orange 
color.  I  took  it  off  the  shelf,  opened  it,  and  could  smell 
the  free  iodine.  Thinking  it  unfit  for  further  use,  I 
placed  it  off  in  the  corner  of  the  prescription  case,  in- 
tending to  more  thoroughly  investigate  it  when  I  had 
some  spare  time.  After  several  days,  when  I  again 
looked  at  it,  I  was  surprised  to  see  that  its  contents  were 
now  a  light  straw  color  with  no  trace  of  free  iodine. 
1  placed  the  bottle  back  on  the  shelf  where  I  originally 
kept  it.  This  is  near  a  window  where  the  light  strikes 
it  during  the  day.  I  did  this  to  see  whether  the  light 
would  again  turn  it  dark,  but  after  several  weeks  and 
at  the  present  time  I  find  that  it  is  perfectly  colorless 
and  clear.  Do  you  think  it  is  O  K.  and  all  right  to  use 
for  preparing  syrup  hydriodic  acid?" 

Concentrated  solution  of  hydriodic  acid  is  readily  de- 
composed by  sunlight  with  a  liberation  of  iodine.  It  is 
necessary  to  preserve  it  with  hypophosphorous  acid, 
which  reacts  with  the  iodine  present  and  again  converts 
it  to  hydriodic  acid,  thus  keeping  the  solution  prac- 
ticiilly  colorless.  We  are  unable  to  explain  the  colora- 
tion of  this  sample,  however,  unless  it  had  stood  in  direct 
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sunlight,  which  would  decompose  it  faster  than  the  hypo- 
phosphorous  acid  would  decolorize  it.  After  standing 
in  the  dark  cupboard  for  a  few  days  the  hypophos- 
phorous  acid  may  again  have  caught  up  with  its  work. 
We  would  not  hesitate  to  recommend  that  the  solution 
is  entirely  fit  for  the  preparation  of  syrup  of  hydriodic 
add. 


Toilet  Lotion, 

H.  B.  S.  writes:  "Please  publish  the  formula  of  a 
pure  white  cream  lotion  for  the  hands  and  face.  A 
liquid  preparation  of  a  non-greasy  order  is  preferable." 

On  pa^e  125  of  the  March  Bulletin,  1911,  appeared 
the  following  formula  by  R.  L.  Dixon : 

Suince   seed    2  ounces. 
oracic   acid    1  ounce. 

Rose-water     8  ounces. 

Distilled  extract  of  witch-hazel 8  ounces. 

Glycerin    8  ounces. 

Alcohol   8  ounces. 

Tincture  of  benzoin 1  ounce. 

Oil  of  rose 20  minims. 

Carbolic  acid   20  minims. 

Water,  enough  to  make 1  gallon. 

Place  the  quince  seed  in  a  gallon  bottle,  add  the  water  and 
let  stand  24  hours,  shaking  occasionAlIy.  Strain  through  muslin. 
Dissolve  the  carbolic  and  boric  acids  in  the  glycerin  with  the  aid 
of  gentle  heat.  With  this  mix  the  tincture  of  benzoin,  and  add 
this  mixture  in  several  portions  to  the  quince-seed  mucilage, 
agitating  the  bottle  well  after  each  addition.  Finally  add  the  oil 
of  rose  dissolved  in  the  alcc^ol,  and  mix  the  whole  well. 

This  makes  a  nice,  creamy,  non-sticky  preparation. 
It  is  put  up  in  3-ounce  bottles  and  retails  at  25  cents. 
Wash  the  quince  seed  well  before  macerating. 

Commenting  on  the  foregoing  formula,  on  page  213 
of  the  May  Bulletin,  1911,  D.  A.  Frick  said:  "I  have 
prepared  a  toilet  lotion  of  quince  seed,  witch-hazel,  etc., 
very  similar  to  the  formula  given  by  R.  L.  Dixon,  and 
have  enjoyed  a  nice  sale  on  it  for  several  years.  I  color 
it  violet  and  use  a  violet-trimmed  label,  naming  the 
preparation  'Violet  Cream  Lotion.' " 


Some  Business  Questions. 

W.  M.  C.  writes  us  the  following  letter :    "How  much 

net  profit  should  be  realized  from  an  investment  of 

$6800  and  an  annual  business  of  $14,000?    The  expense 

is  about  $3000,  equaling  approximately  22  per  cent.    Can 

a  business  be  done  with  this  small  expense?   Please  let 

me  know  what  you  think  about  these  figures  in  general." 

An  expense  of  22  per  cent  for  a  $14,000  business  is 

rather  below  the  average,  although  it  is  entirely  possible. 

It  should  be  known  definitely,  however,  whether  the 

proprietor's  salary  has  been  added,  as  it  should  be,  to 

the  expense  column.     The  salary  in  a  business  of  this 

size  would  be  something  like  $1200  or  $1500,  and  it 

would  seem  to  us  that  the  remaining  portion  of  the  total 

expense  of  $3000  would  scarcely  be  sufficient  to  run  the 

business.     We  are  therefore  inclined  to  think  that  the 

element  of  proprietor's  salary  has  not  been  taken  into 

consideration,  and  the  fact  ought  to  be  known  definitely. 

As  to  how  much  net  profit  should  be  realized  from  the 

business  we  may  reply  that  the  average  profit  is  about 

10  per  cent,  meaning  $1400  in  this  case.     Adding  to  this 

amount  the  proprietor's  salary  of  $1200  or  $1500,  we 

have  total  earnings  from  the  business  ranging  between 

$2500  and  $3000.     This  is  as  much  as  could  be  expected 

on  the  average,   although  in  some   instances   shrewd 

managers  are  able  to  jack  up  their  net  profits  to  12  or 

14  per  cent. 


Shoe  Polishes. 

L.'s  Pharmacy. — The  following,  borrowed  from  Hen- 
ley's Book  of  Recipes,  evidently  result  in  liquid  polishes 
or  cleaners : 

(1)  Yellow  wax 4  ounces. 

Pearlash   4  drachms. 

Yellow  soap  1  dracbm. 

Spirit  of  turpentine 7  ounces. 

Phosphine  (aniline)    4  grains. 

Alcohol  4  drachms. 

Water,  a  sufficient  quantity. 

Scrape  the  wax  fine  and  add  it,  together  with  the  ash  and 
soap,  to  12  ounces  of  water.  Boil  all  together  until  a  smooth, 
creamy  mass  is  obtained;  remove  the  heat  and  add  the  turoen- 
tine  and  the  aniline  (previously  dissolved  in  the  alcohol).  Mix 
thoroughly,  and  add  sufficient  water  to  bring  the  finished  prod- 
uct up  to  1^  pints. 

(2)  Water    18  parts. 

Rosin  oil  4^  parts. 

Spirit  of  sal  ammoniac,  concentrated.  1 1-6  parts. 

White   grain  soap 1.98  parts. 

Russian    glue    1.59  parts. 

Brown   rock  candy 0.67  part. 

Bismarck  brown 0.07  ]>art. 

Boil  all  the  ingredients  together,  excepting  the  pigment; 
after  all  has  been  dissolved,  add  the  Bismarck  brown  and  filter. 
The  dressing  is  applied  with  a  sponge. 

These  are  for  tan  and  russet  shoes.  For  a  black 
polish  you  might  color  with  some  such  dye  as  "Frankfort 
Black"  or  Ivory  Black  instead  of  the  brown  dyes. 


Marketing  a  Proprietary  Preparation. 

Mr.  F.  writes:  "I  have  a  formula  for  an  ointment 
for  eczema,  ringworm,  and  all  kinds  of  skin  diseases.  I 
have  cured,  to  stay  cured  for  good,  in  the  last  three 
years,  about  75  cases.  I  would  like  to  know  the  best 
way  to  put  this  product  on  the  market." 

If  you  desire  only  a  local  trade,  push  the  preparation 
in  your  own  store.  Advertise  it  in  your  paper.  Induce 
other  druggists  in  the  county  about  you  to  carry  it,  and 
place  a  stock  with  the  home  jobbers.  Thus  you  can 
start  in  a  small  way  and  gradually  expand. 

If  you  have  big  ambitions,  get  in  touch  with  some 
advertising  houses  that  are  practiced  in  national  adver- 
tising. They  know  better  than  ourselves  how  to  pro- 
ceed. But  it  must  be  remembered  that  any  attempt  to 
give  your  preparation  wide  publicity  will  call  for  large 
expenditures.  It  requires  capital.  Plenty  of  fortunes 
have  been  sunk  in  the  exploitation  of  patent  medicines. 


Hand  Lotion  for  Farmers  and  Others. 

J.  P.  M. — The  formula  to  which  you  refer  is  probably 
that  which  appeared  on  page  80  of  our  book  entitled 
"350  Dollar  Ideas  for  Druggists."  This  is  the  formula 
of  a  good  antiseptic  skin  lotion  to  be  used  on  the 
chapped  and  cracked  hands  of  laborers,  farmers,  me- 
chanics, and  miners.  Their  hands  are  usually  so  callous 
that  the  ordinary  toilet  creams  do  not  soften  and  heal 
them.  The  following  formula  makes  an  excellent 
application  for  burns,  stings,  and  all  irritations  where  a 
cooling,  healing,  antiseptic  lotion  is  indicated.  It  is  also 
useful  as  an  after-shave. 

Boric  acid    2  drachms. 

Salicylic    acid     4  drachms. 

Zinc  sulphocarbolate    30  grains. 

Menthol     10  grains. 

Spirit  of  camphor 2  fluidounces. 

Glycerin    4  fluidounces. 

Spirit  lavender  compound ^  fluidounce. 

Bay  rum,  q.  s 10  fluidounces. 

This  preparation  may  be  put  up  under  any  appro- 
priate name  in  4-ounce  packages,  which  retail  at  25  cents. 
This  price  gives  the  retailer  a  good  profit  and  pleases 
the  consumer. 
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Artificial  Flavors, 

A.  C.  W.  wants  a  formula  for  two  artificial  flavors, 
strawberry  and  banana. 

Artificial  flavors  are  tabooed  by  the  Federal  law. 
Several  of  the  States  also  prohibit  their  use.  With  that 
understanding  we  print  the  following  formulas: 

STRAWBERRY. 

Glycerin     ^  parts. 

Nitric    ether     1  part. 

Ethyl    acetate    6  parts. 

Ethyl   f ormiate    I  part. 

Ethyl    butyrate    6  parts. 

Methyl  salicylate    1  part. 

Amyl    acetate    3  parts. 

Amyl  butyrate   2  parts. 

BANANA. 

(1)  Deodorized    alcohol 500  parts. 

Proof    spirits    200  parts. 

Pure    banana    juice 190  parts. 

Banana   ether    100  parts. 

Tincture  of  vanilla 10  parts. 

Color  with  tincture  of  curcuma. 

(2)  Acetate   of   amyl 1  ounce. 

Valerianate  of   ethyl 1  drachm. 

Diluted   alcohol    15  ounces. 

(3)  Amyl    acetate    4  drachms. 

Alcohol     10  ounces. 

Water,   enough  to   make 16  ounces. 

Some  add  butyric  ether,  which,  however,  is  of  questionable 
utility. 


the  way  from  a  quick-drying  paint  to  a  benzole  solution 
of  rubber.  To  the  rubber  solution  may  be  added  some 
white  pigment  such  as  lead  or  zinc  oxide. 


Tasteless  Preparation  of  Cod-liver  Oil  Compound. 

"Pharmaceutical"  asks  for  a  formula  for  a  tasteless 
preparation  of  cod-liver  oil  "extract"  containing  fluid- 
extract  of  wild  cherry,  extract  of  malt,  and  hypophos- 
phites  of  lime  and  soda,  manganese,  quinine,  and  strych- 
nine. We  suggest  the  following,  borrowed  from  the 
second  edition  of  the  Standard  Formulary : 

Morrhuol    (or  gaduol) 64    grains. 

Fluidextract  wild  cherry 2  fluidounces. 

Fluidextract  licorice    ...3  fluidounces. 

Glycerin    1  fluidounce. 

Simple  syrup   1  fluidounce. 

Extract  of  malt .6  fluidounces. 

Compound  syrup  of  hypophosphites 

with  iron  and  manganese 3  fluidounces. 

Fullers*  earth,  powdered,  q.  s 240  grains. 

Caramel    ' q.    s. 

Mix  the  morrhuol  with  the  glycerin,  and  triturate  with  the 
fullers*  earth.  Add  the  fluidextracts,  syrup,  and  malt,  shake,  let 
stand  for  a  day,  agitating  occasionally.  Filter,  and  to  the 
filtrate  add  the  syrup  of  hypophosphites  and  the  caramel. 

The  foregoing  will  possibly  answer  the  requirements 
if  the  U.  S.  P.  syrup  of  hypophosphites  compound  be 
employed.  It  may  precipitate  on  standing,  however, 
and  it  would  be  advisable  to  reduce  the  quantity  of 
syrup  of  hypophosphites  about  one-half. 


To  Prevent  Eye-glasses  from  Steaming. 

O.  B. — The  following  paste  has  been  used  for  this 
purpose : 

Potassium   oleate 2    ounces. 

Glycerin      1  ounce. 

Oil    of    turpentine 1  drachm. 

Soft  soap  may  be  used,  instead  of  the  potassium 
oleate,  though  the  results  are  not  as  satisfactory.  Melt 
the  oleate  and  glycerin  together  on  a  water-bath;  then 
add  the  turpentine.  Should  the  paste  be  too  thick,  it  may 
be  thinned  by  the  addition  of  more  glycerin. 


Restoring  Automobile  Tires. 

J.  R.  M.  writes:  "Will  you  please  publish  in  your 
next  issue  a  formula  for  a  paint  or  some  sort  of  a  coat- 
ing which  applied  to  automobile  tires  makes  them  look 
like  new?" 

The  preparations  used  for  renovating  tires  vary  all 


Cleaning  Wall-paper, 

O.  B. — Here  are  three  methods  of  cleaning  wall- 
paper.   They  have  appeared  before  in  the  Bulletin  : 

(1)  To  remove  all  stains  or  marks,  where  people  have  rested 
their  heads,  from  wall-pai>er8,  mix  pipeclay  with  water  to  the 
consistency  of  cream,  lay  it  on  the  spot,  and  allow  it  to  remain 
until  the  following  day,  when  it  may  be  easily  removed  with  a 
penknife  or  brush. 

(2)  If  not  very  dirty,  the  pai>er  of  ai)y  room  will  be  much 
improved  by  brushing  it  over  in  straight  lines  with  a  soft 
broom  covered  with  a  clean,  soft  cloth;  if,  however,  the  paper  be 
much  soiled,  very  stale  bread  is  the  beK  thing  to  clean  it  with. 

(3)  The  following  has  been  recommended:  Mix  together  1 
pound  each  of  rye  flour  and  white  flour  into  a  dough,  which  is 
partialy  cooked  and  the  crust  removed.  To  this  1  ounce  com- 
mon salt  and  ^  ounce  of  powdered  naphthaline  are  added,  and 
finally  1  ounce  of  corn-meal  and  H  ounce  of  burnt  umber.  The 
composition  is  formed  into  a  mass  of  the  proper  size  to  be 
8[rasped  in  the  hand,  and  in  use  should  be  drawn  in  one  direc- 
tion over  the  surface  to  be  cleaned. 


Fly  Powders. 

R.  C.  P. — ^We  do  not  know  the  composition  of  the 
proprietary  powder  which  you  mention,  but  the  follow- 
ing formulas  are  said  to  drive  away  flies: 

(1)  Powdered  long  pepper,  6  parts;  powdered  quassia.  5 
parts;  powdered  sugar,  10  parts;  alcohol,  68  per  cent,  4  parts. 
Mix  the  powders,  moisten  with  the  alcohol,  dry,  and  powder 
again.  Keep  well  stoppered.  For  use,  a  little  is  placed  in  a 
saucer  and  set  where  the  flies  are  most  abundant. 

(2)  Eucalyptol,  1  part;  powdered  orris  root,  4  parts;  powdered 
starch,  16  parts.     Dispense  in  sprinkler-top  tin  boxes. 

(3)  Eucalyptol,  5  parts;  chalk,  10  parts;  starch,  85  parts. 
Mix.  To  use,  cover  the  hands,  head,  and  other  exposed  parts. 
The  flies  will  not  come  near  them. 


Hot  Water  Removes  Mucilage. 

E.  O.  S.  is  in  trouble.  He  writes :  "Some  time  ago  I 
pasted  a  display  on  my  plate-glass  window  with  muci- 
lage. When  I  tried  to  remove  the  display  the  adhesive 
would  not  come  off.  Will  you  kindly  tell  me  what  will 
remove  it  without  injury  to  the  window?" 

Try  warm  water.  Mucilage  is  made  with  gum  and 
should  be  water  soluble.  You  might  add  a  little  am- 
monia water  or  sodium  carbonate  to  the  water  used  for 
cleansing.  

Dyeing  Shaving  Brushes. 

E.  D.  Co. — This  subject  is  rather  outside  of  our 
scope,  and  we  could  only  theorize  about  it  in  a  way 
which  wouldn't  serve  any  practical  use.  We  suggest 
that  you  address  your  inquiry  to  some  such  source  as  the 
Scientific  American,  which  is  published  in  New  York 
City.  

A  Book  Wanted. 

H.  R.  C. — "Food  and  Drug  Adulteration"  is  a  book 
written  by  Dr.  Harvey  W.  Wiley.  The  publishers  are 
P.  Blakiston's  Son  &  Co.,  1012  Walnut  Street,  Philadel- 
phia, and  the  price  is  $4.00  net. 


Journals  on  the  Wool  Industry. 

L.  C.  S. — Two  journals  devoted  to  the  wool  industr>- 
are :  "The  American  Sheep-Breeder  and  Wool-Grower," 
Chicago,  111.,  and  the  "Angora  Goat-Breeders*  Journal," 
Portland,  Oregon. 

E.  D.  Co. — We  are  unfortunately  not  able  to  give  you 
a  formula  for  the  proprietary  preparation  mentioned. 
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THE  MONTH'S  HISTORY 


OWNERSHIP 

OF  STORES  BY 

LAYMEN. 


A  paper  read  by  George  C. 
Diekman  before  the  New 
York  State  Pharmaceutical 
Association  deserves  more  than  passing  atten- 
tion. Dr.  Diekman  is  both  a  member  of  the 
faculty  of  the  New  York  College  of  Pharmacy 
and  a  member  of  the  State  Board  of  Phar- 
macy. In  the  latter  capacity  he  has  for  years 
been  brought  closely  in  contact  w^ith  the  oper- 
ation and  enforcement  of  the  pharmacy  law, 
and  in  this  particular  paper  he  declared  that 
the  act  had  one  serious  defect.  It  did  not 
preclude  the  ownership  of  a  pharmacy  by  an 
unlicensed  person,  firm  or  corporation,  pro- 
vided such  pharmacy  be  conducted  in  accord- 
ance with  the  provisions  of  the  act. 

This  loophole,  declared  Dr.  Diekman,  had 
been  taken  advantage  of  by  several  classes  of 
persons:  first,  by  those  who  wanted  to  invest 


capital  in  a  business  which  they  thought  very 
profitable;  secondly,  by  others  to  provide  a 
source  of  income  for  persons  attending  phar- 
macy schools;  thirdly,  by  still  others  from 
motives  of  spite  and  revenge;  and  fourthly,  by 
owners  of  buildings  or  their  agents  seeking  a 
tenant  for  a  vacant  store.  For  one  reason  and 
another,  therefore,  a  considerable  number  of 
stores  have  been  established  throughout  the 
State  which  are  not  under  the  ownership  and 
proper  supervision  of  registered  pharmacists, 
and  which  are  really  being  conducted  contrary 
to  the  plain  intent  of  the  law,  and  likewise 
contrary  to  the  public  welfare. 


IS  THERE 
A  REMEDY? 


Now  what  is  the  remedy? 
Professor  Diekman  declared 
frankly  that  he  did  not  know. 
He  rather  leaned,  however,  toward  the  Massa- 
chusetts law  which  actually  makes  it  a  punish- 
able offense  for  any  one  not  a  registered  phar- 
macist to  own  or  be  actively  engaged  in  the 
business  of  pharmacy,  except  that  the  widow, 
executor,  or  administrator  of  a  deceased  owner 
of  a  store  may  continue  the  business  under  the 
care  of  a  registered  pharmacist.  He  thinks  it. 
quite  likely  that  such  a  law  would  be  held  un- 
constitutional;  "but  surely,"  he  adds,  "whem 
a  practice  is  so  manifestly  wrong  in  principle 
as  the  one  under  discussion  is,  and  when  it  is 
at  the  same  time  manifestly  detrimental  to  the 
best  public  policy  and  interest,  there  must  be 
found  some  remedy  which  will  make  it  impos- 
sible that  such  conditions  any  longer  exist." 

For  ourselves,  we  are  afraid  that  such  a  law 
surely  would,  if  ever  submitted  to  the  test  of 
court  interpretation,  be  declared  contrary  to 
the  fundamental  constitution.  Our  under- 
standing is  that  you  cannot  limit  the  owner- 
ship of  property  by  law.  If  a  man  wants  to 
invest  in  a  drug  store  he  has  quite  as  much 
right  to  do  it  as  he  has  to  invest  in  railroad 
stocks  or  government  bonds.  The  law  can 
declare  that  a  given  type  of  business  must  be 
actually  conducted  by  such  and  such  persons, 
but  it  cannot  very  well  have  anything  to  say 
about   the   question   of   ownership.      This    is 
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sometimes  unfortunate,  and  it  may  be  regret- 
ful under  the  present  conditions  in  New  York 
State,  but  we  do  not  see  how  it  can  be  avoided. 


PATENT  ^   select   committee   of   the 

MEDICINES  IN  House  of  Commons  on  pat- 
ENGLAND.  ^^^  medicincs  has  been  hold- 
ing sessions  for  some  time  past  in  London. 
The  purpose  of  the  committee  is  to  make  a 
thorough  investigation  in  reference  to  the  law 
with  resrard  to  the  sale  and  advertisement  of 
patent  medicines  in  the  United  Kingdom,  and 
to  make  suggestions  and  recommendations — if 
deemed  advisable  to  do  so — with  regard  to 
changes  that  should  be  made. 

In  the  course  of  the  inquiry  it  was  shown 
that  even  three  years  ago  no  fewer  than  41,- 
757,535  patent-medicine  stamps  were  sold  in 
the  United  Kingdom.  This  was  practically 
equivalent  to  one  package  of  patent  medicine 
for  every  man,  woman,  and  child  in  the  coun- 
try. The  gross  receipts  from  the  sale  of  the 
stamps  was  £355,000  ($1,727,608).  The  re- 
ceipts for  the  year  ending  March  25,  1912, 
was  £»327,856  ($1,695,610).  It  was  estimated 
by  one  of  the  witnesses  before  the  committee 
that  the  amount  of  money  spent  on  proprietary 
medicines  in  Great  Britain  in  the  year  1908 
was  £2,500,000  ($12,166,250),  which  repre- 
sented a  sum  sufficient  to  maintain  40,000  hos- 
pital or  sanatorium  beds. 

Some  time  ago  the  British  Medical  Associa- 
tion suggested  that  when  medicines  are  sup- 
plied otherwise  than  upon  a  riiedical,  dental, 
or  veterinary  prescription  the  name  and  quan- 
tities of  each  of  the  constituents  of  such  medi- 
cine should  be  plainly  printed  on  the  package, 
so  that  the  label  should  constitute  a  guaranty 
of  the  contents  of  the  package,  and  anv  false 
description,  whether  on  the  label  or  in  any 
advertisement,  should  constitute  an  offense, 
and  that  the  food  and  drugs  act  should  be 
made  to  apply  to  proprietary  medicines. 

The  committee  is  still  hearing  evidence,  and 
its  report  will  not  be  made  public  for  some 
little  time.  Its  recommendations  are  awaited 
with  great  interest,  because  of  the  very  large 
use  in  the  United  Kingdom  of  patent  medi- 
cines. In  answer  to  a  question  put  by  the 
chairman  of  the  committee,  the  solicitor  to  the 
customs  and  excise  department  stated  that 
there  was  nothing,  in  his  opinion,  in  the  law 
as  it  now  stands  to  prevent  any  person  making 
up  any  sort  of  mixture  containing  anything 


except  obvious  poison,  from  advertising  it  as  a 
cure  for  any  disease,  and  selling  it  to  the  pub- 
lic on  payment  of  the  stamp  duty.  He  added 
that  probably  the  authorities  could  prosecute 
if  absolute  fraud  were  established,  but  that  it 
would  be  exceedingly  difficult,  in  his  judgment, 
to  obtain  evidence  that  would  insure  a  success- 
ful prosecution. 


THE  CANADIAN 
ASSOCIATION. 


The  Canadian  Pharmaceuti- 
cal Association  held  its  fifth 
annual  meeting  not  long  ago 
in  Vancouver.  Inasmuch  as  this  is  a  purely 
delegate  body,  it  would  seem  that  the  attend- 
ance of  160,  including  the  ladies,  was  quite 
gratifying.  J.  H.  H.  Jury  of  Bowmanville, 
Ontario,  was  elected  president,  and  G.  E.  Gib- 
bard  of  Toronto  was  reelected  secretary-treas- 
urer. A  number  of  important  questions  were 
discussed,  and  among  other  things  it  was  rec- 
ornmended  that  an  advertising  campaign  be 
conducted  to  promote  the  wider  use  of  the 
Canadian  Formulary,  and  that  an  appropria- 
tion be  made  for  this  purpose.  The  report  of 
the  special  committee  appointed  to  consider 
the  advisability  of  undertaking  the  cooperative 
manufacture  of  a  line  of  domestic  remedies 
and  toilet  articles,  finally  recommended  a 
scheme  for  adoption  which  carried  no  financial 
responsibility. 

The  latter  step  may  possibly  have  been  sug- 
gested as  the  result  of  the  controversy  between 
the  Association  and  the  National  Drug  and 
Chemical  Company,  Limited,  manufacturers  of 
the  Na-Dru-Co  line  of  products.  It  would  ap- 
pear that  for  a  year  or  two  the  Association 
has  been  vigorously  protesting  against  the  ac- 
tion of  the  Na-Dru-Co  people  in  furnishing 
supplies  to  general  dealers  as  well  as  druggists. 
After  the  subject  had  been  vigorously  dis- 
cussed at  the  Vancouver  meeting,  and  after  a 
defense  had  been  read  from  the  comnany,  a 
resolution  was  finally  passed  "requesting  the 
management  of  the  company  to  refuse  to  sell 
Na-Dru-Co  preparations  to  any  dealer  except 
a  registered  druggist  in  places  where  registered 
druggists  are  located."  The  resolution  went 
on  to  declare  that  no  line  of  goods  not  adopt- 
ing this  principle  could  be  indorsed  by  the 
Association,  and  retail  phannacists  throughout 
the  Dominion  were  urged  to  support  the  Asso- 
ciation in  this  attitude. 

A  paper  on  price  regulation  by  Mr.  Watters 
of  Ottawa  attracted  a  good  deal  of  attention. 
Mr.  Watters  declared  that  the  association  stood 
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for  jobbing  prices  on  the  $2.00,  $4.00  and 
$8.00  basis,  and  that  products  not  marketed  in 
accordance  with  these  figures  should  be  dis- 
countenanced by  druggists  generally.  Another 
form  of  price  regulation  came  up  when  it  was 
urged  that  the  schedule  of  prices  for  general 
articles  adopted  at  the  Halifax  meeting  should 
be  kept  in  mind  by  druggists  throughout  the 
country  and  should  be  lived  up  to  by  everybody 
concerned.  It  was  declared  under  this  head 
that  whereas  jobbing  prices  had  advanced  on 
many  things,  retailers  were  still  selling  their 
supplies  at  the  same  old  figures. 

4c        4c        4c 

At  last,  after  many  years  of 

rAKCBLS  POST  ....  j   j         -^     xu 

AT  LAST  I  agitation,  and  despite  the  op- 

position of  the  N.  A.  R.  D. 
and  many  other  retail  organizations,  a  parcels 
post  law  has  been  enacted  by  Congress.  The 
measure,  however,  is  not  so  objectionable  to 
retailers  as  some  of  the  earlier  bills  were,  and 
the  N.  A.  R.  D.,  for  instance,  professes  to  be 
quite  pleased  with  it.  In  any  event  parcels 
post  legislation  was  bound  to  come,  and  it 
could  not  be  prevented. 

The  new  law,  instead  of  providing  for  the 
flat  postal  rate  to  which  we  are  accustomed 
with  smaller  packages,  will  provide  for  charges 
based  on  the  length  of  haul.  This  is  what  is 
called  the  "zone"  idea.  Above  four  ounces 
rates  will  be  paid  by  the  pound  or  fraction,  and 
they  will  vary  with  the  distance  as  follows : 

Each 
First      Additional 
Pound.      Pound. 

Rural  route  and  city  delivery 05  .01 

50  mile  zone 05  .03 

150  mile  zone 06  .04 

300  mile  zone 07  .05 

600  mile  zone 08  .06 

1000  mile  zone 09  .07 

1400  mile  zone 10  .09 

1800  mile  zone 11  .10 

Over  1800  miles 12  .12 

Accorduig  to  this  system,  mail-order  houses 
located  in  a  distant  city  will  not  be  able  to  de- 
liver goods  by  mail  as  cheaply  as  the  druggist 
or  other  retailer  who  is  located  a  few  miles 
away  from  the  customer.  This  gives  mer- 
chants in  the  smaller  towns  throughout  the 
country,  who  have  always  felt  mail-order  com- 
petition acutely,  an  opportunity  to  build  up  a 
mail-order  trade  themselves  with  the  farmers 
and  others  on  the  rural  routes  in  their  vicinity. 
It  is  much  to  be  feared  that  if  dealers  do  not 
seize  upon  this  opportunity  during  the  early 
years  of  the  operation  of  the  law,  they  will 


awake  later  on  to  find  that  others  have  taken 
the  business  away  from  them. 

According  to  the  law  practically  all  kinds 
of  merchandise  can  now  be  mailed,  including 
even  products  of  the  farm  and  garden,  and 
the  outside  limit  of  weight  is  seven  pounds 
and  the  maximum  combined  length  and  girth 
is  72  inches.  Postage  on  all  such  packages 
shall  be  prepaid  in  the  customary  manner  by 
affixing  stamps  especially  printed  for  parcels. 
The  Post-office  Department  at  Washington  has 
a  lot  of  work  to  do  in  order  to  get  ready  for 
the  transportation  of  parcels,  but  it  is  an- 
nounced that  the  law  will  be  in  full  operation 
by  the  first  of  January. 


The  International  Congress 
iNTEiNATioNAL  of  Applied  Chemistry  is  a  re- 
CHBMiSTS.  markable  organization.  This 
year's  meeting  was  held  in  the  United  States, 
and  it  was  the  first  time  that  the  Congress  had 
visited  our  shores.  The  sessions  began  in  the 
city  of  Washington  and  ended  in  the  city  of 
New  York.  The  work  of  the  Congress  is 
divided  up  into  a  bewildering  number  of  sec-  * 
tions,  and  the  scope  and  variety  of  its  activities 
are  indicated  when  the  statement  is  made  that 
this  year  no  fewei:  than  735  papers  were  read 
among  twenty-four  diflferent  sections.  Another 
surprising  fact  is  that  while  the  total  memberr 
ship  of  the  organization  comprises  about  4500 
people,  as  many  as  2173  were  present  at  the 
meeting.  Among  the  visitors  were  men  of  in- 
ternational prominence  from  countries  all  over 
the  globe. 

One  of  the  sections  of  the  Congress  is  de- 
voted to  pharmaceutical  chemistry,  and  before 
this  were  read  a  number  of  papers  on  assay 
methods,  plant  chemistry,  coloring  substances, 
and  the  like.  Among  those  from  abroad  who 
were  interested  in  this  section  was  John  C. 
Umney,  the  president-elect  of  the  British  Phar- 
maceutical Conference. 

Following  the  final  adjournment  in  New 
York  City,  many  of  the  members  went  on  a 
tour  of  inspection  throughout  the  country,  vis- 
iting the  leading  industries  in  most  of  the 
prominent  cities.  A  large  party  arrived  in 
Detroit  the  20th  of  last  month,  and  a  busy  day 
was  spent  here.  Automobiles  were  furnished 
by  individual  members  in  the  drug  and  chem- 
ical trade,  and  the  visitors  were  driven  rapidly 
from  one  plant  to  another  throughout  the  day. 
Along   in    the   middle    of    the   afternoon    th<^ 
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establishment  of  Parke,  Davis  &  Company  was 
reached,  and  here,  after  a  trip  of  inspection 
had  been  made,  a  dinner  was  tendered  by  the 
house  to  its  guests.  Subsequently  a  chartered 
boat  took  the  party  up  around  Belle  Isle,  into 
Lake  St.  Clair,  and  finally  landed  the  chem- 
ists at  the  railroad  depot,  whence  they  depart- 
ed for  the  next  city  on  their  route. 


A  UNIOUB 
DINNBI. 


We  have  been  at  some 
unique  dinners  ourselves,  but 
we  have  just  been  reading 
about  one  which  certainly  deserves  the  laurel 
wreath.  It  was  tendered  in  San  Francisco  to 
President  R.  E.  Miller,  of  the  Owl  Drug  Co., 
upon  his  return  from  a  tour  of  Europe  and 
Egypt.  Here  is  a  description  borrowed  from 
the  Pacific  Drug  Reviezv: 

The  fun  began  the  moment  the  guests  took  their 
seats  at  the  table  and  suddenly  discovered  that  the 
chairs  were  all  of  the  collapsible  variety.  Then,  when 
all  were  seated  again,  this  time  more  firmly,  the  cen- 
ter of  the  table  opened  mysteriously  and  a  dainty  miss 
appeared  from  the  depths  of  Nowhere  and  welcomed 
Mr.  Miller  in  behalf  of  his  hosts.  The  table  had  been 
electrified  so  that  it  was  impossible  for  one  of  the 
diners  to  pick  up  a  knife  or  fork  without  receiving  a 
mild  shock.  And  suddenly  darkness  descended  over  all, 
thunders  crashed,  the  lightning  flashed,  and  in  the 
midst  of  a  driving  snowstorm,  of  confetti  fantastic 
goblins  played  pranks  through  the  banquet  hall.  The 
.wines  were  served  in  medicine  bottles,  and  the  cigars 
and  matches  were  loaded  with  surprises,  while  even  the 
loaves  of  bread  when  cut  were  found  to  be  filled  with 
wierd  animals  made  from  rubber. 

This  certainly  was  some  dinner !  We  do  not 
see,  however,  why  the  diners  waited  to  get 
shocked  until  they  picked  up  their  knives  and 
forks.  The  time  to  do  that  was  when  the 
"dainty  miss"  appeared. 


The  drug  clerks  in  New  York 

^  ^nvSkIn?"      ^^^y    sttm    to    be    worried. 

They  have  an  organization 
there  known  as  the  National  Pharmaceutical 
Society,  and  a  meeting  was  called  recently  "to 
formulate  a  plan  to  fight  the  threatened  inva- 
sion of  clerks  from  Massachusetts  and  other 
States  in  New  England."  It  would  appear 
that  "  a  certain  lobbyist,"  whoever  he  is,  has 
become  active  in  the  interests  of  a  bill  to  estab- 
lish interstate  reciprocity  of  licenses  between 
New  York  State  and  Massachusetts.  Inas- 
much as  Massachusetts  reciprocates  with  all  of 
the  other  New  England  States,  the  N.  P.  S. 
feared  that  this  would  open  up  the  fences  all 


along  the  line.  New  York,  you  know,  is  one 
of  the  States  which  has  the  graduation  pre- 
requisite. A  man  may  not  become  a  regis- 
tered pharmacist,  and  entitled  to  be  the  pro- 
prietor of  a  store,  until  he  has  been  graduated 
from  a  reputable  and  recognized  school  of 
pharmacy.  None  of  the  New  England  States 
except  Rhode  Island  has  a  similar  law,  and 
the  clerks  therefore  feel  that  if  reciprocity 
were  established  between  New  York  and  Mass- 
achusetts, the  New  York  clerks  would  be  sub- 
jected to  unfair  competition.  We  read  that 
"the  meeting  concluded  after  five  hours  of 
speech-making  and  debate,"  but  we  do  not 
know  just  what  was  done  to  avert  the  threat- 
ened inundation. 

♦        ♦        4e 

Henry  Riechel,  president  of 

suooBSTHiN.  ^^  newly  consolidated  Mich- 
igan State  Pharmaceutical 
Association,  has  sent  out  an  urgent  appeal  to 
members  to  see  to  it  that  proper  candidates 
for  the  State  legislature  are  first  nominated  at 
the  primaries  and  subsequently  elected.  Mr. 
Riechel  declares  that  at  least  two  bills  are 
scheduled  to  come  up  this  winter  in  Lansing 
which  will  prove  very  embarrassing  to  retail 
druggists.  One  is  a  measure  which  would 
compel  druggists  in  "wet"  counties  to  restrict 
their  sales  of  liquor  to  physicians'  prescrip- 
tions, as  has  been  the  case  for  some  years  in 
"dry"  counties.  The  other  is  a  measure,  said 
to  be  backed  up  by  the  saloon  interests,  which 
would  impose  a  liquor  tax  upon  druggists  of 
$500.  Mr.  Riechel  wants  to  see  to  it  that  a 
legislature  is  elected  which  will  be  hostile  to 
both  propositions,  and  he  urges  druggists 
throughout  the  State  to  interview  candidates, 
find  out  where  they  stand,  and  vote  for  the 
right  men.  It  is  quite  evident  that  the  new 
organization  in  this  State,  resulting  from  the 
two  preexisting  bodies,  is  going  to  interest  it- 
self very  actively  in  legislative  matters. 


Somebody  introduced  a  reso- 
AOAiN  I  lution  at  the  Denver  meeting 

of  the  A.  Ph.  A.  suggesting 
legislation  to  insure  legible  hand-writing  in 
prescriptions.  This  "reform"  bobs  up  every 
little  while,  and  probably  always  will.  We 
sympathize  with  druggists.  We  have  been 
there  ourselves — and  we  know  what  the  condi- 
tions are.  But  all  the  same  the  idea  of  enact- 
ing any  definite  legislation  is  mere  bosh.     One 
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of  our  contemporaries,  in  discussing  the  Den- 
ver resolution,  argues  that  inasmuch  as  this  is 
the  day  of  the  typewriter  and  the  adding 
machine,  and  since  all  correspondence  and  even 
much  of  the  bookkeeping  are  done  with  these 
aids,  there  is  no  longer  any  excuse  for  the 
physician  using  the  pen  to  write  his  prescrip- 
tions. But  what  about  the  doctor  who,  at  the 
bedside  of  a  patient  at  two  o'clock  in  the 
morning,  wants  to  write  a  prescription  ?  Is  he 
going  to  do  it  in  the  good  old  way,  by  holding 
a  prescription  pad  on  his  knee,  and  using  a 
pencil  or  fountain  pen,  or  is  he  going  to  take 
a  portable  typewriter  along  with  him  in  his 
left  hand  wherever  he  goes? 


THE  OOTH 


The  fiftieth  drug  store  in  the 
lioobtt'otou.     Liggett  group  has   recently 

been  established  in  New 
York  City  at  the  corner  of  Broadway  and 
Thirty-fourth  Street.  It  is  said  to  be  one  of 
the  finest  establishments  in  the  country.  At 
any  rate,  the  rental  amounts  to  $110,000  for 
the  first  year,  which  means  $20  a  square  foot. 
The  corner,  however,  is  the  busiest  in  the  city, 
and  apparently  justifies  this  enormous  figure. 
The  lease  will  run  for  twenty-one  years.  The 
store  has  thirteen  departments,  including  the 
soda  fountain,  and  there  are  nearly  three  score 
employees.  There  are  ten  dispensers  at  the 
soda  fountain  alone.  The  manager  is  H.  H. 
McKenzie,  who  has  had  a  good  deal  of  experi- 
ence as  manager  of  various  Liggett  and  Hall 
&  Lyon  stores  in  New  England.  The  Liggett 
stores  now  cover  such  leading  cities  as  Boston, 
Providence,  Worcester,  Cincinnati,  Detroit, 
Xew  York,  and  possibly  other  places. 


We  gather  from  the  Septem- 
ANOTHBi  lUMoi.  bcr  issue  of  the  Pharmaceu- 
tical Era  that  denial  has 
been  made  of  the  rumored  consolidation  of  a 
considerable  number  of  leading  wholesale  drug 
houses  in  the  Central  States.  The  original  re- 
port apparently  was,  according  to  the  Era, 
that  these  houses  were  to  continue  to  act 
somewhat  independently  in  the  conduct  of 
their  jobbing  transactions,  but  were  to  unite 
in  the  establishment  of  a  laboratory  chiefly  for 
the  manufacture  of  a  line  of  non-secrets  like 
those  bearing  the  A.  D.  S.  and  the  Rexall 
labels.  If  there  is  anything  to  these  reports, 
it  will  come  out  in  time,  and  meanwhile  we 
shall  try  to  wait  patiently  in  order  to  learn 
what  is  what. 


The  Coca-Cola  Company  has 

VBisusTBB a!!d. s.  brought     suit     against     the 

American  Druggists'  Syndi- 
cate in  an  endeavor  to  restrain  the  latter  from 
continuing  its  practice  of  making  and  selling  a 
specialty  known  as  "Extract  of  Coca  and 
Kola."  The  Coca-Cola  people  declare  that  its 
trade-mark  rights  have  been  violated,  and  that 
unfair  competition  has  resulted.  They  declare, 
further,  that  several  members  of  the  A.  D.  S. 
have  substituted  the  A.  D.  S.  product  when 
Coca-Cola  has  been  called  for.  Accordingly 
these  druggists  are  made  codefendants  with 
the  A.  D.  S.  in  the  suit  brought  to  secure  an 
injunction.  To  these  several  allegations  the 
A.  D.  S.  enters  a  general  denial,  and  a  pro-' 
longed  litigation  is  expected  to  follow. 


TBE  NEW 

WOMAN'S 

PRESIDENT. 


The  new  president  of  the 
Woman's  Organization  of 
the  N.  A.  R.  D,  as  we  re- 
ported last  month,  is  Mrs.  Jessie  F.  Water- 
house,  of  Newton  Highlands,  Mass.  Mrs. 
Waterhouse,  we  believe,  is  president  of  the 
Boston  Chapter  of  the  W.  O.  N.  A.  R.  D.  In 
club  work  and  in  speaking  she  has  evidently 
had  a  good  deal  of  experience.  She  has  been 
a  member  of  a  literary  club  for  upwards  of 
ten  years,  and  is  actively  interested  in  the 
work  of  St.  Paul's  Episcopal  Church  in  her 
home  town.  Prior  to  her  marriage  she  was  a 
successful  elocutionist.  Mr.  and  Mrs.  Water- 
house  live  at  1083  Walnut  Hills  in  Newton 
Highlands. 


COMMITTED 
SUICIDE. 


We  said  something  last 
month  about  the  action  of  H. 
A.  Metz  &  Co.  and  Victor 
Koechl  &  Co.,  both  of  New  York  City,  in 
prosecuting  druggists  for  the  sale  of  aristol, 
salvarsan,  pyramidon,  and  other  products 
which  were  contraband  in  nature,  and  which 
had  not  been  secured  from  the  owners  of  the 
patents  and  trade-marks.  Since  then  we  have 
seen  that  David  M.  Schurr,  of  Brooklyn,  who 
was  supposed  to  be  the  source  of  supply  for 
most  of  the  peddlers  of  these  goods  in  the 
East,  committed  suicide  on  the  evening  of  his 
arrest.  Other  dealers  preferred  to  stay  on 
earth  and  defend  themselves.  The  cases  are 
still  pending  in  the  courts. 


402 


BULLETIN  OF  PHARMACY 


"LET  GEORGE  DO  IT!" 

The  editor  of  the  Midland  Druggist  has  re- 
cently gotten  rather  tired  of  well  doing — we 
all  weary  at  times.  He  and  his  journal  for 
years  have  stood  for  the  best  things  in  phar- 
macy in  Ohio  and  some  of  the  adjoining 
States,  and  much  excellent  work  has  been  done 
in  legislative  and  other  directions.  The  efforts 
of  the  journal  itself,  too,  have  been  sup- 
plemented by  personal  work  of  a  vigorous  sort. 

But  now,  after  years  of  unselfish  and  aggres- 
sive leadership,  and  after  an  equal  number  of 
years  of  scant  and  even  critical  support  from 
the  rank  and  file,  the  editor  is  indulging  him- 
self in  a  few  minutes  of  pessimism.  He  is  in- 
dignant over  the  apathy,  the  indifference,  and 
even  the  carping  opposition  of  those  whose  as- 
sistance he  has  had  every  right  to  expect.  He 
gives  a  few  instances  to  prove  his  point.  Here 
is  one : 

Some  years  ago,  to  help  out  a  few  reformers  in  a 
neighboring  State  where  taxes  and  the  oppression  of 
unjust  laws  were  gradually  crushing  the  life  out  of  the 
drug  business,  this  office  on  its  own  account  and  at 
considerable  expense,  sent  a  letter  to  each  and  every 
druggist  in  that  State,  telling  them  of  the  movements  on 
foot  in  their  behalf  and  asking  for  their  help  in  organ- 
izing the  State.  They  were  then  paying  State  and  local 
taxes  for  the  privilege  of  doing  business.  By  organized 
work  they  could  repeal  the  law  and  save  each  one  at 
least  $50  a  year.  We  did  not  ask  them  for  any  money, 
but  we  got  two  replies  from  the  entire  State. 

Here  is  another  specimen  experience : 

An  officer  of  the  State  Auxiliary  who  was  laboring 
at  the  Capitol  building  like  a  slave  to  prevent  the  enact- 
ment of  some  freak  legislation,  sent  a  letter  to  the  trade 
explaining  the  difficulties  he,  as  chairman  of  the  legis- 
lative committee,  was  having,  and  advised  that  if  this 
bill  was  defeated,  they  would  have  to  come  across  with 
the  necessary  money.  An  assessment  of  $2  was  asked 
from  each  member.  He  got  $2  from  the  whole  State, 
and  was  afterwards  asked  what  he  did  with  the  money 
contributed  for  legislative  purposes!  //  that  bill  had 
passed  it  would  have  cost  every  druggist  in  the  State 
about  $^00  a  year  in  additional  store  expenses.  Was 
that  apathy  or  plain  stupidity?  Although  the  bill  was 
defeated  it  was  not  due  to  any  assistance  the  committee 
received  from  the  trade. 

Pity  'tis,  'tis  true.  It  is  the  unfortunate  ex- 
perience of  all  those  who  strive  to  work  for 
their  fellows  that  they  must  largely  work 
alone.     If  they  count  on  cooperation  they  are 


likely  to  be  cruelly  disappointed.  The  very 
men  who  are  chiefly  to  be  benefited,  and  who 
theoretically  should  work  the  hardest  to  de- 
fend themselves  and  their  fellows,  are  at  the 
same  time  the  very  men  who  do  nothing  at  all 
but  kick.  Afterwards,  if  their  defense  has 
been  successfully  accomplished,  they  are  en- 
tirely willing  to  reap  all  the  advantages  with- 
out expressing  even  a  thank  you.  If,  on  the 
other  hand,  failure  has  resulted,  they  are  quick 
to  come  forth  with  their  protests,  complain  bit- 
terly of  the  incompetency  of  their  leaders,  and 
indulge  in  more  or  less  open  accusations  of  in- 
difference, incompetence,  or  even  graft. 

This  seems  to  be  human  nature — and  human 
nature  is  often  weak  and  erring.  No  disposi- 
tion is  more  universal  than  the  one  expressed 
in  the  popular  phrase  of  the  day,  "Let  George 
do  it!"  How  often  have  we  seen  the  work  of 
an  association  or  a  club  absolutely  neglected 
by  the  great  majority  of  its  members,  and 
then,  when  a  few  willing  men  rushed  in  to  do 
what  had  to  be  done,  they  received  nothing  but 
intimations  that  *'this  organization  is  run  by  a 
clique  and  there  is  no  use  of  our  trying  to  do 
or  say  anything!"  This  practically  is  an  epi- 
tome of  the  facts  in  every  last  organization  in 
the  United  States.  It  is  true  of  political  or- 
ganizations, and  it  furnishes  the  reason  for  the 
political  boss.  Others  simply  won't  do  the 
work ;  somebody  has  to  do  it,  and  that  some- 
bodv  becomes  a  "boss"  which  it  is  now  the 
fashion  to  deride.  But  there  wouldn't  be  any 
bosses  if  people  themselves  would  do  their 
duty — there  wouldn't  be  any  room  or  niecessity 
for  bosses.  The  people  themselves  would  be 
the  bosses.  "Shall  the  people  rule"  is  a  ques- 
tion which  will  be  answered  the  very  minute 
the  people  want  to  rule — and  not  before. 

Oh,  well,  this  is  a  pretty  big  question  and 
we  are  wading  out  in  the  open  sea.  Anyway 
we  sympathize  with  our  friend  the  Midland 
Druggist.  He  certainly  has  had  his  troubles — 
but  then  we  all  have  them.  Cheer  up !  Things 
will  be  better  in  the  by  and  by. 


REFERENDUM  VOTES  ON  THE  GRADUA- 
TION PREREQUISITE. 

Again  and  again  we  have  declared  our  con- 
viction that  the  graduation  prerequisite  in 
pharmacy  can  only  be  realized  in  the  different 
States  as  fast  as  general  pharmaceutical  senti- 
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ment  in  favor  of  it  is  developed — and  no 
faster.  Soon  after  New  York  and  Pennsyl- 
vania led  the  way  by  establishing  the  gradua- 
tion requirement,  the  movement  was  taken  up 
in  eight  or  ten  other  States.  So  far,  however, 
only  in  Rhode  Island  has  a  law  actually  been 
enacted,  although  in  the  State  of  Washington 
the  Board  of  Pharmacy  has  established  the 
graduation  prerequisite  on  its  own  initiative. 
Why  have  the  bills  in  the  other  States  failed 
of  passage  in  the  legislatures  ?  Simply  because 
pharmacists  were  divided  among  themselves — 
because  the  sentiment  in  favor  of  such  legisla- 
tion was  not  sufficiently  strong  and  unanimous. 
For  this  reason  it  is  exceedingly  interesting 
and  important  to  note  that  popular  votes  have 
recently  been  taken  in  at  least  three  States — 
Michigan,  Illinois,  Minnesota.  The  purpose 
was  of  course  to  discover  what  the  general 
opinion  was  on  such  legislation.  The  Mich- 
igan vote  was  taken  last  year  and  was  recorded 
in  the  Bulletin  at  the  time.  Unfortunately 
the  voting  papers  were  sent  out  in  the  annual 
reports  of  the  State  Board  of  Pharmacy,  and 
apparently  many  druggists  failed  to  find  or  see 
them.  As  a  consequence  only  261  druggists 
voted,  but  it  is  a  fact  of  possibly  considerable 
significance  that  200  expressed  themselves  in 
favor  of  prerequisite  legislation,  whereas  only 
61  voted  against  it. 

This  year  similar  votes  have  been  taken  in 
Illinois  and  Minnesota.    In  Illinois,  as  we  re- 
ported some  time  ago,  the  results  were  965  in 
the  affirmative  and  247  in  the  negative.    This 
represented  so  large  a  majority  sentiment  that 
at  the  annual  meeting  of  the  State  association 
later  on  it  was  unanimously  decided  to  give 
formal  approval  to  the  prerequisite  idea,  and 
to  seek  an  amendment  to  the  pharmacy  act  at 
the  next  session  of  the  legislature.     In  Minne- 
sota a  post-card  vote  showed  80  per  cent  of 
the   voters   in   favor  of  the  graduation  pre- 
•  requisite,  and  subsequently  at  the  State  meet- 
ing another  vote  was  taken.      This  resulted 
similarly  in  a  majority  in  favor  of  progress, 
although  the  majority  was  not  so  pronounced. 
Thus  in  these  three  States  the  prerequisite 
idea,    in    accordance    with    modern    political 
methods,    has    been    subjected    to    a   popular 
vote.     Druggists  have  had  a  chance  to  say 
themselves  whether  they  wanted  such  legisla- 
tion or  not,  and  apparently  in  all  three  com- 
monwealths a  considerable  majority  have  ex- 


pressed themselves  in  favor  of  advancement. 
So  far  so  good.  For  unless  pharmaceutical 
sentiment  is  really  in  favor  of  prerequisite  leg- 
islation, and  w^ill  stand  behind  its  enactment 
first  and  its  enforcement  afterwards,  it  is 
worse  than  folly  to  attempt  it.  As  with  all 
other  evolutionary  movements,  a  sufficient 
period  of  agitation  and  education  must  pre- 
cede actual  achievement. 


BEGGING  THE  QUESTION. 

Now,  however,  an  interesting  situation 
arises.  In  Illinois,  at  least,  it  is  apparent  that 
those  who  are  against  the  prerequisite  mean  to 
keep  up  their  opposition.  Some  time  ago, 
shortly  after  we  had  chronicled  the  result  of 
the  Illinois  vote  in  the  Bulletin,  and  had  de- 
clared that  a  large  majority  were  in  favor  of 
the  graduation  requirement,  Wilhelm  Bode- 
mann  wrote  us  a  strong  letter  of  protest.  Mr. 
Bodemann,  as  everybody  knows,  is  an  open, 
direct,  and  avowed  enemy  of  the  prerequisite. 
He  will  have  none  of  it!  The  very  mention 
of  it  is  anathema  to  him!  What  was  Mr. 
Bodemann's  complaint  to  us?  Simply  this, 
that  the  referendum  vote  in  Illinois  was  not 
representative.  Out  of  5618  registered  phar- 
macists on  the  rolls  of  the  Board  of  Pharmacy, 
only  something  like  1200  expressed  themselves. 
"How,"  he  asked,  "do  you  figure  out  that  965 
is  a  majority  under  these  circumstances?" 

Well,  this  opens  up  a  pretty  big  question. 
Much  could  be  said  on  both  sides  of  it.  In 
Illinois,  if  there  really  are  5618  proprietors  of 
retail  stores,  only  a  little  over  20  per  cent  of 
them  registered  their  opinion  on  the  prerequi- 
site vote.  Where,  then,  do  the  other  80  per 
cent  stand?  One  might  argue  that  they  want 
the  prerequisite;  another  might  hold  that  they, 
do  not  want  it;  but  who  can  read  their  minds 
with  any  accuracy?  The  fairest  assumption 
is  that  the  1200  who  voted  closely  represent  the 
4000  or  more  who  did  not  vote,  and  that  the 
results  were  therefore  approximately  deter- 
minative and  accurate. 

This,  indeed,  is  the  assumption  made  in  all 
political  voting.  A  mayor,  a  governor  or  a 
president  is  always  elected  by  just  this  method. 
The  majority  of  those  who  actually  vote  do 
the  electing.  Those  who  do  not  vote  must  be 
ignored,  and  in  practice  they  are  ignored. 
Take  the  primaries  early  this  summer,  for  in- 
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stance,  in  the  bitter  Taft-Roosevelt  feud.  Mr. 
Roosevelt  nominally  carried  a  number  of  piv- 
otal States  like  Ohio,  Illinois  and  Pennsylva- 
nia, And  yet  the  actual  vote  in  these  States 
represented  only  from  15  to  30  per  cent  of  the 
total  number  of  registered  voters.  Some  peo- 
ple have  since  claimed  that  the  remaining  70 
or  80  per  cent  of  the  voters,  if  they  had  ex- 
pressed their  preferences,  might  have  told  an 
entirely  diflterent  story,  but  nevertheless  Roose- 
velt delegates  were  sent  to  Chicago. 

Now  we  have  no  purpose  of  expressing  any 
opinion  about  the  Taft-Roosevelt  situation,  or 
about  the  Chicago  convention.  That  is  entire- 
ly beside  the  question.  We  .simply  want  to 
show  that  in  the  Taft-Roosevelt  primaries,  as 
in  all  other  primaries  and  elections,  the  day 
■was  carried  by  the  majority  of  those  who  actu- 
ally registered  their  opinion.  The  "silent  vote" 
doesn't  count  and  can't  count.  On  this  assump- 
tion we  believe  that  the  graduation  prerequi- 
site has  fairly  carried  in  the  States  of  Michigan, 
Illinois  and  Minnesota,  and  that  any  attempt 
to  show  that  it  hasn't  is  simply  to  indulge  in 
specious  reasoning.  We  observe  that  the 
Western  Druggist,  in  its  systematic  campaign 
against  the  graduation  prerequisite,  has  argued 
likewise  that  the  vote  in  Illinois  indicated 
nothing,  because,  forsooth,  it  only  represented 
20  or  30  per  cent  of  the  possible  number  of 
voters.  To  us  this  seems  hke  merely  beting 
the  question. 


THE  HALL  OF  FAME 


John  W.  Daugherty,  attorney  and  manager 
of  the  Druggists'  Indemnity  Exchange  of  St. 
Louis,  died  very  suddenly  of  apoplexy  several 
weeks  ago  on  a  train  pulling  out  of  Indianap- 
olis. Just  before  that  he  had  attended  the 
Milwaukee  meeting  of  the  N.  A.  R.  D.,  and 
was  then  in  such  manifest  good  health  that  his 
subsequent  death  provoked  great  astonishment. 
It  appears  that  Mr,  Daugherty  had  only  re- 
cently been  married  to  the  Countess  DeBrie  of 
France,  and,  although  few  knew  it  at  the  time, 
was  really  on  his  honeymoon  in  Milwaukee. 
Mr.  Daugherty  was  a  man  of  ability,  and  he 
had  built  up  the   Druggists'  Indemnity  Ex- 


change to  a  point  where  it  enjoyed  a  large 
volume  of  business  and  the  confidence  of  the 
retail  drug  trade  of  the  country.  Fortunately 
he  is  succeeded  in  the  position  of  attorney  and 
manager  by  an  understudy  who  is  thoroughly 
familiar  with  the  Exchange — Mr.  H.  W.  Eddy. 
For  five  years  Mr.  Eddy  acted  in  the  capacity 
of  general  representative,  and  is  well  known  to 


JOHK  V.  DmOHSSTY. 

themembersof  the  N.  A.  R.  D.  and  the  numer- 
ous State  pharmaceutical  associations.  The 
business  will  therefore  go  on  as*  before,  and 
will  undoubtedly  continue  to  show  the  same 
growth  and  development  which  have  been 
manifested  from  the  first  in  the  history  of  the 
organization. 


RETURNING  FROM  DENVER. 
Following  the  Denver  meeting  of  the  Ameri- 
can Pharmaceutical  Association  in  August, 
quite  a  number  of  the  members  came  back  east 
through  Detroit,  lured  by  the  drug  manufac- 
turing interests  of  this  city.  Some  of  them 
paid  appreciated  calls  at  the  Bulletin 
office.  Among  them  was  Irving  P.  Gammon, 
of  Boston,  Mass.,  who  went  out  to  Denver  pri- 
marily to  attend  the  meeting  of  the  National 
Association  of  Boards  of  Pharmacy  as  the 
accredited  delegate  from  the  Massachusetts 
board.  Mr.  Gammon,  if  we  mistake  not,  is 
also  one  of  the  Board  of  Trustees  of  the 
Massachusetts  College  of  Pharmacy,  and  he  is 
a  man  of  influence  in  pharmaceutical  circles  in 
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Boston  and  throughout  the  State  of  Massachu- 
setts generally. 

Another  caller  was  Caswell  A.  Mayo,  the 
well-known  editor  of  the  American. Druggist. 
Mr,  Mayo  sat  down  in  the  Bulletin  sanctum 
and  entertained  us  for  two  hours  as  only  an 
accomplished  raconteur  could  possibly  do.  If 
there  is  any  man  in  American  pharmacy  who 
has  a  greater  fund  of  anecdotes,  and  who  can 
relate  them  with  more  grace  and  humor  than 
Mr.  Mayo,  we  have  not  yet  made  his  ac- 
quaintance. 


of  tlie  professional  type,  and  where  he  does 
much  analytical  and  chemical  work  for  the  pub- 


NOMINEES  FOR  THE  A.  PH.  A.  PRESIDENCY. 
Following  its  usual  custom,  the  American 
Pharmaceutical  Association,  at  the  Denver 
meeting  in  August,  nominated  three  candidates 
for  the  presidency  of  the  organization.    These 


Gbo.  M.  BEBiHasm. 

lie  and  also,  we  believe,  for  the  city  authorities. 
Mr.  Meissner  has  a  store  in  La  Porte,  so  that 


names  wilj  shortly  be  voted  upon  by  the  entire 
membership  through  the  medium  of  the  mails. 
The  candidates  are  Charles  M.  Ford  of  Den- 
ver. George  M.  Beringer  of  Camden,  N.  J., 
and  F.  W.  Meissner  of  La  Porte,  Indiana.  All 
three  are  men  well  known  to  the  pharmacists 
of  the  country,  and  particularly  to  those  who 
attend  the  annual  conventions  of  the  A.  Ph.  A. 
Mr.  Ford  has  been  a  retail  druggist  all  his  life 
up  to  a  year  or  two  ago,  when  he  sold  out  his 
store  and  became  drug  inspector  for  the  State 
of  Colorado.  Mr.  Beringer  is  a  retail  phar- 
macist in  Camden,  where  lie  conducts  a  store 


F.  W.  Hbisbkbi. 

all  three  candidates  this  year  may  practically 
be  considered  retailers. 


George  C.  Frolich,  one  of  the  traveling  rep- 
resentatives of  Parke,  Davis  &  Co.,  was  elected 
president  of  the  Traveling  Men's  Auxiliary  of 
the  Massachusetts  State  Pharmaceutical  Asso- 
ciation at  the  meeting  in  Swampscott  a  month 
or  two  ago.  Mr.  Frolich  is  a  man  of  versa- 
tility. At  this  same  meeting,  for  instance,  he 
won  the  first  prize  in  a  contest  over  the  iden- 
tity of  crude  drugs  and  chemicals. 
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A  eiovd  ot  delcvatei  on  tbe  Aaditoiiom  iten,  moat  ol  tliem 
from  Peniujinuil*.  with  WlllUm  E.  Lee  tn  the  (arecroand  mt 
the  left  ol  the  plctnn. 


Borne  of  the  local  MQmiDkee  baitlen,  Indndlnr  M< 
Oreenwood.  Bcbmldt,  Jonas,  EckHtein.  Wilson,  and  ^~ 
Mr.  Bokslein  is  the  third  ceutlemau  Itom  the  rlsht. 


A  (Tonp  of  Detroltera— Charlee  F.  Uum.  Qnmt  W.  Steven*. 
■od  James  W.  Seeler.  This  wM  taken  an  the  iteamai  trip 
PrUar  alternoon. 


Amonc  thCM  men  are  Chailca  H.  Hntm.  ohalnnau  ot  the  Ei- 
catlve  Oomtolttee.  B.  B.  Qollfotd.  eXi^realdent,  and  J.  Arthni 
lean,  a  member  of  the  Exeontln  Oommlttee. 


Itlas  Ocrtnide  Haon.  danchter  olfharlea 
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A.   B.  Robertaon,  lAiulnc.  Hktu.  Be-  Hbitj'  B.  Fox,  Oarlord.  Hlch..  Doml-  ArobJe  M.  Held.  Detroit,  MltOi..  nontl- 

pnbllun  Bomlnes  for  rapivacntatlTe  In         nee  on  tbe  Bepnbllmn  ticket  for  ooontj         nee  lor  dtr  Aldemuui  tn  the  Pllteentb 
the  8t»te  leridatun.  treanrer.  WMd. 


Robert  Honun,  UnadlUk.  N.  T.,  Pio-  K.  M.  Qrar.  Statsrille.  K.  C  Qomt-  Dr-  R-  O-  Droece,  ClnelSDd.  O' 

grealve  nominee  for  member  of  MHDibl]'  nated  tor  conntjeiuwrlntendentot  Public  bureoeiTed  tbe  nomlmttlim  for 

In  tbe  State  leciilatDie.  Initmctlon.  ol  the  oountj. 


DratflsU  Up  tar  BUcllaa  to  Fnbllc  Office  la  Navmmhmt, 
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How  the  Druggist's  Sundries  Are  Made. 

SIXTH  PAPER:  GATHERING  CRUDE  RUBBER. 

The  InterestlDc  Story  of  How  It  Is  Collected  and  Shipped  on  the  Tributaries  of  the  Amazon  In 

the  Jungles  of  South  America— The  Natives  Call  it  *'  Black  Gold," 

so  Valuable  Is  It. 

By  ALEXANDER  P.  ROGERS.* 


Upon  a  trip  last  summer  up  the  Amazon 
River  to  the  source  of  one  of  its  great  tribu- 
taries, I  had  an  opportunity  to  witness  the 
various  processes  by  which  the  enormous  rub- 
ber crop  is  gathered  in  the  jungles  of  tropical 
South  America,  and  shipped  to  the  markets  of 
the  world.     From  the  first  step  to  the  last  the 


A  pU«  ot  iMilU  ot  erode  nibbrr  on  the  bubi  ot  the  Madeira  RlTer 
in  Uke  ite»tt  at  Booth  America.  Tbe  native*  call  ihU  "  black  Bold." 
and  no  wonder— ^Dr  a  elnsle  ball  welsbin^  76  pound*  ta  worth  iieaftj 
B  hmidrcd  dollan  t 

industry  of  producing  and  handling  the  crude 
rubber,  or  "black  gold,"  as  the  natives  call  it. 
is  an  intensely  interesting  occupation.  We 
who  ride  in  comfortable  automobiles  over 
beautiful  roads  can  hardly  realize  the  amount 
of  labor  and  suffering  endured  by  a  semi- 
civihzed  race  of  people  for  our  pleasure;  nor 
do  the  poor  peons,  who  perform  most  of  the 
actual  labor,  realize  the  boon  to  civilization 
their  efforts  produce.  It  is  only  after  a  trip 
such  as  I  took  through  the  heart  of  the  finest 
rubber  country  in  the  world  that  a  fair  con- 
ception of  the  industry  can  be  grasped,  and  an 
idea  of  the  value  of  this  wonderful  substance 
obtained. 

My  party  was  composed  of  several  trained 
observers,  as  all  mining  engineers  iTiust  be, 
bound  for  the  head  waters  of  the  Rio  Guapore, 
3000  miles  above  the  mouth  of  the  mighty 
Amazon.     We  thought  we  were  going  to  a 

*A  paper  written  by  Mr.  Rogers  for  "The  Good- 
rich," published  by  the  B.  F.  Goodrich  Company,  Akron, 
Ohio. 


little  known  quarter  of  the  globe,  but  wherever 
the  trees  existed  along  the  upper  river  banks, 
we  found  these  industrious  rubber  gatherers 
hard  at  work. 

WHERE  THE  SUPPLY   COMES   FROM. 

Look  at  any  good  map  of  South  America 
and  you  will  see  a  great  network  of  rivers 
flowing  from  the  Andes  through  (lie  center  of 
the  continent,  most  of  which  finally  empty  inta 
the  Amazon.  They  spread  out  in  every  direc- 
tion from  the  main  artery  of  the  Amazon,  hke 
the  fingers  of  one's  hand,  covering  the  whole 
interior  region  of  equatorial  South  America. 
The  particular  tributary  I  traveled  on,  how- 
ever, had  its  source  far  to  the  south  away  from 
the  Andes,  so  that  we  did  not  obtain  a  view  of 
these  high  mountains  on  any  part  of  the  trip. 
Our  course  lay  up  the  Madeira  River,  which  is 
over  900  miles  in  length  and  empties  into  the 
;\^azon  nearly  900  miles  above  its  mouth. 
From  the  Madeira,  we  passed  to  the  Mamore 
for  150  miles,  and  then  went  up  a  tributary  of 
that  river,  called  the  Guapore,  for  another  900 


Pollns  a  boatload  ol  crnde  rubber  Id  aalet  water*. 

miles,  until  the  water  became  too  shallow  to 
proceed.  In  this  direction,  the  principal  rub- 
ber-growing section  exists  along  the  Mamore 
and  Guapore  Rivers-,  the  product  being  taken 
down  stream  in  huge  rowboats  to  a  place 
called  San  Antonio  on  the  Madeira  River,  800 
miles  above  its  mouth  and  at  the  head  of  navi- 
gation for  ocean  steamers.     Above  this  point. 
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for  a  distance  of  some  220  miles,  a  series  of 
ugly   rapids  exists.     Once  you  have   passed 
them,  however,  the  river  is  again  navigable  by 
light  draft  steamers  for  another  1000  miles. 
THE   CRUDE-RUBBER  B.\LLS   OR  "  BL.ACK   GOLD." 

At  San  Antonio  we  obtained  our  first  sight 
of  the  crude  rubber  being  loaded  for  shipment 
to   the   markets  of   New   York   and   London. 


Here  there  were  great  piles  of  rubber  balls, 
each  one  .some  18  inches  in  diameter,  and 
weighing  froni.  50  to  75  pounds,  bearing  the 
owner's  private  mark  burned  into  it  for  identi- 
fication. They  were  of  a  dead-black  color, 
and  looked  as  i  f  they  had  undergone 
rough  usage  on  their  long  trip  down  the  upper 
rivers.  In  this,  however.  I  was  somewhat  mis- 
taken, as  I  was  later  witness  to  the  extra- 
ordinary care  with  which  the  balls  are  handled 
in  descending  the  dangerous  rapids.  Crude 
rubber  is  worth  $I.2r>  a  pound,  so  that  a  ball 
weighing  7a  pounds  is  quite  a  valuable  article. 
and  you  begin  to  see  why  the  natives  refer  to 
it  as  "black  gold."  My  first  impression,  how- 
ever, was  one  of  curiosity,  as  I  looked  at  these 
peculiar  objects  having  the  appearance  of  huge 
misshapen  cannon  balls  with  a  two-inch  hole 
through  the  center  of  eacli  one.  There  was  an 
irresistible  desire  to  kick  them  and  see  your 
foot  jump  away  again  from  the  recoil  of  the 
rubber.  You  were  careful  not  to  do  it  many 
times,  however,  as  it  is  very  solid  stuff  and  the 
operation  hurts  you  more  than  it  does  the  rub- 
ber. 

TRANSPORTING  THE  RUBBER. 

In  order  to  pass  the  rapids  above  San  An- 
tonio, the  only  method  of  transportation  that 
has  existed  up  to  date,  for  passengers  and 
freight  alike,  has  been  to  work  your  way  in 
huge  rowboats,  shaped  much  like  our  racing 


yachts  without  any  fin-keel.  These  boats  are 
manned  by  18  or  20  natives,  and  a  pilot,  who 
handles  the  rubber  and  commands  the  crew, 
for  it  is  dangerous  work  and  a  man  with  thor- 
ough experience  of  the  currents  must  be  in 
charge.  In  going  up  stream,  the  crew  sits  on 
the  gunwales  of  the  boat  and  all  paddle  in 
unison  over  the  quiet  waters  close  to  the  shore 
where  the  current  is  less  strong.  Whenever  a 
rough  stretch  is  reached  and  no  headway  can 
be  made  by  paddling,  long  poles  are  brought 
out  and  the  crew  resorts  to  poling.  If  the  cur- 
rent proves  too  swift  for  this  method,  most  of 
the  men  are  sent  ashore  with  a  heavy  two- 
inch  tow-rope  to  pull  the  boat  ahead  by  main 
strength. 

When  a  bad  rapid  is  reached,  however,  it 
becomes  necessary  to  unload  the  whole  cargo 
and  transport  it  around  to  the  head  of  the  falls 
— a  task  which  may  take  a  day  or  so  to  com- 
plete. Then,  the  empty  boat  must  be  either 
worked  up  over  the  rapid,  or  else  pulled  bodily 
overland  to  the  quiet  waters  above.  It  is  very 
slow  traveling,  especially  when  the  crew  feels 
"tired,"  as  it  often  does,  and  decides  to  take  a 
rest  while  one  of  its  number  goes  off  hunting 


A  DkUve  nktherinc  tb*  mbber  mp  or  "milk"  In  IttUe  cap*  u 
Itdripetrom  ibctree.  Tb*  inoceu  li  not  Dnlike  Uw  ntberincol 
mM>l<  HP  In  the  Unllsd  BMts. 

in  the  jungle  for  a  fat  pig  or  turkey,  or  even 
a  monkey,  to  feast  upon.  It  took  us  over  a 
month  to  ascend  these  rapids,  camping  each 
night  on  shore  in  the  jungle,  where  you  must 
be  very  careful  not  to  get  bitten  or  stung  by 
the  snakes  and  insects  that  abound  everywhere. 
As  all  the  rubber,  however,  is  brought  down 
stream,  its  rate  of  progress  is  much  faster  than 
ours  was.     One  of  these  boats  will  hold  ten 
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tons  of  freight,  and  the  crews  become  so  skil- 
ful that  they  take  chances  on  riding  over  most 
of  the  smaller  rapids.  We  would  watch  them 
coming  down  the  center  of  the  river  at  racing 
speed,  the  paddlers  all  in  their  positions  on  the 
gunwales,  and  when  they  approached  a  rapid 
the  men  would  work  like  mad  to  force  their 
boat  into  the  smoothest  part  of  the  current. 
Then  the  excitement  was  intense,  as  they  shot 


down  the  steep  incline  like  a  millrace,  and  went 
bounding  over  the  great  billows  below,  and 
hnally  entered  quieter  waters  again. 

D.^NGEROUS   WORK, 

They  are  not  always  lucky  enough  to  come 
through  so  easily,  however,  as  a  wave  may 
wash  over  the  sides  of  the  boat,  or  they  may 
not  be  able  to  avoid  some  of  the  rocks  and 
sunken  timbers  which  abound  in  the  dry  sea- 
son. Then  a  tragedy  usually  follows;  the 
whole  crew  may  lose  their  lives,  and  the  cargo 
may  be  lost.  The  rubber  balls  will  float  in 
water,  but  in  this  wild  region  they  become  scat- 
tered easily,  and  a  large  percentage  are  never 
recovered  by  the  rightful  owner,  once  they  get 
adrift  in  this  wide  river.  I  saw  one  such  crew 
clinging  \o  their  swamped  boat.  They  were 
rescued  just  in  time  before  another  rapid  was 
reached,  which  would  ha\e  hurled  them  to  de- 
struction. 

The  more  conservative  shippers  generally 
insist  that  great  care  must  be  taken,  and  re- 
quire their  men  to  land  above  the  rapids  and 
either  transport  the  rubber  around  on  land,  or 
else  float  the  balls  in  bunches  through  the  quiet- 
est part  of  the  rapids.  This  is  quite  an  inter- 
esting proceeding.  Perhaps  30  or  30  balls  are 
strung  on  a  large  rope,  which  passes  through 
the  hole  in  the  center  of  each  one.  With  a 
man  in  front  and  another  behind  this  string 


of  balls,  and  perhaps  one  or  two  other  men 
carefully  guiding  the  center,  they  swim  from 
point  to  point  until  the  foot  of  the  rapid  is 
reached.  There  the  balls  of  rubber  are  un- 
strung and  piled  on  the  shore,  while  the  men 
return  for  another  load.  Finally,  the  boat  it- 
self is  let  down  and  reloaded  as  before. 

When  you  consider  there  are  over  twenty 
bad  falls  in  these  rapids,  and  innumerable 
minor  swift  places,  you  can  realize  the  expense 
and  risk  involved  in  sending  a  cargo  of  $10,- 
000  or  $15,000  worth  of  rubber  through  this 
section  of  the  river. 

A  RUBBER  RAILROAD. 

The  losses  in  the  transshipment  of  rubber  by 
water,  indeed,  have  been  so  great  that  the 
Brazilian  government  has  finally  come  to  the 
rescue  and  is  now  building  a  railroad,  280  miles 
long,  around  the  rapids.  The  history  of  this 
road  would  make  an  interesting  story  in  itself, 
but  I  have  only  space  here  to  mention  it  in  a 
cursory  manner. 

Bordering  the  Madeira  River,  the  jungle  is 
one  of  the  worst  and  deadliest  in  all  the  world. 
All  the  natives  are  infected  with  malarial  fever, 


An  Indian  hontbic  wlUi  ■  blow-con  in  Uic  Amuon  forat. 

and  it  has  been  a  hot-bed  for  yellow  fever  and 
the  terrible  beriberi.  Out  of  the  first  53  men 
sent  to  survey  the  road,  49  died  in  a  short 
time,  and  the  remaining  three  fled  in  terror. 
Finally,  Americans,  with  great  experience  and 
indomitable  courage,  backed  by  strong  finan- 
cial interests,  took  charge  of  the  work  and 
have  just  completed  it.  If  it  had  not  been  for 
our  experience  in  Panama,  I  even  doubt  if  they 
could  have  been  successful.     To  one  who  rides 
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over  the  line  to-day  in  a  comfortable  coach, 
these  statements  may  appear  like  exaggera- 
tions, as  he  does  not  realize  what  deadly  ene- 
mies, in  the  form  of  intangible  microbes,  lie 
hidden  in  those  quiet  jungles,  which  can  be 
conquered  only  by  costly  preparation,  and  a 
trained  medical  service. 

The  result  of  the  railroad  will  inevitably  be 
to  displace  the  romantic  and  dangerous  river 
travel  over  the  rapids,  but  we  are  living  in  a 
material  age  where  the  loss  of  life  and  valuable 
property  will  not  be  tolerated,  even  at  the  ex- 
pense of  romance.  To-day  the  trains  make 
this  distance  in  one  day,  which  we  took  over  a 
month  to  cover.  The'  upper  terminal  is  at  a 
place  called  Guajura-Merim,  where  we  em- 
barked on  a  small  river  steamer  for  the  trip 
up  the  Rio  Guapore. 

THE  RUBBER  TREES. 

As  this  place  is  at  a  slightly  higher  altitude 
and  10  degrees  south  of  the  equator,  the 
weather  becomes  much  more  agreeable.  On 
both  sides  of  the  river  thick  jungles  existed  in 
which,  every  now  and  then,  the  pilot  pointed 
out  a  rubber  tree  to  me.  Where  so  many  sim- 
ilar trees  grow,  it  was  very  difficult  to  pick  out 
the  real  rubber  trees,  but  after  a  time  I  became 
sufficiently  expert  to  distinguish  them  by  their 
small  leaves.  They  grow  wild  to  perfection 
all  along  the  banks,  and  attain  a  height  of  50 
feet  or  more.  Like  many  large  tropical  trees, 
however,  the  trunk  shoots  up  straight  and 
clean  without  any  branches  on  it  until  the  head 
is  reached  far  above  the  ground.  We  have 
no  trees  in  our  northern  climate  which  resem- 
ble them  very  closely.  The  tree  here  is  not, 
however,  a  rubber  tree. 

On  our  trip  up  the  river  we  were  obliged  to 
tie  up  to  the  bank  very  often  to  cut  fire-wood, 
and  then  I  amused  myself  in  tapping  the  rub- 
ber trees  in  the  neighborhood.  They  were  all 
scarred  in  many  places,  from  the  ground  up 
as  high  as  I  could  reach,  by  former  tappings, 
but  yielded  some  milk  every  time  I  cut  them. 

The  sap,  or  milk  as  as  it  is  called,  looks  ex- 
actly hke  tinned  sterilized  cream,  and  flows 
directly  under  the  bark.  Whenever  you  cut 
into  a  tree  with  an  ax  or  a  machete,  it  drips 
out  very  slowly,  not  unlike  the  sap  from  a 
maple  sugar  tree.  Of  course  I  did  not  have 
time  to  collect  any  quantity  of  the  milk,  but 
what  little  I  did  save  gradually  solidified  into 
a  yellowish-white  suljstance  that  could  be 
stretched  and  snap  back,  just  as  an  ordinary 


rubber  band  will  do.  It  seemed  very  curious 
to  see  this  white  liquid  assume  such  qualities, 
and  it  was  a  never-ending  source  of  amuse- 
ment to  me. 

WHOLE  FAMILIES  GO  COLLECTING  RUBBER. 

The  season  for  gathering  the  rubber  crop  in 
this  latitude  begins  about  the  middle  of  the  dry 
season,  or  during  our  summer  months.  We 
occasionally  passed  whole  families  drifting 
down  the  river  from  the  small  settle- 
ments above  on  their  way  to  certain  places 
where  the  trees  were  very  numerous.  These 
were  happy-go-lucky  companies  who  traveled 


«  Amaion  koil  iti 


le  Uilck  Janelea  >U  iloiv 


in  a  unique  kind  of  craft.  Two  large  row- 
boats  were  lashed  together  and  covered  with  a 
set  of  long  poles  to  make  a  flooring  10  or  12 
feet  wide  by  15  or  18  feet  in  length — some- 
thing like  a  huge  "catamaran."  Around  the 
edges  of  the  floor,  walls  were  erected,  and  the 
whole  thing  was  roofed  in  like  a  house.  All 
that  was  visible  of  the  boats  were  the  prows 
sticking  out  at  each  end,  and  in  them  the  men 
sat  who  directed  the  course  of  these  strange 
craft. 

Within  the  house,  at  each  end,  a  great  quan- 
tity of  com  on  the  cob  was  stored  for  the  use 
of  the  workers  during  the  season,  filling  half 
the  room  from  floor  to  roof.  The  remaining 
space  was  used  by  half  a  dozen  women  and 
children,  as  well  as  several  pigs,  dogs,  chickens, 
parrots,  and  a  monkey  or  two.  There  were 
at  least  20  or  35  human  beings,  besides  the 
various  animals,  in  one  of  these  craft  that  I 
saw,  but  they  all  seemed  to  be  happy  and  en- 
joying life  to  the  full.  They  would  be  en- 
gaged in  their  work  of  gathering  the  rubber 
for  four  or  five  months,  after  which  they 
would  return  to  the  settlements  for  the  winter. 
The  length  of  time  depends  upon  their  inclina- 
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tions,  as  they  operate  upon  their  own  initia- 
tive and  for  their  own  profit. 

IMPROVING  THE  YIELD. 

Most  of  the  large  areas  along  the  Rio 
Guapdre,  however,  are  owned  by  progressive 
European  companies  which  carry  on  their 
business  upon  strictly  up-to-date  methods. 
They  own  tremendous  areas,  where  the  soil  is 
adapted  to  the  rubber  tree,  and  maintain  nur- 
series and  experimental  stations  to  increase  and 
improve  the  trees.  They  also  own  and  operate 
several  river  steamers,  which  ply  between  the 
stations  for  the  purpose  of  collecting  the  rub- 
ber from  the  various  sections  and  transporting 
it  to  the  shipping  points.  To  gather  the  rub- 
ber from  places  inland,  away  from  the  river 
bank,  they  have  built  long  roads  through  the 
jungle  over  which  huge  wooden  ox-carts  can 
travel.  Then  a  system  of  stores  is  generally 
established  in  various  parts  of  the  property, 
where  the  peons  and  others  can  buy  the  neces- 
sities of  life.  The  rubber  crop  is  usually 
gathered  on  a  contract  basis,  the  peons  being 
sent  out  for  the  season,  and  paid  for  the  rub- 
ber they  bring  back. 

The  Brazilian  government  is  alive  to  the 
value  of  its  rubber  crop  and  does  everything  it 
can  to  promote  the  industry.  For  example,  it 
is  against  the  law  for  any  one  to  cut  down  or 
mutilate  a  rubber  tree,  and  if  you  are  seen  to 


do  such  a  thing  anywhere  in  the  country,  you 
will  immediately  get  into  trouble. 

BUENOS  AIRES  THE  SHIPPING   POINT. 

Toward  the  upper  end  of  the  Guapore  River, 
the  distance  to  the  ocean  down  the  Amazon  is 
so  great,  and  the  rapids  have  proved  so  costly, 
that  it  has  been  found  cheaper  to  take  the 
crude  rubber  up  stream  and  200  miles  over- 
land across  a  low  continental  divide  to  the 
Paraguay  River,  down  which  it  is  transported 
2500  miles  in  steamers  to  Buenos  Aires  for 
shipment  to  Europe.  This  will  all  be  changed, 
however,  as  soon  as  the  railroad  is  in  opera- 
tion around  the  Madeira  rapids,  and  the  prod- 
uct will  then  go  down  the  Amazon. 

After  my  return  to  civilization  from  that 
interior  country,  where  only  at  long  intervals 
any  news  of  the  outside  world  is  ever  heard, 
it  seemed  strange  to  me  that  any  human  being 
would  pick  out  such  a  wilderness  to  dwell  in, 
even  for  "black  gold."  If  one  were  bom  and 
brought  up  in  the  region,  and  had  never  seen 
anything  else,  I  can  imagine  he  might  be  happy, 
but  it  is  not  an  attractive  place  for  an  out- 
sider to  stay  in  under  any  condition. 

[Note  by  the  Editor. — The  forgoing  paper  is  con- 
fined to  the  collection  and  shipping  of  crude  rubber. 
The  story  of  how  this  crude  rubber  is  manufactured 
subsequently  into  many  articles  handled  in  every  drug 
store  was  told  in  the  Bulletin  for  June  of  this  year.] 


IMPROVEMENTS  IN  OFFICIAL  FORMULAS. 

Slight  Changes  which  Lead  to  Perfection  In  the  Mannfactnre  of  Several  Galenicals — Paper 
Read  at  the  Denver  Meeting  of  the  American  Pharmacentlcal  Association. 

By  S.  K.  SASS. 


Many  pharmacists,  if  unsuccessful  in  their 
first  attempt  to  make  some  preparation  accord- 
ing to  the  formula  in  one  of  the  official  books, 
will  freely  and  unfavorably  criticize  the  book, 
the  constructor  of  the  formula,  or  the  com- 
mittee of  revision. 

A  little  thought  about  the  perplexing  for- 
mula, patience,  and  some  experimental  work, 
with  the  expenditure  of  a  little  money,  are 
the  only  things  necessary  to  find  out  that  the 
formula  in  most  cases  is  good  or  nearly  so. 

We  must  remember  that  we  do  not  all  work 
under  the  same  conditions,  that  atmospheric 
and  climatic  changes  play  an  important  role  in 


some  cases,  and  that  the  change  of  seasons  acts 
as  another  joker. 

AROMATIC   ELIXIR. 

Using  magnesium  carbonate,  in  place  of  pu- 
rified talc,  gives  better  results.  Five  grammes 
is  sufficient  to  prepare  1000  Cc.  of  perfectly 
clear  elixir. 

ELIXIR  OF  THE  PHOSPHATES  OF  IRON,  QUININE 

AND  STRYCHNINE. 

This  important  elixir  is  not  as  difficult  to 
prepare  as  it  at  first  appears.  If  prepared,  as 
suggested  by  Mr.  Dunn,  with  a  slight  change 
in  the  directions,  a  most  satisfactory  prepara- 
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tion,  which  will  keep  for  a  long  time,  is  ob- 
tained. The  formula  and  directions  in  the 
Pharmacopoeia  should  be  changed  to  read  as 
follows : 

Soluble  ferric  phosphate 17.500  Gm. 

Quinine   8.750  Gm. 

Strychnine  0.275  Gm. 

Phosphoric  acid 2.000  Cc. 

Ammonium    carbonate 5.000  Gm. 

Alcohol   60.000  Cc. 

Acetic  acid 16.000  Cc. 

Distilled  water, 

Aromatic  elixir,  each  a  sufficient 
quantity  to  make 1000  Cc. 

Dissolve  the  quinine  and  strychnine  in  the  alcohol, 
then  add  the  phosphoric  acid  and  three  hundred  and 
fifty  cubic  centimeters  of  aromatic  elixir.  Add  the 
acetic  acid  to  the  ammonium  carbonate,  contained  in  a 
suitable  vessel,  and  when  solution  is  complete  add 
enough  distilled  water  to  make  the  product  measure 
fifty  cubic  centimeters.  Mix  the  solution  of  ammonium 
acetate  with  the  solution  of  the  alkaloids,  and  add 
enough  aromatic  elixir  to  make  the  liquid  measure 
eight  hundred  and  eighty  cubic  centimeters.  Dissolve 
the  ferric  phosphate  in  fifty  cubic  centimeters  of  dis- 
tilled water,  and  add  enough  aromatic  elixir  to  make 
the  product  measure  one  hundred  and  twenty  cubic  cen- 
timeters.   Finally,  mix  the  two  solutions  and  filter. 

Note. — If  precipitate  appears,  agitate  until  dis- 
solved. Keep  in  a  bottle  covered  with  dark  paper  and 
well  corked.  This  preparation  will  slightly  darken  with 
age,  but  its  efficiency  is  not  thereby  affected. 

SYRUP  OF  HYPOPHOSPHITES. 

When  made  adhering  strictly  to  the  formula 
and  directions  of  the  U.  S.  P.,  this  preparation 
is  a  failure.  It  will  not  keep  for  any  length 
of  time.  When  finished,  it  is  not  of  the  U. 
S.  P.  strength,  as  some  of  the  hypophosphites 
are  precipitated  and  left^in  the  fiUer. 

After  some  experimentation,  I  came  to  the 
conclusion  that  a  little  change  in  the  formula, 
which  does  not  aflfect  the  active  principles,  is 
necessary.  Therefore  I  suggest  the  following 
as  entirely  satisfactory: 

Calcium  hypophosphite 45       Gm. 

Potassium   hypophosphite 15       Gm. 

Sodium    hypophosphite 15       Gm. 

Diluted  hypophosphorous  acid . .     2       Gm. 

Lactic  acid 1.25  Gm. 

Sugar 640       Gm. 

Water,   a   sufficient   quantity   to 
make   1000  Cc. 

Dissolve  the  hypophosphites  in  four  hundred  and 
fifty  cubic  centimeters  of  water,  and  add  the  diluted 
hypophosphorous  acid,  lactic  acid,  and  the  sugar, 
which  dissolve  by  agitation,  and  add  enough  water  to 
make  the  product  measure  one  thousand  cubic  centi- 


meters.    Filter,   and   keep  in  a  glass  container,   well 
cork^. 

COMPOUND    SYRUP    OF    HYPOPHOSPHITES. 

The  U.  S.  p.  formula  requires  an  increase 
in  the  amount  of  sugar  called  for,  and  a  re- 
arrangement of  the  directions.  If  these  cor- 
rections are  made,  a  most  satisfactory  prep- 
aration will  result. 

The  formula  and  directions  are  as  follows : 

Calcium  hypophosphite  35.000  Gm. 

Potassium    hypophosphite 17.500  Gm. 

Sodium  hypophosphite 17.500  Gm. 

Ferric   hypophosphite 2.250  Gm. 

Manganese  hypophosphite 2,250  Gm. 

Quinine 1.100  Gm. 

Strychnine  0.115  Gm. 

Sodium  citrate  3.750  Gm. 

Diluted  hypophosphorous  acid.  15.000  G:. 

Sugar   815.000  Gm. 

Water,  a  sufficient  quantity  to 
make   1000  Cc. 

Dissolve  the  calcium,  potassium,  and  sodium  hypo- 
phosphites in  three  hundred  and  seventy-five  cubic  cen- 
timeters of  water,  to  which  five  cubic  centimeters  of 
diluted  hypophosphorous  acid  has  been  previously  add- 
ed. Dissolve  the  quinine  and  strychnine  in  thirty  cubic 
centimeters  of  water,  to  which  ten  cubic  centimeters  of 
diluted  hypophosphorous  acid  has  been  previously  add- 
'ed.  Rub  the  ferric  and  manganese  hypophosphites  with 
the  sodium  citrate,  add  thirty  cubic  centimeters  of 
water,  and  warm  the  mixture  on  a  water-bath,  stirring 
continually  until  the  salts  are  dissolved  and  a  clear 
greenish  solution  is  obtained.  Mix  the  three  solutions 
in  the  order  named.  Dissolve  the  sugar  by  the  aid  of  a 
water-bath,  and  filter.  Finally,  add  enough  water, 
through  the  filter,  to  make  the  product  measure  one 
thousand  cubic  centimeters. 

Note. — Keep  in  a  bottle  covered  with  dark  col- 
ored paper,  and  well  corked.  In  the  northern  latitude,, 
and  during  the  cold  season  in  some  sections,  the  sugar 
may  be  reduced  to  805  or  810  grammes. 

In  conclusion,  I  may  say  that  to  be  success- 
ful in  making  these  and  many  other  prepara- 
tions only  the  best  and  purest  material  obtain- 
able should  be  used.  We  cannot  expect  good 
results  from  cheap,  inferior  material.  Con- 
sider as  a  guiding  principle  in  your  work  the 
fact  that  there  is  nothing  too  good  for  the 
sick,  that  whatever  is  not  good  enough  for 
your  loving  wife,  your  dearest  child,  and  your 
father  or  mother  is  not  good  enough  for  any 
one  else.  We  should  be  conscious  of  the  duty 
we  owe  to  humanity.  We  should  keep  in  mind 
that  we  are  only  the  servants  of  the  suffering, 
and  as  such  should  serve  them  rightly,  with  a 
sincere  and  honest  consideration  for  their  wel- 
fare. 


•MY  BEST  ADVERTISING  SCHEME." 


Thr«a  Snccassfal  FU*s— Aa  laaxpaaBlva  Way  of  OblalalB^ 

a  DwuUtmt  Imprsased  Bla  Townapaopla  wllh  tb«  Sco 

Bnalaaaa— StlmaUUai  Salaa  by  a  tJalqna  Pi 


a  KallaUe  HalUa^  Uat— How 
pa  of  Hla  Praacriptlon 


HOW  I  OBTAINED  A  MAILING  LIST. 
By  H.  E.  Read,  Altamont,  Kansas. 
I  wish  to  describe  the  plan  which  we  used 
to  secure  a  mailing  list.  It  certainly  was  a 
wonderful  success.  We  obtained  in  all  1795 
names,  and  when  we  cut  out  the  duplicates  we 
had  a  good,  correct  mailing  list  representing 
nearly  every  fanner  in  our  community — over 
400  correct  names. 

THE   PL.AN   INEXPENSIVE, 

The  plan  cost  us  about  $2.80  for  the  adver- 
tising and  $4.30  for  the  premiums.    The  books 


cost  us  9  cents  each  and  the  fountain  pens  50 
cents  each.  This  may  seem  a  little  high  for  a 
mailing  list,  but  previous  to  this  we  had  to 
pay  $1.00  to  $2.00  for  each  of  the  route  lists. 
The  postmaster  is  not  allowed  or  at  least  will 
not  give  them  out  except  on  special  occasions, 
which  made  it  necessary  to  get  some  one  to 
run  the  lists  for  us.  Then  when  we  did  get 
them,  we  had  only  about  one-half  the  farmers. 
Furthermore,  many  of  them  who  trade  with 
you  may  get  their  mail  off  a  route  from 
another  city.     Consequently  they  never  receive 


any  of  your  advertisements,  if  you  have  a  list 
of  just  the  rural  routes  going  out  of  your 
town. 

We  sold  our  list  to  another  merchant  of  the 
town  for  $3.50,  about  half  its  original  cost  to 
us.  This  makes  the  plan  less  expensive.  Of 
course,  one  would  not  desire  to  sell  his  list  to 
his  competitor,  but  you  can  find  several  mer- 


Prizes  Given  Away 
to  Boys  and  Girls 


We  want  name*  and  adclreaea  of  eveiy  one  in  yovi 
communtlr  and  will  pay  jou  (or  them. 

Read  the  Instructioiu  Bdow. 

T«  any  bor  OT  girl  grring  addren  of  mott  fannen 
on  ell  rural  routes  ruaniiig  out  of  Altamonl,  we 
will  give  a  $1,00  fountain  pen. 

To  eny  boy  or  ^rl  who  givei  the  mott  addreeee*  of 
fennera  living  within  6  milea  of  Altamont  not  on 
Altamontroutea  we  willgjveaSI.OO  fountain  pen. 

Any  boy  or  girl  giving  iie  addrete  of  more  than  20 
faRnen  (men  over  21  years  old)  now  Hving  on 
routes  1 ,  2,  or  3  out  of  Altamont  we  will  give  the 
choice  of  any  Alger  book  in  the  15-cent  edition. 

Any  boy  or  girl  giving  ue  the  address  of  more  than 
K  fanners  living  within  8  miles  of  Ahamont  that 
are  not  on  the  Altamont  routes  we  will  give  any 
Alger  book  in  the  1S-«ent  edition. 

Now  hoy  and  girls,  if  you  know  20  farmers,  you  can 
get  one  of  the  books.  And  if  you  know  more  than 
any  one  else,  you  can  Lave  the  fountain  pen. 

miut  be  (palled 
ly.  AilDuudmiuttMbniunDTerZlrunoEsce. 

READ'S  DRUG  STORE, 

w  21  ud  M  Altamont,  Kans. 


i.  show*  how  Mr.  Read  lolidted  names. 

chants  in  most  any  town  who  are  anxious  to 
secure  a  complete  and  correct  mailing  list.  If 
you  can  show  them  it  is  correct  and  complete, 
most  of  them  will  be  willing  to  defray  half  the 
expense,  ^^^  results. 

The  prize  contest  was  a  good  advertisement, 
as  it  made  friends  and  customers  of  those  com- 
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peting.  We  secured  several  men  customers 
just  from  the  fact  that  their  children  were 
contestants.  We  gave  every  one  who  sent  us 
20  names  a  book.  We  were,  of  course,  sup- 
posed to  correct  the  lists.  But  we  did  not  do 
that  unless  the  contestants  were  close  to  the 
highest  number  of  names.  To  have  graded 
some  of  the  contestants  down  might  have  dis- 
appointed them.  They  would  not  have  re- 
ceived a  book. 

The  editor  of  the  paper  ran  the  last  adver- 
tisement— i.e.,  the  list  of  the  winning  con- 
testants— as  a  news  item  free  of  charge,  and 
seemed  very  glad  to  get  the  names. 

The  mailing  list  was  the  best,  largest,  and 
most  easily  secured  of  any  that  I  ever  obtained. 
Any  merchant  can  follow  the  same  plan. 


ing  else.  These  signs  were  tacked  about  town 
where  they  could  be  easily  read  from  the  street 
or  sidewalk,  and  were  about  one  week  in  ad- 
vance of  our  window  displays  and  newspaper 
advertising.  They  attracted  considerable  at- 
tention and  caused  much  speculation  as  to  their 
meaning. 

A  few  days  after  the  signs  were  up,  we  had 


BOOMING  OUR  PRESCRIPTION   DEPART- 
MENT. 
By  W.  B.  Camburn,  Owosbo,  Mich. 
In  the  accompanying  illustrations  are  shown 
two  displays  of  a  strictly  pharmaceutical  na- 


Dbpbv  <H  pluuimceatieal  aptttnttos  In  Mr.  Cambimi'i  window. 

"50,000"  in  local  columns  of  both  daily  papers. 
A  Httle  later  this  number  appeared  at  the  top 
of  our  advertisement  in  these  papers  with  the 


Wade  B.  Ounburn. 

ture.  One  is  made  of  prescriptions,  the  other 
of  laboratory  apparatus.  The  trims  were  ar- 
ranged by  R.  E.  Wood.  We  conceived  the 
idea  of  making  a  special  feature  of  our  pre- 
scription department  as  the  new  prescriptions 
which  we  had  filled  were  approaching  50,000 
in  number. 

During  our  spare  time  we  printed  about  250     to  watch  the  place.     Our  window  display 
signs  on  cardboard  that  read  "50,000,"  noth-     peared  the  same  day  as  the  explanation. 


announcement  that  on  a  certain  night  the 
meaning  of  the  50,000  would  be  explained  in 
this  particular  space.     The  people  were  asked 
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There  had  been  so  much  interest  taken  in 
the  mysterious  50,000  that  our  announcement 
and  window  trims  attracted  a  great  deal  of  at- 
tention. One  newspaper  reporter  took  up  the 
matter  and  gave  us  quite  a  complimentary  re- 
port of  it  in  the  local  daily.  During  the  time 
we  were  running  these  window  displays,  our 
space  in  the  newspapers  was  used  to  boom  our 
prescription  department  and  to  make  known 
our  facilities  for  filling  prescriptions. 

We  also  enclosed  a  folder  calling  attention 
to  this  department  in  every  package  that  left 
our  store.  On  Saturday  these  folders  were 
placed  in  every  fanner's  wagon. 

This  particular  advertising  scheme  attracted 
more  attention  to  our  store  than  any  plan  we 
ever  used.  It  is  needless  to  say  we  have  en- 
joyed a  decided  increase  in  business  along  the 
line  of  pharmaceuticals. 


and  rarely  say  "thank  you"  even  though  the 
cost  has  been  great.  The  advertising  value  is 
very  small. 

"LAGNIAPPE"    in    new    ORLEANS. 

Especially  is  this  condition  triie  in  New 
Orleans  where  the  giving  of  "lagniappe"  is 
the  fashion.  "I-agniappe"  is  ancient  history 
in  Xew  Orleans,  but  for  the  benefit  of  my 
readers  let  me  say  it  involves  the  giving  of 


EXPLOITING  STORE  SPECIALTIES  BY  THE 
PREMIUM  PLAN. 

By  Rov  S.  Warnack,  New  Orleans,  La. 
Just  before  Christmas  the  thought  to  give  or 
not  to  give  occupies  the  mind  of  almost  every 
druggist.     It  has  been  the  policy  of  so  many 


Roj  a  WUDfick. 

phannacists  in  the  past  to  give  away  calendars 
or  souvenirs  having  a  substantial  value  around 
the  holidays,  that  in  some  localities  it  has  be- 
come a  fixed  custom.  People  expect  it  and  do 
not  really  appreciate  the  expense  to  the  giver. 
They  accept  such  gifts  as  a  matter  of  course. 
They  evidence  no  surprise  on  receiving  them 


Mr.  Wamkck'B  itlndow  diaplaf. 

something  for  nothing.  It  means  that  on 
every  five-cent  sale  one  has  to  give  about  half 
a  cent's  worth  of  candy  or  gum.  Purchasers  of 
larger  amounts  expect  a  proportionate  "lagni- 
appe." 

It  has  been  our  experience  that  charging  a 
good  price  for  our  services  as  well  as  our 
merchandise  gains  us  a  large  amount  of  respect 
as  well  as  a  larger  bank  balance.  So  we  de- 
cided to  apply  this  principle  to  our  gifts  dur- 
ing the  past  holidays.  To-day  as  we  look 
back  upon  the  plan  which  we  adopted,  we  are 
more  than  pleased.  For  the  results  were  even 
better  than  we  anticipated.  W'e  give  the  de- 
tails of  the  scheme  to  Bulletin  readers,  be- 
lieving it  will  be  profitable  to  any  one  using  it 
at  any  season.  Christmas  or  New  Years  is 
not  a  necessary  pretext  for  launching  such  a 
plan. 

CUP   AND  SAUCEH  PREMIUM. 

The  gift  which  we  made  was  a  cup  and 
saucer  and  our  purpose  was;  First,  to  gain 
new  friends  for  Lorraine  Health  Tea,  one  of 
our  specialties ;  secondly,  to  exploit  any  other 
of  our  preparations  by  making  the  gift  con- 
tingent on  their  purchase. 

The  cups  and  saucers  were  very  pretty,  be- 
ing the  kind  usually  sold  at  twenty-five  and 
thirty-five  cents  in  the  Japanese  stores.  We 
iKJught  them  from  a  local  jobber  for  fourteen 
dollars  a  gross  in  a  four-gross  quantity.     We 
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neatly  wrapped  with  each  cup  and  saucer  an 
envelope  specially  printed  for  the  purpose,  con- 
taining a  liberal  sample  of  Lorraine  Tea. 

Then  we  had  printed  several  thousand  cir- 
culars describing  and  explaining  the  offer.  Our 
method  of  distributing  them  was  to  send  out 
our  two  delivery  boys,  having  them  make  a 
house-to-house  canvass  within  a  radius  of 
twelve  to  fifteen  blocks  of  our  store.  They 
did  not  throw  the  circulars  into  alleys  and  un- 
der door-steps,  but  delivered  them  personally, 
usually  to  the  madam  of  the  house,  with  the 
brief  remark,  "This  is  a  message  to  you  from 
your  druggist,  Mr.  Schertz." 

Any  errand  boy  can  do  this  work  intelligent- 
ly, and  it  is  a  good  deal  cheaper  than  the  mail. 
Furthermore,  the  chances  of  the  circular  being 
read  are  better.  A  few  were  mailed  to  cus- 
tomers residing  at  a  great  distance,  first-class 
postage  being  used. 

The  next  feature  was  the  window  display. 
Our  window  is  a  large  one,  and  the  display 
consisted  entirely  of  packages  of  the  tea  and 
the  cups  and  saucers  which  we  were  giving 
away  as  premiums.  In  the  center  of  the  win- 
dow two  large  show-cards  22x28  inches  were 
shown,  duplicating  as  near  as  possible  the  cir- 


culars distributed.  Some  of  the  empty  cartons 
of  the  preparations  were  attached  with  glue  to 
the  card  marked  "Our  Specialties,"  making  a 
very  striking  display. 

Then  in  the  store,  signs  which  I  made  ex- 
tolling the  merits  of  our  preparations  were 
in  evidence  on  every  hand.  One  home-made 
stand  with  a  large  card  marked  "Our  Special- 
ties" displayed  plainly  seventeen  different  prep- 
arations. 

To  the  special  preparation  made  for  this 
sale,  including  the  use  of  much  printers'  ink, 
window  display  and  store  display,  was  added 
the  enthusiastic  effort  of  our  sales  force. 

We  gave  away  in  two  weeks  four  gross  of 
the  cups.  The  sale  would  have  been  a  suc- 
cess had  no  purchases  been  made  of  more  than 
twenty-five  cents,  although  tliey  averaged  con- 
siderably above  this  amount. 

The  results  of  this  sale  were  many.  I  sum 
them  up  as  follows:  Every  man's  efficiency 
has  been  increased,  his  salesmanship  developed. 
Samples  were  distributed  where  nine  out  of 
ten  will  be  used.  Lastly,  we  made  many  new 
friends  for  the  various  preparations  bought, 
giving  a  cumulative  result  impossible  to  esti- 
mate but  which  we  see  proof  of  every  day. 


and  bia  lellaw  d vka  for  puttdp*. 


K  DaDOOirr's  Habdt  Qsib  Float.— Tbli  Ulnitration  ■howi  m  float  uranred  bj  Ror  8.  ^ 
tlon  in  the  Srnr  Orleani  Maidl  Oraa  laM  wlDler.  The  men  are  dreoed  as  Lormlne  Onaida.  The  tamoiu  Joan  of  Arc  It  mom 
horaeback,  whDe  the  Dnchm  d  Loiralne  rldaa  In  Ihe  chariot.  Clad  In  thli  carnival  nnltorm,  and  liberally  eqnippad  with  a 
thcT  made  their  niedatty.  "  Loiralneta,"  coniplcaoui  in  the  merchants'  parade. 


RELIEVING  THE  CROWDED  CELLAR. 

How  Congestion  May  Be  Avoided  In  the  Basement — ^Arran^ln^  Containers  Systematically- 
Labeling  Them  Plainly— Getting  Rid  of  Contaminated  or  Useless  Receptacles- 
How  to  Bvlld  the  Shelving— Other  Pointers. 

By  J.  F.  RUPERT, 

U.  S.  Navy.  Bospltol  Corps. 


The  drug  business  is  carried  on  in  crowded 
quarters.  Whatever  be  the  condition  in  front, 
the  back  room  will  be  found  congested.  The 
basement,  too,  is  overburdened.  Especially  is 
this  so  in  stores  selling  the  proverbial  paints, 
oils,  and  varnishes  in  connection  with  drugs, 
soda  water,  cigars,  and  stationery. 

In  our  rush  and  hurry  to  make  "quick  sales 
and  small  profits,"  we  are  very  apt  to  jam 
things  onto  shelves  or  set  them  on  the  floor 
of  the  basement.  While  this  practice  often 
saves  time  in  a  rush,  if  articles  are  left  in  that 
condition  we  soon  find  things  "all  balled  up." 

With  a  little  elbow  grease  and  energy  we 
can  often  better  matters.  The  overhead  space 
in  the  basement  can  be  used  for  suspending 
many  articles,  thus  placing  them  out  of  the 
way,  removing  them  from  danger  of  breakage 
and  from  the  dampness  of  the  floor,  and  plac- 
ing them  in  a  readily  accessible  location. 

Long  spikes  can  be  driven  into  the  beams  at 
proper  intervals.  Then  clean  jugs  and  cans, 
such  as  syrup  and  liquor  containers  and  alcohol 
cans,  can  be  kept  in  one  location.  Other  re- 
ceptacles which  have  contained  medicines  or 
drugs  that  unfit  them  as  containers  for  medi- 
cines intended  for  internal  use  can  be  kept 
in  a  distinctly  separate  place. 

Clean  jugs  I  have  always  labeled  "clean" 
with  a  string  tag.  Such  products  as  hydro- 
chloric acid,  linseed  oil,  formaldehyde,  am- 
monia, etc.,  I  have  always  labeled  with  the 
name  of  the  last  article  contained.  This  plan 
removes  all  question  as  to  the  condition  of  the 
containers  and  prevents  contaminations  due  to 
the  use  of  old  containers. 

The  practice  of  smelling  a  jug  is  a  slow 
and  uncertain  method  of  determining  its  fit- 
ness for  xertain  uses.  Jugs  and  cans  should 
be  thoroughly  cleansed,  inside  and  outside,  be- 
fore storing.  Old  labels  should  be  removed, 
and  if  any  corks  have  been  pressed  into  the 
jugs  they  should  be  removed.  Inserting  a 
loop  of  a  strong  cord  and  inverting  the  jug 


does  the  trick.  One  had  better  first  make  cer- 
tain that  no  water  remains  in  the  jug  unless 
he  does  not  object  to  having  his  neck  irri- 
gated. 

Cans  should  be  thoroughly  dried  by  placing 
them  over  the  furnace  or  radiator  or  other 
warm  place,  and  jugs  should  be  thoroughly 
drained.  The  reason  is  to  prevent  rusting  in- 
side of  cans  and  to  avoid  trouble  when 
liquids  immiscible  with  water  are  dispensed. 
More  than  all  this,  every  jug  or  bottle  after 
cleansing  should  be  securely  corked  with  a 
good  stopper.  This  saves  time  when  needed 
and  prevents  the  ingress  of  dust  and  insects. 

CELLAR  NO  PLACE  FOR  JUNK  ! 

Too  much  junk  is  stored  in  some  basements. 
The  basement  and  back  room  should  be  kept 
thoroughly  overhauled  at  all  times.  Worth- 
less stuff  should  be  burned  or  hauled  away. 
Old  leaky  cans,  broken  glass  and  jugs,  old 
boxes  and  barrels  and  excelsior,  ashes,  kegs, 
and  what-not  do  not  grow  into  wealth  and  are 
often  the  cause  of  starting  and  spreading  of 
fires.  Empty  oil  barrels  and  liquor  kegs  can 
always  be  sold  to  butchers,  oil  and  grease  deal- 
ers. Farmers  also  are  on  the  lookout  for  these 
articles.  If  no  market  can  be  found  for  them, 
a  little  "ad"  in  the  local  papers  will  often  open 
the  way.  Farmer  customers  are  always  glad 
to  remove  boxes,  barrels  and  lumber  that  can- 
not be  burned  in  the  summer  or  otherwise  dis- 
posed of  at  any  time.  Barrels  and  kegs  easily 
dry  out  and  fall  together  if  left  in  a  dry  place 
for  some  time. 

The  basement  should  be  thoroughly  swept 
up  at  least  once  weekly  after  sprinkling. 

Shelves  can  be  easily  built  suspended  from 
the  ceiling  and  used  to  store  liquors  and  syrups 
in  jugs  or  bottles,  mineral  waters,  paints,  pat- 
ents, ink,  empties,  and  what-not.  Syrup, 
liquors  and  other  stock  can  all  be  stored  over- 
head by  attaching  a  tag  on  a  long  string.  This 
makes  it  easy  to  find  the  article  wanted. 
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Kegs  and  barrels  should  be  assembled  and 
kept  on  racks.  Metal  tanks  into  which  barrel 
contents  are  pumped  as  received  will  prove 
more  satisfactory,  requiring  less  storage  room, 
less  heavy  labor,  no  waste  by  overflow  of 
measure  and  leakage  from  jammed  barrels, 
and  preventing  what  often  happens:  the 
breaking  off  of  the  faucet  or  **gate,"  some- 
times resulting  in  the  loss  of  the  entire  con- 
tents of  the  barrel. 

Liquor  barrels  and  kegs  should  be  kept  cov- 
ered with  damp  cloths  to  prevent  evaporation. 
This  is  often  considerable,  especially  in  a  warm 
dry  place  where  sales  are  slow. 

Bins  should  be  securely  built  to  store  coal 
and  ashes  and  should  have  all  cracks  closed 
to  lessen  the  dust  nuisance. 

LABEL   ALL    CONTAINERS. 

Every  article  in  the  basement  should  be  dis- 
tinctly labeled  in  black  on  large  white  placards, 
as  the  light  is  usually  poor.  This  label  should 
be  transferred  to  full  packages  when  empties 
are  removed  and  the  date  and  price  and  source 
of  the  article  of  invoice  should  be  continued  on 
the  card.  This  readily  informs  one  how  much 
of  that  article  is  used,  year  by  year,  shows  the 
difl^erence  in  prices  and  from  whom  purchased. 
If  liquids  are  dispensed  from  barrels  and  kegs, 

« 

on  this  white  label  should  also  be  tallied  the 
amounts  drawn  off  at  various  times.  This  is 
especially  convenient  for  the  close  buyers.  It 
also  tells  who  supplied  the  goods  when  com- 
plaints become  necessary. 

Empty  prescription  bottles  should  be  stacked 
so  as  to  allow  ready  access,  and  the  various 
sizes  should  be  distinctly  labeled  as  indicated. 
This  assists  the  boy  to  distinguish  a  three-  or 
four-ounce  from  a  four-  or  six-ounce. 

More  than  one  dollar  has  been  lost  by  rush- 
ing into  the  basement,  digging  into  a  box  for 
a  bottle  of  mineral  water,  finding  it  is  the 
wrong  box,  dropping  and  breaking  the  bottle 
in  a  hurry  to  get  at  the  article  wanted.  All 
this  is  prevented  by  a  distinct  label. 

Heavy  packages  should  be  stored  as  near  the 
elevator  as  possible,  other  things  being  favor- 
able, to  prevent  much  heavy  work.  Elevators 
should  be  built-in  with  some  judgment  when 
the  building  is  erected.  I  have  seen  elevators 
facing  exactly  the  wrong  direction,  necessitat- 
ing dragging  everything  around  the  corner, 
when  it  would  have  been  exactly  as  convenient 
and  no  more  expensive  to  build  it  right.  It 
was  simply  done  without  thought. 


ATMOSPHERIC    CONDITIONS. 

Articles  should  be  stored  with  some  consid- 
eration of  the  local  condition  in  the  basement 
and  the  properties  of  the  substance  stored. 
Glauber  salts  and  sal  soda  will  "melt"  if  kept 
in  too  damp  a  place,  while  paint  cans  will  rust 
under  the  same  conditions  and  some  articles 
will  mold.  Light  has  a  harmful  influence  on 
inks  and  colored  articles  such  as  crepe  or  tissue 
paper.  Altogether,  a  dry  dark  basement  is 
better  than  a  basement  with  too  much  sun- 
light, and  a  damp  condition  will  be  favorable 
to  storing  a  few  articles,  such  as  paint  brushes 
and  sponges. 

Containers  should  be  raised  more  or  less 
from  the  floor  and  should  not  touch  the  walls. 
If  a  furnace  is  fired  in  the  basement  room,  in- 
flammable liquids  and  matter  easily  ignited 
should  be  moved  as  far  as  possible  from  dan- 
ger. A  clear  gangA\'ay  should  be  left  suffi- 
ciently wide  to  allow  the  rolling  of  a  barrel. 

The  stock  properly  stored  in  the  basement 
will  depend  entirely  on  local  conditions.  Glass, 
had  better  be  stored  in  a  bright,  light  place  as 
it  is  a  delicate  article  to  handle.  The  scales 
should  also  be  placed  in  a  well  illuminated 
location.  Drugs  to  be  weighed  should  be 
placed  conveniently. 

Ventilation  should  be  arranged  for  and  as- 
siduously attended  to. 

OLD  BOTTLES. 

I  do  not  allow  old  bottles  to  collect,  but  in 
case  it  is  found  that  many  have  accumulated 
"here  and  there  and  everywhere,"  they  should 
all  be  gathered  together  and  the  various  sizes 
sorted  into  bins.  These  old  bottles  should  be 
thoroughly  cleaned  and  can  be  used  to  dis- 
pense varnish,  oils,  carbolic  acid,  gasoline,  am- 
monia, wood-alcohol,  shellac,  liniments,  etc. 
Many  of  these  articles  should  be  kept  "put  up" 
and  neatly  labeled  ready  for  sale.  A  number 
of  old  bottles  of  various  sizes  should  be  always 
kept  ready  for  use  to  dispense  liquids  meant 
for  external  or  commercial  use.  Odd  sized 
bottles  should  have  the  price  marked  on  the 
labels  in  code  to  insure  charging  the  same 
price  if  the  bottle  is  returned  to  be  refilled. 

Five-pint  and  gallon  bottles  can,  be  kept 
cleaned  and  stoppered  and  may  also  be  sus- 
pended by  cords  to  the  ever- faithful  overhead 
beams. 

Cash  register  and  typewriter  cases,  etc., 
which  may  never  again  be  used,  but  which  if 
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destroyed  would  be  wanted,  can  be  permanent- 
ly fastened  to  the  beams  overhead  with  a  few 
nails  and  box  lumber. 

Lockers  containing  paints  and  paint  special- 
ties should  be  distinctly  labeled  on  the  outside. 


This  systematized  arrangement  of  the  base- 
ment will  not  only  greatly  assist  in  rapidly  and 
properly  caring  for,  the  trade,  but  will  prove 
most  convenient  for  the  information  of  new 
clerks  when  changes  in  the  help  are  made. 


HOW  THE  COCAINE  TRAFFIC  IS  CONDUCTED. 

A  Typical  Cfalcaio  Casa  tJacarthad  altar  Savan  Yaara    of  FralaoHoM  ttom  Iha   P«llea— A 

Sbanty  in  tba  Kad  Lltfhl  Dlatrlct  Ifaad  aa  Haadqaartcra— Aa  Hasy 

aa  500  Cnalomara  Sarvad  Dally. 


The  way  in  which  cocaine  sellers  are  pro- 
tected in  their  nefarious  traffic  in  the  leading 
cities  is  well  illustrated  by  an  exceedingly  in- 
teresting report  from  the  Illinois  State  Board 
of    Pharmacy.     Chicago    has    evidently    been 


were  being  sold  unlawfully;  conclusive  evi- 
dence against  35  of  them  was  secured;  and 
over  100  persons  were  arrested.  Practically 
all  of  these  people  had  formerly  been  protected 
by  the  police,  and  in  one  flagrant  case,  that  of 
a  man  who  frequently  sold  as  many  as  500 
fiends  in  one  day,  the  police  had  collected  as 
much  as  $3000  a  year  for  hush  money.  This 
particular  offender  was  never  arrested  by  the 
police,  and  when  two  or  three  outside  organi- 
zations procured  evidence  against  him,  small 
fines  of  $25.00  and  $50.00  were  imposed — 
fines  which  he  laughed  at  as  mere  jokes. 

Finally,  when  the  Civil  Service  Commission 
discovered  the  facts,  and  prosecuted  this  dope 


Tbls  was  the  boow  of  Eugene  Hiutlon,  ISlt  Douborn  Street. 
Chlcaco.  who  carried  on  a  proeiieroiu  buBlnen  in  "dope"  (or 
men  rtajn  under  tha  piotectlon  of  the  police  HU  dbrepntable 
I  to  the  Iwiik  door  tor  the  itnft. 


going  through  for  a  year  what  New  York  has 
been  experiencing  ever  since  the  Rosenthal 
murder.  In  New  York  it  has  been  found  that 
practically  all  forms  of  vice  and  gambling  are 
protected  by  the  police— for  a  consideration. 
In  Chicago  the  same  thing  was  suspected  last 
year,  and  Mayor  Harrison  thereupon  request- 
ed the  Civil  Service  Commission  of  that  city 
to  investigate  the  facts. 

THE  COCAINE  TRAFFIC   IN   CHICAGO. 

What  the  Commission  found  with  reference 
to  the  cocaine  traffic  is  of  particular  interest  to 
the  drug  trade.  Approximately  50  places  were 
discovered  where  cocaine  and  other  narcotics 


Thli  picture  ihowa  the  rear  ol  HoitlOD's  botiM.  Note  the  bemten 
path  thronih  the  mow  made  b;  cnstomers  traTellnc  from  the  aller 
to  Cbe  back  door.  Oburvs  also  the  eiceedluclr  nuveatlTe  sign  on 
tbe  (enee:  "  Coal  and  wood  coke." 

seller  to  the  limit,  he  was  sentenced  to  six 
months  in  the  House  of  Correction  and  as- 
sessed with  fines  aggregating  $800.  Until  the 
Commission  began  its  w  ork  in  connection  with 
the  narcotic  traffic,  indeed,  not  a  single  sen- 
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tence  of  imprisonment  under  the  cocaine  law 
had  ever  been  imposed  since  the  passage  of  the 
act. 

A    STRIKING    CASE. 

The  history  of  this  man's  operations,  and  of 
the  manner  in  which  he  was  finally  appre- 
hended, is  given  in  the  annual  report  of  the 
State  Board  of  Pharmacy,  and  we  are  going 
to  print  it  in  full  because  of  its  deep  and  dra- 
matic interest.  Before  doing  so,  however,  we 
want  to  make  it  clear  that  the  man  was  not  a 
druggist,  so  that  his  sins  and  offenses  are  not 
to  be  charged  up  against  the  profession  of 
pharmacy.  Furthermore,  we  do  not  find  that 
any  of  the  other  sinners  caught  by  the  Civil 
Service  Commission  or  by  the  Illinois  Board 
of  Pharmacy  were  members  of  our  calling. 
Several  druggists  in  the  dope  district  were  un- 


lice,  and  who  sold  "coke"  to  hundreds  of  cus- 
tomers daily : 


This  li  ■  Uvtni  nwm  in  Hiutlon'i  honae.  Eveir  bit  o[  OTBlIable 
■pace  i>  Blled  wltb  imida  and  farnttnre  which  had  bean  ncelTCd  in 
exchance  [or  cocaine.  One  "fiend,"  a  prDmlsIu  roonc  man 
noenti]'  married,  had  pracUcallr  traded  off  all  a[  hli  honae  Inml- 
tn»,  piece  b7  piece.  In  order  to  set "  coke." 

der  suspicion,  but  apparently  no  direct  evi- 
dence was  obtained  against  them. 

The  records  of  a  wholesale  druggist  in  Chi- 
cago showed,  however,  that  during  the  year  he 
had  sold  to  a  retail  druggist,  just  across  the 
State  line  in  Indiana,  150  ounces  of  cocaine,  a 
good  portion  of  which,  it  was  thought,  had 
found  its  way  back  into  Chicago  to  supply  the 
needs  of  illicit  sellers.  A  licensed  physician, 
too,  was  arrested  red-handed  in  the  sale  of  two 
ounces  of  cocaine  to  a  degenerate  negro  re- 
tailer of  the  drug,  and  admitted  the  purchase 
from  a  reputable  wholesale  and  retail  druggist 
of  over  30  ounces  in  a  single  month. 

And  now  for  the  story  of  the  dope  seller 
who  was  protected  for  seven  years  by  the  po- 


The  most  typical  of  the  cases  investigated  in  Chicago 
is  that  of  Eugene  Hustion,  a  diminutive  negro. 

For  the  pa.st  four  years,  and  up  to  the  time  he  com- 
menced a  sentence  in  the  House  of  Correction  for  the  il- 
legal sale  of  cocaine,  Hustion  resided  in  a  one-story  and 
basement  frame  cottage  at  2S11  South  Dearborn  Street, 
Chicago,  and  in  that  house  conducted  an  extensive  busi- 
ness in  the  sale  of  cocaine,  morphine,  opium,  and  other 
drugs.  He  and  his  wife,  Lottie  Hustion,  a  full-blooded 
Indian  of  the  Cherokee  tribe,  as  well  as  inmates  of  the 
house,  were  all  users  of  cocaine,  and  Hustion  himself 
was  an  opium  smoker. 

The  majority  of  Hustion's  customers  were  served 
through  the  kitchen  door.  They  were  not  permitted  to 
come  into  the  house,  but  were  compelled  to  stand  on  a 
covered  back  porch,  screened  from  the  street,  and  the 
door  chain  was  always  kept  fastened  so  that  the  door 
could  be  opened  only  a  short  distance. 

The  investigators  observed  as  many  as  sixty  persons 
going  to  the  back  door  during  a  period  of  about  one 
and  one-half  hours,  and  Hustion  testified  that  the 
number  of  customers  coming  to  his  house  was  as  high 
as  four  or  five  hundred  daily. 

RAMIFICATIONS  OF  THE  TRAFFIC. 

The  sale  of  cocaine  to  these  people  was  ordinarily 
in  small  quantities,  the  usual  amount  being  four  grains, 
costing  Hustion  about  four  cents,  and  retailing  at 
twenty-live  cents.  In  addition  he  had  what  he  called  his 
"automobile  trade,"  and  also  testified  that  he  personally 
delivered  cocaine  and  morphine  at  the  homes  of  wealthy 
women  in  the  residential  district  of  the  south  side.  He 
had  peddlers  in  his  employ  who  found  their  customers 
in  the  south  side  vice  district,  and  also  made  deliveries 
by  means  of  messenger  boys. 

Hustion  testified  that  he  had  been  arrested  a  number 
of  times  and  had  been  fined  frequently.  The  records, 
however,  show  that  during  the  year  1911  be  was  lined 
but  twice  prior  to  the  time  the  Civil  Service  Commis- 
sion's investigation  of  the  Department  of  Police  com- 
menced. The  first  time  was  in  June,  1911,  when  a  com- 
plaint was  made  by  a  civic  organization  to  the  Chief  of 
Police  that  one  of  its  investigators  had  purchased 
cocaine  of  Hustion.  The  chief  directed  the  lieutenant 
in  command  to  take  steps  to  stop  the  sale.  The  steps 
taken  were  to  arrest  Hustion  and  secure  a  $25  fine. 
Later  the  Board  of  Pharmacy  secured  evidence  against 
Hustion,  and  he  was  fined  $100. 

FAYING  THE  POLICE   FOR  FROTECIION. 

The  investigators  learned  of  the  existence  of  Hus- 
tion's place  about  the  middle  of  November,  1911,  and 
made  their  first  purchase  on  November  17,  1911.  The 
house  was  thereafter  kept  under  more  or  less  strict 
surveillance.  A  number  of  other  purchases  were  made, 
and  on  December  IS  Hustion  was  placed  under  arrest 
and  his  home  raided.  In  it  was  found  33  ounces  of 
cocaine,  together  with  scales,  weights,  and  containers 
for  dispensing  the  same.  On  the  same  day  Hustion 
made  a  complete  statement  to  representatives  of  the 
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commission,  in  which  he  said  he  had  been  operating 
for  seven  years  and  that  he  had  paid  members  of  the 
police  department  an  average  of  $3000  per  annum  for 
protection.  He  subsequently  went  upon  the  witness 
stand  during  the  trial  of  certain  police  officers,  includ- 
ing the  commanding  officer  of  the  precinct  in  which  he 
resided,  and  repeated  his  testimony  without  contradic- 
tion. He  was  not  cross-examined,  nor  was  any  effort 
made  to  disprove  or  impeach  his  testimony. 

One  thing,  however,  was  concealed  by  him — the  names 
of  the  policemen  to  whom  he  had  paid  protection 
money.  This  he  would  not  divulge,  stating  that  he 
had  given  his  word  and  would  keep  it. 

After  his  release  on  bail  he  started  to  sell  again,  and 
the  investigators  made  a  number  of  purchases  at  his 
home,  but  all  of  these  purchases  were  not  made  from 
Hustion  direct.  Warrants  were  sworn  out  against  him 
in  four  cases. 

IN  THE   MESHES. 

The  first  case  against  him  was  called  on  December 
16.  Hustion  demanded  a  jury  trial,  and  the  case  was 
continued  to  December  29  and  assigned  to  Judge  Dolan. 
On  December  30  his  case  was  again  continued  to  Jan- 
uary 17,  and  on  that  date  he  was  tried  before  a  jury 
and  found  guilty.  A  motion  for  a  new  trial  was  made 
and  set  for  hearing  on  January  20.  Later  a  second  case 
against  Hustion  was  tried  before  a  jury,  resulting  in  a 
verdict  of  gruilty,  sentence  being  reserved  until  the  two 
other  cases  against  him  were  set  for  trial. 

By  this  time  both  Hustion  and  his  lawyer  saw  that 
his  former  tactics  would  be  of  no  avail,  and  he  pleaded 
guilty  to  one  additional  charge.  In  the  two  cases  tried 
by  jury  he  was  fined  $300  each,  and  in  the  case  where 
he  pleaded  guilty  Judge  Fry  sentenced  him  to  six 
months  in  the  House  of  Correction  and  fined  him  $200, 
making  the  aggregate  fines  $800. 

Details  of  the  cases  against  Hustion  are  given  to 
illustrate  the  trouble  and  delay  to  be  expected  in  cases 
of  cocaine  selling  where  the  dealer  is  supplied  with 
money. 

Some  time  in  August,  1911,  Hustion  purchased  a 
stolen  automobile  from  a  well-known  sneak  thief  and 
pickpocket,  who  told  the  fact  to  a  west  side  police 
officer;  men  from  the  Desplaines  Street  station  made 
a  raid  upon  Hustion's  house,  secured  the  automobile, 
and  took  away  eighteen  or  twenty  dress-suit  cases  sup- 
posedly containing  stolen  goods. 

TWO    RAIDS. 

Hustion  claimed  that  among  other  things  taken  at 
that  time  was  a  large  quantity  of  cocaine  and  Gray's 
Catarrh  Remedy,  which  was  never  returned  to  him. 
This  was  denied  by  the  officers  making  the  raid,  and 
inasmuch  as  no  inventory  was  made  of  the  property 
taken,  and  he  subsequently  receipted  in  full  for  all  of 
the  property  alleged  to  have  been  taken  in  the  raid 
(except  the  automobile),  the  fact  could  not  be  proved 
that  the  police  had  taken  and  resold  the  cocaine,  as  he 
claimed. 

On  the  complaint  of  several  railroad  special  agents, 
Hustion's  place  was  again  raided  on  October  3,  1911. 
At  this  time  a  quantity  of  watches,  jewelry,  opium,  and 
other  property  was  taken  by  the  police.  Hustion  again 
claimed  they  took  quantities  of  cocaine  .''rom  him,  but 
that  has  not  been  verified.     He  further  claimed  that 


the  amount  of  opium  taken  from  him  was  nine  cans, 
valued  at  $85  per  can,  and  that  when  the  opium  was 
turned  over  to  the  United  States  Government  by  one 
of  the  officers  making  the  raid  but  six  cans  remained. 
It  was  conclusively  proved  that  Hustion's  statement  in 
this  regard  was  correct  and  that  this  officer  had  re- 
moved three  cans  of  opium  from  the  package.  What 
became  of  it  has  not  been  learned. 

SOURCES   OF    SUPPLY. 

Every  effort  was  made  to  ascertain  from  Hustion  his 
source  of  supply.  He  admitted  that  he  had  purchased 
Gray's  Catarrh  Remedy  (which  contains  cocaine)  at 
the  rate  of  five  gross  per  month  from  a  dealer  in  Jer- 
sey City.  Some  of  his  memoranda  indicated  that  he 
had  dealings  with  a  well-known  retail  drug  company, 
but  that  could  not  be  verified. 

Hustion  finally  admitted  that  for  about  a  year  pre- 
vious to  his  conviction  he  had  purchased  cocaine  from 
a  man  who  was  formerly  manager  of  a  well-known 
wholesale  drug  house  in  another  State,  and  that  in 
eight  or  nine  months  had  purchased  $3000  worth,  or 
600  ounces.  He  usyally  purchased  it  in  100-ounce  lots. 
This  would  make  his  average  sales  about  66^  ounces 
per  month. 

DISTRESSING  RESULTS  OF  DRUG   HABITUATION. 

Hustion's  case  illustrates  two  phases  of  the  pernicious 
character  of  the  cocaine  habit — first,  its  inimical  con- 
nection with  crime,  and  second,  the  moral  breakdown 
of  the  user.  The  striking  contrast  between  the  exterior 
and  interior  of  Hustion's  home  illustrates  both  these 
phases.  The  luxurious  furnishings  were  practically 
all  received  by  him  in  exchange  for  the  drug.  One 
promising  young  man  but  recently  married,  living  in 
an  apartment  comfortably  furnished  by  the  parents  of 
his  wife,  took  practically  every  bit  of  these  furnishings, 
piece  by  piece,  to  Hustion's  house  and  traded  them  in 
for  cocaine  at  a  fraction  of  their  value. 

In  one  corner  of  the  kitchen  there  were  stacked 
carpenters'  and  plumbers'  tools  and  tools  of  other 
skilled  mechanics;  hanging  in  masses  on  the  backs  of 
nearly  every  door  and  in  closets  were  expensive  silk 
and  satin  dresses,  furs  and  linens;  scattered  through 
the  house  were  dress-suit  cases  and  boxes  containing 
wearing  apparel,  jewelry,  watches,  and  goods  of  every 
description.  Neither  Hustion  nor  his  wife  knew  how 
much  property  there  was  in  the  house,  but  a  person 
well  qualified  to  judge  and  who  examined  it  at  the  time 
pf  the  second  raid  made  by  the  police,  stated  that  in 
his  opinion  the  value  of  the  property  in  the  house  at 
that  time  was  nearly  $15,000.  A  good  portion  of  this 
property  was  undoubtedly  stolen,  as  cocaine  users, 
being  absolutely  unreliable,  can  never  get  steady  em- 
ployment, and  naturally  turn  to  theft.  Among  the 
regular  patrons  of  Hustion's  place  were  a  number  of 
well-known  pickpockets  and  other  thieves. 

It  ought  to  be  explained,  perhaps,  that  the 
work  of  discovering  and  prosecuting  this  and 
other  offenders  was  done  by  the  Chicago  Civil 
Service  Commission  instead  of  the  State  Board 
of  Pharmacy,  because  the  latter  had  no  funds 
with  which  to  operate. 


"MY  BEST  PAYING  SIDE-LINE." 

The  Eighth  of  an  ImportaBt  Series  of  AHldes  by  Different  BruUfmtm,  In  which  Each  Writer 
Tells  what  Class  of  Ooikls  Has  Paid  Him  Best— Post- cards  were  Fovnd 

Most  Remaneratlve  by  this  Proprietor. 

By  A.  E.  PRATT, 

WavkoB.  Iowa. 


Some  years  ago  when  post-cards  had  quite 
a  sale  in  the  cities  but  had  not  yet  found  their 
way  to  the  smaller  places,  my  wife  said  to 
me,  "Why  do  you  not  put  them  in  as  a  side- 
line in  your  store  ?*'  I  replied,  "I  consider  it 
a  very  short-lived  fad  and  I  do  not  care  to 
bother  w'ith  it."  But  I  was  persuaded  to  put 
in  a  few  and  try  them  out. 

SCATTERING    MY    PURCHASES. 

« 

Very  much  to  my  surprise  they  sold  quickly, 
and  it  was  up  to  me  to  decide  whether  I 
cared  to  continue  the  card  business  or  not. 
Luckily  I  jumped  the  right  way.  I  imme- 
diately got  busy  studying  the  ways  and  means 
whereby  I  could  replenish  my  stock  quickly 
with  suitable  and  salable  goods.  It  did  not 
take  me  long  to  discover  that  the  true  secret 
of  the  post-card  business  was  in  having  a  well- 
selected  stock  which  necessitated  frequent  pur- 
chases and  not  too  many  of  one  design.  As 
there  were  other  firms  in  town  selling  cards, 
I  felt  that  I  must  at  once  impress  the  public 
with  my  desire  to  keep  on  top  in  the  card 
business.  I  therefore  devised  the  plan  of  scat- 
tering my  purchases  far  and  wide,  thereby 
obtaining  the  new  and  attractive  cards  as  they 
came  out.  The  complimentary  remarks  that 
frequently  came  to  my  ears  from  customers 
regarding  my  ever  new  and  changing  assort- 
ment convinced  me  that  this  plan  was  correct. 
I  bought  cards  not  only  in  Chicago  and  other 
near-by  points,  but  also  in  New  York  City, 
Philadelphia,  St.  Louis,  Louisville,  Topeka, 
and  Denver. 

RECORD  OF  SALES. 

As  time  went  on  I  became  more  and  more 
enthusiastic  over  my  new  side-line,  feeling 
that  it  was  just  about  the  best  I  ever  took  up. 
In  fact,  it  became  so  fascinating  that  I  decided 
I  would  keep  a  weekly  record  of  sales.  At  the 
close  of  my  first  year  my  record  was  $907.25, 
which  means  an  average  weekly  sale  of  $17.50, 
and  an  average  daily  sale  of  $2.93. 

Mv  second  vear  was  $783.03,  with  an  aver- 


age weekly  sale  of  $15.06  and  an  average  of 
$2.50  a  day. 

My  third  year  was  $602.02,  with  an  average 
weekly  sale  of  $11.58  and  an  average  of  $1,92 
a  day. 

My  fourth  year  was  $548.91,  with  an 
average  weekly  sale  of  $10.55  and  a  daily  aver- 
age of  $  J. 43. 

It  will  at  once  be  observed  that  there  was 
a  dropping  off  in  sales  from  the  first  record- 
breaking  year  which  can  be  accounted  for  in 
two  or  three  ways.  In  the  first  place,  there 
were  more  places  in  town  selling  cards.  Then, 
too,  in  my  first  year  or  two  in  the  card  busi- 
ness, there  were  a  good  many  novelties  retail- 
ing at  5,  10,  and  25  cents.  Leather  cards,  in 
the  days  of  leather  pillows  and  purses,  were 
in  the  height  of  their  sale.  These  retailed  at 
5  cents,  and  together  with  the  novelties  helped 
to  swell  the  volume  of  business.  But  notwith- 
standing the  dropping  off  in  the  business,  I 
still  consider  it  a  good  substantial  side-line  for 
any  druggist. 

I  found  that  it  brought  hundreds  of  custom- 
ers to  my  store  who  might  not  have  come  but 
for  the  fact  that  they  knew  they  could  always 
find  the  largest  and  best  selection  of  postals 
at  my  store  to  be  had  in  this  corner  of  the 
State.  The  figures  I  mentioned  would  be  noth- 
ing for  some  dealers.  But  for  me,  considering 
the  town  and  my  situation,  the  showing  w^as 
fine. 

I  have  the  honor  of  having  sold  $3841.21 
worth  of  cards  in  four  years,  which  means  an 
output  of  from  100,00o'to  110,000  cards,  and 
I  know  that  no  other  dealer  in  my  county  can 
make  the  same  claim. 

This  output  was  carried  on  continuously  on 
an  average  investment  of  about  $50.  My  aver- 
age profit  has  been  about  100  per  cent.  So  it 
will  be  seen  that  the  profit  has  paid  my  rental. 

now  TO  HANDLE  CARDS. 

My  method  of  handling  cards  is  somewhat 
different  from  that  of  the  average  dealer.     It 
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differs  too  from  that  suggested  by  the  card 
jobber,  being  more  like  the  department  store 
plan.  About  one-half  of  a  twelve-foot  show- 
case is  covered  with  local  views,  each  assort- 
ment being  held  together  by  a  rubber  band. 
I  have  a  row  of  wire  baskets;  first  one  con- 
taining 10-cent  birthday  cards;  next  one  hold- 
ing 5-cent  birthdays;  then  the  2-for-5-cent  mis- 
cellaneous, and  3-for-5-cent  miscellaneous. 
Then  comes  my  1-cent  basket. 

PENNY  CARDS. 

• 

I  know  it  is  quite  contrary  to  the  business 
belief  of  many  dealers  to  handle  penny  cards, 
for  the  reason  that  thev  hurt  the  sale  on  the 
higher  priced  subjects.  While  this  may  be  so 
to  some  extent,  I  must  say  penny  cards  have 
their  advantages,  especially  in  a  town  in  which 
there  is  a  so-called  "racket  store."  In  the  first 
place  a  penny  basket  is  one  of  the  best  draw- 
ing cards  one  can  have  for  his  store.  Sec- 
ondly, one  can  put  the  unsalable  and  soiled 
cards  into  the  1-cent  basket  with  the  assurance 
that  they  will  not  be  there  long. 


In  using  the  wire  basket  system  one  must 
not  neglect  placing  a  good-sized  price-card  at 
the  head  of  each  basket  so  that  customers 
though  "deaf  and  dumb"  may  read. 

For  display  I  use  the  ordinary  card  racks 
and  hang  them  over  the  card  counter,  full  of 
the  new  cards.  These  I  change  real  often,  at 
least  once  a  week.  Frequent  window  displays 
serve  to  keep  the  people  interested  and  also 
help  to  show  them  the  new  cards. 

Let  me  say  right  here  that  never  should  a 
suggestive  card  be  allowed  in  the  stock.  Con- 
sign them  all  to  the  fire. 

There  are  three  days  in  the  year  when  card 
sales  can  be  doubled  and  quadrupled  if  the 
proper  forethought  is  taken  to  lay  in  a  good 
salable  stock.  I  refer  to  Easter,  Christmas, 
and  New  Years. 

Cards  to  retail  at  2  for  5  cents  are  by  far 
the  best  to  handle.  They  can  be  bought  at 
from  $1  to  $1.25  a  hundred,  and  can  be  sold 
at  25  cents  a  dozen,  leaving  a  good  margin. 

I  advise  everybody  to  get  in  and  become  ac- 
quainted with  "my  very  best  side-line." 


f 


WHY  SOME  DRUGGISTS  DON'T  MAKE  MORE  MONEY. 


By  HARRY  B.  MASON, 

Editor  of  tho  "Bvlletia  of  PkavMacy." 


In  an  address  which  I  have  recently  pre- 
pared at  the  request  of  another  association,  but 
which  has  not  yet  been  delivered,  I  have  shown 
in  detail  how  strikingly  at  variance  druggists 
are  in  the  incomes  derived  from  their  stores.r 
I  have  presented  the  actual  facts  about  25 
druggists  who  are  scattered  in  different  sec- 
tions, and  who  therefore  represent  the  average 
conditions  as  they  are  found  over  the  country. 
The  percentage  expense  of  these  men  runs 
from  18  to  35!  Their  percentage  of  gross 
profit  runs  from  31  to  51!  Often  one  man 
realizes  a  total  income  as  large  as  another 
whose  volume  of  business  is  nearly  twice  as 
great ! 

Now  why  do  these  discrepancies  exist? 
Why  does  it  cost  some  men  so  much  more 

♦Address  delivered  by  invitation  before  the  Chicago 
Branch  of  the  American  Pharmaceutical  Association, 
May  21,  1912. 

tThis  has  since  been  read  before  the  Iowa  Pharma- 
ceutical Association  and  printed  in  the  September  Bul- 
letin OF  Pharmacy. 


than  it  does  others  to  do  business?  Why  do 
some  men  realize  a  profit  so  jnuch  less  than 
others?  Why  does  one  druggist  make  so 
much  more  money  than  his  neighbor  on  a 
business  of  exactly  the  same  size? 

The  answer  to  all  these  questions  is  simple. 
Locality  and  environment  have  something  to 
do  with  the  problem,  it  is  true,  but  in  the  last 
analysis,  and  in  the  great  majority  of  instances, 
the  fundamental  reason  is  that  some  druggists 
are  poor  business  men — that's  all.  They  don't 
study  the  game.  They  haven't  mastered  the 
rules.  They  aren't  skilful  in  playing  their 
cards,  and — worse  yet — they  make  one  blunder 
after  another  without  ever  knowing  it. 

Now  what  are  some  of  these  blunders? 

1.  They  don't  keep  business  accounts.  This 
is  the  day  of  science  in  commercial  operations, 
when  every  large  business  house,  in  whatever 
line  of  trade,  is  making  a  close  study  of  busi- 
ness economics,  and  yet  many  druggists  are 
nevertheless  following  the  good  old-fashioned 
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method  or  lack  of  method  of  spending  what 
accumulates  in  the  bank  account  and  fancying 
that  it  represents  net  profits.  Hundreds  of 
such  men  have  discovered  when  it  was  too  late 
that  they  were  eating  up  their  principal  with- 
out knowing  it,  and  that  accumulated  dead 
stock,  decreasing  inventories,  and  bad  book 
accounts  had  cut  into  their  imagined  profits  so 
far  as  almost  to  destroy  them  entirely.  The 
sheriff  has  had  to  come  along  and  close  them 
up  before  they  tumbled  to  the  situation.  A 
druggist  who  does  not  keep  careful  business 
records  is  not  in  position  to  know  anything  at 
all  about  the  amount  of  money  he  is  actually 
making.     He  is  simply  asleep  at  the  switch. 

2.  They  don't  take  inventories.  The  drug- 
gist who  does  keep  business  records,  but  who 
fails  to  supplement  them  with  annual  inven- 
tories, isn't  much  better  off.  In  Philadelphia 
not  long  ago  two  brothers  bought  a  store  which 
had  previously  enjoyed  a  very  good  trade,  and 
which  was  pretty  well  stocked.  The  first  year 
the  new  owners  thought  they  were  making  all 
kinds  of  money.  They  increased  their  living 
expenses  and  plumed  themselves  with  the 
thought  that  they  had  finally  landed  on  their 
feet.  Over  a  year  went  by,  perhaps  indeed 
two  years,  before  it  began  to  dawn  on  them 
that  they  had  been  gradually  decreasing  the 
stock  in  the  store,  and  that  much  of  the 
money  which  they  thought  they  had  been  mak- 
ing as  profit  was  literally  taken  out  of  their 
capital.  An  inventory  would  have  prevented 
them  from  making  this  mistake. 

A  druggist  in  Missouri,  who  submitted  his 
business  statement  to  us  for  two  or  three  years 
in  succession,  was  finally  induced  to  begin  in- 
voicing his  stock  annually.  What  was  the 
result?  He  discovered  the  very  first  year  that 
his  assets  increased  to  the  extent  of  $1600.  If 
he  had  taken  no  inventory,  and  if  he  had  based 
his  calculations  upon  purchases  and  sales  alone, 
his  figures  would  have  been  grossly  inaccurate. 
To  be  sure  this  particular  druggist  would  have 
erred  on  the  safe  side,  but  the  very  next  year 
the  situation  might  have  been  approximately 
reversed. 

More  striking  yet  was  the  case  of  an  Arizona 
drug  firm  from  which  we  received  a  statement 
indicating  net  profits  during  the  year  of 
$1256.31.  The  inventory  had  been  taken,  but 
it  had  not  been  figured  up  and  compared  with 
that  of  the  vear  before.      When  we  received 


the  inventory  figures  for  both  years,  and  care- 
fully went  over  the  entire  statement  again,  we 
found  that  this  Arizona  firm,  instead  of  mak- 
ing a  net  profit  of  $1256.31  during  the  year, 
had  actually  lost  $716.60! 

Instances  like  these  might  be  multiplied — 
but  what's  the  use!  As  I  have  said  on  other 
occasions,  I  have  been  brought  in  contact  with 
numerous  cases  where  the  inventory  figures 
have  disclosed  diflferences  in  the  value  of  the 
stock  to  the  extent  of  anywhere  from  $200  to 
$2000,  according  to  the  size  of  the  store  and 
the  nature  of  the  circumstances.  The  stock  in 
any  store  is  constantly  shifting;  the  prices  are 
forever  fluctuating;  the  fixtures,  and  particu- 
larly the  soda  fountain  and  its  appurtenances, 
are  always  undergoing  depreciation,  and  the 
druggist  who  is  not  aware  of  the  exact  nature 
and  extent  of  these  changes  is  not  in  position 
to  know  where  he  stands.  He  may  fancy  his 
percentage  of  gross  profit  to  be  40  when  in 
fact  it  is  only  30,  and  he  may  consequently  be 
losing  money  on  many  transactions  which  he 
fondly  believes  are  yielding  him  good  returns. 

3.  They  don't  know  how  to  figure  profits. 
There  are  many  druggists  who  do  keep  busi- 
ness records,  and  also  take  inventories,  but  who 
blunder  strangely  in  the  calculation  of  profits. 
A  very  common  mistake  is  to  figure  the  per- 
centage expense  of  doing  business  on  the 
volume  of  sales,  which  is  right,  and  then  to 
figure  the  profit,  not  in  the  same  way  on  the 
selling  price,  but  on  the  cost.  It  is  true  that 
ordinarily,  in  every-day  language,  profit  esti- 
mates are  based  on  the  cost  price.  This  is 
the  method  we  are  taught  in  school,  and  it  is 
the  method  most  frequently  met  w-ith  in  the 
advertising  announcements  of  manufacturers. 
A  manufacturer,  for  instance,  who  sells  you 
an  article  at  $1.00,  the  retail  price  of  which  is 
$1.75,  will  tell  you  that  you  are  making  75  per 
cent  profit.  This  is  legitimate  and  right,  but 
the  wise  merchant  must  thoroughly  realize 
under  such  circumstances  that  he  is  consider- 
ing a  profit  based  solely  on  cost,  and  when  he 
comes  to  apply  the  figures  in  his  own  business, 
he  must  understand  the  necessity  of  converting 
them  to  the  other  system  and  basing  them  on 
the  selling  price. 

Expenses  are  nearly  always  estimated  from 
sales — this  is  almost  a  universal  custom.  If, 
therefore,  the  profits  are  to  be  compared  with 
the  expenses,  they  must  both  be  figured  by  the 
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same  method.  Suppose  you  pay  $1.00  for  a 
certain  product  and  you  desire  to  make  35  per 
cent  on  it  gross.  It  costs  you  25  per  cent,  we 
may  assume,  to  do  business.  You  want  to 
make  a  10  per  cent  net  profit  beyond  that  for 
yourself.  Very  well,  then,  what  should  the 
selling  price  be  on  this  article  which  costs  you 
$1.00,  and  on  which  you  want  to  make  a  gross 
profit  of  35  per  cent?  If  you  make  the  com- 
mon mistake  of  basing  this  35  per  cent  on  the 
cost  price  you  will  sell  the  article  for  $1.35, 
but  if  you  do  let  us  see  how  you  will  come  out. 
It  will  cost  you,  as  we  have  already  assumed, 
25  per  cent  of  the  selling  price  to  handle  the 
article.  Now  25  per  cent  of  $1.35,  the  price 
you  place  on  the  product,  is  34.75  cents,  so 
that  you  are  selling  for  $1.35  an  article  which 
cost  you  $1.34»)4,  and  while  you  flatter  your- 
self that  you  are  making  a  net  profit  of  10  per 
cent,  you  are  practically  breaking  even  on  the 
transaction ! 

There  are  hundreds  of  merchants — ^perhaps 
thousands  of  them — who  are  figuring  their 
profits  in  this  erroneous  manner.    Some  months 
ago  the  Burroughs  Adding  Machine  Co.  pub- 
lished an  advertisement  in  one  of  the  national 
magazines  requesting  answers  to  the  following 
question :  "A  certain  article  costs  $1.00  whole- 
sale.    What  will  it  have  to  be  sold  for  to  allow 
a  net  profit  of  10  per  cent,  after  allowing  22 
per   cent    for   the   cost   of   doing   business?" 
Something  like  1000  replies  were  received,  of 
which  750  were  wrong.     The  answers  ranged 
all  the  way  from  $1.10  to  $1.60.     The  major- 
ity gave  the  selling  price  as  $1.32,  notwith- 
standing the    fact   that   an   explanation   was 
printed   at  the  bottom   of  the  advertisement 
declaring  .this  answer  to  be  incorrect.      The 
very  common  mistake  was  made  by  these  men 
of  basing  their  percentage  expense  upon  the 
selling  price,  their  percentage  of  profit  on  the 
cost  price,  and  expecting  they  would  get  ac- 
curate results.      This  was  the  whole  source  of 
the  trouble. 

Here  is  the  proper  way  to  tackle  a  problem 
of  this  character:  The  article  costs  $1.00. 
Your  cost  of  doing  business  is  22  per  cent,  and 
you  want  to  make  a  net  profit  beyond  that  of 
10  per  cent — a  total  of  32  per  cent.  The  cost 
figure  of  $1.00,  therefore,  represents  68  per 
cent  of  the  final  selling  price.  Is  this  perfectly 
clear?  Suppose,  again,  your  expense  is  40  per 
cent,  and  you  want  to  make  a  net  profit  of  10 


per  cent.  You  would  then  have  to  realize  a 
total  profit  on  the  selling  price  of  50  per  cent. 
Now  considering  100  per  cent  as  the  final  price 
you  get,  and  subtracting  50  per  cent  of  this  for 
profit,  you  have  left  a  residuum  of  50  per  cent 
for  cost,  and  the  $1.00  which  you  pay  for  the 
article  therefore  represents  50  per  cent  of  your 
selling  price.  You  must  consequently  double 
the  cost  and  sell  the  article  for  $2.00  if  you 
want  to  realize  your  40  per  cent  of  expense  and 
your  10  per  cent  of  net  profit. 

Reverting  now  to  the  first  example  which  I 
mentioned,  that  of  an  article  which  costs  $1.00, 
and  on  which  it  is  desired  to  make  35  per  cent 
gross,  it  may  be  seen  right  away  that  the  cost 
is  65  per  cent  of  the  desired  selling  price. 
Your  problem  may  then  be  stated  as  follows : 

$1.00:65::X:100, 

and  the  answer  is  $1.54.  Instead,  therefore, 
of  selling  the  article  for  $1.35,  you  sell  it  for 
19  cents  beyond  that.  And  this  19  cents 
means  just  the  difference  between  making 
money  and  losing  it.  It  means  the  difference 
between  figuring  profits  correctly  and  figuring 
them  incorrectly.  It  means  the  difference 
between  ignorance  and  wisdom. 

In  this  connection  a  few  rules  may  be  of 
assistance.  In  order  to  make  a  profit  of  16 J 
per  cent  of  the  sale  price,  add  20  per  cent  to 
the  cost;  for  a  20-per-cent  profit  add  25  per 
cent;  for  a  25-per-cent  profit  add  33^  per  cent; 
for  a  33i»-per-cent  profit  add  50  per  cent;  for  a 
40-per-cent  profit  add  67  per  cent;  for  a  50- 
per-cent  profit  add  100  per  cent. 

4.  They  lose  money  zvithout  knowing  it. 
Partly  because  of  the  inaccurate  method  of 
figuring  profits  which  I  have  just  been  consid- 
ering, and  partly  because  department  records 
are  not  kept,  many  druggists  fail  to  realize  a 
profit  on  some  of  their  goods.  It  is  pretty 
well  known  that  patent  medicines,  for  instance, 
bought  at  68  cents  and  sold  at  80  or  85  cents, 
very  frequently  fail  to  reimburse  the  druggist 
even  for  his  cost  of  doing  business,  to  say 
nothing  of  yielding  net  profits.  But  it  is  less 
frequently  known  that  sometimes  even  the 
candy  and  cigar  departments  are  poor  profit 
makers. 

Some  years  ago  we  had  a  statement  from  a 
druggist  in  the  West  whose  annual  business 
amounted  to  a  little  over  $16,000.  He  kept 
careful  department  records  and  he  found  that 
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his  annual  soda  sales  were  nearly  $4000,  his 
cigar  sales  over  $6000,  and  his  candy  sales 
something  like  $1000.  The  soda  business 
yielded  him  a  gross  profit  of  35  per  cent,  the 
cigar  business  16  per  cent,  and  the  candy  busi- 
ness 25  per  cent.  Now  his  percentage  expense 
was  28,  and  it  was  even  23  when,  for  purposes 
of  calculation  purely,  his  own  salary  as  pro- 
prietor had  been  eliminated.  He  found,  there- 
fore, that  he  was  losing  money  on  his  cigar 
business.  Without  considering  his  own  salary 
at  all  as  part  of  his  expense,  he  was  still  losing 
7  per  cent,  failing  by  this  margin  to  make  any 
profit  whatever  toward  his  own  living,  letting 
alone  the  question  of  surplus  profits.  Even 
his  candy  business,  netting  a  profit  of  25  per 
cent,  lost  money  for  him.  It  paid  a  little 
toward  his  salary,  it  is  true,  but  it  failed  to 
measure  up  to  his  total  real  expense  of  28  per 
cent. 

I  haven't  any  doubt  at  all  that  much  the 
same  thing  would  be  true  of  many  drug  stores 
throughout  the  country.  It  doesn't  follow, 
however,  that  because  a  given  line  is  failing  to 
yield  adequate  profits,  it  should  be  thrown 
overboard.  When  I  read  a  paper  on  this  sub- 
ject before  the  Michigan  State  Pharmaceutical 
Association  last  year  I  was  taken  severely  to 
task  by  one  or  two  speakers  who  misinter- 
preted my  position.  They  assumed  my  argu- 
ment to  be  that  goods  which  didn't  yield  a 
profit  shouldn't  be  carried  in  stock.  They 
declared  with  perfect  truth  that  it  costs  more 
to  sell  some  goods  than  it  does  others.  A 
patent  medicine,  for  instance,  which  can  be 
quickly  wrapped  and  passed  out  over  the  coun- 
ter can  probably  be  handled  for  one-third  the 
expense  of  a  prescription.  Much  the  same 
thing  is  true  of  cigars,  which  are  sold  with  a 
good  deal  of  rapidity.  It  is  therefore  scarcely 
fair  to  charge  up  against  such  things  the  aver- 
age percentage  expense  of  the  whole  business. 

Furthermore,  some  things  have  to  be  carried 
even  if  they  do  lose  money.  This  is  noticeably 
true  of  patent  medicines.  It  may  even  be 
true  with  cigars  and  candy,  for  if  you  throw 
out  a  given  department,  and  put  nothing  else 
in  its  place,  you  are  reducing  your  volume  of 
sales  and  thereby  increasing  your  volume  of 
expense.  You  are  therefore  jumping  from  the 
frying  pan  into  the  fire.  Charles  H.  McCon- 
nell,  proprietor  of  the  Economical  Drug  Store 
in  this  citv,  whose  daily  sales  exceed  a  thousand 


dollars,  found  many  years  ago  that  his  soda 
and  cigar  departments  were  actually  losing 
money  for  him,  and  he  promptly  abandoned 
them.  But  it  was  possible  for  this  aggressive 
man,  with  a  fine  down-town  location,  to  take  a 
radical  step  of  this  kind  when  it  is  frequently 
not  possible  for  a  small  druggist  in  an  outlying 
suburb.  Mr.  McConnell  was  able  to  keep  up 
and  even  increase  his  volume  of  sales  by  a 
more  energetic  drive  on  other  features  of  his 
business,  but  this  the  small  druggist  cannot 
always  do. 

Some  one  might  reply,  then,  what's  the  use 
of  all  this  talk  if  we  must  keep  our  depart- 
ments anyw^ay?  A  lot  of  use!  Every  man 
ought  to  know  the  facts  about  his  business.  In 
the  first  place,  if  he  finds  that  his  candy  depart- 
.  ment  isn't  yielding  adequate  profits,  he  can 
change  the  selling  prices,  or  the  character  of 
the  goods,  in  such  manner  as  to  come  out 
whole  on  the  business,  and  he  can  perhaps  find 
leaks  and  stop  them  up.  The  same  thing  is 
true  to  a  limited  extent  with  the  cigar  depart- 
ment. In  the  second  place,  if  a  druggist 
realizes  that  he  is  making  a  low  profit  on  a 
good  many  things  in  his  store,  he  then  under- 
stands the  vital  necessity  of  putting  in  such 
additional  lines,  and  of  getting  such  increased 
profits  elsewhere,  as  will  bring  up  his  general 
average  of  profit.  It  must  be  obvious  to  every 
merchant  that  as  few  goods  as  possible  should 
be  sold  at  a  gross  profit  below  the  percentage 
expense,  and  as  many  as  possible  above  it.  By 
no  other  rule  can  a  satisfactory  average  be 
yielded.  If  it  is  necessary  to  carry  a  lot  of 
stuff  that  pays  indiflferently,  the  thing  to  do  is 
to  expend  a  little  gray  matter  in  planning  to 
put  in  other  things  that  will  pay  handsomely 
and  bring  up  the  average. 

5.  They  don't  keep  the  percentage  of  expense 
and  the  percentage  of  gross  profit  far  enough 
apart.  This  shortcoming  grows  out  of  what 
has  been  said  already.  I  found  from  the 
statements  of  the  25  druggists  to  whom  refer- 
ence has  been  made  that  the  average  percentage 
of  expense  was  24)^,  and  the  average  percent- 
age of  gross  profit  38f.  This  means,  in  round 
numbers,  an  average  net  profit  of  14  per  cent. 
Every  druggist  should  strive  to  keep  his  per- 
centage of  expense  and  his  percentage  of  gross 
profit  this  distance  apart  from  one  another. 
Make  your  business  yield  14  per  cent  net  on 
the  average  if  you  can.     Hold  this  up  to  your- 
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self  as  an  eminently  attainable  ideal  and  strive 
in  every  way  to  realize  it.  Others  haVe  done 
it — ^>'oii  can.  Don't  be  satisfied  with  anything 
less.  If  you  are,  then  you  fall  to  this  extent 
below  the  general  average  reached  by  drug- 
gists throughout  the  country. 

It  is  my  conviction  that  the  net  profit  ought 
never  to  fall  below  10  per  cent  at  the  worst. 
Anything  betw^een  this  figure  and  the  general 
average  of  14  per  cent  might  possibly  be  con- 
sidered fairly  satisfactory.  But  if  10  per  cent 
is  not  realized,  then  the  business  needs  to  be 
looked  into  most  carefully.  Throw  the  search- 
light on  it  in  every  detail.  Conduct  an  inves- 
tigation of  the  most  earnest  character — and 
don't  neglect  to  appoint  yourself  your  own 
most  heartless  and  ruthless  critic. 

The  difficulty  of  the  problem  must  not  be 
minimized.  In  striving  for  an  average  gross 
profit  of  38  per  cent — one  might  better  make 
it  40  while  he  is  at  it — it  will  be  found  that 
many  things  will  have  to  be  marked  up  to  a 
selling  price  once,  twice,  and  occasionally  three 
times  the  cost  price.  As  Charles  R.  Sherman, 
the  shrewd  pharmaceutical  merchant  of  Omaha, 
once  said:  "One  of  the  most  important  points 
in  the  conduct  of  a  business  is  knowing  where 
to  put  the  profit  on,  and  while  20-per-cent 
profit  would  be  all  the  traffic  w^ould  bear  in 
some  instances,  80  or  possibly  120  per  cent  on 
another  article  w^ould  seem  no  more  burden- 
some to  the  purchaser  and  would  really  be  just 
as  legitimate." 

It  must  be  understood  that  40  per  cent  on 
the  selling  price  is  the  equivalent  of  67  per  cent 
on  the  cost  price,  and  that  in  realizing  an 
advance  of  67  per  cent  over  the  cost  of  an 
article,  you  are  putting  on  "all  the  traffic  will 
bear"  in  many  cases.  But  since  this  is  to  be 
your  average  profit,  and  not  your  maximum 
profit,  and  since  you  have  to  sell  a  lot  of  things 
at  15  or  20  per  cent,  you  must  summon  up 
your  nerve  and  tack  on  the  advances  wherever 
the  weight  can  be  borne.  This  is  positively  the 
only  way  you  can  break  even.  Remember  this 
finally:  If  it  costs  you  25  per  cent  to  do 
business,  which  is  the  general  average  the 
country  over  for  retail  druggists,  this  is  equiv- 
alent to  33^  per  cent  on  the  cost  figures.  When, 
therefore,  you  buy  an  article  for  $1.00,  and 
sell  it  for  $1.33^1,  you  are  simply  paying 
expenses  and  haven't  made  a  cent!  Don't 
forget  this — it's  a  good  thing  to  remember! 


A  selling  price  of  $1.33 i  on  an  article  costing 
you  $1.00  hasn't  netted  you  anything! 

0.  They  don't  take  advantage  of  their  cash 
discounts.  Few  druggists  realize  how  much 
money  they  can  save  by  availing  themselves  of 
cash  discounts  as  they  should,  nor  do  they 
comprehend  thoroughly  that  if  they  can  cut 
down  the  cost  of  their  goods  in  this  manner 
they  are  certainly  adding  that  much  to  what  is 
yielded  by  them  on  sale.  In  a  paper  read  last 
year  I  gave  the  facts  abo.ut  seven  pharmacists 
who  had  always  made  it  a  practice  to  discount 
all  their  bills.  The  annual  amounts  saved  by 
them  were  as  follows:  $150,  $186,  $301.26, 
$600,  $600,  $1000,  $5000.  Since  that  time 
two  or  three  other  druggists  have  written  me 
about  this  feature  of  their  business.  A  physi- 
cian out  West,  who  owns  a  drug  store  but  who 
hires  a  manager  to  conduct  it,  told  me  that 
w^ith  a  business  of  about  $10,000  a  year  he 
was  saving  on  an  average  $150  annually  by 
discounting  all  his  bills.  In  his  case  this 
meant  an  enlargement  of  the  total  net  profit 
realized  from  the  business  of  something  like  8 
per  cent!  In  another  case,  that  Df  a  Michigan 
druggist,  $196  was  saved  last  year  in  cash 
discounts.  A  saving  of  $196  a  year  is  equiv- 
alent to  the  net  profits  on  sales  amounting  to 
$1500  or  $2000— in  other  words,  one  would 
have  to  increase  his  business  to  this  extent  to 
make  as  much  money  as  he  can  make  without 
any  trouble  whatsoever  by  merely  taking  ad- 
vantage of  his  cash  discounts.  And  yet  drug- 
gist after  druggist  goes  to  sleep  on  this  oppor- 
tunity, and  pays  anywhere  from  1  to  4  or  in 
some  instances  6  per  cent  more  for  his  goods 
than  he  should. 

These  are  a  few  of  the  reasons  why  some 
druggists  don't  make  more  money.  I  haven't 
tried  to  exhaust  the  whole  catalogue  of  short- 
comings— but  I  have  already  talked  long 
enough.  Neither  do  I  mean  to  suggest  for  a 
minute  that  druggists  are  any  worse  than  other 
retail  merchants.  They  aren't.  But  I  am 
convinced  in  my  own  mind  that  as  a  class  they 
do  not  make  that  close  economic  study  of  their 
business  which  the  times  demand.  They  are 
scientific  pharmacists — ^but  they  are  not  scien- 
tific business  men.  Modern  business  is  just  as 
much  of  a  science  as  astronomy  or  biology  or 
engineering.  The  old  loose  and  slipshod  meth- 
ods won't  go — we  are  either  up-to-date  or  out- 
of-date. 


A  DISPLAY  OF  BABY  NEEDS. 


Some  time  ago  we  tried  the  plan  of  filling 
the  window  with  the  different  articles  intended 
for  infant  use.  In  the  center,  mounted  on  an 
easel,  appeared  the  picture  of  a  bright,  healthy 
looking  baby.  A  sign  just  below  read,  "The 
picture  of  health — an   Eskay's  Food  Baby." 


The  upper  background  was  heavy  green  in- 
grain paper  worked  over  the  lower  border 
with  heavy  white  paper.  The  latter  was  cut 
away  to  represent  an  outline  of  evergreen 
trees.  The  side  wall  was  green  above  and  red 
below.     All  over  the  edges  of  the  background 


Around  the  youngster  were  arranged  an  as- 
sortment of  all  the  things  he  might  want. 
There  were  nursing-bottle  fittings,  nipples, 
pacifiers,  brushes,  chamois  skins,  talcums,, 
soaps,  bottles,  assorted  baby  foods,  castor  oil 
tasteless,  ear  and  ulcer  syringes,  vermifuges, 
antiphlogistine,  castoria,  croup  remedy,  etc. 


and  the  side  wall  appeared  a  narrow  border  of 
holly. 

This  trim  caused  considerable  comment  and 
brought  us  some  good  sales  on  the  articles 
displayed. 

Others  could  doubtless  try  this  plan  to  good 
advantage. 
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DOLLAR  IDEAS 


REGULATING  THE  FLOW  OF  A 
PEKCOLATOR. 

E.  H,  Steele,  Washington,  D.  C:  Here  is 
a  diagram  of  an  apparatus  designed  to  regulate 
the  flow  of  the  percolate  in  the  manufacture 
of  tinctures,  fluidextracts,  etc.  It  serves  the 
purpose  so  efficiently,  and  is  so  simple,  inex- 
pensive, and  easily  constructed  that  I  thought 
it  not  altogether  unworthy  of  a  place  in  your 
columns. 

It  consists  of  six  simple  parts.  There  arc 
a  perforated  cork  or  rubber  stopper,  a  short 


^   Cd^atK/L^^&urf^jtu^^i^ 


i»^^/^d*< 


.juMir^ 


£■  H  Ste.e,Lfi.. 


piece  of  glass  tubing  to  fit  same,  a  short  piece 
of  rubber  tubing  that  will  fit  snugly  over  end 
of  the  glass  tubing  at  one  end  and  receive  a 
glass  tube  with  constricted  point  at  the  other. 
An  ordinary  eye-dropper  answers  admirably  for 
the  latter  tube.  Astride  the  rubber  tubing  is 
a  wooden  stop-cock  with  screw.  This  furnish- 
es a  means  of  regulating  the  flow  to  as  few  or 
many  drops  per  minute  as  desired,  by  simply 
tightening  or  releasing  the  screw. 

The  stop-cock  is  fitted  with  a  screw  having 
a  shoulder,  and  is  made  from  a  small  block  of 
tough  wood  by  sawing  in  from  one  end  a 
sufficient  distance  to  accommodate  the  rubber 
tubing  and  allow  the  screw  to  be  inserted  be- 
hind it.  The  incision  should  be  made  suffi- 
ciently close  to  the  side  of  the  block  to  render 
the  outer  portions  susceptible  to  the  influence 


of  the  screw.     In  other  words,  the  outer  por- 
tion must  be  thin  enough  to  spring  readily. 

If  tough  wood  is  not  obtainable,  an  ordinary 
piece  may  be  used  and  fortified  with  a  wire 
wrapped  tightly  around  the  closed  end. 


TO  TELL  CUSTOMERS  "WE  HAVE  IT  NOW." 

C.  /.  Wall,  Grapevine,  Texas:  I  submit  a 
printed  postal  card  I  have  used  for  several 
years  to  great  advantage.  When  a  customer 
calls  for  an  article  that  I  am  out  of  temporari- 


DEAR  FRIEND: 


GRAPEVINE,  TEXAS. 
A  few  days  ago  you  called  for 


wkick  I  was  then  temporarily  out  of.    I  now  have  it 
in  stock  and  would  be  pleased  to  furnish  it  to  jrou. 

Yours  truly, 

C  J.  WALL, 
Wkst  Tmi  Wsit,  WksB  Tsa  Waal  II! 


ly,  or  have  not  been  carrying,  I  take  his  name 
and  order  the  article.  When  it  arrives  I  drop 
the  buyer  this  post-card,  and  it  usually  brings 
him  back  for  the  goods.  The  card  used  is  an 
ordinary  government  post-card  printed  on  the 
back  as  shown,  with  a  blank  left  for  the  name 
of  the  article. 


MAKE  THE  BANK  BOOK  SHOW! 

Daisy  A,  Frick,  Audubon,  Iowa:  The  bank 
deposits  should  represent  the  cash  taken  in. 
It  is  frequently  customary  to  pay  small  bills 
out  of  the  cash  drawer  instead  of  writing 
checks.  But  I  aim  to  pay  all  bills  by  check, 
although  there  are  still  many  occasions  when 
it  is  advisable  to  pay  the  cash  out  of  the 
drawer — for  example,  express  charges,  dray 
and  messenger  fees,  etc.  At  the  end  of  the 
day  sum  up  total  expenditures  of  the  kind  and 
replace  the  amount  with  a  check,  depositing  it 
the  same  as  cash.  This  makes  the  bank-book 
show  the  total  amount  of  cash  business. 


ACIDS  IN  PERFUME  BOTTLES. 

Lester  E,  Lenrozv,  Newark,  N.  J.:  One- 
pound  perfume  bottles  with  glass  stoppers 
make  excellent  acid  bottles  for  shelf  use.  After 
gathering  together  a  sufficiently  large  number 
and  filling  them  with  the  different  acids  from 
our  stock,  we  were  more  than  repaid  for  our 
trouble  by  the  convenience  of  having  a  neat  set 
of  uniform  shelf  bottles  that  could  be  handled 
with  great  ease. 
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LETTERS 


This  is  where  our  readers  exchange  o/iinions  and 
practical  suggestions  with  one  another.  The  Editors 
are  always  glad  to  receive  short  letters  oh  subjects  of 
mutual  interest. 


COMMISSIONS  IN  THE  NAVY  SECURED 
AT  LAST! 

To  the  Editors : 

The  rank  of  Chief  Phaniiacist  with  com- 
mission in  the  United  States  Navy  is  now  an 
assured  fact.  Those  eligible  for  promotion 
are  merely  a.waiting  the  order  to  appear  for 
examination.  We  quote  from  a  letter  just 
received  from  one  of  the  navy  pharmacists: 

"Anything  like  an  adequate  expression  of 
our  thanks  for  your  long,  hard  fight  in  our 
behalf  is,  I  think,  beyond  the  ability  of  any 


Dr.  Geo.  F.  Pvne. 

of  us,  and  I,  for  one,  shall  not  attempt  it.  I 
shall  merely  say  that  the  pharmacists  in  gen- 
eral, and  especially  those  of  us  who  have  been 
long  enough  in  the  service  to  know  of  your 
work  from  the  beginning,  appreciate  what  you 
have  done  for  us,  and  that  on  my  part  the 
somewhat  feeble  expression  'I  thank  yon'  is 
all  that  I  will  use  at  this  time.  The  duty  of 
the  .American  Phaniiaceutical  Association  to 
the  pharmacists  of  the  naval  service  is,  in  my 
opinion,  done  and  well  done,  and  the  credit  of 
the  same  is  all  yours." 

The  credit  isn't  all  ours  by  a  long  shot. 
Hurrah  for  the  pharmacists  of  the  American 
Pharmaceutical  Association,  and  their  brother 


pharmacists  of  the  whole  United  States,  who 
have  battled  so  unflinchingly  for  proper  rec- 
ognition in  the  United  States  public  service! 
Everybody  almost  without  exception  did  his 
duty  by  his  profession  when  called  upon  by  the 
chairman.  We  wish  that  we  could  thank 
everybody  adequately.  Many  exerted  a  power- 
ful influence  by  their  interest  and  good-will 
when  they  did  not  realize  the  amount  of  their 
efliicient  work.  We  thank  everybody  heartily 
and  sincerely,  and  wish  that  we  were  able  to 
give  the  whole  bunch  a  trip  through  every 
State  in  the  Union  to  further  help  the  cooper- 
ative work  of  promoting  the  professional  ad- 
vancement of  pharmacy.     Respectfully, 

George  F.  Payne. 

Chairman  of  the  Committee  of  the  A.  Ph.  A.  on  the 
Status  of  Pharmacists  in  the  Public  Service  of  the 
United  States,  Atlanta,  Ga. 


ANOTHER  PUZZLER! 
To  the  Editors ; 

One  night  a  young  man  came  into  the  store 
and  handed  me  this  note.  Being  unable  to 
speak  English,  he  left  me  in  a  rather  peculiar 
position.  What  would  you  dispense?  I  dis- 
pensed two  dozen  of  P.,  D.  &  Co.'s  3-grain 
Phenolphthalein  Tablets  and  wrote  upon  the 


box :  "Take  two  pills  each  evening  before 
retiring  as  needed."  I  am  inclined  to  think 
that  he  wanted  something  of  this  nature  as  I 
haven't  seen  him  since. 

Let  me  say  finally  that  the  Bulletin  con- 
tains more  up-to-date  reading  matter  than  any 
other  drug  journal  I  know  of. 

Detroit,  Mich.  MaHLON  K.  SmitH, 


WHAT  HE  WOULD  CHARGE. 
To  the  Editors : 

In  the  September  issue  of  the  Bulletin,  in 
the  department  of  "Letters"  on  page  389,  I 
noticed  the  following  prescription : 

Sulphonal     1  drachm. 

Divide  into  5  powders. 

The  druggist  who  submitted  this  prescrip- 
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tion  asked  for  suggestions  regarding  the  price 
of  it.  I  thought  it  would  be  of  some  interest 
to  him  and  to  the  editors  of  the  Bulletin 
to  hear  from  me,  and  therefore  let  me  say 
that  I  would  ask  about  2''  cents  for  such  an 
order.  Frank  Fridgen. 

La  Crosse,  Wis. 


REGARDING  TWO  ARTICLES  IN  THE  SEP- 
TEMBER BULLETIN. 
To  the  Editors : 

Your  correspondent  from  Oakland,  Califor- 
nia, whose  letter  was  reproduced  on  page  389 
of  the  Bulletin  last  month,  should  have  lived 
in  the  South.  If  he  had  been  so  fortunate  of 
location  as  to  hve  almost  anywhere  in  this 
part  of  the  country  he  would  have  had  no 
trouble  whatever  in  knowing  that  "Black  and 
Tan"  is  a  copaiba  mixture  used  largely  by  the 
colored  population  for  purposes  which  are 
doubtless  known  to  all  pharmacists! 

I  observe,  too,  that  the  E.  D.  Co.  ask  on 
page  396  of  the  September  Bulletin  about 
a  dye  for  shaving-brushes.  Let  me  suggest 
the  following:  Wash  the  shaving-brush  first 
in  benzine,  then  immerse  the  bristles  in  a  5- 
per-cent  solution  of  potassium  sulphuret,  and, 
after  drying  them  thoroughly,  in  a  lO-per-cent 
solution  of  silver  nitrate,  subsequently  expos- 
ing the  brush  to  bright  sunlight  until  it  is  dry. 
It  will  then  be  found  to  be  a  beautiful  jet- 


black.  A  high  luster  may  be  obtained  by  rub- 
bing it  with  a  very  small  quantity  of  vaselin. 
Care,  however,  should  be  taken  to  keep  the 
hands  out  of  the  different  liquids  by  means  of 
the  use  of  tissue-paper. 

Complimenting  the  Bulletin  of  Phar- 
macy on  its  several  excellent  and  interesting 
features,  I  am,  very  truly  yours, 

Glencoe,  Okla.  W.  ScOTT  SaMUEL. 


WHAT  DID  HE  WANT? 
To  the  Editors; 

I  am  sending  you  an  order  received  not  long 
ago  in  this  store,  and  I  wonder  if  most  drug- 


gists  could  tell  what  the  man  wanted.     We 

found  that  he  was  after  hydrogen  peroxide. 

Lodi,  Cal.  SaM  H.   ZIMMERMAN. 


To  the  Editors: 

Your  ilrug  journal  is  certainly  the  best  I 
have  ever  read.  Henry  J.  Kamphuis. 

Fulton,  111. 


A  Q%tXaiKTma  Clau  in  Phabiia<it.— Tbcae  jouuc  men  rot  theii'  diplomM  thli  wrinc  Irom 
tlnlvendtr  Oollese  ol  H edldne  In  Blohmond,  V».    The  scbool  haa  jnat  moved  Into  a  new  Breptoot  balldlns.  m 
tbe  oatlook  for  luser  rinnnra  knd  wider  Influetm  I*  reported  bj  Becretmrr  Woitlej  F.  Rndd  to  be  veir  brlcht. 


434 


BULLETIN  OF  PHARMACY 


THE  SODA  FOUNTAIN. 


USING  SIGNS  AND  WINDOW  CARDS.* 

By  Sterling  Miller. 

Here  is  my  experience  on  "How  to  Operate  a  Small 
Soda  Fountain  on  a  Money-making  Basis."  The  first 
step  to  take  to  operate  a  small  fountain  on  a  money- 
making  basis  is  to  employ  a  neat,  clean,  bright-looking 
person.  Most  likely  he  will  ask  his  desired  salary ;  offer 
him  a  little  more,  and  you  will  find  he  will  be  delighted 
and  take  more  interest  in  his  work  and  the  sales  will 
increase  at  your  small  fountain.  As  the  business  in- 
creases give  him  a  little  more  salary  or  a  small  com- 
mission for  the  busy  season,  and  in  a  short  time  you  will 
find  that  you  will  have  to  employ  extra  help. 

To  advertise  your  sodas,  frappes,  sundaes  and  spe- 
cials, have  plenty  of  fancy  cards  suspended  from  your 
fountain  back-bar.  Make  a  new  drink  or  an  ice-cream 
delicacy  every  day,  and  you  will  find  your  patrons  will 
look  and  ask  for  something  new  each  time  they  call  at 
your  fountain.  Have  some  attractive  and  fun-making 
cards  for  your  customers  to  comment  on  and  laugh 
about.  Suspend  from  the  back-bar  designs  in  this 
manner : 


WILKES-BARRE   SUNDAE. 

10c 
One  Actress, 
One  Johnny, 
One  Taxicab, 

One  Supper  Mingled  with  Cocktails, 
Two  Down-and-OutsI 

A  GOOD  DEAL 

for  15  Cents. 

Display 
a  good 

Euchre 
Hand.  . 

EUCHRE  FRAPPE. 

IT  IS  A  CHESTNUT, 
but  it  is  a  good  one. 

AL. 

Try  it  To-day  as  our 
FOUNTAIN    SPECI 

On  all  big  days  such  as  holidays  have  a  special  win- 
dow sign  appropriate  for  the  occasion,  printed  in  this 
manner :  "Circus  Frappe,"  "Baseball  Frappe,"  "Football 
Frappe,"  "4th  July  Sundae,"  "Christmas  Snowball 
Frappe,"  and  "Easter  Sundae."  This  will  arouse  the 
curiosity  of  the  dainty-seekers  and  bring  the  crowds  to 
your  store. 

When  buying  your  fruits  and  syrups,  buy  in  small 
quantities,  so  they  will  always  keep  fresh  and  delicious; 
always  keep  one  or  more  bowls  of  fresh  fruits  on  the 
back-bar,  such  as  fresh'  pineapple,  fresh  strawberries, 
etc.,  in  season ;  have  plenty  of  fresh  eggs  in  sight  with  a 
printed  card  "Strictly  Fresh  Eggs  Used  at  our  Foun- 
tain." 

Never  contradict  your  customer.  If  he  says  the  milk 
in  his  tgg  drink  tastes  sour,  don't  say  you  don't  think  it 
is,  because  you  just  received  it  from  the  dairy.  Instead, 
offer  him  something  else  or  return  his  money.      The 


chances  are  he  will  see  you  are  trying  to  please  and  ask 
for  something  else. 

Serve  some  nJte  dainty  cake  with  your  ice-cream 
sundaes  and  frappes.  This  will  bring  you  many  steady 
customers.  Make  your  soda  and  ice-cream  concoctions 
neat  in  appearance.  Always  have  a  large  bowl  of 
orangeade  on  your  fountain  counter,  for  this  is  very 
appetizing  and  a  big  money-maker.  Make  your  fancy 
concoctions  in  front  of  your  customers  and  this  will 
help  to  advertise  them.  Specials  lettered  in  water-colors 
on  the  mirrors  will  help  sell  them.  Always  try  and 
have  something  new  and  different  at  your  fountain. 

Have  a  nice  bouquet  of  flowers  on  your  back-bar. 
Two  or  three  palms  or  ferns  are  always  attractive  at  the 
fountain  or  near-by ;  and  a  punch  bowl  of  fresh  fruit  in 
the  center  of  your  back-bar  filled  with  lemons,  oranges, 
bananas,  peaches,  etc.  Keep  your  soda  glass  holders 
polished  as  well  as  the  soda  fountain.  Use  the  best  ice 
cream  that  is  made  in  your  city  or  town,  and  this  will 
help  to  advertise  your  business. 

A  neatly  decorated  window  of  fruits,  syrups,  and 
fresh  fruits  should  be  on  display  in  your  store  window 
about  once  a  month.  Keep  your  counter  and  tables 
clear  of  all  unclean  glasses  and  dishes — dishes  which 
in  many  cases  will  spoil  the  appetite  of  your  customers. 
The  profits  of  your  fountain  can  easily  be  thrown  away 
by  using  excessive  ice  cream,  syrups,  and  fruits. 

Have  a  neat  menu  on  your  tables  and  counter. 
Change  the  menu  card  every  day  so  that  it  is  always 
clean.  There  is  nothing  more  offensive  than  a  menu  all 
spotted  with  soda  water.  In  printing  your  menus  have 
a  line  at  the  bottom  reading  in  this  manner: 

Special  To-day, 
CANTALOUPE  FRAPPE,  15c 

Always  make  a  special  effort  in  catering  to  the 
women  trade,  as  in  general  they  all  like  something  dainty 
and  tasteful. 

"Sweets  for  the  Sweet." 

During  the  winter  months  serve  a  nice  line  of  hot 
drinks,  such  as  hot  chocolate,  tomato  bouillon,  etc.,  serv-  , 
ing  each  with  two  or  three  fancy  cakes  or  crackers. 
This  is  also  a  drawing  card  for  your  fountain  during 
the  cold  weather. 

Three  years  ago  I  was  employed  by  H.  C.  Tuck  &  Co. 
to  build  up  a  soda  trade  at  their  fountain,  which  had 
been  lingering  along  with  small  sales  and  profits  for 
several  years.  The  first  day  I  went  behind  the  fountain 
I  made  cards  and  strips  for  the  back-bar  and  windows 
stating  that  our  delicious  sodas  are  5  cents,  sundaes  and 
frappes  10  cents,  etc.  In  a  short  time  the  sales  of  our 
fountain  began  to  increase  day  by  day.  Then  more 
help  was  the  next  step  to  take  care  of  the  trade.  To-day 
I  have  a  money-making  fountain,  gained  by  using  the 
above  methods.  I  find  by  reading  The  Soda  Fountain 
magazine  each  month  any  person  interested  in  the  soda 
business  will  find  a  great  deal  of  knowledge  on  how  to 
operate  a  "Small  Fountain  on  a  Money-making  Basis." 


•This  article  was  awarded  a  prize  of  $10  by   The  Soda  Foun- 
tain. 


IT  PAYS  TO  KEEP  ACCOUNT  OF  COSTS. 

There  is  little  need  of  argument  to  convince  those 
who  have  been  through  the  experience  that  it  pays  to 
keep  cost  accounts,  even  in  the  soda  business.  Accounts 
well  kept  stop  leaks,  but  they  do  more  than  that,  by 
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it  be  taken  every 
;xcellent  teat,  is 


presenting  si^gestions  for  the  enlargement  of  business. 
In  keeping  a  soda-water  cost  account,  one  should  make 
note  of  the  weather,  the  special  occasion,  such  as  holi- 
days, local  excursions  and  the  like,  and  other  data  that 
are  Ukely  to  be  valuable  in  making  comparisons. 

By  stopping  leaks,  we  mean,  for  instance,  that  the 
cost  sheet  should  show  whether  you  are  getting  all  you 
ought  to  from  each  gallon  of  ice  cream.  Let  us  suppose 
that  last  Friday  averaged  $2.10  a  gallon  for  the  ice 
cream  consumed,  while  yesterday's  was  $2.75  a  gallon, 
with  the  total  volume  of  business  so  nearly  the  same 
that  mere  volume  could  not  have  made  the  striking 
difference.  An  inquiry  is  started  at  once.  A  deficiency 
in  refrigeration  is  developed  and  checked  in  time — or 
perhaps  it  is  the  quality  of  the  cream  when  it  is  delivered 
to  you.  At  any  rate  the  inquiry  is  set  on  foot,  which  is 
the  principal  thing.  For  it  is  a  poor  t 
can't  find  out  where  a  leak  is  when  ( 
has  been  called  to  it. 

A  little  additional  pains,  that  need  n 
day,  but  once  in  a  while  may  afford  ar 
to  keep  an  exact  account  of  the  number  of  drinks  of 
each  kind  sold.  This  requires  a  good  deal  of  special 
preparation,  but  is  worth  the  trouble,  say,  once  a  month. 
It  gives  one  a  better  "line"  on  his  trade  than  anything 
else  can  do.  It  shows  just  what  drinks  are  making  the 
"hits,"  and  to  the  observing  man  it  ought  to  almost  tell 
why.  And  this  ought  to  point  the  way  to  enlarging  in 
the  more  profitable  directions. 

SOME  STASTLING  COUPAUSONS. 

It  is  well  known  that  the  higher  priced  drinks  yield  a 
higher  percentage  of  profit  than  the  lower  priced  ones. 
Sixty  per  cent,  say,  of  the  checks  of  a  day's  business 
may  be  five-cent  ones,  yet  they  will  produce  less  than  40 
per  cent  of  the  income  from  sales.  Thirty  per  cent  may 
be  ten-cent  checks,  yet  it  will  be  discovered  that  they 
produced  43  per  cent  of  the  gross  business.  And  the 
business  of  the  higher  priced  checks  was  accomplished 
with  little,  if  any,  additional  charge  for  attendance. 
Service  time  runs  about  equal,  or  very  little  more,  in  the 
higher  priced  business.  In  a  typical  cost  sheet  we  have 
in  mind,  it  was  found  that  it  required  seven  times  the 
service  in  the  case  of  five-cent  customers  to  produce 
only  a  little  more  than  twice  the  gross  receipts  that 
accrued  from  sales  of  ten  cents  and  over.  The  dis- 
ckisure  of  the  relation  of  the  service  cost  to  the  amount 
of  the  check  is  important,  not  only  for  the  additional 
profit  it  ought  to  call  attention  to,  in  possibility,  but 
because  it  gives  incentive  for  a  development  highly 
desirable  from  every  business  point  of  view. 


ADVANTAGES  O 


ACCUKAIE  ACCOUNTS. 


It  comparing  one  week  with  another  and  one  month 
with  another  are  desirable  practices,  then  it  will  be 
found,  too,  that  the  comparison  of  days  in  different 
years  will  pay,  when  the  system  has  become  established. 
For  example,  when  the  record  of  one  year  shows  that 
the  introduction  of  hot  sodas  in  November  accomplished 
the  double  result  of  increasing  the  sales  over  those  of 
April  and  of  doing  it  with  less  consumption  of  ice 
cream,  the  lesson  for  the  following  season  will  be 
obvious. 

The  aim  should  be  to  get  full  returns  for  the  stock 


handled,  to  study  the  needs  and  demands  of  the  trade, 
and  to  check  income  and  outgo,  with  the  purpose  of 
maintaining  the  highest  possible  standard  of  efficiency, 
and  to  stop  leaks  and  prevent  their  recurrence.  To 
accomplish  these  results  the  accounting  system  should 
above  alt  be  accurate.  Let  it  start  with  the  record  of 
sales  at  the  fountain.  This  should  be  a  resum£  of  the 
five  and  ten  cent  and  the  special  checks  classified  accord- 
ing to  kind.  It  should  show  the  amount  of  ice  cream 
consumed  and  the  average  returns  per  gallon  of  cream. 
Other  facts  not  easily  deducible  should  be  kept  in  the 

The  daily  account  of  deliveries  should  show  the  quan- 
tity of  every  article  or  commodity  entering  into  the 
daily  business  that  is  bought  and  enters  the  store.  The 
relative  proportions  of  syrups,  of  non-ice-cream  dishes 
of  various  kinds,  of  fruit,  of  egg  drinks,  should  be  care- 
fully ascertained  and  recorded  from  day  to  day;  and  a 
knowledge  of  how  to  read  the  delivery  sheet  in  connec- 
tion with  the  fountain  record  will  be  the  means  of 
stopping  many  a  leak  that  perhaps  could  not  be  detected 
in  any  other  way.  For  under  average  conditions  of 
accurate  dispensing  there  will  be  little  variation,  and 
this  one  item  presents  suggestions  that  it  is  important 
for  the  proprietor  to  heed. 

Only  by  keeping  accounts  carefully,  and  then  paying 
attention  to  the  lessons  they  convey,  can  the  owner  of  a 
fountain  hope  to  keep  his  finger  on  the  pulse  of  his 
business. — The  Pacific  Drug  Review. 


Tbb  Phabkaoy  of  John  F.  Pattoh.  — Everibodr  knows  who 
John  F.  PsttoD  li.  H>  taaa  slira^  beeo  cODiptcoouB  In  phuiDa- 
ceat1c«l  AlMrsin  tbeet«t«or  Penn»jlvuiIft.»ndsome  jean«sohe 
wu  piesldenC  of  Che  American  FhumBceatical  Auodktlon.  Re  1ft 
one  o!  the  lewlliis  cltlzena  ol  the  town  ot  York.  Peniuf  Ivuita.  uid 
his  Btor«  U  ot  oonrae  locaMd  in  that  citj.  Mr.  PatMra  ia  UDmairled. 
and  hU  bachelor  qnartan  over  the  eMte  are  the  earn  and  dlHom- 
fort  ol  manr  a  «min«  dame. 
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CAPSULES  OF  SCIENCE 

Prepared  by  Prop.  W.  L.  Scovh^i^k. 


Scientific  Scintillations. — 

Ultraviolet  light  may  be  used  to  detect  traces  of 
sulphide  in  potassium  carbonate.  It  develops  a  red 
luminescence  in  the  sulphide. 

Ozone  is  said  to  be  of  value  in  ventilation  on  account 
of  its  smell  and  its  action  on  the  nerves  of  the  skin,  but 
not  on  account  of  any  specially  healthful  properties  it 
imparts  of  itself. 

A  mixture  of  "sodium  peranhydrosulphate"  and  of 
"chloride  of  peroxide  of  sodium"  is  claimed  as  an  ef- 
ficient sterilizer  of  drinking-water,  in  the  proportion  of 
one  part  to  five  million  of  water. 

Light  decomposes  solutions  of  vanillin,  forming 
dehydro-vanillin,  which  is  less  soluble  and  may  deposit. 
The  decomposition  is  only  partial. 

Terpin  hydrate  is  formed  when  a  mixture  of  oil  of 
turpentine,  alcohol,  and  nitric  acid  is  exposed  to  ultra- 
violet light  rays,  and  a  patent  protects  its  manufac- 
ture in  this  way. 

A  Frenchman  has  patented  a  machine  for  expressing 
the  oil  and  the  juice  from  lemons  in  one  operation  and 
collecting  them  separately. 

Colloidal  solutions  of  silicates  of  lime  and  aluminum 
are  being  employed  to  decolorize  mineral  and  fatty  oils. 
They  are  very  effective. 

Hydrofluoric  acid,  or  acid  solution  of  a  soluble 
fluoride,  is  recommended  for  removing  iron  stains  from 
fabrics. 

An  English  patentee  mixes  one  part  of  the  roasted 
sprouts  of  malt  with  about  30  parts  of  tea  in  order  to 
improve  the  flavor  and  digestive  value  of  the  latter. 

The  medicinal  value  of  many  natural  medicinal 
waters,  for  bathing  as  well  as  for  drinking,  is  now  as- 
cribed chiefly  to  radium  emanations  in  the  waters.  These 
emanations  are  found  in  most  of  the  famous  European 
waters. 

A  mixture  of  one  part  of  lemon  oil  and  two  parts 
of  boiled  linseed  oil  is  recommended  as  an  efficient  fur- 
niture polish  which  applied  sparingly  "will  do  more  to 
preserve  good  furniture  than  any  veneer  sold." 

Distilled  water  contains  enough  bacteria  to  produce 
marked  irritation  and  a  rise  of  temperature  when  the 
bacteria  are  killed  and  the  water  is  injected  into  the 
veins  or  muscles.  Use  only  fresh  distilled  water  for 
preparing  solutions  for  injection. 

Animals  whose  respiratory  and  alimentary  tracts  are 
kept  sterile  do  not  live  long  though  the  food  is  assim- 
ilated. The  normal  bacteria  appear  to  promote  oxidation 
processes  which  are  necessary  to  life,  and  destruction  of 
these  bacteria  brings  death  of  the  animal. 

Tannin  in  plants  prevents  the  development  of  fungous 
disease,  and  so  protects  the  plant.  In  small  amounts  it 
appears  to  stimulate  growth  of  the  plant  and  fruits,  but 
in  large  amounts  it  inhibits. 

An  Italian  chemist  finds  that  an  anti-pepsin  exists  in 
the  pig's  stomach  which  under  certain  conditions  arrests 
digestion  completely,  and  thus  accounts  for  the  non- 


digestion  of  the  stomach.  He  was  not  able  to  isolate  this 
body. 

The  whites  of  eggs  contain  on  an  average  87.7  per 
cent  of  water  and  11.89  per  cent  of  organic  matter.  The 
yolks  contain  49.7  per  cent  water  and  48.8  per  cent  or- 
ganic matter,  the  rest  being  salts.  Both  contain  a  small 
proportion  of  sugar — the  yolks  less  than  the  whites. 

In  a  storage  bin  containing  1000  tons  of  raw  sugar 
fermentation  occurred  in  the  center  and  generated 
enough  heat  to  cause  explosion  and  flame.  Only  certain 
forms  of  fermentation  bacteria  will  generate  enough 
heat  to  do  this. 

An  apparatus  for  sterilizing  water  by  ultraviolet  rays 
which  can  be  fitted  to  any  water  tap  has  been  perfected 
in  Germany.  From  2  to  3  quarts  per  hour  of  absolutely 
sterile  water  are  obtained  by  it,  with  an  ordinary  electric 
current. 

At  the  Royal  Institute  there  is  a  sample  of  colloidal 
gold  made  55  years  ago  by  Faraday,  in  which  there  is 
no  sign  of  settling.  The  explanation  is  that  the  sus- 
pended particles  are  so  small  that  their  rate  of  falling 
is  only  about  0.4  inch  per  year,  and  that  is  offset  by  cir- 
culation through  temperature  changes  in  the  liquid. 

Dr.  F.  Gardner  finds  from  experiments  on  guinea- 
pigs  that  olive  and  cedar  oils  penetrate  the  skin  the  best 
of  the  liquid  oils,  while  goose  grease  comes  first  in  the 
list  of  fats,  with  benzoated  lard  second. 

An  examination  of  twelve  di£Ferent  brands  of  gela- 
tin sold  for  food  in  Germany  disclosed  arsenic  in  each, 
though  in  very  minute  amounts.  The  arsenic  comes 
from  arsenic  sulphide  used  in  treating  the  leather  from 
which  gelatin  is  made. 

Odds  and  Ends. — 

Metallic  thorium  is  stated  to  have  a  stimulating  or 
tonic  effect  on  animal  life,  but  an  injurious  action  on 
vegetable  life,  except  in  very  minute  amounts. 

Camolite,  a  mineral  found  in  Colorado,  Utah,  and 
New  Mexico,  is  a  promising  source  of  radium,  and  it 
is  thought  will  prove  a  profitable  source  of  that  element. 

Gasoline  is  now  being  obtained  from  natural  gas 
by  freezing  it  out.  As  much  as  13  gallons  have  been 
obtained  from  1000  cubic  feet  of  gas,  but  the  yield  is 
variable. 

Botanists  claim  that  the  cultivation  of  plants  which 
contain  toxic  principles  tends  to  reduce  these  and  to 
finally  evolve  a  plant  which  contains  none.  Cultivated 
medicinal  plants  are  therefore  less  valuable  than  the 
wild. 

The  London  Lancet  says  that  beer  acts  as  a  condi- 
ment, and  aids  in  the  assimilation  of  food,  when  taken 
with  meals,  resembling  beef  tea  in  this  respect.  In 
addition  about  four-fifths  of  the  extracts  in  beer  are 
themselves  assimilated. 

Adrenalin  increases  the  anesthetic  action  of  cocaine, 
of  novocaine,  and  of  alypin. 

When  given  food  which  had  been  completely  ex- 
tracted with  alcohol  and  ether,  mice  died  in  about  two 
weeks.  The  addition  of  fats  did  not  remedy  this,  but 
lecithin  and  cholesterol  did. 

Large  doses  of  radium  emanation  cause  a  destruc- 
tion of  some  of  the  white  corpuscles  of  the  blood,  an 
excessive  excretion  of  uric  acid,  a  disturbance  of  meta- 
bolism, and  irritation  of  the  nervous  system. 
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Osmotic  Observations. — 

R.  R.  Bennet,  Ph.L.»  says  that  hypodermic  solutions 
and  eye-washes  should  always  be  made  isotonic  (non- 
osmotic)  to  be  soothing  instead  of  irritating.  A  solu- 
tion of  cocaine  hydrochloride  containing  0.594  Gm.  of 
the  salt  in  10  Cc.  is  isotonic,  also  one  containing  0.564 
Gm.  of  quinine  bihydrochloride  in  10  Cc.  A  solution  of 
morphine  hydrochloride  containing  0.37  Gm.  in  10  Cc. 
is  not  isotonic,  but  can  be  made  so  by  adding  0.268  Gm. 
of  glucose.  Sodium  chloride  is  not  suitable  because  it 
tends  to  cause  crystallization.  A  solution  of  0.01  Gm. 
strychnine  hydrochloride  in  10  Cc.  should  have  0.079 
Gm.  of  sodium  chloride  or  0.442  Gm.  of  glucose  added 
to  make  it  isotonic.  Beta-eucaine  hydrochloride,  0.2-per- 
cent solution,  requires  0.82  Gm.  sodium  chloride  per 
100  Cc,  and  a  0.5-per-cent  solution  of  novocaine  requires 
the  same.  When  glycerin  is  used,  1.75  Cc.  of  glycerin 
diluted  to  100  Cc.  is  isotonic.  Anything  stronger  than 
this  is  hypertonic  and  may  irritate.  Mr.  Bennet  thinks 
that  remedies  for  external  use,  when  they  come  in  con- 
tact with  membranes,  as  the  eyes,  abraded  surfaces,  etc., 
should  be  made  isotonic  so  that  osmosis  will  not  cause 
irritation. 

"E  Pluribus  Unum."— 

Alcohol  is  obtained  in  France  chiefly  from  grapes  or 
beetroots,  in  Greece  from  currants,  in  Germany  from 
cherries  or  potatoes,  in  Russia  from  rye,  in  Japan  from 
rice,  in  the  United  States  from  corn,  in  Mexico  from 
molasses  or  agave.  Other  sources  of  industrial  alcohol 
are  bananas,  pineapples  or  other  fruits  which  are  unfit 
for  market,  artichokes,  sweet  potatoes,  and  certain  leaves 
which  are  rich  in  starchy  or  saccharine  juices.  In  1905 
over  600,000  gallons  of  alcohol  were  distilled  from  apples 
in  the  United  States.  It  is  thought  that  the  stalks  of 
sweet  corn  would  make  a  profitable  source  of  alcohol  in 
connection  with  canning  factories. 

Yc  Oldc  Tymc  Wisdom.— 

In  the  old-fashioned  days  comfrey  was  esteemed  as  a 
household  remedy,  but  modem  science  found  no  use 
for  it  until  Dr.  Macalister  of  England  showed  that  it 
acts  as  a  real  stimulant  and  proliferant  to  the  cells,  and 
that  it  exercises  powerful  healing  properties.  He  finds 
it  of  value  in  ulcers,  gastralgia,  pruritus,  etc.,  and 
equally  useful  internally  or  externally.  This  action  is 
found  to  be  due  to  allantoin,  which  exists  to  the  extent 
of  nearly  1  per  cent  in  the  root. 

Arsenic  Internally. — 

Arsenic  is  found  to  be  a  common  constituent  of  veg- 
etables, and  is  present  in  most  varieties,  of  course  in 
very  minute  quantities  only.  Of  36  vegetables  examined 
by  Jadin  and  Astruc,  split  peas  contained  the  largest 
proportion — 0.026  milligramme  in  100  grammes — with 
spinach  a  close  second.  Of  the  fruits,  apples  contained 
the  most — about  twice  as  much  as  split  peas — while  pine- 
apples and  bananas  contained  the  least. 

Basy  on  Elbows,  Hard  on  Clothing. — 

Washing  powders  containing  sodium  perborate  are 
very  eflPective  for  producing  white  linen,  but  the  per- 
borate is  found  to  rapidly  destroy  the  cloth.  Tests  show 


that  when  10  per  cent  of  perborate  is  present  in  the  pow- 
der, linen  loses  20  to  40  per  cent  of  its  strength  in  one 
washing,  cotton  a  little  more,  and  woolens  15  per  cent  to 
complete  destruction.  Very  thin  goods  are  practically 
destroyed  in  one  washing. 

"Made  in  Germany." — 

Artificial  building  materials,  composed  of  sawdust  or 
cork-waste  cemented  into  boards  or  blocks  with  a  solu- 
tion of  magnesium  chloride  to  which  magnesium  oxide 
is  added,  the  mixture  being  pressed  into  form,  have 
proved  very  successful  in  Germany.  The  combination 
possesses  some  of  the  qualities  of  both  wood  and  stone, 
and  is  useful  for  floors,  roofs,  wainscoting,  etc. 

Patented  Immunity. — 

A  Swiss  chemist  claims  to  be  able  to  make  a  chem- 
ical antitoxin  which  is  capable  of  conferring  immunity 
against  infectious  diseases,  from  creatinine.  A  patented 
solution  contains  0.2  per  cent  of  creatinine,  0.01  per  cent 
of  guanidine,  and  0.10  per  cent  of  allantoin,  with  0.08 
per  cent  of  phenol  as  preservative. 

Electrified  Calcination. — 

Lime  and  magnesia  which  have  been  prepared  in 
electrical  furnaces  at  very  high  temperatures,  have  very 
different  properties  than  when  prepared  in  combustion 
furnaces.  They  are  more  resistant  to  changes  by  hy- 
dration or  carbonation,  and  are  specially  adapted  to  use 
as  furnace-linings. 

Dose— One  Meal  Three  Times  a  Day. — 

Dr.  F.  S.  Gordon  says  that  the  best  way  to  take 
alteratives  is  in  the  form  of  vegetables  and  fruits.  Spin- 
ach and  apples  contain  the  most  iron;  milk,  cabbage, 
lentils,  and  cheese  the  most  lime;  cod-liver  oil  and  fish 
the  most  iodine ;  and  milk,  eggs,  and  fish  the  most  phos- 
phates. 

Quinine  Tannate. — 

Professor  Puckner  questions  the  value  of  quinine 
tannate  because  of  its  variability.  Its  composition  de- 
pends largely  upon  the  formula  and  method  by  which 
it  is  made,  and  it  should  contain  30  per  cent  of  quinine, 
but  often  contains  less.  One  sample  examined  con- 
tained a  quarter  of  its  quinine  uncombined,  and  was 
not,  therefore,  tasteless. 

A  New  Cork. — 

A  plant  which  grows  abundantly  in  the  Philippines 
(Fagara  integrifoliola)  has  a  fibrous  covering  on  its 
roots  which  is  chemically  similar  to  cork,  and  which 
when  pressed  into  form  makes  a  good  substitute  for 
cork.  It  is  known  as  "root  cotton"  and  promises  some 
technical  uses  of  value. 

No  Action  When  Dry. — 

Calcium  carbide  is  recommended  as  a  caustic  in  the 
treatment  of  cancers,  ulcers,  malignant  skin  diseases,  etc. 
It  is  said  to  act  only  on  the  discharging  surface  provided 
that  the  rest  of  the  skin  with  which  it  is  in  contact  is 
kept  dry. 
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QUERIES 


In/amuUion  is  given  in  this  department  under 
the  folUmnng  conditions  only:  (/)  No  queries  are 
anstveredhymail;  (^)  queries  must  reach  us  before 
the  isth  of  the  month  to  he  answered  in  the  Bui^B- 
TiN  of  the  month  following:  (j)  inquirers  must  in 
every  instance  he  regular  subscribers;  and  (^) 
names  and  addresses  must  he  affixed  to  all  com- 
munications. 


Ciockmakers'  Oils. 

P.  B.  D.  writes:  "Please  give  me  a  formula  of  an 
oil  for  lubricating  fine  machinery  such  as  clocks  and 
motors  for  piano  players." 

Lubricants  for  clocks  and  delicately  constructed  ma- 
chinery in  general  are  usually  prepared  from  very  care- 
fully refined  rape  oil,  or,  preferably,  fine  olive  oil.  To 
remove  the  final  traces  of  acid  from  the  oil  it  is 
shaken  with  one  per  cent  by  weight  of  caustic  soda, 
this  being  repeated  several  times  daily  for  two  or  three 
days.  A  large  volume  of  water  is  then  added,  and  the 
supernatant  oil,  which  is  now  quite  free  from  acid,  is 
poured  off.  It,  however,  still  contains  coloring  mat- 
ters and  certain  other  constituents  inimical  to  lubrica- 
tion, and  to  remove  these  the  oil  is  shaken  up  with 
strong  alcohol,  which  dissolves  them  out.  For  this 
purpose,  10  parts  by  volume  of  the  oil  are  placed  in  a 
clear  glass  bottle  holding  about  one-third  as  much 
again,  along  with  2  parts  of  90-per-cent  alcohol.  The 
bottle  is  next  well  corked,  and  shaken  up  so  as  to 
thoroughly  mix  the  oil  and  the  spirit.  The  bottle  is  set 
out  in  the  sun,  and  shaking  repeated  several  times  a 
day.  At  the  end  of  about  three  weeks — ^though  in 
bright  summer  weather  ten  to  fourteen  days  often 
suffice — ^the  oil  will  be-  water-white,  the  supernatant 
layer  of  spirit  having  assumed  a  strong  yellow  tinge 
through  the  coloring  matter  absorbed  from  the  oil.  The 
purified  oil  is  siphoned  off  and  filled  at  once  into  small, 
tightly  corked  glass  bottles,  which  should  be  kept  in 
a  cool,  dark  place.  The  spirit  can  be  recovered  by 
careful  distillation,  in  a  perfectly  colorless  condition, 
and  used  over  again. 

The  mineral  oil  for  clockmakers'  use  is  a  specially 
refined  heavy  tar  oil.  One  hundred  parts  of  ordinary 
heavy  tar  oil  are  treated  with  two  parts  of  bleaching 
powder,  well  stirred  in,  and  followed  by  3  parts  of 
crude  hydrochloric  acid.  The  mixture  must  then  be 
vigorously  stirred,  and  set  aside  for  six  hours.  At 
the  end  of  this  time  the  oil  is  poured  off  from  the 
watery  liquid,  and  repeatedly  shaken  up  with  5  parts 
of  caustic  soda  lye  each  time.  Finally,  the  refined  oil 
is  filtered  through  gray  blotting-paper. 

Olive  oil  is  also  used  by  clockmakers  as  a  lubricant. 
An  olive  oil  must  be  obtained  that  has  been  refined  by 
the  sulphuric-acid  method,  very  well  known,  and  after- 
ward shaken  up  with  about  2  per  cent  of  weak  lye  to 
insure  the  complete  elimination  of  the  final  traces  of 
free  acid.     The  oil    and   lye   are   left  in   contact   for 


several  days  after  a  thorough  shaking,  the  oil  floating 
on  the  surface  being  then  drawn  off  and  bleached  with 
spirits,  as  described  above.  Like  all  other  fine  lubri- 
cating oils,  the  olive  oil  so  treated  must  be  filled  into 
small  bottles,  which  are  then  tightly  corked  and  stored 
with  care. 


Shoe  Polishes. 

M.  J.  S. — Formulas  for  liquid  shoe  polishes  appeared 
in  this  department  of  the  Bulletin  last  month.  Shoe 
pastes  may  be  made  after  the  following  formulas : 

(1)  Marseilles  soap    122  parts. 

Potassium    carbonate     81  partb 

Beeswax     500  parts. 

Water     2000  parts. 

Mix  and  boil  together  with  occasional  stirring  until  a  smooth, 
homogeneous  paste  is  obtained;  then  add,  a  little  at  a  time,  and 
under  constant  stirring,  the  following: 

Rock  candy,   powdered 153  parts. 

Gum  arabic,  powdered 61  parts. 

Ivory  black    * .  1000  parts. 

Stir  until  homogeneous,  then  pour,  while  still  hot,  into 
boxes. 

(2)  Soap    122  parts. 

Potassium   carbonate    61  parts. 

Beeswax    600  parts. 

Water     2000  parts. 

Mix  and  boil  together  until  a  smooth,  homogeneous  paste  is 
obtained;  then  add 

Boneblack    1000  parts. 

Powdered   sugar    ....*. 153  parts. 

Powdered  gum  arabic 61  parts. 

Mix  thoroughly,  remove  from  the  fire,  and  pour  while  still 
hot  into  boxes. 

(3)  Shoe  pastes  or  polishes^  are  mixtures  of  yellow  wax  and 
turpentine,  varying  in  proportion  as  to  the  hardness  of  paste 
desired  and  the  season  of  the  vear  involved.  Summer  weather 
requires  the  use  of  more  wax  than  winter  weather. 

The  pastes  are  colored  with  ivory  black  and  alcoholic  solu- 
tions of  aniline — orange,  brown,  and  red.  Sometimes  palm  oil 
is  used.  For  a  starter  try  wax,  1  part,  and  turpentine,  3  parts. 
Melt  on  a  water-bath  and  stir  in  the  color  desired.  If  palm  oil 
is  used,  employ  about  25  per  cent. 


Polishes  for  Silverware. 

B.  L.  K.— F.  C.  Hottel,  of  Cleveland,  Ohio,  makes  a 
polish  for  cleaning  silverware  which  is  very  satis- 
factory : 

Shave  up  one  large  cake  of  ivory  soap  and  dissolve  it  in  20 
ounces  of  water.  Add  2  ounces  of  glycerin,  mix  thoroughly, 
and  then  gradually  add  1  pound  of  English  precipitated  chalk. 
Stir  the  mixture  thoroughly,  and  then  add  1  ounce  of  poUssium 
cyanide  which  has  been  previously  dissolved  in  6  ounces  of 
water.     Mix  again. 

This  polish  is  very  cheap  to  make.  The  following  is 
also  a  good   formula : 

Chalk,   levigated    2  parts. 

Oil   of  turpentine 4  parts. 

Stronger  ammonia   water 4  parts. 

Water     10  parts. 

Mix  the  ammonia  and  oil  of  turpentine  by  agitation,  and  rub 
up  the  chalk  in  the  mixture.  Finally  rub  in  the  water  gradually 
or  mix  by  agitation. 


A  Medical  Query. 

F.  S.  writes:  "A  friend  of  mine  has  a  sallow  com- 
plexion, covered  with  many  pimples  and  blackheads.  I 
have  given  him  different  medicines,  such  as  calcium 
sulphide  tablets,  blood  purifiers,  and  salves,  but  without 
results.    What  would  you  suggest?" 

Consult  a  dermatologist.  Skin  affections  try  the 
skill  of  trained  physicians,  and  we  don't  feel  competent 
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to  prescribe  for  them.  If  there  is  any  anemia,  that 
must  be  corrected.  If  the  liver  is  sluggish,  it  must  be 
stimulated.  Local  treatment  may  also  be  necessary.  If 
the  case  is  acne,  bacterial  vaccines  are  indicated.  If 
there  is  any  blood  disease  present,  it,  too.  must  be 
cured.  But  only  a  physician  can  tell  the  real  cause  of 
the  trouble. 

A   While  Capping  Mixture  for  Bottles. 

J.  S.  P.  writes:  "Can  you  lell  me  how  to  prepare  a 
sealing  preparation?  1  want  something  that  is  tough 
and  strong,  but  stays  pliable."  }.  D.  C  asks  the  same 
question. 

In  "350  Dollar  Ideas  for  Druggists"  will  be  found  a 
formula  suggested  by  Crawford  T.  Ruff  of  Montgomery, 
Alabama.  The  mixture  is  especially  fine  for  capping 
toilet  preparations: 

Melt  8  ouncei  of  whiit  wai  over  a  ipirii  lamp.  For  thia 
purpoae  Ihe  wax  may  be  put  in  an};  theap  tin  or  porcelain  Teuc! 
with  a  handle.  When  the  wai  is  melied.  add  S  dricbnu  of 
Ibick  mucilage  of  tragacanth  and  1  ounce  of  biimuth  lubnitrale. 
Slii  briskly  until  a  unifarn  miiture  reaulu.  Tbc  areparatian 
ii  BOW  ready  for  n»«.  Dip  the  necka  of  the  atoppered  bottles  in 
■'  ''-'   -"---red  depth.     The  aubatance  irill  congeal  almost  inline- 


diatelf.      _  _     _      _  _   _      _ 

have  ■  beautiful   white   cap—firn 
the  capping  proceii  the  tniilure 


Nickel- flaliiig  for  Brass  Auto  Parts. 

G.  E.  D.  writes:  "WiH  you  kindly  publish  a 
formula  of  a  preparation  to  be  applied  to  brass  to  give 
it  a  silver  or  nickel  coating?  I  want  a  preparation  for 
use  on  auto  brass  parts." 

A  similar  query  was  answered  on  page  218  of  the 
May  Bulletin  this  year.  The  querist  wanted  to  know 
the  process  for  nickel-plating  brass  trimmings  and 
lamps  on  automobiles  permanently.  Suppose  you  con- 
sult the  information  which  we  gave  at  that  time,  as 
we  hesitate  to  republish  that  material  so  soon  aftcr- 


"Liver  Spots." 

W.  A.  B.  writes:     "A  friend  of  mine,  incidentally  a 

customer  of  the  store,  wants  a  remedy  for  brown  spots 


Pbopbbkib  Dibhi.  as  a  Obahdpathkb.  — C.  Lawb  £ 
mll-kiiown  tcaohar.  phunuuitst  <uid  N.  F.  rerlasr,  li  mD 
tba  plilloMphIc  obaamtioiu  of  hli  Uttla  snuidchUd  >t 


on  the  arms  and  chest.  He  has  tried  a  solution  of 
sodium  hyposulphite,  but  as  soon  as  he  stopped  using 
this  remedy  the  spots  came  back.  I  would  like  to 
know  if  there  is  any  positive  cure." 

These  so-called  "liver  spots"  are  a  pigmentation  of 
the  skin.  Some  form  of  iodine  given  internally  is  the 
only  remedy  that  we  can  suggest.  Skin  specialists 
give  arsenic.  Hydrogen  peroxide  and  sodium  hyposul- 
phite are  used  locally.  Suppose  you  consult  a  phy- 
sician. We  hardly  feel  competent  to  suf^est  a  remedy 
for  this  persistent  trouble. 

Polish  for  Brass. 
W.  M.  H. — Here  are  two  preparations  for  polishing 
brass : 


waihed  with  water  and  then  rubbed  with  di7  aawdust.  f 
lion  of  oxalic  acid  is  used  in  the  same  way,  amooth  >i 
beinf  rubbed  with  prepared  chalk,  or  equal  parts  of  Ihe  latl 

applied.      A  great   many'  other  processes  arc   employed,  ai 


Solution  of  Iron  Peptoaalt  and  Manganese. 
F.  J.  A.  wants  a  formula  for  making  solution  of 
iron  peptonate  and  manganese.    A  formula  appears  on 
page  88  of  the  National  Formulary : 


A  QiTiHTBT  or  DBTBOiTEBs.^Thla  (Toap  ol  Detnlt  drnniats 
**a  pbototrspbed  in  Aotaat  st  the  oonTentlOD  In  Mnskscon, 
ll^.  wben  the  two  State  ornniiatlona  wer«  uaftlguuilcd  Into 
t>M  new  UleblnD  StMs  Phumueutlcal  Asaoclmtlon.  Beadlnc 
fraoi  Ihe  laft  the  men  are:  J,  H.  WebMer,  F.W.  R.  Fenr.  Charles 
f-  MiBo,  Oraat  W.  eiBrani.  and  Jamea  W,  aeeler. 


c  elixi 

CU,  S.  P.) 

(U.   S.  P,) 

water 

a  auffident  quantity  lo 
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manganese  citrate  in  100  Cc.  of  distilled  water,  and  add  it  to 
the  first  solution.  Then  add  the  aromatic  elixir,  and  enough 
distilled  water  to  make  1000  Cc.  of  solution.  If  manganese  pcp- 
tonate  is  available,  26  Gm.  of  this  may  be  used  in  place  of  the 
soluble  manganese  citrate   directed  in  the   foregoing  formula. 


To  Clean  Nickel-plated. Goods. 

W.  M.  H. — ^A  paste  for  polishing  nickel  may  be 
made  by  mixing  chalk  with  tallow. 

1.  To  clean  nickel-plated  goods,  nickel  platers  use  ordinary 
rouge.  The  following  mixture  is  said  to  be  excellent:  Take 
equal  parts  of  precipitated  iron  carbonate  and  prepared  chalk, 
or  take  quicksilver  with  chalk  yi  ounce,  and  prepared  chalk  2 
ounces;  mix  them.  When  used,  add  a  small  quantity  of  alcohol 
and  rub  with  chamois  leather. 

2.  Rub  the  article  with  a  little  fresh  lard  or  lard  oil,  on  a 
wash  leather  or  piece  of  buckskin.  Rub  the  bright  parts,  using 
as  little  of  the  rouge  and  oil  as  possible;  wipe  off  with  a  clean 
rag  slightly  oiled.  Repeat  the  wiping  every  day,  and  polish  as 
often  as  necessary. 


Marble  Polish. 

B.  L.  K.— Mr.  W.  C.  Durkee  (Boston)  gives  the  fol- 
lowing formula  for  a  marble  dressing  or  polish: 

Pure   beeswax    10  parts. 

Japan  gold  size 2  parts. 

Spirits  of   turpentine 88  parts. 

The  mixture  is  of  creamy  consistence,  and  should 
be  applied  in  small  quantities,  with  the  aid  of  a  piece 
of  white  flannel.  If  it  is  desired  for  use  upon  white 
marble,  white  wax  may  be  substituted.  The  same  prep- 
aration can  be  used  to  advantage  on  woodwork.  The 
Japan  size  prevents  the  stickiness  which  exists  when 
wax  alone  is  used. 


Foul'Smelling  Substances. 

W.  R.  M.  wants  the  name  and  properties  of  "the 
most  foul-smelling"  chemical. 

Carbon  bisulphide  and  hydrogen  sulphide  solution 
are  notoriously  offensive.  The  valerianates,  too,  have  a 
bad  odor.  The  properties  of  these  substances  can  be 
found  in  the  literature. 


GENERAL  ESSAYS 


A  LITTLE  BRIEF  AUTHORITY. 
By  Harry  B.  Mason. 

The  gentle  and  modest  William  Dean  Howells 
touches  humorously  in  one  of  his  novels — I  think  it 
must  be  "Their  Wedding  Journey"— on  the  awe  be- 
gotten in  him  by  the  lordly  importance  of  the  ticket- 
seller  in  the  railroad  depot.  Other  observers,  too,  have 
called  attention  to  the  kingly  air  of  condescension  with 
which  the  man  in  the  theatrical  box  office  reluctantly 
consents,  even  at  a  good  price,  to  furnish  you  tickets 
of  admission  to  his  Palace  of  Pleasure. 

Novelists,  essayists,  humorists,  and  students  of  hu- 
man nature  in  general  should  now  be  reminded  that  a 
third  type  of  individual  has  risen  to  take  his  place, 
thanks  to  the  automobile  age,  in  the  same  group.  This 
is  the  Traffic  Policeman — the  specimen  of  complete  and 
unqualified  Autocracy  who  stands  at  the  street  inter- 
sections of  our  great  cities,  and  by  a  mere  crooking  of 
the  finger  establishes  the  law  for  Kings  and  Peasants 


alike.  Of  this  Overlord  it  may  be  said  that  the  world 
hangs  upon  his  slightest  nod,  and  woe  unto  the  man 
who  ignores  or  anticipates  his  decisions! 

The  Traffic  Officer  is  an  interesting  study,  and  a 
philosopher  might  develop  a  readable  treatise  on  the 
phases  of  human  nature  which  he  typifies.  I  fancy  that 
to  snatch  a  man  out  of  the  ordinary  circles  of  life, 
and,  without  warning  and  preparation,  suddenly  invest 
with  all  the  power  and  dignity  of  a  great  office  of  this 
kind,  is  to  subject  him  to  a  remarkable  test  of  character. 
Few  can  stand  so  dizzy  a  climb  without  losing  their 
heads,  and  it  seems  to  me  that  some  graduated  system 
of  ascension  should  be  worked  out  so  that  the  Heights 
of  Authority  might  not  be  reached  with  such  startling 
suddenness. 

All  of  us  are  hungering  for  power  of  some  sort — 
social,  political,  financial,  or  intellectual.  It  is  meat 
and  drink  for  us.  To  gain  it  we  are  willing  to  undergo 
all  sorts  of  privations,  meet  all  manner  of  rebuffs,  and 
even  found  a  new  political  party  if  the  goal  can  be 
reached  in  no  other  way.  This  being,  then,  a  universal 
trait  of  human  nature,  is  it  cause  for  wonder  that  the 
Traffic  Policeman  swells  up  over  his  sudden  achieve- 
ment of  a  little  brief  authority  and  begins  at  once  to 
play  the  autocrat? 

He  represents  power  more  completely  than  almost 
any  other  individual  in  the  community.  The  high- 
handed husband  may  be  flouted;  the  dictatorial  em- 
ployer may  be  dared;  the  trust  may  be  ignored;  the 
judge  may  be  overruled ;  but  you  can  do  none  of  these 
things  to  the  Traffic  Officer.  He  demands  unconditional 
and  immediate  surrender — and  there  is  no  redress  or 
appeal.  For  the  time  being  he  represents  the  law  in  his 
own  person — and  martial  law  at  that. 

If  you  question  his  rulings,  or  fail  to  understand 
them,  or  happen  not  to  see  his  kingly  wave  of  the 
hand,  what  do  you  get?  Abuse — voluble,  vigorous, 
violent  abuse,  embellished  with  all  the  ornamentation 
of  a  policeman's  vocabulary.  "What  y'  stoppin'  there 
for?  Don't  you  know  any  better'n  that?  How  much 
time  y'  want  for  crossing  this  street  anyway?  Hurry 
up  now — git  yourself  out  o'  here  quick!"  And  there 
is  rnore  of  the  same  Chester fieldian  language  following 
you  as  you  go  on  up  the  street  in  your  machine. 

What  redress,  we  may  ask,  has  one  got  against 
Verbal  Power  of  this  sort?  Verbal  Power,  indeed,  is 
the  most  complete  sort  of  power  in  the  world.  A  gen- 
tleman cannot  compete  with  a  policeman  in  a  Contest 
of  Vulgarity.  He  is  sure  to  be  worsted.  He  is  un- 
skilled. The  meanest  things  he  could  say  would  fall 
short  of  the  mark,  and  the  Man  in  Blue  Cloth  and 
Brass  Buttons  would  come  out  an  easy  winner  at 
every  bout. 

It's  no  use — we  are  mastered.  This  may  be  a  demo- 
cratic country,  but  every  little  while  some  dictator 
arises,  lords  it  over  us  with  authority  more  or  less 
brief — and  we  bend  the  knee.  The  Traffic  Officer  has 
seen  his  opportunity.  If  the  Dean  of  American  Let- 
ters was  awed  into  insignificance  by  the  superior  atti- 
tude of  the  railroad  ticket  seller,  what  chance,  think 
you,  do  the  rest  of  us  have  to  hold  our  own  against 
the  far  greater  importance  of  the  Traffic  Policeman? 
None  whatever.  Submission  is  the  only  thing  left  to 
us — and  we  may  as  well  do  it  gracefully. 
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A  LITTLE 
POLITICS. 


As  we  are  scanning  the  field 
this  month  to  detect  de- 
velopments of  interest  in 
current  pharmaceutical  history,  it  seems  to  us 
that  almost  everything  is  overshadowed  by 
the  great  national  interest  felt  among  all 
classes  and  in  all  callings  in  the  forthcoming 
State  and  national  elections.  This  year  is  cer- 
tainly an  exceptional  one  and  it  promises  to 
play  a  large  part  in  the  political  annals  of  the 
country.  The  Bulletin  of  Pharmacy, 
however,  is  not  in  the  slightest  degree  a  po- 
litical organ,  and  we  do  not  propose  to  ex- 
press any  political  sympathies.  Furthermore, 
the  election  will  be  over  with  in  all  proba- 
bility before  at  least  some  of  our  readers  re- 
ceive this  issue  of  the  Bulletin,  and  predic- 
tions might  sound  foolish  in  the  face  of 
realized  facts. 


At  this  writing  it  looks  as  though  Gover- 
nor Wilson  would  be  elected,  chiefly  because 
the  Republican  party  is  split  in  twain  by  the 
existence  of  two  tickets  and  two  candidates. 
It  is  generally  believed,  however,  that  the  at- 
tempt upon  the  life  of  Colonel  Roosevelt  has 
so  altered  the  possibilities  as  to  make  any 
sort  of  prediction  somewhat  hazardous.  In 
any  event,  whatever  the  results  may  be,  we 
have  pleasure  this  month  in  presenting  the 
portraits  of  another  group  of  druggists  who 
are  up  for  public  office  in  different  parts  of 
the  country.  Several  of  them  have  been 
nominated  for  their  State  legislatures,  and 
two  of  them  are  candidates  on  the  Progres- 
sive ticket.  We  are  very  glad  to  see  drug- 
gists interesting  themselves  in  politics.  Par- 
ticularly in  the  State  legislatures,  they  are  in 
excellent  position  to  render  valuable  services 
to  their  calling. 


DIUOOISTS 

IN  orricB. 


Theodore  Campbell,  for  in- 
stance, whose  portrait  we 
present  this  month,  and  who 
is  up  for  reelection  to  the  Pennsylvania  legisla- 
ture on  the  Republican  ticket,  is  a  member  of 
the  Committee  on  Legislation  of  the  Pennsyl- 
vania Pharmaceutical  Association,  and  in  his 
dual  capacity  he  has  looked  out  well  for  the 
interests  of  the  trade.  Samuel  C.  Henry  of 
Philadelphia,  the  new  member  of  the  Execu- 
tive Committee  of  the  N.  A.  R.  D.,  is  also  a 
nominee  for  the  State  legislature  this  year, 
but  we  have  been  unsuccessful  in  getting  his 
portrait  for  reproduction.  In  another  legis- 
lative district  in  Pennsylvania  we  find  that 
two  druggists  are  opposed  to  one  another — 
Jacob  W.  Smith  on  the  Democratic  ticket  and 
Dr.  T.  E.  Davis  on  the  Progressive  ticket. 
Dr.  Davis's  portrait  we  are  showing  this 
month,  but  we  have  been  unable  to  secure 
that  of  Mr.  Smith. 

One  portrait  in  our  group  this  month  is  of 
particular  interest — that  of  Jerry  T.  Logic. 
Mr.  Logic  is  only  26  years  old,  and  he  is  the 
youngest  man  ever  elected  as  an  alderman  in 
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the  city  of  Grand  Rapids,  Michigan.  In  a  re- 
cent letter  to  us  he  expresses  his  conviction 
that  the  druggists  of  this  and  other  States 
should  make  greater  efifort  in  the  future  than 
they  have  in  the  past  to  have  representatives 
of  their  own  in  public  office  to  safeguard  their 
interests.  This  has  been  the  N.  A.  R.  D. 
gospel  for  years,  and  we  are  heartily  in  sym- 
pathy with  it.         *     *     * 

HI.  piAUT  ^^  National  Wholesale 
ELECTED  Druggists'  Association  held 
riesiDBNT.  jjg  ^j^jjy^j  meeting  in  Mil- 
waukee last  month,  and  it  was  a  very  success- 
ful gathering.  The  attendance  was  somewhat 
less  than  usual,  but  a  good  deal  of  very  effec- 
tive work  was  accomplished.     The  president 


elected  to  conduct  the  organization  during  the 
coming  year  was  Albert  Plaut,  and  the  choice 
was  one  of  great  fitness.  Mr,  Plaut  is  well 
known  as  head  of  the  house  of  Lehn  &  Fink 
in  New  York  City.  He  has  always  been  one 
of  the  leading  figures  in  the  N.  W.  D.  A.,  and 
among  other  things  has  occupied  the  strategic 
position  of  chairman  of  the  Board  of  Control. 
Some  years  ago,  too,  he  was  chairman  of  the 
Committee  on  Adulterations,  and  the  report 
read  by  him  on  that  occasion  was  quoted  all 
over  the  country  and  even  abroad.  He  is  an 
authority  on  the  drug  market,  is  a  man  of  un- 
usual ability,  has  wide  interests,  concerns  him- 
self with  civic  and  educational  affairs,  and 
will  reflect  dignity  and  character  upon  the 
office  of  president. 


AoiADUATioN      ^^    discussed    the    gradua- 
LAW  IN  tion  prerequisite  question  at 

flOEIH  DUOTA.       ^^^^    ,^^^1,    j„    ^^     B„^. 

TIN  last  month,  and  gave  a  history  of  recent 
votes  taken  in  several  States  to  determine 
what  the  general  sentiment  was.  We  now 
find,  as  an  interesting  supplement  to  what  we 
then  said,  that  a  graduation  prerequisite  law 
has  been  enacted  in  North  Dakota.  Our  au- 
thority for  making  this  statement  is  the 
Northwestern  Druggist,  in  the  October  issue 
of  which  Prof.  F.  J.  Wulling  quotes  the  pro- 
visions of  the  act  and  comments  upon  them. 
This  makes  four  States  having  graduate  pre- 
requisite laws — New  York,  Pennsylvania, 
Rhode  Island  and  North  Dakota.  In  addition 
to  this  the  Board  of  Pharmacy  of  the  State 
of  Washington,  as  we  reported  last  month, 
has  established  the  graduation  prerequisite  on 
its  own  initiative. 

The  North  Dakota  law  provides  that  after 
January  1,  1913,  an  applicant  for  registration 
before  the  State  Board  of  Pharmacy  must, 
among  other  things,  have  completed  at  least 
one  year  of  work  in  an  approved  school  or 
college  of  pharmacy.  After  January  1,  1915, 
two  years  later,  he  must  have  been  graduated 
from  an  approved  school,  and  must  have  re- 
ceived a  diploma  therefrom.  As  to  what  con- 
stitutes an  "approved"  school  or  college,  the 
Board  of  Pharmacy  is  given  the  power  to 
separate  the  sheep  from  the  goats,  although 
it  is  definitely  stated  in  the  law  that  no  school 
shall  be  recognized  unless  it  has  a  competent 
faculty  of  instructors,  a  two  years'  course  of 
not  less  than  600  hours  given  to  lectures  and 
recitals  and  200  hours  given  to  laboratory 
work,  and  unless  each  school  year  consists  of 
not  less  than  thirty-two  weeks  and  five  days 
of  every  week. 


Q„     The  foregoing  reference  to 

THE  FiEREOuisiTE  the  ncw  graduation  pre- 
guBSTioN.  requisite  law  in  North  Da- 
kota reminds  us  that  there  was  an  exceed- 
ingly hot  debate  over  the  prerequisite  question 
at  the  recent  convention  of  the  California 
Drug  Clerks'  Association.  Notwithstanding 
the  fact  that  a  large  majority  of  the  clerks  in 
attendance  upon  the  meeting  were  themselves 
non-graduates,  and  that  there  was  a  strong 
sentiment  against  making  the  restrictions  too 
severe,  a  resolution  was  finally  adopted  unani- 
mously in  favor  of  a  modified  graduation  pre- 


BULLETIN  OF  PHARMACY 


443 


requisite.  This  resolution  was,  however,  in 
the  nature  of  a  compromise.  When  the  vote 
was  first  taken,  it  was  against  the  prerequisite 
idea.  Subsequently,  when  the  sentiment  be- 
came so  strong  as  to  compel  a  reopening  of 
the  question,  the  advocates  of  prerequisite 
legislation  gained  additional  strength  and 
overturned  the  previous  vote. 

In  its  final  action  the  association  recom- 
mended that  a  law  be  introduced  into  the  next 
session  of  the  State  legislature  providing  that 
after  July  1,  1914,  all  candidates  applying  for 
examination  before  the  State  Board  shall  have 
completed  one  full  term  in  a  college  of  phar- 
macy whose  entrance  requirements  cover  not 
less  than  two  years  of  high  school  work  or 
its  equivalent;  and  that  after  July  1,  1915, 
they  shall  have  completed  two  full  terms  in 
such  a  college. 

It  will  be  seen  by  reading  between  the  lines 
of  these  requirements  that  actual  graduation 
is  not  provided  for  or  made  mandatory.  This 
was  in  the  nature  of  a  compromise;  and  it 
was  asserted,  moreover,  that  once  a  law 
were  enacted  and  enforced,  the  requirements 
might  be  stiffened  if  the  conditions  then  war- 
ranted such  a  step,  and  if  prerequisite  legis- 
lation were  found  to  be  successful. 


ACHiBVEHENTS     ^^^  California  Drug  Clerks' 

or  THE  CALi-       Association,     indeed,     is     a 

roiNiACLBus.     pj.^^      jj^^      organization. 

Until  recently,  the  membership  has  apparently 
been  limited  to  San  Francisco  and  the  sur- 
rounding cities.  Energetic  eflForts  have  lately 
been  made  to  create  what  would  really  be  a 
strong  State  organization,  and  the  first  an- 
nual convention,  held  in  September,  was  the 
result.  President  J.  S.  Callaghan,  in  his  ad- 
dress, declared  that  the  California  Drug 
Clerks'  Association  had  among  other  things 
achieved  the  following  list  of  triumphs  during 
its  existence: 

First:  The  ten-hour  law,  which  provides  a  drug 
clerk  shall  not  work  mpre  than  an  average  of  ten  hours 
a  day,  or  sixty  hours  a  week  of  six  consecutive  calendar 
days. 

Second:  The  minimum  scale  of  wage.  The  Asso- 
ciation decided  that  an  increase  of  salary  was  a  neces- 
sity, and  with  the  cooperation  of  the  proprietors  a 
schedule  was  adopted  of  the  minimum  wage  of  $100  for 
licentiate  and  $75  for  assistant. 

Third:  The  closing  of  drug  stores  Sunday  after- 
noon from  1  to  5,  initiated  by  our  Association,  and  ex- 
tending, with  the  exception  of  a  few  towns,  all  over 


the  State,  and  which  all  drug  clerks  should  use  their 
utmost  endeavor  to  maintain. 

Fourth:  The  employment  bureau,  which  has  been 
the  means  of  securing  positions  for  many  clerks  out  of 
employment. 

Fifth:  The  sick  and  death  benefit.  We  are  the  first 
organization  of  drug  clerks  in  the  United  States  to 
make  provision  for  the  sick,  and  provide  funeral 
expenses. 

Sixth:  Representation  on  the  State  Board  of  Phar- 
macy, numbering  three  of  our  brothers,  all  of  whom 
have  taken  an  active  part  in  the  life  of  the  Board  in  the 
past  ten  years. 

Seventh:  The  Drug  Clerics  Journal,  the  first  issue 
of  which  appeared  in  October,  1911,  edited  and  pub- 
lished by  the  Association  in  the  interest  and  welfare  of 

the  drug  clerks. 

«      4t     * 

THE  rioriiB-      ^^  *^^  October  issue  of  the 

TABYHEDiGiNB     Pharmaceutical  Era  there  is 

INDUSTRY.        ^  ^g^  interesting  article  on 

"The  Proprietary  Medicine  Industry,"  by 
Frank  J.  Cheney  of  Toledo,  president  of  the 
Proprietary  Association  of  America.  Some 
facts  are  therein  contained  which  we  believe 
will  prove  rather  astonishing  to  our  readers, 
as  they  did  to  us.  In  the  first  place,  the  total 
production  of  proprietary  medicines  in  1911 
was  $160,000,000,  whereas  in  1909  it  was 
$142,000,000,  and  in  1904  $117,000,000. 
Thus,  as  Mr.  Cheney  points  out,  the  patent 
medicine  industry  has  undergone  a  remark- 
able development  during  the  very  years  when 
it  has  been  hammered  so  severely  by  the 
popular  magazines  and  by  attempts  to  secure 
unfriendly  legislation. 

Mr.  Cheney  remarks,  however,  that  never 
has  there  been  a  time,  during  his  40  years  of 
connection  with  the  industry,  when  it  has 
not  been  made  the  subject  of  more  or  less 
systematic  and  continued  opposition.  That 
the  business  can  thrive  under  constant  pum- 
meling  seems  to  him  strong  evidence  that  it 
fills  a  real  need,  fills  it  well,  and  is  bound  to 
survive  and  grow.  At  the  present  time  53 
per  cent  of  the  gross  sales  of  jobbers  are  of 
proprietary  medicines.  But  even  this  does 
not  tell  the  whole  story,  for  it  does  not  in- 
clude any  of  the  proprietaries  sold  direct  by 
the  manufacturer  to  the  retailer,  or  those 
made  by  the  retailers  themselves,  or  those 
made  and  marketed  by  cooperative  concerns. 
Then,  too,  the  itinerant  venders  do  a  business 
of  large  volume  in  ready-made  medicines,  so 
that  altogether  the  figures  are  stupendous. 

Mr.  Cheney  concludes,  and  he  challenges 
any  one  to  refute  his  statements  successfully, 
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that  more  patent  medicines  are  used  to-day 
than  were  previously  used  in  the  history  of 
the  world,  that  the  business  is  larger  this 
year  than  it  was  last,  and  that  it  will  con- 
tinue to  grow.  The  per  capita  consumption 
is  increasing,  the  population  is  increasing,  and 
it  follows  that  the  proprietary  medicine  busi- 
ness will  likewise  continue  to  increase/'  He 
points  out  in  conclusion  that  the  retailer  who 
makes  his  own  domestic  remedies  is  really  as 
much  of  a  manufacturer  as  are^the  members 
of  the  Proprietary  Association  themselves, 
and  that  any  legislation  hostile  to  the  inter- 
ests of  the  industry  affects  him  no  less  than  it 
does  them. 

Mr.  Cheney  makes  no  attempt  in  his  article 
to  defend  those  manufacturers  and  those  pro- 
prietaries which  are  properly  subjects  of  cen- 
sure. He  admits  that  there  are  always  abuses 
to  be  corrected.  But  he  insists  that  the  Pro- 
prietary Association  of  America  has  never  put 
itself  in  opposition  to  needful  legislation,  that 
it  did  not  oppose  the  food  and  drugs  act,  that 
it  has  not  opposed  the  enforcement  of  this 
act,  and  that  it  has  been  in  sympathy  with  the 
enactment  and  enforcement  of  the  various 
State  narcotic  laws. 


COCA-COL4  IN-    '^^^  Coca-Cola  Co.  has  won 

JUNCTION  AGAINST  first  blood  in  its  suit  against 

THE  A.  D.  s.        ^j^^      American      Druggists' 

Syndicate.  Judge  Lacombe,  of  the  United 
States  District  Court  of  the  Southern  District 
of  New  York,  has  issued  a  temporary  injunc- 
tion confirming  the  trade-mark  rights  in  the 
name  "Coca-Cola,"  and  restraining  the  A.  D. 
S.  and  its  members  from  infringing  these 
rights  through  the  use  of  the  name  "Extract 
of  Coca  and  Kola,"  or  any  other  name  which 
"is  no  substantial  departure  from  the  term 
'Coca-Cola.' "  The  operation  of  this  injunc- 
tion, however,  has  been  stayed  by  the  court 
for  sixty  days  in  order  to  allow  sufficient 
time  for  the  A.  D.  S.  to  withdraw  its  product 
and  its  advertisements.  In  the  meantime,  of 
course,  the  Coca-Cola  people  will  endeavor 
to  have  the  injunction  made  permanent. 

The  contention  of  the  plaintiff  was  that  the 
American  Druggists'  Syndicate  had  attempted 
to  substitute  its  product  for  Coca-Cola,  and 
in  evidence  there  was  exhibited  a  mass  of  ad- 
vertising literature  and  several  catalogues 
which  had  been  prepared  and  circulated  by 


the  A.  D.  S.  The  further  claim  was  made 
that  the  use  of  the  name  "Extract  of  Coca 
and  Kola"  constituted  an  infringement  of 
trade-mark  rights.  The  reply  of  the  Syndi- 
cate was  that  substitution  had  in  fact  not  been 
practiced,  and  that  in  any  event  the  name 
Coca-Cola  was  a  descriptive  one  and  was  not 
entitled  to  trade-mark  protection.  Judge  La- 
combe held,  however,  that  the  company's 
trade-mark  rights  had  been  established  last 
July  in  the  suit  against  the  Nashville  Syrup 
Co.,  and  he  declared  that  the  use  of  the  term 
"Extract  of  Coca  and  Kola."  or  any  similar 
term,  whether  or  not  the  word  Kola  was 
spelled  with  a  K  or  a  C,  was  an  insufficient 
departure  to  avoid  the  imputation  of  unfair 
competition  and  the  interference  with  trade- 
mark privileges. 


There  passed   away   a    few 
^CBMlji^mii^     weeks  ago  in  Boston  a  man 

who  was  not  very  well 
known  to  the  druggists  of  the  country,  but 
who  was  nevertheless  a  remarkable  character. 
We  refer  to  Charles  P.  Jaynes.  Mr.  Jaynes 
was  entirely  a  self-made  man.  Starting  life 
as  a  boy  in  a  drug  store,  he  subsequently 
traveled  for  twenty  years  as  a  drug  salesman, 
and  finally  secured  enough  capital  to  start  a 
small  drug  store  for  himself  in  Boston.  Fol- 
lowing out  several  entirely  original  concep- 
tions, his  business  began  to  jump  forward 
from  the  start,  and  he  ultimately  developed 
five  large  stores  located  at  strategic  points  in 
the  down-town  districts  of  Boston.  They  all 
became  remarkably  successful,  and .  finally, 
when  Mr.  Jaynes  had  reached  the  age  of  65 
or  60  years,  and  was  willing  to  retire  from 
business,  he  accepted  a  most  flattering  offer 
for  the  purchase  of  his  business  from  the 
William  B.  Riker  &  Sons  Co.  of  New  York 
City. 

After  that  he  devoted  himself  to  the 
pleasures  of  leisure,  to  various  charitable  and 
philanthropic  activities,  and  to  the  investment 
of  his  wealth.  He  suddenly  died  late  in  Sep- 
tember from  heart  failure  at  the  age  of  67. 
His  estate  is  now  found  to  be  valued  at 
$530,000,  and  among  the  bequests  provided 
for  in  his  will  have  been  those  made  to  cer- 
tain hospitals,  the  Boston  Y.  M.  C.  A.,  the 
Salvation  Army,  a  home  for  aged  couples, 
and  the  like. 
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During  the  establishment  and  the  growth 
of  his  stores,  Mr.  Jaynes,  it  must  be  con- 
fessed, practiced  certain  cut-rate  and  other 
aggressive  methods  which  made  him  persona 
non  gruta  to  the  druggists  of  Boston.  Aside 
from  this,  too,  he  had  many  ideas  which 
were  extremely  unconventional  in  character. 
Appealing  primarily,  for  instance,  to  an 
enormous  transient  trade,  he  discouraged 
any  custom  in  prescriptions  during  the  rush 
hours  of  the  day  when  commuters  were  com^ 
ing  from  or  going  to  their  trains.  It  is  a 
novelty  for  a  pharmacist  to  turn  his  back  on 
the  really  pharmaceutical  portion  of  his  busi- 
ness! And  yet  he  developed  excellent  pre- 
scription departments  in  all  his  stores,  and 
for  several  years  employed  a  professor  of 
pharmacy  to  analyze  his  purchased  stock  and 
to  give  assurances  of  high  quality. 

He  was  a  pioneer  in  many  respects,  and  a 
character  of  great  originality.  He  rewarded 
brains  liberally  on  the  one  hand,  and  on  the 
other  he  had  nothing  but  the  most  rabid  im- 
patience for  incapacity.  He  trained  up  a 
fine  force  of  assistants,  managers,  and  clerks, 
and  to  the  very  last  he  kept  his  fingers  on  the 
pulse  of  his  business.  He  made  a  brilliant 
success  of  all  of  his  endeavors. 


■BOARDING        ^^^  prosecution  of  several 
CONTKABAND      hundred  druggists  by   Her- 

known  as  the  Farbwerke-Hoechst  Company, 
for  the  sale  of  contraband  synthetics,  has  at- 
tracted a  great  deal  of  interest  and  some 
measure  of  indignation.  In  New  York  City, 
where  most  of  the  arrests  have  been  made,  the 
pharmaceutical  societies  have  been  inclined  to 
look  upon  the  whole  campaign  as  one  of  per- 
secution instead  of  prosecution.  We  now 
find  in  the  October  issue  of  the  Practical 
Druggist,  however,  a  letter  from  Mr.  Metz 
himself,  which  is  in  effect  an  answer  to  some 
of  the  allegations  of  unfairness  made  against 
his  house. 

He  says,  for  instance,  that  in  the  case  of 
synthetics  on  which  the  patent  has  expired, 
there    would    be    no    objection    if    druggists 


bought  a  product  under  the  chemical  name, 
and  answering  to  the  standard  of  quality,  but 
instead  of  this  they  purchase  supplies  from 
peddlers  "who  have  their  offices  in  their  hats, 
who  give  no  bills,  who  simply  send  the  goods 
by  mail  against  cash,  or  hand  them  over  the 
counter,,  without  any  guarantee  as  to  the  qual- 
ity, and  the  only  way  to  stop  all  of  this  is  to 
make  examples  of  those  druggists  who  persist 
in  the  illegal  practice."  These  peddled  syn- 
thetics, Mr.  Metz  insists,  are  "adulterated  in 
many  ways,"  and  the  circulars  issued  by  at 
least  one  dealer  call  attention  to  the  fact  that 
he  can  deliver  "goods  of  any  standard  at  any 
price,  but  will  not  guarantee  the  quality!" 

With  particular  reference  to  pyramidori, 
for  instance,  Mr.  Metz  says  that  he  is  on  the 
track  of  an  American  dealer  who  "obtains  an 
article  made  in  Switzerland,  brings  it  over  in 
bulk,  has  boxes  made  in  imitation  of  our 
package  and  a  label  in  exact  imitation,  bear- 
ing not  only  the  trade-mark  name  pyramidon, 
but  the  name  of  the  manufacturer  and  the 
name  of  my  firm,  with  the  pure  food  and 
drug  guarantee  besides!"  Some  of  these 
packages  have  been  examined  and  found  to 
be  different  in  appearance  and  in  therapeutic 
value.  Others  are  under  weight.  "Every 
kind  of  a  swindle  is  being  perpetrated,"  de- 
clares Mr.  Metz,  "and  all  under  the  label  of 
the  manufacturers  of  the  real  article  and  un- 
der the  label  of  my  firm  as  sellers." 


DELAY 

TAB  N.  r.? 


There  seems  to  be  a  pro- 
nounced movement  now  to 
delay  the  jpublication  of  the 
National  Formulary  until  after  the  new  edi- 
tion of  the  U.  S.  P.  has  made  its  appearance. 
The  argument  is  that,  on  the  one  hand,  some 
of  the  proposed  N.  F.  preparations  may  ap- 
pear in  the  U.  S.  P.,  and  that  on  the  other 
hand  most  of  the  deletions  of  the  U.  S.  P. 
are  of  sufficient  value  to  include  in  the  N.  F. 
In  some  respects,  however,  the  delay  will  be 
unfortunate,  for  we  understand  that  the  N.  F. 
is  now  practically  ready  for  publication, 
whereas  the  U.  S.  P.  will  probably  not  ap- 
pear for  a  couple  of  years  or  more. 
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THE  GROWING  DEMAND  FOR  MORE 

SIDE-LINES. 

There  is  an  exceedingly  interesting  article  in 
the  August  22  issue  of  Printers'  Ink  entitled 
'Why  Drug  Stores  Like  New  Lines."  The 
author,  Laurence  Griswold,  is  presumably  an 
advertising  man.  At  any  rate,  writing  from 
the  standpoint  of  the  manufacturer,  he  points 
out  the  incontestable  fact  that  nowadays,  when 
a  house  wants  to  market  a  new  specialty  of 
any  kind  whatsoever,  whether  having  any- 
thing to  do  with  the  drug  business  or  not,  it 
considers  the  druggist  as  a  distributor  quite  as 
much  as  it  does  other  classes  of  merchants. 
Some  manufacturers,  indeed,  have  found  that 
it  pays  them  to  distribute  their  entire  output 
through  the  drug  trade,  even  though  the  article 
is  something  like  insoles,  which  one  would 
naturally  think  might  more  appropriately  be 
handled  by  shoe  dealers. 

The  author  of  the  paper  in  question  goes  on 
to  say  that  the  demand  for  new  side-lines  in 
the  drug  business  is  becoming  increasingly 
urgent.  Why?  Well,  several  reasons  are 
given.  In  the  first  place  it  is  assumed  that  the 
actual  business  in  drugs  is  not  as  good  as  it 
used  to  be.  Says  Mr.  Griswold  on  this  point : 
"The  war  for  sanitation,  pure  drug  legislation, 
patent-medicine  crusades,  the  abandonment  of 
counter  prescribing,  and  a  great  falling  off  in 
the  number  of  liquid  prescriptions  compounded, 
are  a  few  of  the  causes  of  the  losses  men- 
tioned. Of  course,  the  causes  in  each  case 
were  public  benefits,  but  they  cut  deeply  into 
the  revenue  of  the  old-fashioned  drug  store." 

Arguing  along  the  same  line,  the  author 
goes  on  to  remark:  "People  have  learned  to 
use  medicine  as  a  preventive.  Sanitary  laws 
have  stiffened  greatly  in  the  last  twenty  years. 
More  teeth  are  filled  and  fewer  are  pulled. 
Scores  of  ailments  were  traceable  to  bad  teeth. 
With  more  attention  being  given  to  teeth,  pre- 
scriptions have  decreased  and  likewise  the 
attendant  profits.  These  are  some  of  the 
things  which  have  restricted  the  field  from 
which  the  store  limited  to  drugs  can  derive  a 
revenue." 

Another  reason  given  by  Mr.  Griswold  for 
the  assumed  dwindling  in  the  drug  sales  of  any 
one  pharmacist  is  the  alleged  increase  in  the 


number  of  drug  stores.  He  believes  that  the 
increase  has  been  greater  than  the  decrease  by 
fully  20  per  cent,  and  he  apparently  believes 
that  New  York  City,  for  instance,  has  no 
possible  use  for  5000  retail  drug  stores.  The 
inevitable  result,  according  to  his  reasoning,  is 
that  the  druggist  has  to  reach  out  more  and 
more  for  side-lines  of  one  character  and  an- 
other. First  it  was  cigars,  then  stationery, 
then  confectionery  and  soda  water. 

Now,  however,  the  movement  has  grown 
until  the  modern  drug  store  has  become  in 
reality  a  department  store.  Mr.  Griswold  has 
been  doing  a  little  investigating,  and  he  finds 
that  live  drug  stores  are  selling  a  bewildering 
variety  of  things  which  pay  them  a  good  profit. 
During  one  of  the  first  hot  days  of  this  season 
a  New  York  druggist  sold  over  200  pairs  of 
cork  insoles  following  the  installation  of  a 
window  display  in  which  this  product  domi- 
nated. A  Brooklyn  druggist  has  built  up  a 
nice  sale  on  a  patented  device  for  watering 
flowers.  Still  another  druggist,  doing  business 
in  a  suburban  town,  declared  that  shoes  are  a 
natural  offshoot  of  rubber  goods.  "First 
came  the  adaptation  of  rubber  gloves  for  dish- 
washing," he  said,  "then  a  rubber  cap  was 
stocked  for  the  benefit  of  those  who  didn't  care 
to  get  their  hair  wet  every  time  they  took  a 
shower.  Some  woman  wore  one  of  the  rubber 
hats  down  at  the  beach,  and  before  you  know 
it  we  couldn't  supply  the  demand  for  rubber 
hats.  A  manufacturer  of  bathing  shoes 
noticed  the  popularity  of  rubber  hats.  He 
probably  figured  that  women  might  be  induced 
to  buy  beach  shoes  while  getting  fixed  up  with 
a  rubber  hat.  So  the  druggists  were  asked  to 
add  the  line.  They  sell  well,  and  there  is  a 
good  profit  in  them." 

By  a  similar  process,  "water  wings,"  a  blad- 
der-like device  for  keeping  a  would-be  swim- 
mer's head  afloat,  were  added  to  this  particular 
store's  stock.  A  manufacturer  secured  a  pat- 
ent on  a  "hat  protector."  This  is  a  rubber- 
like covering  which  can  be  slipped  over  an  ex- 
pensive hat  and  will  shield  the  headgear  per- 
fectly from  rain.  "That  sells  for  ten  cents," 
said  the  suburban  druggist.  "It  may  save  a 
woman  five  or  twenty  dollars,  and  it  is  a  good 
seller." 

Other  interesting  side-lines  mentioned  by 
Mr.  Griswold  are  olive  oil  for  the  table,  bird 
seed,  china  cement,  bath  cabinets,  razor  strops, 
coffee,  tea,   watches,  thermometers,  artificial 


BULLETIN  OF  PHARMACY 


447 


flowers,  whisk  brooms,  and  a  patented  machine 
for  washing  dishes ! 

So  much,  then,  for  Mr.  Griswold,  and  his 
views  and  observations.  Whatever  may  be 
thought  about  this  layman's  somewhat  liberal 
ideas  regarding  lines  which  may  be  carried  by 
the  druggist,  it  cannot  be  doubted  that  he  is 
touching  pretty  closely  on  conditions  as  they 
actually  exist  to-day.  Realizing  the  modem 
tendency  long  ago,  the  Bulletin  of  Phar- 
macy finally  began  during  the  present  year  a 
series  of  articles  under  the  general  title  of  "My 
Best  Paying  Side-line."  This  series  was  begun 
in  the  March  issue,  and  so  far  the  different 
side-lines  described  have  been  as  follows: 
Hosiery,  kodaks  and  photographic  supplies, 
razors  and  shaving  supplies,  automobile  sup- 
plies, optical  goods,  phonographs,  souvenir 
post-cards,  and  electrical  novelties.  Several 
other  papers,  not  yet  published  in  the  Bulle- 
tin, will  take  up  seeds,  trusses,  optical  sup- 
plies, and  even  life  and  fire  insurance.  The 
article  this  month  is  devoted  to  jewelry,  and 
Mr.  Maffitt  has  shown  most  interestingly  how 
he  has  made  a  success  of  the  line. 

Of  course  there  are  those  who  resent  the 
introduction  of  such  side-lines  in  the  phar- 
macy, and  who  argue  with  Messrs.  Hynson, 
Seltzer,  Raubenheimer,  and  others  that  drug 
stores  ought  to  contain  nothing  but  drugs.  But 
the  desire  to  make  a  living,  with  a  little  some- 
thing more  in  the  way  of  comfort  and  a  pro- 
tection from  future  want,  is  as  deep  as  human 
nature  itself.  It  is  bound  to  express  itself. 
Meanwhile,  however,  by  way  of  showing  how 
the  increase  of  side-lines  in  the  drug  store 
strikes  the  humorous  cartoonists  and  the  comic 
weeklies,  we  are  reproducing  elsewhere  in  this 
issue  of  the  Bulletin  a  drawing  illustrating 
this  subject  from  a  facetious  point  of  view. 


REGARDING  THE  USE  OF  TRADING 

COUPONS. 

One  of  the  most  interesting  talks  heard  at 
the  Milwaukee  meeting  of  the  N.  A.  R.  D.  in 
August  was  delivered  by  I.  P.  Lipson  of  Chi- 
cago, counsel  for  the  National  Anti-Coupon 
Association.  The  purpose  of  Mr.  Lipson's  ad- 
dress was  to  interest  the  druggists  in  an  or- 
ganized attempt  to  tax  out  of  existence  the 
iniquitous  and  ubiquitous  coupon  used  now- 
adays as  the  old  trading  stamp  was  formerly 
employed. 


Mr.  Lipson  explained  that  the  National 
Anti-Coupon  Association  was  an  outgrowth  of 
the  National  Leaf  Tobacco  Association,  and 
was  composed  largely  of  independent  retail 
dealers  who  must  meet  the  competition  of  the 
United  Cigar  Stores  Company.  He  urged  the 
cooperation  and  support  of  retail  druggists  in 
the  fight  against  the  coupon  on  the  ground 
that  druggists  themselves  may  some  day  have 
to  compete  with  a  chain  of  pharmacies  which 
will  be  affiliated  in  some  way  with  the  United 
Cigar  Stores  Company,  and  which  will  em- 
ploy a  coupon  interchangeable  with  those  given 
out  by  the  so-called  tobacco  trust.  While  we 
cannot  recall  Mr.  Lipson's  exact  language,  he 
said  substantially: 

We  have  been  alive  to  the  power  of  the  United  Cigar 
Stores  G>mpany.  When  one  of  these  stores  moves  into 
the  vicinity  of,  say,  four  independent  cigar  stores,  the 
independent  dealers  know  at  once  that  within  a  year  or 
so  two  of  them  will  be  put  out  of  business  by  the  power- 
ful competition  of  the  newcomer.  It  is  only  a  question 
of  what  two  are  going  to  be  the  corpses  and  what  two 
the  undertakers.  There  is  a  mortality  of  50  per  cent 
among  retail  cigar  stores  forced  to  meet  the  competition 
of  the  so-called  trust.  We  have  investigated  the  causes 
of  the  success  of  the  United  Cigar  Stores  Company  and 
have  found  that  their  prosperity  is  due,  not  to  superior 
merit  in  their  goods,  nor  to  the  attractive  appearance  of 
their  stores,  but  to  the  use  of  the  redeemable  coupon.  It 
is  the  coupon  which  gives  them  their  hold  on  the  public 
The  independent  dealer  is  in  closer  contact  with  his 
trade  than  is  the  manager  of  the  United  Cigar  Stores 
Company.  The  independent  dealer,  too,  sells  better 
goods.  But  the  coupon  is  the  one  element,  the  only 
place  where  the  United  Cigar  Stores  have  the  advantage. 

Mr.  Lipson  pointed  out  that  it  was  impos- 
sible to  offset  the  influence  of  the  coupon  by 
handing  out  trading  stamps.  The  coupon 
used  by  the  United  Cigar  Stores  Company  is 
their  own  peculiar  property  and  hence  destroys 
competition  where  trading  stamps  encourage 
it.  Trading  stamps  are  sold  by  a  third  party 
and  anybody  can  buy  them,  but  not  so  with 
the  coupons  of  the  United  Cigar  Stores  Com- 
pany. 

At  first  the  independent  dealers  hoped  to 
legislate  the  coupon  out  of  existence,  but 
President  Taft  said  that  would  be  unconstitu- 
tional. It  is  legal,  however,  declared  Mr.  Lip- 
son, to  tax  the  coupon  and  thus  indirectly 
prevent  its  use.  If  a  tax  were  placed  on  the 
coupon  for  one-half  its  face  value,  it  would 
cost  the  United  Cigar  Stores  Company  three 
times  as  much  as  it  does  now  to  use  coupons, 
and  the  clerks  would  furthermore  labor  under 
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the  necessity  of  placing  a  stamp  on  every 
coupon  that  was  handed  out. 

Mr.  Lipson  appealed  to  the  N.  A.  R.  D.  for 
its  cooperation  and  financial*  support  in  this 
effort  on  the  part  of  the  Anti-Coupon  Asso- 
ciation to  tax  the  coupon  out  of  existence.  He 
pointed  out  that  it  would  be  worth  a  dollar  or 
two  to  each  member  of  the  Association  to  pre- 
vent monopolies  from  getting  the  same  hold 
on  druggists  that  they  already  have  on  tobac- 
conists. He  predicted,  as  we  have  already 
said,  that  a  system  of  chain  stores  in  the  re- 
tail drug  business  might  some  day  use  the 
coupon  system  with  the  same  hardship  to  re- 
tail pharmacists  that  is  now  imposed  upon  the 
independent  cigar  dealer. 

The  N.  A.  R.  D.,  however,  could  not  see  its 
way  clear  to  affiliating  with  the  National  Anti- 
Coupon  Association,  or  giving  it  any  financial 
assistance.  It  passed  a  resolution  offering 
moral  support,  but  w^ent  no  further. 


AN  OPPORTUNITY  WAITING  TO  BE 

EMBRACED. 

This  is  the  day  of  the  popular  magazine.  It 
abounds  everywhere.  Millions  of  people  read 
it.  It  is  found  in  every  home,  from  the  poor- 
est to  the  richest.  Foreigners  who  visit  this 
country  tell  us  that  in  no  other  land  are  there 
so  many  magazines  and  periodicals,  gotten  up 
with  so  many  illustrations  and  with  such  at- 
tractiveness generally,  and  read  so  universally 
by  the  people.  The  magazine  in  America  is  a 
force  to  be  reckoned  with. 

Now  one  thing  the  magazines  are  doing  is 
to  create  a  steady  and  enormous  demand  for 
a  large  number  of  popular  articles.  The  ad- 
vertisements of  these  articles  are  being  carried 
weekly  and  monthly  into  countless  homes 
throughout  the  United  States.  It  has  been 
stated  on  excellent  authority  that  no  less  than 
eighty  millions  of  dollars  are  spent  annually 
in  the  advertising  of  specialties  of  all  kinds  in 
the  popular  weeklies  and  monthlies!  Where 
does  the  demand,  so  created,  seek  satisfaction 
— where  do  consumers  go  w^ho  w^ant  to  get 
some  of  these  nationally  advertised  articles? 
Why,  they  go  to  the  nearest  store.  If  the 
article  advertised  is  a  toilet  product,  for  in- 
stance, they  go  to  the  drug  store.  If  it  is  a 
food  specialty,  they  go  to  the  grocer.  If  it  is 
something  to  wear,  they  hasten  to  the  em- 
porium cf  the  modern  department  store. 


The  retailers,  then,  in  all  of  these  various 
lines,  are  neglecting  a  beautiful  opportunity 
if  they  do  not  take  advantage  of  this  situation. 
Here  is  a  demand  steadily  being  created  for  a 
great  variety  of  articles  of  one  kind  and  an- 
other. Does  the  retailer  make  the  most  of  the 
chance?  Does  the  druggist,  for  instance,  en- 
deavor to  bring  this  trade  in  his  direction? 
Does  he  carry  nationally  advertised  articles? 
Does  he  let  the  people  in  his  vicinity  know 
that  he  is  in  position  to  supply  their  wants? 
Does  he  let  the  live  advertiser  help  him  in- 
crease his  volume  of  sales? 

Unless  the  druggist  can  say  Yes  in  most 
vigorous  fashion  to  all  of  these  questions,  he 
is  sleeping  in  the  presence  of  a  valuable  op- 
portunity. It  has  been  said  that  "national  ad- 
vertising is  the  greatest  single  source  of  local 
profits  ever  devised."  Does  the  retailer  realize 
it,  and  does  he  seize  upon  the  profits  made 
ready  for  his  hand  ?  Unfortunately  many  na- 
tional advertisers  have  found  that  retail  dis- 
tributors have  not  cooperated  with  them  as 
they  should,  and  they  have  been  compelled  to 
go  out  of  their  way  to  get  the  dealers  inter- 
ested. Some  of  the  popular  magazines  have 
themselves  endeavored  to  fill  the  breach  by 
seeking  the  assistance  of  retailers.  Good 
Housekeeping  Magazine,  for  instance,  has  for 
several  years  been  "re-advertising"  to  retail- 
ers generally  the  products  exploited  among 
its  pages,  has  sought  to  get  them  to  supply 
the  demand  created,  and  has  even  gone  so  far 
as  to  furnish  them  free  with  cuts  and  adver- 
tising "copy"  for  their  circulars  and  other 
ads.  Another  step  has  now  been  taken  by 
the  Good  Housekeeping  people  in  the  publica- 
tion of  a  quarterly  to  be  known  as  "Good 
Storekeeping." 

"Good  Storekeeping"  will  have  for  its  main 
purpose  the  idea  of  securing  the  cooperation 
of  retailers  generally  in  supplying  the  demand 
created  for  nationally  advertised  products — 
and  it  will  also  seek  to  enlarge  this  demand. 
The  paper,  too,  will  contain  a  sort  of  digest 
of  the  most  useful  sales  articles  in  the  various 
trade  papers.  In  a  sense  "Good  Storekeeping" 
will  therefore  be  to  the  trade  journals  of  the 
country  what  the  Literary  Digest  is  to  the 
newspapers.  The  idea  is  certainly  an  excel- 
lent one,  and  it  deserves  general  support  on 
the  part  of  retail  distributors  in  all  lines  of 
trade.  "Good  Storekeeping"  is  published  at 
381  Fourth  Avenue,  New  York  City,  and  our 
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readers  would  do  well  to  ask  to  be  put  on  the 
mailing  list. 

An  article  from  the  first  issue  of  "Good 
Storekeeping''  we  are  reproducing  elsewhere 
in  this  number  of  the  Bulletin.  It  will  be 
found  among  our  "Selections."  There  is  no 
doubt  at  all  that  the  retailer  who  is  prepared 
to  supply  the  demand  created  for  nationally 
advertised  goods  is  following  lines  of  least 
resistance.  The  work  is  already  cut  out  for 
him — all  he  has  to  do  is  to  fall  in  line  and 
reap  the  profit!  Somebody  is  going  to  get 
the  business.  Will  he  take  it,  or  will  he  let  it 
go  to  the  other  fellow  in  his  town? 


PROFITS  AND  EARNINGS 


SIX  MONTHS  OF  A  NEW  BUSINESS. 

The  owner  of  this  business  has  had  the 
place  only  six  months.  He  wants  to  know- 
how  he  is  doing.  The  business  altogether  is 
not  ten  months  old.  The  present  proprietor 
bought  the  store  from  his  predecessor. 

Stock  and  fixtures  Feb.  28,  1912 $1941.98 

Stock  and  fixtures  Aug.  28,  1912 2200.73 

Cash  sales,  including  accounts  received 4198.40 

Credit  sales 761.19 

Purchases  2632.53 

Expenses    543.04 

Proprietor's  salary  504.70 

Paid  on  purchases 1914.71 

Paid  on  the  business  and  on  notes 862.75 

Notes  owing  for  business,  with  interest 1164.55 

Accounts  owing  on  purchases 530.92 

Cash  in  bank 472.56 

Outstanding  accounts 254.00 

This  statement  is  rather  peculiar.  Many 
of  the  items  in  it  would  be  useful  in  setting 
forth  assets  and  liabilities,  but  they  play  no 
part  in  a  statement  designed  for  the  purpose 
of  discovering  what  the  profits  are.  Ignoring, 
then,  most  of  the  figures  and  digging  right 
down  into  the  heart  of  the  matter,  let  us  find 
out  what  this  man  made  on  his  business  dur- 
Jng  the  first  six  months. 

His  sales  were  $4198.40  plus  $761.19,  mak- 
ing a  total  of  $4959.59.  The  purchases,  on 
the  other  hand,  were  $2632.53,  but  a  com- 
parison of  the  inventory  figures  shows  that 
goods  to  the  amount  of  $258.75  went  into  the 
permanent  stock  and  were  not  actually  sold 
again.     Subtracting  this  amount,  we  find  that 


the  cost  of  the  goods  sold  during  the  six 
months  was  $2373.78.  Deducting  these  fig- 
ures from  the  sales  of  $4959.59,  we  have 
gross  profits  left  of  $2585.81 — or  52  per  cent! 
In  the  meantime  the  expenses  were  $543.04, 
plus  the  proprietor's  salary  of  $504.70,  mak- 
ing a  total  of  $1047.74.  Subtracting  this 
expense  charge  from  the  gross  profits  of 
$2585.81,  we  find  net  profits  of  $1538.07— 
or  31  per  cent! 

Now  it  goes  without  saying  that  a  gross 
profit  of  52  per  cent,  and  a  net  profit  of  31 
per  cent,  both  calculated  on  sales,  are  certainly 
astounding.  The  average  gross  profit  is  35 
or  40  per  cent,  and  the  average  net  profit 
ranges  from  10  to  14  or  15  per  cent.  Of 
course  we  are  talking  about  profits  based  on 
the  selling  and  not  on  the  cost  price.  Our 
friend  must  sell  goods  at  a  remarkable  ad- 
vance over  the  cost,  or  else  he  has  made  a 
mistake  somewhere  in  the  presentation  of  his 
figures.  There  is  an  opportunity  for  error, 
for  instance,  in  the  item  of  "cash  sales,  in- 
cluding accounts  received."  Some  of  these 
''accounts  received"  may  have  been  contracted 
during  the  previous  ownership  of  the  store, 
and  were  therefore  not  properly  a  part  of 
the  six  months'  business  recorded  in  the  state- 
ment- The  only  way  to  avoid  errors  of  this 
kind  is  to  compare  accounts  receivable  at  the 
beginning  of  the  year  with  those  at  the  close, 
and  then  to  give  the  year's  sales  credit  only 
for  any  surplus,  and  correspondingly  to  de- 
duct any  deficiency. 

Taking  our  correspondent's  statement,  at 
his  ow'n  valuation,  however,  we  find  that  his 
net  profits  w^ere  $1538.07.  He  had  in  the 
meantime  paid  himself  a  salary  of  $504.70, 
which  presumably  represented  all  of  his  living 
expenses.  The  $1538.07  of  net  profits  should 
therefore  have  actually  accumulated  in  cash, 
except  for  the  $258.75  which  went  into  the 
increase  in  inventory.  Checking  up  the  fig- 
ures in  another  way,  we  have  totaled  all  of 
the  cash  receipts,  and  compared  them  with 
the  cash  disbursements.  The  disbursements 
are  something  like  $100  in  excess  of  the  re- 
ceipts. This  disparity  leads  us  to  believe  that 
our  correspondent's  figures  are  at  least  inac- 
curate in  some  details. 

The  business  is  small.  Evidently  the  pro- 
prietor does  all  the  work  himself,  without  the 
assistance  even  of  a  boy,  and  he  is  thus  en- 
abled to  make  a^  low  expense  item  of  21  per 
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cent.  Sales  of  $5000  for  six  months  mean 
$10,000  for  a  year,  and  a  $10,000  business 
without  a  boy  is  going  some!  We  should 
naturally  assume  that  at  least  one  assistant 
would  be  required,  and  if  one  were  employed 
it  would  increase  the  expense  and  cut  down 
the  showing  somewhat.  Even  with  this  con- 
cession, however,  the  business  is  certainly  a 
remarkably  profitable  one.  Entirely  apart 
from  what  the  expenses  may  be,  gross  profits 
of  52  per  cent  are  not  to  be  picked  oflF  every 
bush!  Fifty-two  per  cent,  based  on  sales, 
means  102  per  cent  based  on  cost,  so  that  we 
are  asked  to  believe  that  everything  was  sold 
at  a  little  more  than  twice  what  was  paid  for 
it! 

Where  is  this  Elysium  situated? 

H.    B.    M. 


IS  THIS  STORE  A  GOOD  BUY? 

A  Bulletin  correspondent  submits  the 
statement  of  a  pharmacy  which  he  contem- 
plates buying.  He  wants  to  know  the  net  in- 
come. 

Jan.  1,  1911:    Stock    (including  fixtures,  worth 

$2000) $12,600 

Jan.  1,  1912:   Stock  (including  fixtures) 12,400 

Purchases  for  the  year 11,000 

Expenses   5,650 

Cash  sales  18,500 

Credit  notes 2,200 

Discounts    325 

Accounts  receivable  at  end  of  year 600 

The  expenses  include  taxes  and  interest  on 
the  money  invested. 

We  wonder  at  the  outset  whether  the  ex- 
penses include  the  manager's  or  proprietor's 
salary.     It  belongs  there. 

It  is  inadvisable  to  charge  up  to  expense  the 
interest  on  the  investment.  Perhaps  that  ex- 
plains why  the  expenses  are  so  high.  Divid- 
ing $5650  by  the  sales,  $18,500,  we  find  the 
percentage  of  expense  to  be  30.54.  The  ex- 
pense ought  not  to  be  over  25  per  cent  for  a 
business  of  this  size.  Consider  taxes  an  ex- 
pense, but  do  not  charge  up  against  the  profit 
the  interest  on  the  investment.  The  net  re- 
turns from  the  business  are  themselves  the 
equivalent  of  interest  oh  the  capital  tied  up  in 
stock.  Figuring  money  at  six  per  cent,  the 
interest  on  $12,400  is  $744,  which  swells  the 
total  expenses  appreciably.  Subtracting  the 
item  of  $744  from  the  expenses  to  rectify  the 
error  of  putting  it  there  in  the  first  place,  we 


find  the  expense  is  reduced  properly  to  $4906. 
Dividing  $4906  by  the  sales  $18,500,  we  now 
find  the  percentage  of  expense  is  26.5,  which 
looks  more  reasonable. 

Proceeding  next  to  estimate  the  net  profit 
for  the  year,  we  notice  first  that  the  stock 
showed  a  shrinkage  of  $200.  The  owner  dis- 
bursed $11,000  for  goods  and  $4906  for  ex- 
penses, a  total  of  $15,906.  He  took  in  $18,- 
500.  Subtracting  the  disbursements  from  the 
receipts,  $18,500  minus  $15,906  equals  $2594, 
the  net  profit.  Subtracting  now  $200,  the 
shrinkage  of  stock,  from  $2594,  and  we  find 
the  net  profit  to  be  $2394.  Dividing  $2394  by 
the  sales,  we  find  the  percentage  of  net  profit 
to  be  12.9.  If  ypu  insist  on  including  the  in- 
terest on  the  money  invested  in  the  expenses, 
it  will  decrease  the  net  profit  to  $1650,  or  8.9 
per  cent.  But  as  we  have  already  pointed  out, 
that  would  be  inaccurate  and  contrary  to  the 
best  practice. 

We  should  say  that  the  net  earnings  of  this 
store  are  very  satisfactory  provided  that  the 
expenses  include  the  manager's  or  proprietor's 
salary.  Of  course,  if  his  salary  still  remains 
to  be  paid  out  of  the  earnings  thus  calculated 
as  net,  why,  then  the  story  changes!  If  you 
have  to  subtract  a  salary  of  $1200  from  $2394, 
which  is  supposedly  the  net  earning,  the  show- 
ing of  the  place  would  suffer  severely. 

JNO.    H. 


THE  HALL  OF  FAME 


PREPARING  FOR  THE  NASHVILLE 

MEETING. 

When  the  A.  Ph.  A.  decided  to  go  to  Nash- 
ville  in  1913,  it  brought  great  joy  to  the  heart 
of  J.  O.  Burge.  Mr.  Surge  has  been  endeav- 
oring at  various  times  for  fifteen  years  to 
bring  the  association  to  his  town.  He  began 
at  the  Montreal  meeting  in  1896.  Last  year  he 
was  again  active  at  the  Boston  convention,  and 
this  year  he  went  to  Denver  with  blood  in  his 
eye.     The  members  finally  capitulated. 

It  was  only  right  and  proper  under  the  cir- 
cumstances, after  Nashville  had  been  selected 
for  1913,  that  Mr.  Burge  should  be  elected  local 
secretary.  In  this  capacity  he  will  have  super- 
vision over  all  convention  arrangements.  Al- 
ready Mr.  Burge  has  called  a  special  meeting  of 
the  local  branch  of  the  A.  Ph.  A.  to  take  pre- 
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liminary  steps.  He  is  president  of  the  branch, 
while  the  vice-president  of  it  is  E.  A.  Ruddi- 
man,  and  the  secretary  W.  R.  White.  All 
three  men  are  more  or  less  regular  attendants 
at  the  annual  conventions.     Nashville  is  cen- 


period  Mr.  Faxon  had  been  one  of  the  coterie 
of  six  or  eight  men  who  were  really  the  life 
and  spirit  of  the  National  Wholesale  Drug- 
gists' Association,  and  he  served  as  its  presi- 
dent back  in  1894.  Conspicuous  for  his  talent 
as  an  orator,  he  was  often  called  upon  to  make 
speeches  of  one  kind  and  another,  and  he  was 
never  in  happier  vein  than  when  acting  as 
toastmaster  at  a  large  banquet.  In  the  com- 
mercial life  of  Kansas  City  Mr.  Faxon  was 
always  prominent.  At  one  time  he  was  a 
member  of  the  Board  of  Aldermen,  and  at  his 
death  was  president  of  the  Board  of  Educa- 
tion and  at  the  head  of  the  public  library  sys- 
tem. On  several  occasions  he  served  as  presi- 
dent of  the  Commercial  Club  of  Kansas  City, 
and  it  was  indeed  while  walking  from  his  of- 
fice to  this  Club,  in  order  to  take  part  in  the 
annual  election  of  directors,  that  he  was  fa- 
tally stricken  with  apoplexy. 


trally  located,  easily  accessible  from  all  points, 
and  the  prospects  for  a  large  meeting  are  ex- 
cellent. The  Nashville  people,  too,  are  deter- 
mined to  roll  up  a  lot  of  new  members  for  the 
Association.  • 


PROFESSOR  LLOYD  A  PANAMA  COM- 
MISSIONER. 

Governor  Harmon  of  Ohio  has  recently  ap- 
pointed Professor  John  Uri  Lloyd  of  Cincin- 
cinnati  a  member  of  the  Panama  Exposition 
Commission   of  the   State.     The   other   two 


DEATH   OP  FRANK  A.  FAXON, 
The  sudden  death  of  Frank  A.  Faxon,  of 
the  Faxon  &  Gallagher  Drug  Co.,  Kansas  City, 


JoHH  Vki  Llovh, 


Mo.,  removes  one  of  the  ablest  leaders  in  the 
jobbing  trade  of  the  country.      For  a  long 


members  of  the  Commission  are  Robert  E. 
McCarty  of  Columbus  and  F.  E.  Meyers  of 
Ashland.  This  signal  tribute  to  the  disinter- 
ested ability  of  Professor  Lloyd  will  prove 
gratifying  to  all  of  his  friends. 
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E.  F.  Leonard.  Bprlnclield.  MmsB..  Pragma-       Oi.  F.  F.  Jackson.  Onkluid,  CftL.  cudliUto 
ive  nominee  for  the  Btnto  veumte.  For  CominlMloiier  of  Pablic  Safety. 


Dr.  J.  D.  HnmphreT.    HuntaTllls.    Ala..  Theodore  CampbeU,   Philadelphia,    Pa., 

recently  elected  Clly  Commluloner  after  a       Repubtlcao.  renominalcd  to  moceed  hlm- 
hot  contest.  hU  in  the  ^tat«  legislatnn. 


pDblican  nominee  torstate  represanlat 

Nln«  Mora  DrnUlats  Ib  rolllica  thlm  Y«ar. 
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>Di  tUa  picture  thktO.  B-Thrtuh.  olChimkej. 
it  the  latt,  doea  a  thrlvlnK  bnslneoa.   Look  *t 


"ScroCTBlor  I>rugB,"  !■  ui  »dTertl«in«  pbruaowdbrR-  H.  Louii  Zmbek,  >  Bobemlan  anwaist  of  CUtem.  Teun.  writ«« 

lonieKS.  Laurel.  Ulaa.     The  atore  waa  appafendr  Btt«l  np  by  oa  that  In  thia  view  he  la  panrlnc  from  ■  battle  cont»lninc  one 

laan,  and  la  veir  neat.  of  Parke,  IHtIs  A  Co, 'a  aniaeitrBctB, 


W.  J.  Deems.  Land.  Indiana,  nlll  aooa  cnmplete  3fi  yean  ol  a  Walter  Holberiead.  Litchfield.  Ulinoia,  baa  one  of  tbe  moat 

nrled  eiDCrlence  in  pharmacT.    Mr.  Deems  himaelf  ii  ahown  in  attractive    and   beit  -  equipped  atores   in   the  State.    It  waa 

oar  picture,  and  la  the  oMeat  drncclat  in  point  of  aervice  In  teoentlr  fitted  ap  br  the  St.  Lonla  Caxbonatinc  and  Hanidao- 

WhtUc9 oonntr.  ttnrinB  Co. 

Drmi  Stonm  Bar*  mmd  Ther«, 


CATCHING  THE  CHRISTMAS  TRADE. 

Tha  Arraajemcnl  of  Holiday  Oooda— DacoralloDB  thai  Beaatlly  Ika   Slora  Inlarloi^-Thraa 

Trim*  which  Mada  th*  Window  a  Caaler  of  Allractlon— Savaral 

Advartlainj  Idaaa  Approprlat*  lo  tha  Seaaon. 


Christmas  comes  but  once  a  year.  For  the 
help  this  is  often  enough,  as  the  holidays 
mean  a  lot  of  work.  Every  one  in  the  store 
must  turn  his  attention  to  ways  and  means  of 
securing  the  season's  business.  The  clerk 
must  give  careful  thought  to  the  subject  of 
gift  goods  and  must  make  holiday  sugges- 
tions in  a  way  that  will  gladden  the  heart  of 
his  employer,  and,  incidentally,  gain  for  him- 
self a  raise  in  salary. 

Sometimes    it    is   easy    to    formulate    such 


attention  now  to  windows  and  interior  deco- 
rations, arranging  the  tables  on  which  holi- 
day goods  are  to  be  displayed  in  the  center  of 
the  store.  This  arrangement  of  goods  on  the 
tables  expedites  the  work  of  waiting  on  the 
trade  during  the  Christmas  rush.  Avoid 
everything  that  tends  to  impede  the  clerk,  for 
time  is  a  valuable  asset  at  this  season  of  the 
year. 

Having  set  the  tables  in   place,    we  next 
turn    our    attention    to    ways    of    decorating 


window  DisDlay  Nomber  1. 


plans,  but  again  it  becomes  a  burden,  espe- 
cially if  the  year  has  been  a  heavy  one  and 
the  clerk's  time  has  been  occupied  with  other 
duties.  The  fact  that  the  hours  of  the  ordi- 
nary clerk  are  pretty  well  filled  has  led  me 
to  try  and  lay  before  him  some  plans  that  I 
have  used  with  telling  effect  in  my  own  store. 

DECORATING    THE    TABLES    FOR    THE    DISPLAY 
OF  GOODS. 

First,  one  must  proceed  to  advertise.  Let 
us  assume  that  plans  have  been  laid  out  for 
a  suitable  advertising  campaign  and  we  are 
ready  to  go  ahead  with  it.     One  must  give 


them  at  a  minimum  cost  to  the  employer.  A 
clean,  tasteful  decoration,  and  one  that  is  not 
expensive,  can  be  made  of  regular  orna- 
mented crepe  paper.  This  can  be  purchased 
at  5  cents  a  roll  of  ten  feet  and  gives  a  good 
effect.  Cover  the  sides  of  the  table  with  crepe 
paper.  Over  the  base  of  the  table  spread 
plain  white  wrapping  paper,  and  over  Uiis  a 
few  napkins  with  Christmas  designs  on  them. 
Some  use  cotton  and  Santa  Glaus  snow,  but  I 
prefer  to  avoid  this  substance  for  the  simple 
reason  that  it  is  inflammable.  If  a  customer 
should  come  in  smoking  a  pipe,  he  may  set 
it  on  fire — a  fact  which  I  know  from  experi- 
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ence.     So  I  say,  try  to  avoid  using  anything 
which  may  result  in  a  conflagration. 

On  the  top  of  the  table  arrange  a  series  of 
steps,  large  at  the  base  and  smaller  toward 
the  top,  or  take  plate  glass  and  cut  out 
shelves  and  mount  them  on  iron  T's.  If  you 
use  the  T's,  as  I  did  last  season,  it  will  not  be 
necessary  to  cover  the  shelves;  plain,  clean 
glass  looks  very  well  as  it  is.  At  each  end  of 
the  table  secure  an  upright  post,  extending  up 
above  the  table  about  four  feet.     Stretch  a 


proper  shape,  paint  the  pieces  white,  and  be- 
fore they  dry  dust  them  over  with  Santa 
Claus  snow  or  cover  them  with  diamond  dust. 
The  best  paint  to  use  in  this  work  is  white 
alabastine. 

On  the  ceiling  suspend  crepe  paper  about 
three  inches  wide  and  give  the  strips  a  twist 
before  securing  the  lower  ends.  Secure  the 
top  end  to  the  center  of  the  ceiling  and  at- 
tach the  other  ends  to  the  shelving.  This 
scheme    gives    a    pyramidal    effect    which    is 


WindoH  DtoplH  Namber  1. 


wire  across  the  entire  length  of  the  table  and 
secure  it  on  top  of  the  uprights.  Decorations 
in  crepe  bindings  or  autumn  leaves  are  pretty. 
.\rrange  them  in  a  canopy  over  the  table.  The 
wire  may  also  be  used  to  hang  light  articles 
on ;  also  to  hold  price-cards  and  announce- 
ments. 

The  table  may  now  be  filled  with  such 
articles  as  one  cares  to  select.  It  is  prefer- 
able to  set  heavy,  bulky  goods  on  the  main 
base  and  lighter  articles  on  the  shelves.  At- 
tach the  right  kind  of  price-cards  and  display 
them  properly.  With  these  precautions  the 
table  should  draw  attention  and  necessarily 
sell  the  goods. 

INTERIOR  DECORATIONS, 

For  interior  decoration  I  stretched  a  wire 
on  each  side  of  the  room  full  length.  At 
intervals  of  about  ten  feet  I  stretched  wire 
from  side  to  side  across  the  main  wire.  On 
these  wires  were  hung  autumn  leaves  and 
cardboard  painted  to  represent  snow  and 
icicles. 

To  make   icicles,   cut    cardboard    into   the 


very   pretty.      Suspend    Christmas    bells    and 
decorations  at  different  points, 

WINDOW   DECORATIONS. 

In  considering  the  various  articles  which 
may  be  placed  in  the  window,  it  may  be  re- 
membered that  magazines  make  a  very  ap- 
propriate present  at  Yule-tide.  They  are 
especially  appropriate  as  gifts  to  friends  out- 
side of  the  family  and  should  receive  careful 
consideration.  We  arranged  the  magazine 
trim  shown  in  the  first  illustration.  That  was 
our  opening  shot.  At  the  same  time  we  ran 
a  newspaper  ad.  calling  attention  to  the  fit- 
ness of  magazines  as  Christmas  gifts.  We 
also  mentioned  the  fact  that  our  window  was 
devoted  to  a  magazine  display. 

The  trim  itself  was  so  plain  that  it  calls  for 
little  description.  In  the  center  was  a  fire- 
place over  which  we  arranged  the  covers  of 
the  Ladies'  Home  Journal.  Flags  were  draped 
as  shown  in  the  illustration.  On  the  floor 
appeared,  conspicuously,  a  sign  reading: 
"Subscriptions  received  here  for  any  periodical 
at  publishers'  prices."     Other   things   in   our 
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window  that  impressed  the  passers-by  with 
the  fact  that  it  was  time  to  consider  Christmas 
shopping  were  two  display  cards.  The  one 
in  the  center  read :  "In  every  American  home 
clean,  pure,  wholesome  literature  is  found.  It 
generally  includes  the- Ladies'  Home  Journal. 
$1.50  a  year — twenty-four  issues."  The  sign 
on  the  right  read;  "A  subscription  to  the 
Ladies'  Home  Journal  makes  an  excellent 
Christmas  gift.  Twenty- four  copies  for 
$1.50."  Santa  Claus,  himself,  was  run  by 
clockwork,  thus  lending  motion  to  the  trim. 
My  advice  is  always  to  have  something  mov- 
ing in  the  window  whenever  it  is  possible. 
As  a  result  of  this  trim  we  placed  a  num- 


wreaths  hung  suspended  at  given  intervals. 
At  the  background  appeared  latticework  in 
white  with  holly  wreaths  and  autumn  leaves 
draped  over  it.  Christmas  seals,  fancy  box 
paper,  cards,  booklets,  and  calendar  pads  were 
the  articles  featured  in  this  trim.  At  the  ex- 
treme right,  near  the  latticework,  hung  a 
large  red  Christmas  bell.  From  time  to  time 
we  set  different  articles  in  the  window.  It  is 
hardly  necessary  to  add  that  this  trim  was  a 
winner. 

The  third  trim  was  the  main  one.  It  car- 
ried out  a  plan  that  I  had  intended  should  be 
a  winner,  and  it  was.  It  featured  our  con- 
test.    I  might  say  in  explanation   that   last 


window  Dl«iil&T  Nnmber  S. 


ber  of  subscriptions,  not  only  for  the  Ladies' 
Home  Journal,  but  also  for  several  other 
magazines. 

THE  OTHER  TRIMS. 

The  main  trims  used  at  Christmas-time  in 
our  store  were  those  shown  in  the  accom- 
panying illustrations,  Nos.  2  and  3.  The 
backgrounds  that  appear  in  these  displays 
were  used  for  several  trims,  the  goods  being 
changed  as  sales  were  made. 

Trim  No.  2  was  made  by  placing  a  fire- 
place diagonally  across  one  end  of  the  win- 
dow and  covering  the  top  with  pure  white 
paper.  A  border  of  Christmas  crepe  paper 
about  three  inches  wide  extended  around  the 
top.  The  center  of  this  background  was  or- 
namented with  Christmas  tags,  seals,  and 
similar  articles,  as  shown  in  the  illustration. 
Behind  this  was  pure  white  puffing  with  holly 


year,  while  in  Chicago,  I  purchased  an  elegant 
jointed  doll  with  a  view  to  conducting  a  doll 
contest  during  the  holidays.  The  trim  itself 
may  be  arranged  as  follows : 

Over  the  entire  background  secure  a  green 
ingrain  paper.  Next,  take  large  sheets  of 
white  wrapping  paper,  and  lay  them  on  the 
floor  on  newspapers  or  anything  else  to  keep 
them  from  getting  soiled.  Paste  the  papers 
together  to  make  a  length  sufficient  to  cross 
the  background.  Then  take  black  crayons  and 
lay  out  designs  of  trees.  Finally  cut  these 
out  with  a  scissors.  Proceed  then  to  paste 
these  tree  images  in  position  on  the  back- 
ground. The  effect  may  be  seen  in  the  illus- 
tration. The  green  background  appearing 
through  the  cut-outs  gives  a  somewhat  realis- 
tic tree  effect.  Over  the  entire  border-line 
run  the  three-inch  decorated  crepe.    Over  the 
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side  end  decorate  green  below  and  white 
above,  using  the  same  border  as  that  on  the 
background.  On  the  side  space  hang  the  holly 
wreaths.  From  the  top  of  the  trim  suspend 
gold  and  silver  tinsel,  together  with  all  kinds 
of  bead  work,  Christmas  garlands,  and  similar 
ornaments,  as  shown  in  the  illustration. 

You  can  readily  surmise  the  effect  of  this 
window  when  four  60-watt  tungsten  lights 
are  turned  on  to  lUimiinate  it.  Both  the  near 
and  far  observers  were  attracted.    It  attracted 


SANTA  CLAUS 

—AT— 

TAYLOR'S  DRUG  STORE 

Brand  New  Stock 

WATCH  OUR  WINDOWS! 

Save  25  to  33 1-3  per  cent. 

SOME  OF  THE 

IVBW  UR-TO-DATB  aiFHTS 

WE  OI-I-'ER  ARE 

JttW«lCMM 

Mirrara 

HaadBacs 

Baby  Rocorda 

[adnlt  and  infant] 

Comb  and  Broth  8«to 

CatdHoldaia 

Collar  BoxM 

PoatHcard  AJbooM 

CnlffBoKM 

SowinvBoxoa 

Parfomaa 

iBlaatSoto 

Cicara 

Po«t««ard  BoKoa 

HatBroflbaa 

NocktioBoKM 

Portlalioa 

WorkBoKM 

Scrap  Books 

MmieRolk 

Papor  Kairas 

MoaicBaca 

Holly  Wioatfaa 

Cicar  Trays 

Cigar  Caaas 

AdiTnjs 

Noralty  Gift  Boxes 

ToilotSota 

Holly  Spraya 

[ebony,  stag,  etc.] 

Post-cards 

TooritlSata 

[up  to  $1.00] 

^lotb  Bmali  9#la 

Gift  Books 

Maaicura  Sals 

We  have  bought  these  ri^ht  In  the  Chlcaco  market 

and  will  rive  oar  patrons  the  benefit  of  onr  low 

mioes.   Walt  for  oor  display  t    It  will  be  worth  yoor 

time  mad  save  yon  money. 

One  of  Mr.  Taylor's  newspaper  ads. 

people  on  either  side  of  the  street,  and  I  may 
say  here  that  a  trim  that  does  not  take  care 
of  passers-by,  far  as  well  as  near,  loses  a  great 
deal  of  effect. 

In  the  corner  at  the  back  I  placed  our  Santa 
Claus  run  by  clockwork.  In  the  center,  sus- 
pended on  a  cord  swing,  appeared  the  large 
doll  which  was  to  be  presented  to  the  success- 
ful contestant. 

Various  articles  were  displayed  in  this  trim, 
including  baby  sets,  toilet  cases,  shaving  cases, 
combs  and  brushes,  traveling  cases,  manicuring 


sets,  jewel  cases,  and  other  things.  Every  two 
or  three  days  the  articles  were  changed,  thus 
lending  variety  to  the  trim  and  showing  our 
complete  line  of  holiday  goods.  Cigars,  per- 
fumes, books,  and  stationery  were  not  omitted. 
The  large  placard  in  the  center  of  the  back- 
ground told  the  nature  of  the  contest :  "This 
$6.00  doll  given  away  on  Saturday  evening, 
December  24th.  With  every  50-cent  purchase 
you  may  place  your  name  on  a  card  and  drop 
it  in  the  box.  At  nine  o'clock  Saturday  even- 
ing, December  24th,  the  tenth  card  drawn 
from  the  box  wins  the  doll,  providing  the 
owner  is  present." 

THE  RESULTS. 

Aside  from  constantly  talking  over  the  con- 
test with  customers,,  we  called  attention  to  it 
in  our  newspaper  space.  It  is  needless  to  add  . 
that  the  contest  was  a  success.  The  results 
were  as  follows:  Our  sales  were  almost 
doubled,  while  the  cost  of  advertising  and  con- 
ducting the  contest  did  not  exceed  $15.00.  I 
kept  an  exact  record  of  our  disbursements  and 
receipts,  but  have  misplaced  it.  The  combina- 
tion of  window  displays  and  printer's  ink 
gave  us  the  most  successful  holiday  season  we 
ever  experienced.  The  advertisement  shown 
in  the  accompanying  etching  was  used,  but, 
unfortunately,  I  am  unable  to  find  the  ad. 
announcing  the  winner  of  the  contest.  Of 
course,  we  ran  many  locals  in  the  paper. 

The  ad.  shown  in  the  etching  was  a  bene- 
ficial one.  The  little  paragraph  at  the  end 
was  true.  When  our  goods  were  displayed 
and  the  prices  shown,  people  realized  that  they 
were  getting  real  bargains.  I  had  made  a  deal 
in  Chicago  that  saved  us  25  to  33  1/3  per 
cent  on  every  purchase,  and  I,  in  turn,  gave 
the  trade  the  benefit  of  this  discount.  Do  you 
wonder  we  did  a  good  business  ? 

If  one  will  put  forth  an  earnest  effort  along 
the  lines  I  have  mentioned,  he  will  find  it  will 
aid  materially  in  making  the  season  a  success. 

Some  of  the  locals  we  used  were:  "Watch 
for  Santa  Claus  at  Taylor's  Drug  Store." 
"Save  25  to  33  1/3  per  cent  on  Christmas 
purchases  at  Taylor's  Drug  Store."  "Watch 
our  Christmas  windows  for  bargains.  Tay- 
lor's Drug  Store."  "Complete  new  line  of 
Christmas  gifts  at  Taylor's  Drug  Store." 

This  year  I  made  special  plans  for  the  holi- 
day business.  One  thing  which  I  should  like 
to  mention  is  my  purchase  of  a  set  of  Onken 
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Wood  Fixture  Younits  obtained  from  the 
Oscar  Onken  Company  of  Cincinnati,  Ohio. 
They  save  a  lot  of  labor  and  more  than  pay 
for  themselves.  They  include  so  many  differ- 
ent display  stands,  which  reduce  the  work  of 


arranging  a  trim  to  a  minimum.  This  season 
I  may  run  another  contest,  but  along  other 
lines. 

In  conclusion,  let  me  wish  you  one  and  all 
a  prosperous  season. 


BIOLOGICAL  PRODUCTS  IN  PHARMACY. 

Their  Namber  Increaslntf — Some  are  Made  from  Oerme  Themeelvee*  Others  from  the  Blood 
and  Tlaanea  of  Animals — Sernma*  Vacdnea*  Phylaco^enat  Tnbercallna — An 

Unnanally  Good  Story  of  Their  Preparation* 

By  FRED   I.  LACKENBACH.* 


This  paper  deals  with  the  subject  of  Bio- 
logics.  It  is  not  intended  as  a  technical 
treatise.  It  is  designed  rather  for  the  com- 
mercial pharmacist,  the  man  who  handles 
these  products  for  revenue,  to  whose  interest 
it  is  to  become  conversant  with  the  various 
products,  the  mode  of  preparation,  their  uses, 
and  their  proper  preservation. 

In  the  United  States  biological  products 
are  generally  produced  by  the  large  pharma- 
ceutical houses  operating  special  laboratories 
under  government  license.  They  are  mar- 
keted through  the  medium  of  the  drug  trade, 
which  is  the  legitimate  channel  for  their  dis- 
tribution. The  average  pharmacist  however 
fails  to  appreciate  the  intimate  relationship  be- 
tween these  advanced  therapeutic  agents  and 
those  which  have  heretofore  occupied  his  ac- 
tive attention,  and  as  a  consequence  is  neglect- 
ful of  an  opportunity  to  materially  advance 
his  professional  status.  Indeed,  the  intelli- 
gent handling  of  these  products  offers  an  ex- 
ceptional opportunity  -to  the  pharmacist  to 
elevate  his  calling  to  a  higher  plane. 

In  this  field  he  need  not  fear  the  department 
store,  nor  the  mail-order  house,  nor  the  pro- 
fessional price-cutter,  for  these  products  can- 
not appeal  to  the  laity  to  be  employed  in  self- 
medication. 

Nor  do  these  products  appeal  to  the  unpro- 
gressive  and  slothful  physician.  Their  effec- 
tive application  is  founded  upon  accurate  clin- 
ical and  bacteriological  diagnosis.  How  many 
of  your  medical  friends  possess  microscopes 

♦Presented  before  the  Section  on  Practical  Pharmacy 
and  Dispensing,  American  Pharmaceutical  Association, 
and  printed  in  the  Journal  of  the  A.  Ph.  A. 


and  are  able  to  differentiate  the  various  patho- 
genic (disease-breeding)  organisms? 

The  alert  physician  is  quick  to  perceive  the 
advantages  of  a  scientific  and  specific  therapy 
that  draws  the  populace  away/irom  the  evils 
of  self-drugging.  He  is  also  able  to  estimate 
the  value  of  keeping  his  patients  under  close 
observation  and  the  psychical  effect  of  a 
cleansed  skin  and  a  needle  puncture. 

Then  each  individual  is  "a  law  unto  him- 
self." A  teaspoonful  three  times  a  day  after 
meals  is  a  useless  slogan  when  it  comes  to  the 
administration  of  biologies.  The  indications, 
dosage  and  mode  of  administration  are  largely 
matters  of  individual  observation  and  personal 
idiosyncrasy.  There  is  no  known  means  by 
which  an  individual's  resistance  or  recupera- 
tive power  may  be  gauged  beforehand.  And 
when  a  substance  is  introduced  directly  into 
the  circulation,  there  is  not  an  ever- watchful 
and  long-suffering  stomach  to  stand  guard 
over  the  vital  organs.  So  one  must  needs  be 
careful.  There  is  no  such  thing  as  drawing 
hard  and  fast  rules  in  the  administration  of 
these  products.  A  physician  before  adminis- 
tering the  second  dose  must  know  as  accurate- 
ly as  possible  the  beneficial  or  untoward  ef- 
fects of  the  first.  This  necessitates  his  having 
clinical  experience  and  some  knowledge  of 
laboratory  diagnostic  measures. 

Therefore,  since  so  much  is  dependent  upon 
the  administration  of  these  products,  it  is 
readily  apparent  how  important  are  the  prod- 
ucts themselves.  It  is  the  pharmacist's  busi- 
ness to  handle  these  products  with  a  care  bor- 
dering upon  reverence;  and  when  he  has 
grasped  some  of  the  fundamentals  governing 
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their  production,  he  will  handle  them  in  that 
way. 

PHARMACEUTICAL  PROCESSES  USED. 

The  science  of  bacteriology  is  the  basis  upon 
which  rests  the  manufacture  of  biological 
products.  Their  actual  production,  however, 
is  dependent  upon  the  application  of  processes 
that  are  distinctly  pharmaceutical.  There  is 
scarcely  a  pharmaceutical  process  one  could 
mention  that  has  not  its  application  in  the 
biological  laboratory. 

Maceration,  filtration,  digestion,  distillation, 
evaporation,  sterilization,  desiccation,  leviga- 
tion,  dialysis,  precipitation,  and  physiological 
assay  are  some  of  the  processes  that  occur  to 
the  writer  offhand.  These  are  common  phar- 
maceutical procedures  in  the  biological  lab- 
oratory. The  fact  that  more  refined  methods 
are  employed,  such  as  vacuum  evaporation  and 
filtration,  filtration  through  porcelain,  steam 
and  dry-air  sterilization,  centrifugalization, 
and  other  methods  requiring  special  apparatus, 
does  not  alter  the  fact  that  the  processes  are 
essentially  pharmaceutical. 

Another  striking  parallel  is  found  in  the 
finished  product.  There  are :  Pills,  veterinary 
blackleg  vaccine  in  pill  form;  Triturations, 
blackleg  vaccine  in  the  form  of  accurately  di- 
vided powders;  Tablets,  Calmette's  tuberculin 
ophthalmic  test  tablets  and  the  bacterial  vac- 
cines and  tuberculins  in  tablet  form ;  Capsules, 
Moro's  tuberculin  ointrtent,  which  appears 
also  in  collapsible  tubes.  This  also  is  a  true 
ointment  composed  of  50  per  cent  Koch's  old 
tuberculin  incorporated  with  lanolin.  Then 
there  are:  Mixtures,  the  bacterial  vaccines; 
Emulsions,  tuberculin  bacillen  emulsion,  which 
is  more  properly  a  suspension;  and  Extracts, 
which  instead  of  containing  the  soluble  ele- 
ments extracted  from  vegetable  drugs,  contain 
substances  evolved  by  bacteria  in  their  growth 
in  artificial  culture  media.  And  it  might  here 
be  added  that  from  their  physiological  effects 
there  would  seem  to  be  an  intimate  chemical 
relationship  between  certain  bacterial  toxins 
and  some  very  poisonous  alkaloids  such  as 
ricin  and  abrin. 

Bacteriology  is  a  science  which  should  have 
a  place  in  the  curriculum  of  every  college  of 
^pharmacy.  Problems  of  sterilization,  fermen- 
tation, and  the  role  of  bacteria  in  disease, 
might  well  demand  the  pharmacist's  careful 
consideration. 

It  was  not  until  the  8th  Revision  of  the 


United  States  Pharmacopoeia  that  this  class 
of  products  received  oflScial  recognition. 

Antidiphtheric  serum  is  the  pioneer  in  this 
respect.  Tetanus  antitoxin  and  vaccine  virus 
have  been  accepted  for  inclusion  in  the  next, 
the  ninth,  revision  of  the  U.  S.  P.  In  the 
past  decade  these  products  have  multiplied  to 
an  astonishing  extent.  Millions  of  dollars 
are  now  invested  in  their  production  and  dis- 
pensing pharmacists  have  even  taken  to  spe- 
cializing in  this  field. 

In  describing  the  various  products  found 
upon  the  market,  this  paper  will  deal  first  with 
those  products  official,  or  about  to  become 
official,  in  the  U.  S.  P.;  secondly,  with  those 
products  which  have  been  passed  upon  by  the 
Council  on  Pharmacy  and  Chemistry  of  the 
American  Medical  Association  and  included  in 
New  and  Non-Official  Remedies,  1912;  and 
lastly  with  those  products  which  are  of  more 
recent  origin  and  which  for  some  reason  are 
not  officially  recognized.  Following  a  descrip- 
tion of  thes«  products  I  shall  confpare  the  dif- 
ferent classes  of  bacterial  derivatives. 

SERUM   MANUFACTURE. 

Serum  Antidiphthericnm. — Diphtheria  anti- 
toxin is  official  in  the  8th  Revision  of  the  U. 
S.  P.  It  is  described  as  "a  fluid  separated 
from  the  coagulated  blood  of  a  horse  immu- 
nized through  the  inoculation  of  diphtheric 
toxin."  It  is  recognized  also  in  the  French, 
German,  and  Spanish  Pharmacopoeias.  It  is 
marketed  in  the  forms  of  serum,  globulin  or 
concentrated,  and  globulins,  dry.  The  serum 
only  is  oflScial. 

The  process  of  preparing  diphtheria  anti- 
toxin is  characteristic  of  the  preparation  of 
serums  in  general;  so  it  will  be  dealt  with  in 
detail. 

The  initial  process  is  the  securing  of  a  pure 
culture  of  diphtheria  bacilli  from  a  throat  in- 
fected with  the  disease.  A  pledget  of  steri- 
lized cotton  mounted  on  a  swab  is  applied  to 
the  diseased  tissue  and  then  smeared  on  a 
slant  of  Loeffler's  blood-serum  media  con- 
tained in  a  test  tube.  This  is  placed  in  an 
incubator  kept  at  the  body  temperature  for 
twelve  or  more  hours,  when  numerous,  round- 
ish, pin-point  colonies  will  have  formed  upon 
the  surface.  Among  these  will  be  found  pure 
cultures  of  the  Klebs-Loeffler  diphtheria 
bacillus. 

From  these  pure  cultures  other  tubes  are 
planted  which  serve  to  inoculate  large  flasks 
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of  specially  prepared  bouillon.  The  flasks  are 
then  placed  in  an  incubator,  where  in  the 
course  of  five  or  seven  davs  countless  millions 
of  diphtheria  germs  are  grown,  giving  rise  to 
large  quantities  of  virulent  diphtheric  toxin. 
This  toxin  is  an  exceedingly  toxic  substance 
and  is  principally  responsible  for  the  destruc- 
tive effects  of  the  diphtheria  disease.  Tri- 
kresol  is  then  added  to  the  contents  of  the 
flasks  to  kill  the  germs  and  the  product  is 
then  filtered  through  a  Berkefeld — an  un- 
glazed  porcelain — filter,  filtration  being  facili- 
tated by  the  employment  of  vacuum  pressure. 
The  filtrate  freed  from  germs  contains  the 
soluble  products  elaborated  by  the  growing 
and  multiplying  germs  and  is  known'  as  diph- 
theria toxin.  This  toxin  is  standardized  by 
inoculating  guinea-pigs  of  260  grammes  weight 
with  graduated  quantities  of  toxin.  The  small- 
est quantity  proving  fatal  to  the  guinea-pig 
within  a  period  of  four  days  is  called  the 
minimum  le|hal  dose  and  this  is  employed  as 
a  basis  for  inoculating  the  larger  animals. 

IMMUNIZING  THE  HORSES. 

Now  comes  the  production  of  the  antitoxic 
serum.  Perfectly  sound  horses  are  injected 
subcutaneously  with  gradually  increasing 
quantities  of  the  toxin,  beginning  with  one  or 
more  lethal  guinea-pig  doses  and  increasing, 
as  the  animal  acquires  immunity  to  the  toxin, 
to  perhaps  a  hundred  thousand  times  that 
quantity — in  volume  approximating  0.1  Cc.  to 
250.0  or  500.0  Cc.  of  the  toxin.  The  injec- 
tions are  given  at  intervals  of  a  few  days  and 
continue  over  several  months — until  the  ani- 
mal's maximum  immunity  is  reached.  As  the 
animal  develops  immunity  to  the  toxin,  anti- 
toxin is  formed.  This  antitoxin  is  a  reaction 
product  of  the  living  organism.  The  body 
cells  are  attacked  by  the  poison,  and  if  not 
destroyed  are  stimulated  into  the  overproduc- 
tion of  antibodies  capable  of  combining  with 
and  neutralizing  the  poison  (Ehrlich). 

The  horse  is  allowed  to  rest  for  a  week  or 
two,  during  which  a  preliminary  test  is  made 
of  the  antitoxic  strength  of  his  blood  serum. 
If  this  comes  up  to  requirements  the  animal  is 
bled  by  passing  a  cannula  attached  to  a  steri- 
lized rubber  tube  into  the  external  jugular 
vein.  From  five  to  ten  liters  of  blood  is 
drawn  off  into  sterile  parchment-covered  jars 
or  blood  tubes  which  are  set  aside  to  allow  the 
separation  of  the  serum  from  the  clot.  The 
supernatant  fluid  is  then  siphoned  off  and  to 


it  is  added  0.4-per-cent  trikresol  as  a  preserva- 
tive. The  product,  then  filtered,  constitutes 
the  diphtheria  antitoxin  of  the  market. 

The  physiological  activity  of  antitoxin  is 
determined  by  the  number  of  immunity  units 
contained  in  each  Cc.  This  may  vary  from 
200  units  in  poor  serum  to  upwards  of  1500 
units  in  high-grade  serum.  The  unit  is  the 
measure  of  antitoxic  power — not  of  weight  or 
volume.  It  is  an  arbitrary  quantity  based 
upon  physiological  test — the  neutralization  of 
toxin  by  antitoxin  in  the  body  of  the  guinea- 
pig — which  animal  is  highly  susceptible  to  the 
diphtheria  bacillus  and  its  poisons. 

STANDARDIZING    THE    SERUM. 

Under  the  Act  of  Congress  approved  July 
1,  1902,  all  diphtheria  antitoxin  sold  in  the 
United  States  is  required  to  conform  to  the 
standard  established  by  the  U.  S.  Public 
Health  and  Marine  Hospital  Service.  This 
standard  is  based  on  the  Ehrlich  immunity 
unit  preserved  at  the  Royal  Institute  for  Ex- 
perimental Therapy  at  Frank fort-on-the-Main. 
Antitoxins  of  foreign  production  are  stand- 
ardized and  sealed  in  government  laboratories 
before  they  are  marketed,  but  in  the  United 
States  antitoxins  are  tested  in  comparison  with 
the  government  standard  unit  in  the  laboratory 
of  each  individual  producer.  This  standard 
unit  is  prepared  and  preserved  with  the  most 
exacting  care  at  the  Hygienic  Laboratory, 
Washington,  D.  C. 

At  intervals  of  two  months  about  10  Cc.  of 
the  standard  unit  serum  is  distributed  to  each 
of  the  licensed  manufacturers.  This  is  a 
glycerin  solution  of  dried  antitoxin  and  prop- 
erly diluted  contains  one  antitoxic  unit  in  each 
Cc.  This  standard  antitoxic  unit  is  used  to 
standardize  a  laboratory  test  toxin  which  de- 
termines that  amount  (approximately  100  fa- 
tal guinea-pig  doses)  which  just  equals  or 
neutralizes  the  unit  when  the  two  are  mixed 
together  and  injected  into  a  250-gramme 
(standard  weight)  guinea-pig,  the  hfe  or 
death  of  the  guinea-pig  within  a  period  of 
four  days  serving  as  indicator.  The  strength 
of  all  unknown  antitoxins  is  tested  against 
this  standardized  test  toxin. 

Thus  it  is  seen  that  the  process  of  testing 
antitoxin  may  be  compared  with  an  estimation 
in  volumetric  analysis,  but  instead  of  a  chem- 
ical this  is  a  physiological  test.  The  body  of 
the  guinea-pig  is  the  container  in  which  the 
titration  is  made,   its  life   functions  are  the 
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indicator,  and  its  life  or  death  the  end  reac- 
tion. 

CONCENTRATED  ANTITOXIN. 

Globulin  Antitoxin — Antidiphtheric  globu- 
lins or  concentrated  antitoxin — represents  in  a 
concentrated  form  the  antitoxic  elements  of 
the  natural  serum.  The  Gibson  method  for 
extracting  the  globulins  from  the  serum  is 
most  commonly  employed.  It  is  briefly  as 
follows.  It  will  be  observed  that  starting  with 
the  serum  above  described,  the  preparation  of 
globulin  antitoxin  is  entirely  a  chemical  and 
pharmaceutical  process. 

A  quantity,  of  antitoxic  serum  is  added  to 
an  equal  volume  of  a  saturated  solution  of 
ammonium  sulphate.  A  heavy,  flocculent, 
waxy  precipitate  of  the  serum  globulins  re- 
sults which  is  separated  from  the  serum-al- 
bumin, nucleoproteids,  and  other  inert  sub- 
stances by  filtration.  The  precipitate,  contain- 
ing most  of  the  antitoxin  of  the  serum,  is 
added  to  a  saturated  solution  of  sodium 
chloride  in  which  the  antitoxic-  or  pseudo- 
globulin  goes  into  solution,  leaving  behind 
the  insoluble  euglobulins.  These  are  separated 
by  filtration,  the  filtrate  containing  the  anti- 
toxin of  the  serum  taken.  The  antitoxic 
globulin  is  then  precipitated  from  the  salt  so- 
lution by  the  addition  of  acetic  acid.  The  re- 
sulting heavy,  flocculent  precipitate  is  sepa- 
rated by  filtration  and  dried  between  layers  of 
absorbent  filter  paper.  The  white,  waxy  mass 
is  then  placed  in  a  bag  of  dialyzing  parchment 
and'dialyzed  in  running  water  for  several  days, 
during  which  the  mass  gradually  liquefies  to  a 
fluid  reseitibling  the  original  serum.  This  is 
neutralized  with  sodium  hydroxide  and  the 
dialysis  continued  until  it  is  freed  from  all  ad- 
hering salts,  etc. 

This  fluid  is  from  one-half  to  one-third  of 
the  original  volume  of  the  serum,  and  bears 
most  of  the  antitoxin  originally  contained. 
Sodium  chloride  then  restores  the  normal  salt 
content  and  a  preservative  is  added.  Finally, 
the  globulin  antitoxin  is  filtered  through  paper, 
then  through  a  Berkefeld  filter,  and  tested  in 
the  same  manner  as  is  the  U.  S.  P.  antitoxin. 

This  product,  still  further  concentrated  and 
dried  in  vacuo,  is  the  dried  globulin  antitoxin 
which  is  intended  for  the  extemporaneous 
preparation  of  the  fluid  antitoxin  by  dissolv- 
ing the  substance  in  sterile,  distilled  water. 

OTHER   SERUMS. 

Tetanus  Antitoxin  is  proposed  for  inclusion 


in  the  9th  Revision  of  the  U.  S.  P.  It  is  of- 
ficial as  Serum  Antitetanicum  in  the  Belgian, 
French,  and  Swiss  Pharmacopoeias.  Both 
liquid  and  desiccated  preparations  are  recog- 
nized by  the  French  Pharmacopoeia.  Like 
diphtheria  antitoxin,  it  occurs  on  the  market 
in  the  serum,  globulin,  and  dried  forms. 

Tetanus  antitoxin  is  described  as  the  blood 
serum  of  horses  immunized  to  the  toxin  of  the 
tetanus  bacillus. 

The  antitetanic  serum  sold  in  interstate 
commerce  in  the  United  States  should  con- 
form to  the  standard  established  by  the  U.  S. 
Public  Health  and  Marine  Hospital  Service. 
This  standard  is  defined  as  follows :  "The  im- 
munity unit  for  measuring  the  strength  of 
tetanus  antitoxin  shall  be  ten  times  the  least 
quantity  of  antitetanic  serum  necessary  to  save 
the  life  of  a  350-gramme  guinea-pig  for 
ninety-six  hours  against  the  official  test  dose 
of  a  standard  toxin  furnished  by  the  Hygienic 
Laboratory  of  the  Public  Health  and  Marine 
Hospital  Service." 

Antitetanic  serum  dried  is  employed  as  a 
dusting  powder  in  the  treatment  of  infected 
wounds. 

The  two  serums  described  above  are  classi- 
fied as  antitoxic  sera.  Another  group  embrac- 
ing a  considerable  number  of  products  are  the 
anti-bacterial  sera.  In  the  preparation  of 
these,  instead  of  employing  the  bacterial  toxins 
in  inoculating  the  animals,  the  respective  bac- 
teria themselves  are  employed  in  the  forms  of 
virulent,  attenuated  or  killed  cultures.  These 
serums  are  directed  against  the  bacteria  pres- 
ent in  the  disease,  rather  than  against  the 
neutralization  of  their  toxins.  A  brief  sum- 
mary follows.  (See  New  and  Non-official 
Remedies,  1912.) 

Antistreptococcus  serum  is  official  in  the 
French  Pharmacopoeia.  It  is  prepared  by  im- 
munizing horses  with  virulent  cultures  of 
streptococci. 

Antidysenteric  serum  is  the  blood  serum  of 
horses  immunized  against  the  Shiga  bacillus. 

Antigonococcic  serum  is  prepared  from  the 
blood  of  rams  immunized  against  both  dead 
and  living  cultures  of  virulent  gonococci. 

Antimeningococcic  serum  is  the  blood  serum 
of  horses  immunized  against  the  meningococ- 
cus of  Weichselbaum  (diplococcus  intracellu- 
laris). 

Antipneumococcus  serum  is  the  blood  serum 
of  horses  immunized  against  pneumococci. 

Antistaphylococcus  serum  is  prepared  from 
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the  blood  of  horses  immunized  against  staphy- 
lococci. 

Antitubercle  serum  is  prepared  by  treating 
horses  for  several  months  with  the  toxic 
products  of  the  tubercle  germs. 

Antityphoid  serum  is  a  serum  obtained  from 
horses  which  have  been  injected  with  killed 
cultures  of  bacillus  typhosus. 

Normal  horse  serum  is  obtained  from  nor- 
mal animals  as  distinguished  from  that  ob- 
tained from  horses  undergoing  the  process  of 
immunization  for  the  production  of  curative 
sera.  It  is  employed  to  check  hemorrhage  and 
acts  by  increasing  the  coag^lative  power  of 
the  blood.  Normal  serum  from  other  animals 
has  also  been  employed  for  this  purpose. 

Two  very  interesting  examples  of  serums 
obtained  by  inoculating  animals  with  sub- 
stances not  of  bacterial  origin  are  seen  in 
hay-fever  serum  and  snake-bite  serum. 

Hay- fever  serum  ( Pollantin ) ,  Dunbar's 
serum,  is  obtained  from  the  blood  serum  of 
horses  which  have  been  immunized  with  pol- 
len toxin.  It  is  therefore  an  antitoxic  serum 
corresponding  to  the  toxins  or  poisonous  pro- 
teids  obtained  from  ragweed  and  other  plants 
of  the  Gramince,  It  is  employed  as  a  local  ap- 
plication to  counteract  the  effects  of  pollen 
toxin  in  hay-fever. 

Serum  Antivenimeux, — Antivenomous  se- 
rum is  obtained  from  horses  immunized 
against  the  venom  of  snakes.  It  is  employed 
against  the  poison  of  venomous  reptiles,  as  the 
viper,  rattlesnake,  etc. 

Of  the  viruses  there  are  two  of  immediate 
interest  to  the  pharmacist — vaccine  virus  and 
anHrabic  vaccine.  The  former  is  proposed  for 
inclusion  in  the  U.  S.  P.  9th  Revision. 

VACCINE   VIRUS. 

Smallpox  vaccine  is  perhaps  the  oldest  and 
most  extensively  employed  of  this  class  of 
products.  It  is  the  material  obtained  from  the 
skin  eruptions  of  calves  affected  with  vaccinia 
— cowpox — ^and  is  employed  for  the  vaccina- 
tion of  human  beings  against  smallpox.  The 
organism  which  presumably  gives  rise  to  this 
disease  has  not  been  isolated,  which  fact  neces- 
sitates the  employment  of  the  material  (or 
virus)  as  an  immunizing  agent. 

In  the  preparation  of  vaccine  virus,  the 
process  of  vaccinating  or  inoculating  the  calf 
and  the  subsequent  curettage  of  the  vesicles 
in  the  gathering  of  the  lymph  is  essentially  a 


surgical  procedure.  The  grinding  of  the 
"pulp,"  its  incorporation  with  glycerin,  and 
the  manipulations  leading  up  to  the  finished 
product,  are  pharmaceutical  processes,  though 
exception  may  perhaps  be  taken  to  the  bac- 
teriological methods  employed  to  determine 
the  presence  of  contaminating  organisms  or 
chemical  poisons. 

AnHrabic  vaccine  is  an  emulsion  of  the 
cords  of  rabbits  that  have  died  as  a  result  of 
the  subdural  injection  of  fixed  rabies  virus. 
The  fixed  virus  is  obtained  by  the  passage  of 
rabies  virus  through  a  long  series  of  rabbits 
until  the  animals  die  after  a  uniform  period 
of  incubation.  The  cords  are  removed  from 
the  rabbits  and  dried  over  potassium  hydrox- 
ide for  a  period  of  from  two  to  fifteen  days. 
The  fixed  virus  in  general  use  is  of  the  strain 
employed  by  the  U.  S.  Hygienic  Laboratory, 
Washington,  D.  C. 

As  prepared  for  administration,  each  sec- 
tion of  cord  of  the  requisite  attenuation  is 
ground  up  with  glycerin  and  salt  solution  into 
an  "emulsion,"  the  cords  of  gradually  increas- 
ing virulence  injected  subcutaneously  into  the 
infected  subject  as  a  prophylactic  against 
rabies.  The  object  is  to  gradually  produce  an 
immunity  to  the  rabies  virus  before  the  "street 
virus"  takes  effect. 

BACTERIAL    VACCINES. 

Another  important  class  of  biological  prod- 
ucts are  the  bacterial  vaccines  or  bacterins. 
These  are  suspensions  of  killed  pathogenic 
bacteria  in  physiologic  salt  solution  to  which 
phenol  or  trikresol  has  been  added  as  a  pre- 
servative. They  are  standardized  to  repre- 
sent an  approximate  number  of  bacteria  to 
the  cubic  centimeter. 

The  bacterial  vaccines  may  be  "stock"  vac- 
cines, or  "autogenous"  vaccines.  Stock  vac- 
cines may  be  "specific" — composed  of  one  or- 
ganism only — or  "mixed"  or  "polyvalent," 
which  are  vaccines  representing  different 
strains  of  one  organism,  or  strains  of  a  num- 
ber of  different  organisms. 

Autogenous  vaccines  are  prepared  from  the 
organisms  giving  rise  to  an  infection  in  an  in- 
dividual case,  and  are  employed  in  that  case 
only.  The  preparation  of  such  vaccines  some- 
times becomes  necessary  because  of  the  pecu- 
liar nature  of  an  infection.  Pharmacists  do 
not  often  have  occasion  to  handle  this  special 
work.     The  stock  vaccines  are  designed   to 
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cover  a  broad  range  by  embracing  in  their 
composition  as  many  diverse  strains  of  the 
organisms  represented  as  possible. 

The  bacterial  vaccines  or  bacterins  comprise 
a  very  large  class  of  biological  products.  They 
are  composed  of  one  species  of  organism  only, 
or  tvv^o  or  more  organisms,  the  name  of  the 
product  designating  its  composition.  Thus, 
acne  vaccine  is  a  suspension  of  the  bacillus 
acnes.  Staph-acne  vaccine  contains  in  addition 
to  the  bacillus  acnes,  various  strains  of  staphy- 
lococcus, etc. 

One  product  of  this  group,  typhoid  vaccine, 
has  come  into  very  extensive  use  as  a  prophy- 
lactic measure  against  typhoid  fever.  Its  use 
is  now  compulsory  in  the  U.  S.  Army  and 
Navy,  and  has  become  a  routine  measure  in 
several  European  military  organizations.  Its 
use  has  practically  eliminated  typhoid  fever 
from  the  military  camps. 

THE    PHYLACOGENS. 

The  most  recent  development  in  this  field  is 
a  new  class  of  bacterial  derivatives  termed 
phylacogens.    These  are  distinct  from  the  bac- 
terial vaccines  in  that  they  contain  none  of  the 
bacterial    cell    substance.      They    are    sterile 
aqueous  solutions  of  the  metabolic  substances 
or    derivatives    generated   by   bacteria    when 
grown  in  artificial  culture  media.     The  bac- 
teria, first  killed,   are  removed   by  filtration 
through  porcelain.    A  considerable  variety  of 
pathogenic  bacteria  are  employed  in  their  prep- 
aration, the  different  organisms  being  present 
in  about  equal  proportions.    A  basic  phylaco- 
gen  is  first  prepared  and  is  known  as  mixed 
infection  phylacogen.     The  specific  phylaco- 
gens are  prepared  by  adding  to  this  basic  ma- 
terial an  equal  proportion  of  the  filtrate  ob- 
tained by  growing  and  treating  the  organism 
considered  to  be  predominant  in  the  patho- 
logical condition.     For  example,  in  the  prep- 
aration of  rheumatism  phylacogen,  a  strain  of 
streptococcus — Micrococcus      rheumaticus — is 
grown  and  treated  like  the  several  organisms 
entering   into   the   preparation   of   the   basic 
phylacogen,  and  an  equal  portion  of  the  fil- 
trate from  this  product  added  to  the  mixed 
infection  phylacogen.    There  are  al^o  market- 
ed gonorrhea  phylacogen  and  erysipelas  phy- 
lacogen. 

THE  TUBERCULINS. 

Another  group  embracing  some  four  score 
products    are    the    tuberculins.      These    are 


employed  in  the  diagnosis  and  treatment  of 
tuberculosis.  Some  of  tliese  products  are  em- 
ployed very  extensively.  They  will  be  treated 
upon  in  another  paper. 

There  are  also  the  various  tests  for  syphilis, 
typhoid  fever,  and  cholera,  and  the  various 
products  for  veterinary  use,  which  time  and 
space  do  not  permit  the  writer  to  enumerate. 

There  are,  however,  three  distinct  classes  of 
biologic  products :  Serums,  those  products  de- 
rived from  the  blood  of  animals;  viruses, 
those  products  in  which  the  infective  material 
itself  is  employed;  and  the  bacterial  vaccines, 
which  contain  the  dead  organisms  in  suspen- 
sion. 

In  closing,  the  writer  will  quote  from  New 
and  Non-official  Remedies,  1912;  published 
by  the  Council  on  Pharmacy  and  Chemistry, 
American  Medical  Association: 

"The  vaccines,  viruses,  and  serums  consti- 
tute one  of  the  most  important  groups  of 
drugs  with  which  the  physician  has  to  deal. 
Some  preparations  of  this  group  are  specific 
cures  for  certain  diseases;  others  are  invalu- 
able in  prophylaxis  and  diagnosis.  The  great 
importance  of  exercising  some  degree  of  gov- 
ernmental control  over  these-  products  was 
recognized  by  the  passage  by  Congress  in 
1902,  of  a  law  entitled  'An  Act  to  Regulate 
the  Sale  of  Viruses,  Serums,  Toxins  and  An- 
alogous Products  in  the  District  of  Columbia, 
to  Regulate  Interstate  Traffic  in  Said  Articles, 
and  for  Other  Purposes.'  The  law  provides 
for  the  licensing  of  manufacturers  who  make 
these  products.  In  order  to  obtain  such  a  li- 
cense it  is  necessary  for  an  establishment  de- 
siring it  to  request  the  Surgeon-General  of 
the  U.  S.  Public  Health  and  Marine  Hospital 
Service  to  have  an  inspection  made  of  its  lab* 
oratories,  methods,  products,  etc.  This  in- 
spection is  made  by  an  officer  of  that  service, 
and  consists  in  a  careful  examination  of  the 
stables,  laboratory  facilities,  methods,  animals, 
collection  of  the  serum,  standardization,  and 
tests  for  potency,  purity,  and  amount  of  pre- 
servative employed.  Samples  of  the  products 
from  licensed  manufacturers  are  bought  on  the 
open  market  and  examined  at  frequent  inter- 
vals in  the  Hygienic  Laboratory  of  the  P.  H. 
and  M.  H.  Service.  The  inspection  of  the 
laboratories  is  repeated  at  least  once  a  year, 
and  if  unsanitary  conditions  are  found,  or  if 
the  products  are  not  what  they  are  claimed, 
the  license  is  suspended." 


SOME  CHRISTMAS  ADVERTISING. 

How  Different   DruUtuim  Attract  Holiday   Shoppers   and   Stlmnlate  the  Demand  lor  Gift 
Goods — Sn^eatlve  Newspaper  Annonncementa — Booklets  and  Special  Sales  Schemes* 


In  view  of  the  general  prosperity  this  year, 
merchants  look  forward  to  a  big  holiday  busi- 
ness. Have  you  made  any  plans  for  further- 
ing the  sale  of  gift  goods  in  your  own  store 
between  now  and  New  Year?  A  little  pub- 
licity given  to  that  department  of  your  busi- 
ness will  bear  fruit.  The  lure  of  department 
stores  is  so  great  that  the  druggist  must  do 
special  advertising  if  he  expects  to  accomplish 
much  during  the  holidays.  His  Christmas 
offerings  should  be  brought  to  the  attention  of 
Yule-tide  shoppers  with  all  the  flare  of  the 
general  retailer.  There  is  nothing  unethical 
about  it.  There  is  just  as  much  ethics  in  hon- 
est business  as  there  is  in  honest  pharmacy. 
A  little  attention  to  the  commercial  side  of 
pharmacy  at  this  period  of  the  year,  a  little 
judicious  advertising,  if  you  will,  is  more  than 
justified  by  the  results. 

Many  druggists  have  laid  in  a  special  stock 
for  the  season,  and  the  question  arises,  "How 
can  they  dispose  of  it?"  Our  answer  is  adver- 
tise. Let  the  people  know  about  your  wares. 
Start  early  if  you  can,  but  remember  that  peo- 
ple who  are  thoughtful  enough  to  buy  their 
Christmas  presents  before  the  rush  are  in  the 
minority.  Most  of  us  leave  it  to  the  last  week. 
So  concentrate  your  efforts  on  that  period. 
Don't  be  afraid  to  spend  a  little  money  on  your 
holiday  sales.  The  profit  justifies  a  little  ap- 
propriation for  advertising,  say  five  per  cent  or 
more. 

GOOD    ADVERTISING    MEDIA. 

Employ  the  newspapers  if  you  can  afford  it. 
If  not,  use  circulars,  folders,  or  booklets.  In 
small  towns  druggists  can  employ  the  news- 
papers to  good  advantage.  The  McCoy  Phar- 
macy of  Dassel,  Minnesota,  have  in  the  past 
run  whole  page  ads.  in  the  local  daily.  But, 
of  course,  such  a  splurge  is  not  always  possible, 
nor  always  necessary.  Display  ads.  of  a  sixth 
of  a  page  may  be  used  to  feature  candies,  per- 
fumes, toilet  sets,  or  any  articles  offered  espe- 
cially for  the  season.  But  they  must  be 
changed  often  or  many  items  will  escape  men- 
tion. In  large  ads.  it  is  well  to  run  illustra- 
tions profusely,  but  in  small  insertions  the 
dealer  had  better  confine  himself  to  type.     Set 


the  headline  in  bold  letters  and  make  the  text 
as  pointed  and  forcible  as  possible. 

Don't  forget  Santa  Claus.  Although  this  is 
the  twentieth  century,  he  is  as  much  in  evi- 
dence this  season  as  ever  before.  Swing  the 
old  gentleman  into  your  advertising  if  you 
have  the  space.  If  you  have  room,  set  him 
up  in  the  window.  Talk  about  him  in  your 
type.  Tell  how  he  obtains  his  supplies  from 
your  .stock.  Run  his  picture  in  your  adver- 
tising. He  is  a  pleasing  old  character,  if  he 
is  fictitious,  and  casts  a  genial  spirit  over  your 
advertising. 

We  have  alluded  to  the  distribution  of  book- 
lets and  circulars  soliciting  Christmas  patron- 
age. Next  year  druggists  should  try  that  par- 
ticular style  of  advertising  because  the  parcels 
post,  which  takes  effect  January  1,  will  enable 
dealers  to  supply  the  rural  residents  with  gifts 
without  defraying  excessive  carrier  charges. 
The  proprietor  need  only  send  a  circular  to 
each  person  on  his  mailing  list  to  stimulate  pur- 
chases. Let  him  give  each  reader  a  straight- 
from-the-shoulder  talk  on  the  gifts  in  stock, 
and  at  intervals  throughout  the  ad.  call  atten- 
tion to  the  fact  that  deliveries  can  be  made  by 
parcels  post. 

Remember  that  advertising  does  not  stop 
with  the  newspaper  page.  It  only  begins  there 
and  should  travel  every  legitimate  path — 
posters,  window  trims,  counter  displays,  circu- 
lars, and  booklets.  Wm.  V.  Dufner,  Ph.G., 
proprietor  of  the  Bradley  Avenue  Pharmacy 
in  Peoria,  Illinois,  last  Christmas  sent  out  a 
letter  printed  on  paper  somewhat  larger  than 
ordinary  writing  stationery.  It  may  appeal  to 
some  of  our  readers: 

So  this  then,  my  friend,  is  my  Christmas  Greeting  to 
you  across  the  trees  and  chimney  tops. 

We  have  enjoyed  a  splendid  business  this  past  year, 
and  at  this  season  of  good  cheer  and  good  will  we  want 
to  thank  you  sincerely  for  your  kind  cooperation. 

We  earnestly  trust  the  year  just  closing  has  brought 
to  you  and  yours  many  heart  throbs  of  friendship  and 
abundant  prosperity.  And  our  wish  for  1912  is  un- 
precedented blessings.  Your  friend, 

BRADLEY  AVENUE  PHARMACY. 

Peoria,  Illinois  Wm.  V.  Dufnis,  Prop'r, 

December  twenty-second 
Nineteen  hundred  eleven 
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B.  S.  Cooban  &  Co.,  of  Chicago,  employ  a 
large  bill-board  placard  to  remind  their  cus- 
tomers of  Christmas  purchases.  The  paper 
is  a  white  stock  2  1/3  by  SVi  feet  in  dimen- 


THREE 


SUGGESTIONS 


WATERMAN'S 

IDEAL  FOUNTAIN  PENS 

The  Best,  $2.50  to  $10.00 


HUYLER'S  CANDY 

Always  Fresh,  60c  and  80c  per  poand 


EASTMAN  KODAKS 

From  $1.00  to  $25.00 


B.  S.  COOBAN  &  CO. 

DRUGGISTS 

63d  Street  and  Normal  Avenue 


This  biU-poBter  used  by  Mr.  Cooban  was  of  linmenBe 
size,  and  is  of  oonrse  greatly  reduced  here. 


sions.     The  ink  is  red  and  blue,  making  a 
very  flaring  ad. 

W.  G.  Price,  of  Toronto,  South  Dakota, 
last  year  sent  out  a  large  four-page  letter  to 
attract  Christmas  trade.  The  paper  was  a 
yellow  stock  Syi  by  11  inches  in  dimensions. 
The  type  was  black.  Mr.  Price  believes  in 
special  schemes  that  enlist  the  interest  of  holi- 
day shoppers.  Two  plans  that  he  tried  were 
set  forth  in  detail  in  the  letter.     To  quote : 

DON'T  FAIL  TO  READ  EVERY  WORD  OF 
THIS  LETTER.  Some  place  in  it  you  will  find  a  num- 
ber— the  duplicate  of  which  has  been  filed  in  a  box  and 
deposited  in  the  First  National  Bank.  Mr.  Peterson 
will  be  requested  to  shake  the  numbers  and  draw  one. 
To  the  party  producing  the  letter  whose  number  cor- 
responds to  the  one  he  has  drawn,  he  will  give  a  $2.50 
Gold  Piece. 

But  better  even  than  this,  this  letter  means  many 
dollars  to  you  in  savings  if  you  will  read  and  profit  by 
it.  First  of  all,  we  want  to  tell  you  of  our  profit- 
sharing  scheme,  the  details  of  which  many  of  our 
friends  do  not  fully  understand.  Our  new  cash  register 
prints  for  you  a  receipt  for  every  cash  purchase  you 
make.  These  receipts  are  good  for  10  per  cent  of  their 
face  value,  as  one-quarter  of  the  purchase  price  of  lock- 
ets, chains,  bracelets,  necklaces,  brooches,  scarf  pins, 
cuff  buttons,  silver,  ormolu  gold,  and  articles  without 
end.    Supposing  you  have  $10.00  in  register  receipts. 


These  are  good  for  $1.00  on  a  $4.00  purchase.  That  is, 
these  receipts  and  $3.00  in  cash  will  purchase  a  $4.00 
article  in  the  lines  we  have  mentioned.  Sort  of  worth 
while,  isn't  it? 

And  the  reputation  we  have  made  for  quality  in 
Christmas  goods  is  not  going  to  suffer  this  year.  We 
have,  as  always,  a  line  to  meet  every  purse. 

The  Fred  Glass  Drug  Co.  of  Petoskey, 
Michigan,  distributes  a  little  booklet  4:J4  inches 
wide  and  6^  inches  high.  The  paper  is  a 
light  stock,  so  that  the  booklet  can  be  folded 
and  mailed  in  an  ordinary  envelope.  The 
cover  bears  the  title  "Holiday  Announcement." 
Two  of  the  inside  pages  read: 


WE  GUARANTEE  TO  SHOW  THE   • 

LARGEST  AND  GRANDEST  DISPLAY 

OF 

HOLIDAY  GOODS 

EVER  SHOWN  IN  THIS  PART  OF  THE  STATE 

AAA 

fiyerythins:  new» 
direct  from  the  importers. 

AAA 

Specially  Made,  Designed,  and  Ezclasive 

Toilet  Articles  Mana£actared 

to  Your  Order. 


One  pace  in  the  Fred  Glass  Dro^r  Co.  booklet. 


CHRISTMAS 
SELECTIONS 

Made  Early,   before   the   lines   are 
broken,   will    greatly   further   your 
own  interests  and  convenience. 
AAA 

Goods  will  be  sent  on 
approval  to  persons 
known  to  this  house. 

AAA 

SPECIAL  GOODS 

Many  of  our  goods  are  made  ex- 
clusively for  our  Holiday  trade,  so 
you  get  style  as  well  as  price. 


Another  pace. 

One  feature  common  to  much  of  the  litera- 
ture used  for  advertising  purposes  during  the 
Christmas  season  is  a  list  of  the  different  arti- 
cles that  are  offered  for  sale.  The  following 
assortments  of  goods  and  prices  appear  in  the 
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booklet  of  the  Fred  Glass  Drug  Co.,  already 
referred  to: 

FOR  THE  LADIES. 

Sterling  Silver  Novelties $    25  to  $10  00 

Silver  Toilet  Sets 2  00  to  25  00 

Gold  Toilet  Sets 3  00  to  12  00 

Ebony  Toilet  Sets 1  00  to  6  00 

Walnut  Toilet  Sets 2  00  to  5  00 

Rosewood  Toilet  Sets 1  00  to  3  50 

Jewel  Cases — Silver  50  to  3  00 

Jewel  Cases — Gold 75  to  5  00 

Triple  Mirrors   2  00  to  6  00 

Hand  Mirrors    10  to  5  00 

Hand  Bags   2  00  to  6  00 

Manicure  Sets  SO  to  5  00 

Music  Bags,  Fancy  Whisk  Brooms,  Writing  Sets,  Post 
Card  Albums,  Stationery,  Fountain  Pens,  Trav- 
eling Sets,  Fancy  Calendars,  Perfume 
Atomizers,  Handkerchief  Box- 
es, Glove  Boxes,  Puff 
Boxes,     Desk 
Novelties. 

Perfumes   $    10  to  $10  00 

Toilet  Waters 25  to      2  00 

Qrushes  and  Combs,  Pictures,  Photo  Holders,  Novelties 
of  all  kinds.  Art  Calendars. 

Books    $  25  to  $  1  25 

Box  Candies  25  to      5  00 

Candle   Sticks — Bronze,    Silver   and   Gold;    Travelers' 
Drinking  Cups,  etc. 


Shaving  Mugs  and  Brushes $    50  to  $  2  00 

Military  Brushes  1  00  to      8  00 


FOR  THE  CHILDREN. 

Books — linen 5c  to  25c 

Books — Stories  for  Boys  and  Girls 10c  to  $1  SO 

TOYS. 

Magic  Lanterns,  Railroad  Trains,  Street  Cars,  Electric 
Toys,  Rubber  Dolls,  Moving  Picture  Machines,  Candy, 
Stationery,  Pictures,  Post  Card  Albums,  etc.,  etc. 

FOR  THE  MEN. 

Shaving  Sets  $1  00  to  $  5  00 

Collar  and  Cuff  Boxes. ; 75  to  3  00 

Collar  and  Cuff  Bags 50  to  2  00 

Safety  Razors  1  00  to  5  00 

Smokers'  Sets  1  50  to  4  00 

Tobacco  Jars  50  to  2  00 

Fancy  Pipes  50  to  3  00 

Hat  and  Clothes  Brushes 35  to  2  50 

Necktie  Boxes   75  to  2  00 

Fancy  Ink  Wells 35  to  75 

Ddsk  Novelties   25  to  50 

Bill  Books   50  to  2  00 

Fountain  Pens  50  to  2  00 

Post  Card  Albums SO  to  1  SO 

Cigars,  per  box 1  00  to  6  00 

Traveling  Sets 1  50  to  5  00 

Muffler  Boxes  50  to  2  00 

Card  Cases,  Fancy  Playing  Cards,  Toilet 

Waters,  Stationery,  Ash  Trays, 

Necktie  Holders. 

Den  Supplies  of  all  kinds. 

Den  Pictures,  Match  Boxes,  Pipe  Racks. 


FOR  HOME  AND  CHURCH. 

Christmas  Candles,  Tree  Ornaments,  Christmas  Bells, 

Santa  Claus  Snow. 
Trimmings  and  Signs  of  all  kinds  for  Christmas. 
Bibles,  Empty  Holly  Boxes,  Christmas  Postals,  Christ- 
mas Seals,  Books  of  all  kinds.  Candle  Holders 
for  Trees,  Diamond  Dust,  Tinsel,  Etc., 
Christmas  Tree  Holders. 

It  will  be  noticed  that  the  foregoing  lists  are 
divided  into  sections  for  the  men,  for  the 
women,  and  for  the  children.  That  is  a  wise 
arrangement,  because  it  enables  the  reader  to 
make  a  selection  much  more  quickly  than  he 
could  from  a  miscellaneous  lot  of  gifts. 

DISPLAYING  THE  GOODS. 

By  way  of  supplementing  the  newspaper  ad- 
vertising one  must  look  carefully  to  the  display 
of  the  goods.  Christmas  wares  should  be  ex- 
hibited in  the  window.  If  the  druggist  has 
laid  in  a  large  stock,  it  is  advisable  to  set  a  few 
tables  in  the  store,  and  show  goods  on  them 
so  that  customers  walking  down  the  aisle  can 
see  the  gifts  at  close  range.  The  counters, 
too,  should  be  made  to  do  service. 

The  window  should  resemble  that  of  a 
pretty  bazaar  and  present  a  selection  so  varied 
that  all  gift  buyers  will  be  attracted.  Use 
price-cards  liberally.  The  perplexing  question 
at  this  time  of  the  year  is  what  articles  to  buy 
that  shall  combine  moderate  cost  with  other 
good  qualities.  People  can  see  by  glancing  in 
the  window  how  appropriate  are  the  gifts  on 
display,  but  they  can't  tell  the  prices  unless 
they  be  plainly  indicated.  Christmas  candies 
are,  of  course,  one  of  the  most  important 
items  -during  Christmas  week,  and  should  have 
conspicuous  position  everywhere.  Military 
brushes  make  useful  gifts.  Toilet  and  mani- 
cure sets  are  nice  presents  for  women,  and 
should  be  brought  to  the  front.  Cigars  in 
Christmas  boxes  are  good  sellers.  Pipes,  briar 
or  meerschaum,  are  more  popular  than  ever. 
Then  there  are  cigar  trays  and  other  articles 
that  appeal  to  smokers.  Fountain  pens  are  an 
old  standby  and  can  always  be  depended  on 
for  a  good  volume  of  business. 

Cutlery  and  books,  too,  make  good  gifts. 
In  fact,  almost  everything  of  genuine  useful- 
ness can  be  sold  as  a  Christmas  present.  Sug- 
gest all  of  the  mercantile  articles  that  you  pos- 
sess to  buyers.  There  is  no  accounting  for 
taste.      Furthermore,   a    reaction   has    set   in 
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against  giving  trumpery  and  ornamental  arti- 
cles as  Christmas  presents  in  favor  of  things 
that  are  sensible  and  useful.  Tell  the  public 
in  your  advertising  that  your  stock  of  Christ- 
mas gifts  have  been  selected  with  an  eye  to 
their  utilization;  that  while  you  have  large 
varieties  of  holiday  merchandise  in  which 
every  taste  and  style  are  centered,  still  service 
and  practicability  have  never  been  overlooked. 
This  argument  will  appeal  to  the  great  mass  of 
people  who  are  looking  for  sensible  goods  as 
Christmas  gifts. 

THE   POWER   OF   SUGGESTION. 

Many  persons  have  no  idea  of  what  they 
want  until  they  get  into  the  store,  and  then 
are  only  confused  by  the  mass  of  suggestions. 
Help  them  out  in  advance  by  suggestions  in 
your  advertising. 

Here  is  a  good  pointer  for  the  advertiser: 
For  the  infant  there  is  so  and  so.  For  the 
boy  there  is  a  certain  line  of  goods.  For  the 
girl  there  is  that  list  of  articles  to  suit  her 
taste.  For  the  matron  there  are  things  of 
service  in  the  household.  For  the  men  there 
are  the  razor  and  other  articles.  Enumerate 
the  gifts  that  belong  to  these  classifications. 


Another  good  plan  is  to  give  lists  of  arti- 
cles for  certain  sums.  For  instance,  5  cents 
will  buy  so  many  things,  10  cents  so  many  ar- 
ticles. For  25  cents,  have  another  list.  Let 
50  cents  head  other  bargains,  and  so  on.  What 
holiday  shoppers  look  for  principally  are  sug- 
gestions. Their  minds  become  confused  be- 
fore an  embarrassment  of  riches,  and  both  the 
ads.  and  the  talk  of  the  clerks  must  help  cus- 
tomers to  make  their  selections. 

Of  course,  there  is  a  large  personal  element 
in  selling  holiday  goods.  The  good  store- 
keeper is  a  judge  of  human  nature,  and  the 
moment  Mrs.  Smith  or  Mrs.  Jones  enters  his 
store,  she  is  greeted  with  sound  suggestions  as 
to  what  to  buy.  He  puts  himself  in  the  proper 
attitude,  listening  deferentially  to  her  ideas, 
volunteering  suggestions  of  his  own,  until  the 
woman  goes  away  happy  in  the  completion  of 
her  Christmas  purchases. 

In  his  daily  personal  intercourse  with  cus- 
tomers, he  is  an  encyclopedia  of  suggestions, 
so  should  he  be  in  his  advertising.  And  if 
his  ads.  properly  express  the  sentiment  of  the 
season  and  the  business,  his  Christmas  adver- 
tising will  prove  suggestive,  timely,  and  help- 
ful. 
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The  Ninth  of  a  Series  of  Ommerolal  Artlclee— The  Author  Finds  This  the  Bltf  Season  for 
Jewelry  and  Silverware— The  Ran^e  of  Hla  Stook^How  He  Baya  the  Oooda— What 

Branda  to  Chooae — How  to  Mnn  the  Department* 

By  E.  L.  MAFFITT, 
Oakd«l«»  Iowa. 


My  best  side-line  in  a  financial  way  is 
jewelry  and  silverware.  Any  druggist  who 
goes  into  this  business  must  conduct  it  in  ac- 
cordance with  the  conditions  that  obtain  in 
his  particular  locality.  For  that  reason  our 
method  of  running  this  department  of  the 
store  is  made  to  conform  with  our  own  pat- 
ronage. 

We  do  not  carry  a  large  line  of  silverware 
and  jewelry,  but  we  try  to  keep  it  fairly  com- 
plete. Our  assortment  is  just  large  enough  to 
show  people  that  we  have  such  goods  in  stock. 
The  jewelry  sets  next  to  the  cigar-case,  and 
the  silverware,  in  turn,  rests  in  a  case  next  to 
the  jewelry. 


THE  JEWELRY   LINE. 

Our  line  of  jewelry  includes  a  few  chains, 
fobs,  brooches,  cuff  buttons — in  fact,  all  the 
little  things  that  are  usually  given  away  as 
presents.  In  watches  we  carry  only  the  cheap- 
er ones.  Later  on  I  shall  explain  how  we 
handle  watches,  diamonds,  and  other  ware  that 
sell  at  a  high  price. 

For  a  time  we  sold  the  highly  advertised 
Ingersoll  watches,  and  personally  guaranteed 
them.  But  we  did  not  like  the  methods  of 
the  Ingersoll  people,  and  now  we  do  not  rec- 
ommend any  of  our  fellow  druggists  to  handle 
this  brand.  The  makers  do  not  make  the  con- 
cessions to  the  dealer  that  some  houses  do. 
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When  we  carried  their  watches,  and  whenever 
we  guaranteed  them  personally,  we  did  so  at 
a  danger  of  loss.  If  we  returned  defective 
watches  to  the  company,  they  charged  us  25 
cents  for  exchange.  We  remonstrated,  but 
were  informed  that  that  was  the  Ingersoll 
way  of  doing  business,  and  that  the  house  did 
not  want  us  to  personally  guarantee  the 
watches.  One  of  our  customers  sept  his  watch 
directly  to  the  Ingersoll  establishment  and 
never  received  any  reply. 

We  now  handle  the  "Derby"  watch  that 
sells  for  $2.00,  and  the  "Mentor"  and  the 
"Guide,"  which  retail  for  $1.00.  These 
watches  are  obtained  through  Otto  Young  & 
Company  of  Chicago.  We  also  sell  a  $1.00 
watch  which  we  buy  from  Butler  Bros.;  it  is 
called  the  "Uncle  Sam."  The  latter  bears  a 
printed  slip  which  tells  the  purchaser  to  return 
the  watch  to  the  dealer  if  it  is  unsatisfactory. 
When  we  send  back  the  watches  we  are  given 
credit  for  them,  so  you  see  we  now  carry 
watches  which  are  guaranteed  to  us  in  a  man- 
ner that  enables  us  to  put  our  own  personal 
warrant  back  of  the  goods.  That  is  what 
counts.  Since  we  have  put  in  such  a  line  we 
have  no  further  trouble  over  the  question  of 
guaranties.  silverware. 

We  handle  the  different  lines  of  silverware. 
But  when  we  find  a  brand  that  is  advertised 
in  the  mail-order  catalogues,  we  omit  it  from 
our  stock.  You  may  think  that  some  brands 
are  unavoidable  because  of  their  great  popu- 
larity. But  the  fact  remains  that  the  druggist 
can  omit  from  his  stock  any  brand  of  silver- 
ware that  he  chooses.  He  can  do  that  for  the 
simple  reason  that  he  can  kill  the  sale  of  any 
piece  of  silver  and  jewelry  by  merely  with- 
drawing from  it  his  own  personal  guaranty. 

Let  me  illustrate  this  from  some  of  our 
own  experiences  in  the  last  three  years.  Our 
big  sales  are  in  December.  Three  years  ago 
all  of  the  silverware  which  we  sold  was  "1847 
Rogers."  Later  we  were  surprised  to  see 
this  line  mentioned  in  mail-order  catalogues. 
We  proceeded  at  once  to  reduce  the  demand 
for  this  particular  brand.  As  a  result  of  our 
efforts  the  following  year  less  than  one-fifth 
of  our  sales  were  of  Rogers  goods.  In  De- 
cember, 1911,  we  made  one  sale  only  of  this 
ware.  It  consisted  of  a  half-dozen  dessert 
spoons,  and  the  only  reason  we  sold  them  lay 
in  the  fact  that  the  customer  w-ho  bought 
lem  was  matching  some  table  ware  which  he 


had  obtained  from  us  before.  I  merely  men- 
tion all  this  so  you  will  see  that  the  main  thing 
to  do  is  to  work  up  a  reputation  for  yourself 
as  to  quality  so  that  you  can  sell  any  good 
brand  that  you  may  choose. 

DIAMONDS. 

A  word  as  to  our  method  of  selling  dia- 
monds and  similar  pieces  of  jewelry.  We 
deal  w4th  Otto  Young  &  Co.  of  Chicago,  who, 
without  doubt,  are  as  liberal,  prompt,  and  re- 
liable a  firm  as  one  can  find.  They  do  not 
send  goods  on  consignment.  But  if  you  have 
a  customer  who  wants  something  not  in  your 
stock,  they  will  send  you  an  assortment  on 
memorandum.  If  you  wish  to  sell  a  diamond 
or  a  watch,  find  out  how  much  the  customer 
is  willing  to  pay  and  get  a  fair  idea  of  what 
he  wants.  Then  order  a  number  of  different 
styles  from  which  the  customer  may  make  his 
selection.  Let  him  understand  that  he  is  un- 
der no  obligations  to  make  a  purchase  if  the 
goods  do  not  suit  him.  The  dealer  is  allowed 
to  keep  a  shipment  ten  days.  I  kept  it  longer 
this  winter,  as  the  roads  were  so  bad  that  my 
customers  could  not  get  here  in  that  time. 
You  can  rest  assured  that  if  you  do  your  part, 
the  wholesaler  will  do  what  is  right. 

ENGRAVING    DONE    FREE. 

We  have  no  jeweler,  so  we  send  our  en- 
graving either  to  Otto  Young  &  Company  or 
to  an  engraver  in  a  near-by  town.  Their 
charges  vary  with  the  kind  of  work,  but  any 
one  may  obtain  a  list  of  their  prices.  I  send 
most  of  my  engraving  to  a  neighboring  town 
because  I  can  always  find  some  one  to  take  it 
there  and  thus  save  carrier  charge. 

We  advertise  that  we  do  engraving  free. 
In  buying  new  goods,  wherever  I  can,  I  have 
the  goods  engraved  by  the  jewelry  house  from 
whom  I  am  making  the  purchase.  It  costs  us 
to  have  engraving  done,  but  we  make  a  good 
big  profit  on  what  we  sell  and  can,  therefore, 
afford  to  make  no  charge  for  the  engraving. 
Of  course,  the  amount  of  free  engraving  that 
we  offer  is  restricted.  We  permit  only  script 
and  old  English  letters,  not  over  three  of 
either,  nor  more  than  one  name.  This  is  ex- 
plained to  the  customer  at  the  time  of  the 
sale. 

In  conclusion  let  me  say  that  a  good  busi- 
ness can  be  worked  up  in  jewelry  and  silver- 
ware by  the  retail  druggist,  but  it  must  be 
done  on  a  quality  basis  by  a  druggist  who  has 
a  reputation  for  quality  to  begin  with. 


THE  INFXUENGE  OF  LITTLE  THINGS. 


By  WILLIAM  F.  MORGAN.  Ph.O., 

Brooklya.  N.  Y. 


During  the  course  of  my  business  experience 
I  have  found  a  sense  of  true  satisfaction  and 
worth,  not  to  myself  alone,  but  to  my  employer 
and  the  public,  in  little  things.  They  aid  us 
in  this  profession,  and  anything  that  helps  to 
make  work  a  pleasure  is  an  asset. 

To  my  mind  it  is  a  very  poor  business  that 
is  conducted  with  no  feeling  of  sentiment  at- 
tached to  it.  We  hear  that  "there  is  no  senti- 
ment in  business,"  but  I  believe  there  is. 

The  clerk  who  has  a  clean,  tidy  personal 
appearance,  whose  face  shows  an  equally  clean 
inner  self  and  a  cheerful  smile,  who  tells  the 
time  of  day  to  the  customer,  be  he  man, 
woman,  or  child,  and  assists  them  in  what 
they  may  want,  who  will  sell  stamps  as  will- 
ingly as  medicine,  who  makes  a  tidy  package, 
shuts  drawers  completely,  puts  bottles  and  con- 
tainers away  in  their  proper  places  at  once, 
performs  in  these  acts  a  number  of  little  things 
which  enhance  his  value  to  his  employer,  to 
himself,  and  the  business  world. 

Speaking  of  a  tidy  package,  never  use  paper 
too  large  or  try  to  use  too  small  a  piece,  nor 
tie  with  string  a  package  containing  capsules, 
pills,  or  powders.  Use  elastic  bands  or  sealing- 
wax,  which  help  to  preserve  a  professional  air 
about  your  work. 

When  prescriptions  are  compounded  for  for- 
eigners who  may  not  be  able  to  read  English, 
see  whether  they  thoroughly  understand  the 
directions  for  their  use.  Explain  in  as  simple 
language  as  you  can  what  is  needed  and  they 
will  appreciate  it.  You  can  deliver  to  the  cus- 
tomer without  saying  a  word  in  this  connec- 
tion w^hatever  you  have  compounded,  but  the 
influence  of  a  little  thought  on  your  part  has 
a  weighty  effect  upon  the  patron.  People  ob- 
serve that  you  are  interested  in  their  welfare 
when  you  see  to  it  that  they  know  how  to 
administer  the  medicine.  It  may  be  said  that 
such  explaining  should  be  done  by  the  physi- 
cians, but  they  are  busy  men,  and  some  are 
less  thoughtful  than  others. 

At  this  time  I  may  well  call  attention  to 
another  little  thing  under  the  head  of  "explain- 
ing." Whenever  you  have  a  mixture  in  which 
effervescence   takes   place,   such   as   spirit   of 


mindererus,  Basham's  mixture,  etc.,  always  ex- 
plain that  it  must  be  kept  in  a  cool  place.  A 
gummed  sticker  may  be  used  for  the  purpose 
of  explaining  that  in  case  the  fluid  were  placed 
where  it  would  be  warmer  than  it  was  when 
made,  additional  gas  might  be  given  off;  and 
that  if  corked  too  tightly  the  bottle  would 
break.  One  might  add  that  it  had  not  soured 
or  fermented. 

There  are  times  when  a  change  of  color 
will  be  noticed,  as  in  freshly  prepared  elixir 
of  the  phosphates  of  iron,  quinine  and  strych- 
nine U.  S.  P.,  or  ointment  of  resorcin  com- 
pound N.  P.,  and  some  proprietaries.  Men- 
tion of  this  to  the  customer  satisfies  him  and 
saves  lots  of  talk  at  the  wrong  time — i.e., 
after  the  damage  is  done. 

One's  influence  with  children  has  its  good 
effect.  Know  them.  Select  for  them  the  best. 
Give  them  no  mutilated  coin  in  change.  Let 
their  parents  know  that  they  can  get  as  good 
treatment  as  their  elders.  Don't  be  above  say- 
ing "Hello"  to  them  on  the  street.  Still  con- 
duct yourself  in  such  a  manner  as  to  avoid 
undue  familiarity.  Behind  the  counter,  be 
careful  not  to  let  the  public  get  the  impression 
that  vou  are  avaricious  or  in  common  terms 
"soaking  them."  It  is  my  impression  that 
they  don't  like  to  think  that  they  are  making 
you  rich. 

Some  may  say,  "I  don't  care  about  the  pub- 
lic, I  am  looking  out  for  myself."  They  do 
care  or  they  would  not  be  in  business.  I  do 
not  believe  that  men  actuated  by  that  spirit 
make  a  permanent  success,  for  we  must  all  be 
governed  by  a  fair  regard  for  one  another. 

Have  the  confidence  of  the  physician.  Let 
him  know  that  you  dispense  what  he  likes, 
even  if  it  be  of  proprietary  manufacture,  and 
he  does  not  specifically  note  the  maker's  name. 
Have  him  feel  that  it  is  not  necessary  to  do  so. 
This  is  a  little  thing  in  itself,  but  it  has  con- 
siderable significance. 

A  good  and  lasting  impression  can  be  made 
in  the  arrangement  of  the  store  and  the  win- 
dows. Never  display  in  your  windows  toilet 
paper  and  laxative  waters  together,  syringes, 
douche  pans,  etc.    If  your  customers  find  that 
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they  are  well  treated  in  dealing  with  you  for 
their  other  needs,  when  they  want  articles  of 
this  kind  they  will  come  and  ask  for  them. 
Such  articles  displayed  create  a  more  or  less 
morbid  interest  in  the  young  which  we  should 
guard  against,  and  is  worthy  of  your  consid- 
eration. 


Because  the  public  do  not  see  behind  your 
prescription  counter  don't  lose  sight  of  the 
necessity  of  keeping  all  utensils  as  clean  as 
the  dishes  you  eat  from,  and  the  towels  on  a 
par  with  what  you  have  at  home. 

In  summing  up,  I  find  that  the  golden  rule 
is  still  very  applicable  to  our  use. 


**SKIN  GAMES"  I  HAVE  MET. 

The  Bunco  Man— His  Affable  and  Amiable  Waya— How  He  Fleecea  the  Lamba— *«S«re  Thlntfa 

that  Tempt  the  Unwary. 

By  H.  KALLIWODA.  Jr..  Ph.C. 

Smi  Fraaclsc*.  Calif. 


Bunco  games  are  as  old  as  the  sands  of 
Egypt.  But  they  are  still  worked  for  one  of 
two  reasons:  either  the  victim  is  green,  or  he 
is  taken  unawares  and  forgets  the  old  trick. 
The  old  saying  is  that  "a  sucker  is  born  every 
minute."  So  for  those  who  have  not  yet  bit- 
ten, but  who  may  bite,  the  following  little 
"flimflams"  w-ill  serve  as  danger-signals. 
When  you  meet  a  danger-signal,  slow  up — 
never  round  the  curve  too  fast,  for  you  may 
run  over  an  unseen  bank;  and  believe  me, 
you'll  cuss  your  speed! 

A  good  general  rule  is  that  when  a  pro- 
moter, strange  salesman — I  mean  one  from  a 
strange  concern — or  an  .overaflfable  customer 
comes  to  you,  slide  your  brakes  a  little  and 
get  the  emergency  ready.  Think  the  proposi- 
tion over,  tear  it  to  pieces,  look  at  it  from 
all  sides,  eye  it  with  suspicion,  and — take  your 
time.  If  you  are  in  a  hurry,  tell  the  man  so 
— ^but  don't  grab  a  thing  because  it  looks  good. 
It  may  be  a  red-hot  gold  brick,  and  then  you'll 
burn  your  fingers. 

CONFIDENCE  MEN  SMOOTH   LOOKING. 

Those  who  come  for  bunco  purposes  are 
generally  men  to  all  outward  appearances, 
gentlemen.  They  are  well  dressed,  good  look- 
ing, elegant  and  suave  in  manner  and  speech, 
and  generally  educated.  This  sort  of  man  is 
to  be  most  dreaded — he  is  always  after  a  big 
haul.  He  will  sell  you  stocks — interests  in 
mirages — or  he  may  give  you  something  for 
nothing,  something  for  your  testimonial  be- 
cause you  are  a  prominent  business  man. 

One  favorite  game  of  these  "smooth  ar- 
ticles" is  to  give  you  a  lot  in  some  beach 
whose  future  is  golden.    The  lot  is  yours  for 


a  testimonial  and  the  use  of  your  name.  He 
will  show  you  maps  and  tell  you  all  about  it 
— ^what  a  fine  lot  he  has  given  you — wouldn't 
you  like  to  buy  the  adjoining  lot  for  $500 — 
it  would  make  a  nice  residence  lot,  while  the 
gratis  lot  is  the  finest  kind  of  a  business  loca- 
tion. Yes,  may  be  you  want  to  take  a  chance 
and  buy  one  from  this  "nice  man."  If  you  do, 
you  are  stung  for  $500  more  than  you  were 
after  he  had  given  you  the  first  lot.  Well, 
maybe  you're  hard  up  or  a  bit  cautious  and 
don't  buy  a  lot.  But  if  you  take  the  little 
present  you're  stung  anyway.  For  surely  you 
will  pay  for  bringing  the  title  down,  only  $20. 
Then  they  find  that  next  year's  taxes  are  due 
on  your  $1500  lot.  Yes,  taxes  must  be  paid. 
You  give  the  "nice  man"  the  title  fee  and  the 
taxes.  Next  week  he  sends  you  your  title 
on  a  nice  clean  piece  of  paper.  "Oh,"  you  cry. 
"Gee,  I'm  a  popular  gink.  This  just  for  my 
name  and  testimonial!"  You  read  the  en- 
closed letter,  and  you  are  informed  that  the 
street  work  is  about  to  be  done  and  $30  sur- 
veyors' fees  are  asked  of  you.  A  month  later 
you  are  sent  a  bill  of  $100  for  street  work. 
Then  you  investigate.  You  travel  a  hundred 
miles  to  see  your  beautiful  lot  and  street  work. 
But  after  walking  along  the  shore  for  forty 
miles  you  find  the  lot  given  you  is  now  at  the 
bottom  of  the  ocean,  or  may  be  in  some  ^uUy. 
Oh,  gee — ^you're  stung! 

A    CIGAR    HOAX. 

But  you  say  never  again.  That  was  yes- 
terday. To-day  a  slouching  Mexican  with 
heavy  overcoat  drawn  about  his  ears  slinks  up 
to  you  and  whispers :  "I  bringa  da  gooda  ci- 
garros.     I  smuggle  them  in.     Looka  here;" 
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and  he  opens  a  nice  fancy  box  of  100  cigars 
with  a  nice  silk  ribbon  and  plenty  of  gold 
paper.  He  quickly  pulls  out  a  bunch  of  fifty 
and  says,  "Look."  You  look  at  the  ends — 
they  seem  to  be  nice,  and  you  are  interested. 
Quickly  and  with  apparent  carelessness  he 
pulls  one  out  from  the  center  of  the  bunch, 
cuts  off  the  end  and  shoves  it  into  your  mouth. 
Before  you  realize  what  has  happened  he  has 
a  lighted  match  at  the  end  of  your  Havana 
and  you  are  puffing  the  finest  smoke  you  ever 
tasted.  Isn't  it  cool,  rich,  and  aromatic? 
"Gooda  cigarros — no?  $10  a  hundred — ^you 
like  to  buy?  I  hurry — police — ."  You  may 
buy  or  you  may  beat  him  down  to  $7.50,  to 
which  he  skilfully  and  reluctantly  agrees.  He 
leaves  as  silently  and  mysteriously  as  he  en- 
tered. And  you  are  going  to  sell  the  "El 
Regias"  for  15  cents  each. 

Carefully  you  remove  the  dainty  silk  rib- 
bon and — another  lemon — ^you  are  looking  at 
a  bunch  of  stogies,  wondering  how  those  "El 
Regias"  were  transformed  to  "El  Ropos." 
They  weren't.  The  greaser  had  that  "swell 
smoke"  spotted.  It  was  the  only  one  in  the 
bunch  and  cost  you  $10. 

ANOTHER    DECOY. 

A  third  type  of  swindler  is  the  man  with  a 
"good  preparation"  and  "We  are  going  to 
spend  a  fortune  advertising"  story.  I  was  in 
a  country  town  when  I  met  this  "skin  game." 
The  salesman  came  in  and  said,  "Good  morn- 
ing, my  name's  Skinner,  etc.,"  and  then  started 
handing  out  this  line  of  talk :  "Oh,  I'd  like  to 
show  you  the  squirrel  poison  you  are  going  to 
sell  this  season.  It's  a  wonder,  and  we  are 
going  to  pour  gold  down  your  main  street  to 
advertise  it.  I'd  like  to  sell  you  some  at  our 
special  figure."  The  druggist  told  him  that 
business  was  too  slow,  and  was  met  with: 
"This  is  a  gilt-edge  proposition,  but  the  goods 
are  new  to  you  and  I  don't  blame  you  for  not 
stocking  up — I'll  just  give  you  a  fifty-cent 
box  gratis  so  that  you  can  supply  your  first 
demand,  and  here  is  our  card.  We  have  a 
branch  office  in  your  city  and  do  business 
^  direct.  If  you  want  more,  just  call  us  up. 
It's  $4.00  a  dozen."  And  with  that  he  left. 
A  week  later  a  farm  wagon  stopped  in  front 
of  the  drug  store  and  an  old  farmer  came  in 
and  asked  if  they  carried  3X  squirrel  poison. 
When  told  they  did  he  said:  "Well,  give  me 
about  a  hundred  cans.  I'm  gonna  set  my  20 
acres  out  with  thet  'ar  stuff.      It's  the  darned 


best  thing  I  ever  saw  to  take  the  sap  out'n  a 
squrl.  Yuh  can't  git  it  everyware,  neither." 
The  druggist  said  he  was  sorry  not  to  have 
more  than  one  can  in  stock,  but  would  get  the 
rest  for  him.  So  the  farmer  said  he'd  be 
around  for  it  on  his  next  week's  trip.  The 
druggist  went  to  the  'phone  and  ordered  1 
gross  at  $4.00  a  dozen  less  5  per  cent  for  cash. 
The  goods  arrived  and  he  paid  $45.60  cash. 
The  sequence?  One  gjoss  cans  of  sawdust 
and  sand  on  hand  I  Bit  again!  Needless  to 
say  the  other  three  stores  in  the  town  were 
victims  also,  and  the  company  skipped. 

THE   CHARITY   RACKET. 

Another  very  popular  humbug  is  the  selling 
of  tickets  for  an  entertainment  to  be  given  in 
a  neighborhood  hall  for  the  benefit  of  "John 
Jones,  the  barber — ^you  know — down  the  street 
a  few  blocks.  He  was  badly  burned  in  a  fire 
and  lost  his  sight.  He  was  a  neighbor,  and 
his  friends  are  your  customers.  Buy  a  couple 
of  tickets  and  come  over  to  the  minstrel 
show."  Your  tender  spot  is  touched  and  you 
don't  want  to  offend  the  "gentleman"  doing 
the  charity  stunt,  so  you  fall  for  it,  and  on  the 
tenth  of  the  next  month  you  and  fifty  other 
easy  marks  stand  out  in  the  cold  in  front  of  a 
closed  hall.  The  crooks  had  time  to  work  the 
whole  city  and  "beat  it."     Stung  again ! 

But  by  far  the  most  popular  "skin"  is  for  a 
salesman  to  inveigle  you  into  buying  a  bill  of 
goods  by  juggling  figures.  This  is  practiced 
by  representatives  of  respectable  houses  as 
well  as  others.  The  glib  salesman  has  a  fine 
article  at  $2.00  a  dozen.  Buy  a  gross  and  he 
gives  you  two  dozen  free,  which  sell  for  $8.00, 
the  gross  costing  you  $24.  He  tells  you  he 
gives  you  $8.00  off.  That's  a  saving  of  33J 
per  cent.  He  says  this  so  fluently  and  nicely 
that  you  don't  see  through  it  right  away,  or 
else  you  don't  stop  to  figure  that  those  two 
dozen  are  only  worth  $2.00.  Well,  maybe 
you're  the  "fall  guy"  again.  If  you  are,  when 
you  come  to  you'll  find  you  are  loaded  up  with 
14  dozen.  None  are  sold  yet,  and  they  cost 
you  $1.72  a  dozen  instead  of  $1.33.  Another 
lemon  song — to  the  tune  of  14  per  cent? 
Expensive  song! 

BLACKMAIL. 

The  crudest  game  I  have  ever  heard  of  being 
pulled  off  is  a  blackmail  scheme,  rank  and  raw. 
A  man  came  to  a  store  where  an  unregistered 
clerk  helps  out  and  asked  for  10  cents, worth 
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of  Rochelle  salts.  The  boy  took  one  of  the 
ready-prepared  10-cent  packages,  wrapped  it 
up,  and  sold  it.  Three  days  later  the  man 
came  back  and  said  the  Rochelle  salts  had 
poisoned  his  wife — burned  her  stomach,  weak- 
ened her  heart,  torn  her  bowels,  and  nearly 
killed  her.  The  package  contained  powdered 
chlorate  of  potash  instead  of  salts!  He  said 
he  could  prove  it.  He  was  going  to  sue  for 
$10,000  unless  he  could  make  a  settlement. 
He  would  rather  settle  outside  of  court,  be- 
cause he  had  no  stack  of  bills  to  prosecute, 
although  his  lawyer  would  take  the  case  on  the 
outcome.  Mr.  Druggist,  fearing  publicity 
and  a  ruined  business,  was  eager  to  settle,  and 
before  he  knew  it  his  name  was  attached  to  a 
$500  check.  Later  he  thought  it  over,  had 
the  other  10-cent  packages  of  salts  tested, 
found  no  potassium  chlorate,  and  putting  two 
and  two  together,  figured  out  that  he  was — 
stung  once  more ! 

FAKE  OFFERS. 

A  little  trick  of  some  salesmen,  cigar  sales- 
men in  particular,  is  to  sell  you  a  bill  of  goods 
for  a  window  display.  You  get  your  bill  of 
goods,  you  get  a  window  display,  and  you  get 


a  promise  that  when  the  free  goods  come  in 
the  salesman  will  bring  them  to  you.  Oh! 
lovely.  The  cigar  factory  gets  the  benefit  of 
the  window  and  you  never  see  the  salesman 
again.  It's  simply  a  game  to  get  your  order. 
The  maker  should  pay  you  for  your  windows 
and  pay  well,  for  they  sell  his  goods  much 
better  than  bill-boards  do,  for  which  he  has 
to  pay  handsomely. 

Salvage  sales  are  to  be  carefully  investigated. 
I  know  of  a  case  where  a  man  bought  20 
gross  of  porous  plasters  at  3  cents  each.  He 
also  bought  two  cases  of  effervescing  salts  at 
5  cents  a  bottle.  He  hurriedly  examined  his 
goods  on  top  and  down  a  little  way.  But 
when  he  opened  his  cases  at  his  store,  he  was 
dumbfounded  to  find  that  the  heat  had  ruined 
the  bottom  gross  of  plasters  completely.  They 
were  solid  as  rocks!  And  water  had  ruined 
the  lower  portion  of  each  of  the  cases  of  salts. 
These  were  "doctored  up"  before  he  examined 
them,  of  course.  Another  poor  boob  seen 
raising  his  right  hand  in  the  atmosphere  with 
the  "never  again"  speech! 

Moral. — "Look  before  you  leap.  Then 
count  ten  before  you  bite." 


Tha  Modern  Drvtf  Store. 
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EMPTYING  OIL  FROM  THE  BARREL  INTO 

THE  TANK. 

Henry  J.  Kamphuis,  Fulton,  IlL:  Our  oil 
tanks  are  all  down  in  the  basement.  We  used 
to  let  the  barrels  of  oil  down  and  then  pump 
the  oil  into  the  tanks.  This  was  quite  a  job, 
so  we  invented  a  device  such  as  you  see  in  the 
drawing. 

We  had  a  tinner  make  a  flat  funnel  about 
2>4  feet  square  and  about  35^^  or  4  inches 
deep.  In  the  middle  was  a  pipe  about  a  foot 
long  which  went  through  the  floor.  Then  we 
used  a  2-inch  conductor  pipe  which  went  from 
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How  we  empty  oUa  into  the  tank  in  the  cellar. 

the  funnel  into  the  tanks.  We  obtained  for 
the  purpose  three  pieces  of  the  pipe,  one  about 
4  feet,  one  6  feet,  and  one  8  feet  long,  accord- 
ing to  the  location  of  the  tanks.  Then  we 
have  a  piece  of  gas-pipe  about  6  or  8  inches 
long  which  we  place  in  the  barrel  about  4  or  5 
inches  from  the  floor  so  as  to  let  the  oil  into 
the  funnel.  We  bored  this  hole  in  the  barrel 
with  an  auger  bit  the  size  of  the  gas-pipe. 
We  have  a  cork  in  the  other  end  of  the  pipe, 
50  that  when  we  turn  the  barrel  end  up  the 'oil 
will  not  come  out  after  we  have  the  barrel  in 
place. 

We  pull  the  cork  and  let  the  oil  run  till  the 
barrel  is  empty.  This  is  a  wonderful  time  and 
labor  saver. 


USING  REAL  COINS  FOR  PRICE  MARKS. 

N.  E,  Truman,  Bainbridge,  N.  Y. :  To  sim- 
ply lay  a  bright  dime  or  quarter  on  an  article 
displayed  in  the  show-case  seems,  at  first 
thought,  a  very  neat  way  of  marking  the  price. 
But  it  is  too  ingenious.  We  tried  the  plan  and 
found  that  a  large  per  cent  of  the  customers 
did  not  "tumble"  to  what  was  meant.  Ques- 
tions like  "Have  you  more  money  than  you 
know  what  to  do  with?"  or  "Have  you  new 
coins  for  sale?"  showed  that  our  method  was 
faulty. 

When  the  purpose  of  the  coins  was  ex- 
plained, the  questioner  would  exclaim,  "How 
stupid  of  me  not  to  see."  His  attention  was 
diverted  from  the  article  displayed  to  his  own 
mental  process.  To  overcome  this  difficulty 
and  still  retain  the  advantage  afforded  by  the 
novelty  of  coins  as  price  marks,  we  hit  upon 
the  following  improvement :  On  a  small  visit- 
ing card  we  typewrite  with  red  ink  the  word 
"price"  in  capital  letters.  The  coin  or  coins 
which  equal  the  price  of  the  article  are  then 
placed  on  the  card  below  the  letters.  The 
result  is  a  price  mark  which  cannot  well  be 
misunderstood. 


AN  EASY  METHOD  OF  DISPENSING 

POWDERS. 

R.  B.  Conant,  Hutchinson,  Kansas:  In 
making  a  large  number  of  powders,  after 
dividing  them  on  a  pill  tile,  a  quick  way  to 
transfer  each  powder  to  the  papers,  already 
counted  out  and  spread  on  the  case  near-by,  is 
to  use  a  putty  knife  and  a  spatula.  Manipulate 
the  putty  knife  with  the  left  hand,  putting  the 
knife  edge  down  on  the  tile  and  then  sliding 
the  spatula  under  the  powder.  The  putty  knife 
is  used  to  push  all  the  powder  on  to  the  spatula. 
Then  the  powder  may  be  placed  on  the  paper. 

In  dividing  up  a  small  number  of  powders, 
say  twelve  to  eighteen,  I  put  them  on  a  powder 
paper  and  divide  them  there  instead  of  on  the 
tile.  I  always  keep  a  small  piece  of  cardboard 
cut  the  size  of  the  powder  paper.  After  the 
powders  have  been  divided  on  the  powder 
paper,  I  slip  the  cardboard  under  it.  Then  all 
the  powders  may  be  picked  up  on  the  board 
and  by  the  use  of  a  spatula  can  be  shoved  off 
onto  the  papers  already  laid  out  for  them. 

I  find  that  both  of  these  methods  save  time 
for  me  in  filling  a  powder  prescription. 
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SOME  PEOPLE  WHO  COME  TO  MY  STORE. 

There  comes  creeping  into  my  dose-and- 
price-crowded  memory  the  beautiful  spring 
morning  when  all  the  feathered  warblers  of 
nature  were  doing  vocal  stunts  in  the  trees  that 
would  make  even  a  slave  to  pills  and  powders 
chirk  up  and  feel  that  the  privilege  of  staying 
on  earth  and  working  nineteen  hours  per  dicm 
was  a  happy  one.  I  gingered  up,  took  a  fresh 
grip  on  life,  and  decided  to  clean  up  every- 
thing around  the  store  that  even  looked  like 
work.  I  could  feel  vitality  bristling  from  every 
pore.  I  entered  the  store,  where  the  porter 
had  everything  shining  like  a  sixty-cent  stage 
diamond,  I  hurriedly  entered  the  secluded  pre- 
cincts of  my  quiet  little  office  and  tackled  the 
morning  mail  with  all  the  vivacity  of  the  pro- 
verbial duck  that  is  reputed  to  have  picked  up 
speed  when  he  spied  a  Junebug, 

I  had  ripped  open  about  one  envelope  bear- 
ing the  pink  stamp  and  a  picture  of  the  father 
of  American  liberty  when  there  appeared, 
among  the  fumes  of  phenol  and  iodoform  that 
were  circulating  in  and  out  of  my  business 
boudoir,  a  tall,  distinguished  looking  individ- 
ual, wearing  one  of  those  shiny  alpaca  coats, 
an  innocent  looking  white  lawn  tie,  and  a 
bunch  of  vines  on  the  point  of  his  chin.  He 
looked  the  part  of  a  Chautauqua  warm-wind 
warbler  who  is  strong  on  handing  out  cute 
sentences  at  the  summer  encampment  at  Bould- 
er to  the  usual  gathering  of  feminine  freaks 
who  have  no  chickens  or  children  of  their  own 
and  no  mission  on  earth  except  to  peek  around 
in  sad  raiment  and  pant  for  higher  life. 

This  particular  consummation  of  the  Dar- 
winian theory  quickly  acquainted  me  with  the 
fact  that  he  was  ambling  up  and  dow-n  the 
earth  in  the  interest  of  suffering  humanity  and 
the  Skinnem  Life  Insurance  Co.  of  New 
York,  who  were  at  present  writing  a  contract 
that  was  simply  something  unheard  of  in  the 
matter  of  benefits  to  the  assured.  It  was  a 
double-action,  six-cylinder,  high-geared,  quad- 
ropneumatic,  reciprocating  policy,  absolutely 
incontestable,  and  for  an  additional  assessment 
of  ten  cents  down  and  ten  cents  a  week,  pay- 
able at  the  company's  office  in  New  York,  the 
hereinaforementioned  company  agrees  to  see 
that  the  assured  gets  by  St.  Peter  at  the  gate. 


He  was  gasping  for  breath  and  fishing  for  his 
fountain  pen  to  show  me  where  to  put  my 
name  when  I  gave  him  three  seconds  to  evapor- 
ate. 

The  next  disturber  of  my  peace  and  dignity 
as  an  American  commercial  enthusiast  was  one 
of  those  lovey-dove  little  feminine  confections, 
with  an  elegant  assortment  of  hand-made 
blushes  and  high-priced  hair  enough  to  make 
the  bearded  lady  in  the  museum  dissatisfied 
with  her  job.  She  cast  a  scared  glance  in  my 
direction,  her  lip  did  a  tremble  act  perfect  from 
long  practice  when  she  threw  her  talk  factory 
in  gear,  and  I  began  to  absorb  the  intelligence 
that  she  was  selling  a  book  that  should  be  in 
every  home,  an  exhaustive  treatise  on  every 
subject,  from  French- fried  potatoes  to  foreign 
missionaries,  with  a  goodly  bunch  of  polished 
narrative  about  how  to  manage  a  husband,  also 
how  to  endure  life  though  married  past  the 
aid  of  the  divorce  court ;  and,  best  of  all,  this 
rare  volume  bound  in  limp  calf  in  any  color 
from  picnic  pink  to  the  dull-dark-brown  that 
you  taste  in  the  cold  gray  dawn  of  the  morn- 
ing after,  only  fourteen  dollars. 

It  was  here  that  my  powers  of  endurance 
flunked  on  me,  and  every  bit  of  bad  temper 
and  the  fighting  blood  of  my  Southern  ancestry 
were  aroused.  However,  I  decided  not  to  mur- 
der her  or  drown  her  in  her  own  blood,  so  I 
informed  this  ninety-pound  consignment  of 
human  persuasion  that  I  would  buy  one  of 
these  books,  but  Pd  not  buy  two.  She  smiled 
one  of  those  don't  worry  smiles  as  she  crammed 
the  heavy  end  of  my  twenty-dollar  bank  litho- 
graph into  her  overgrown  hand-bag,  and  flitted 
out,  saying  she  hoped  Fd  be  pleased  with  the 
work. 

Again  thinking  I  was  monarch  of  all  I  sur- 
veyed, I  pounced  onto  the  letter  on  top  of  the 
pile  and  swore  I  would  peruse  its  contents  if 
the  house  was  bombarded  with  heavy  artillery. 
Presently  there  came  a  timid  knock  on  my  door, 
to  which  I  did  not  respond.  Then  came  a 
louder  one,  and  then  I  thought  surely  the  world 
was  having  its  finish  and  quickly  opened  the 
door,  fully  expecting  to  meet  the  recording 
angel  who  was  ready  to  check  me  up,  but  was 
surprised  to  meet  my  young  hopeless,  aged 
five,  who  had  been  assailing  my  door  with  a 
box  opener  and  who  said,  "Dad,  tan't  you  hear 
nuffin,  it's  dinner  ready,"  whereupon  I  realized 
tliat  another  half-day  had  gone  glimmering 
into  the  forever  gone  past.     This,  among  a 
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million  or  two  instances,  proves  to  yours  truly 
that  when  a  knight  of  the  tile  and  spatula  says 
he  will  or  will  not  do  certain  things  he  is  either 
dippy  or  a  prevaricator  of  the  most  abandoned 
type,  and  take  it  from  me  nobody  on  earth 
knows  humanity  who  has  not  met  and  inter- 
viewed SOME  PEOPLE  WHO  COME  TO 
MY  STORE.— W.  H.  Cousins.  Wichita 
Falls,  Texas,  in  the  Practical  Druggist, 


THE   UNUSED  FORCE  OF  NATIONAL 

ADVERTISING. 

Eighty  million  dollars,  in  round  numbers, 
are  spent  in  this  country  annually  in  magazines 
and  weeklies  to  create  demand  for  articles  hav- 
ing national  distribution.  This  takes  no  ac- 
count of  other  methods  of  advertising  directed 
to  the  same  end,  such  as  posters,  circulars, 
street-car  cards,  sampling,  and  the  like. 

The  advertising  is  of  a  high  class,  prepared 
by  men  who  have  made  a  life  study  of  the 
public  and  its  tastes,  and  is  immensely  efficient 
in  arousing  consumers  everywhere  to  a  desire 
for  the  excellent  products  advertised.  They 
naturally  expect  to  be  able  to  purchase  the 
goods  at  the  stores  they  patronize — ^but  do 
retail  merchants  go  half-way  to  meet  that  de- 
sire? Do  they  make  known  in  their  respective 
communities  that  they  have  the  goods,  that 
they  have  confidence  in  them,  and  that  they  are 
prepared  and  glad  to  fill  orders  for  them  ?  In 
too  many  cases  the  answer  is  "No." 

This  great  and  constantly  stimulated  demand 
goes  frequently  to  waste.  Supply  does  not 
meet  it.  Merchants  as  a  class  do  not  realize 
that  an  immense  new  trade  is  theirs  for  the 
asking.  They  do  not  utilize  the  fact  that 
manufacturers  create  magnificent  opportunities 
for  local  profit  in  preparing  high  quality  goods, 
offering  every  facility  to  the  trade  to  stock 
them,  and  advertising  them  broadcast  among 
the  consuming  public. 

There  is  waste — unused  force — a  nation- 
wide readiness  to  buy  which  too  often  expends 
itself  in  mere  readiness,  not  followed  by  pur- 
chase, because  the  merchant  does  not  do  his 
part. 

The  situation  is  akin  to  the  waste  and  delib- 
erate neglect  of  the  water-power  which  Nature 
has  lavished  on  this  land  and  which  we  do  not 
avail  ourselves  of. 

The  actual  water-power  available  in  the 
United    States    is    sixty-four    million    horse- 


power. The  amount  used  is  but  five  and  one- 
third  million  horse-power — about  8  per  cent  of 
the  whole.  Coal,  oil,  lignite,  are  burned  to 
keep  going  expensive  boiler  equipments,  with 
their  costly  auxiliary  gearing,  while  the  power 
running  down-stream  unnoticed,  unused,  un- 
thought-of,  would  abolish  and  replace  it  all. 

The  merchant  is  like  a  miller  who  stands  by 
the  side  of  a  dam  ready  for  his  use,  while  he 
regrets  the  low  production  of  his  under- 
powered mill.  The  small  effort  required  to 
install  a  turbine  would  bring  him  abounding 
prosperity.  The  merchant  has  but  to  reach 
out,  by  simple  and  economical  methods  of  local 
advertising,  and  energize  his  whole  business 
from  the  rushing  and  giant  force  of  National 
Advertising. — Richard  H.  Waldo,  Advertis- 
ing Manager,  Good  Housekeeping  Magazine. 


SUNDAY  CLOSING. 

Wm.  E.  Lee.  in  a  paper  read  before  the 
Pennsylvania  Pharmaceutical  Association,  dis- 
cussed the  subject  of  Sunday  closing.  He 
said: 

"I  am  pleased  to  note  that  Sunday  closing 
on  the  part  of  the  druggists  in  my  locality  is 
progressing  in  a  very  satisfactory  way.  We 
have  nine  stores;  seven  of  them  close  for  a 
portion  of  the  day. 

"One  of  the  greatest  hindrances  in  Sunday 
closing  is  the  fear  that  your  neighbor  will  not 
close. 

"To  my  mind  the  better  way  is  to  take  the 
initiative  and  have  others  follow.  One  of  my 
neighbors  has  closed  his  store  for  thirty  years, 
in  fact  did  so  while  my  store  was  kept  open. 
I  am  satisfied  that  only  a  very  small  part  of 
his  trade  came  to  me  while  he  was  closed.  It 
is,  I  think,  a  mistaken  idea  that  the  public 
demands  an  all-day  service — in  fact  a  large 
number  of  my  customers  have  commended  me 
for  closing.  It  is  only  a  custom,  and  the  soon- 
er we  depart  from  it  the  more  our  services  will 
be  appreciated.  It  is  self-evident  that  we  can- 
not please  every  one.  Every  druggist  realizes 
these  facts  no  matter  how  late  we  keep  open. 
Some  one  will  step  in  for  a  postage-stamp,  look 
in  the  directory,  or  use  the  telephone  for  an 
hour  or  so  to  talk  to  his  girl,  and  the  girl  will 
talk  to  her  young  man. 

"Sunday  closing  and  shorter  hours  have 
been  quite  earnestly  desired  by  me  for  a  num- 
ber of  years,  and  I  am  satisfied  that  my  loss 
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from  a  pecuniary  point  of  view  has  been 
very  small  indeed ;  but  I  have  received  abnost 
incalculable  benefit  from  the  rest  in  point  of 
health.  I  hope  that  I  may  be  spared  to  see 
the  pharmacist  have  a  reasonable  number  of 
hours  of  work  accorded  to  him  by  the  public." 

Mr.  Apple  followed  Mr.  Lee  with  the  fol- 
lowing remarks : 

"I  have  closed  my  store  for  three  years  on 
Sunday  afternoon.  I  am  situated  in  a  Hebrew 
neighborhood,  and  have  a  Hebrew  store  one 
square  south  of  me,  and  I  found  that  it  had 
no  effect  on  my  business  in  the  least.  I  would 
not  open  my  store  again  for  the  world  on  Sun- 
day afternoon.  Saturday  is  a  hard  day,  and 
the  following  day.  on  Sunday,  the  trade  is 
pretty  heavy,  but  one  must  realize  how  much 
a  few  hours  rest  will  do  for  a  man  and  people 
will  adjust  themselves  to  the  custom.  Do  not 
depend  too  much  upon  what  your  neighbors 
<lo." 


INTOXICANTS  AND  TOBACCO. 

We  are  drinking  more  alcoholic  drinks  than 
ever,  more  not  only  in  gross,  but  per  capita. 
So  the  Internal  Revenue  Bureau  says  after 
totaling  up  its  receipts  for  the  year  ending  on 
the  30th  of  last  June.  Here  is  its  report  of 
some  of  the  products  that  paid  taxes : 

163,000,000  gallons  of  distilled  spirits,  3O,00D,000  gal- 
lons more  than  the  year  before. 

59,485.117  barrels  of  fermented  liquors,  an  increase 
of  3,000,000  barrels. 

7,600.000,000  cigars,  160,000.000  more  than  1909. 

6,830,000,000  cigarettes,  an  increase  of   1,000,000,000. 

402,000,000  pounds  of  plug,  fine-cut,  cube-cut,  granu- 
lated, or  sliced  smoking  or  chewing  tobacco  or  snut!.. 
4,000,000  pounds  more  than  the  year  before. 

141362,282     pounds     of     oleomargarine,     50,000.000 


It  appears  that  the  consumption  of  spirits 
increased  last  year  by  over  twenty  per  cent. 
Perhaps  taxes  were  paid  on  more  liquor  than 
was  drunk,  but  the  payments  from  year  to 
year  are  a  pretty  close  measure  of  consump- 
tion. That  drinking  should  increase  in  the  face 
of  so  much  prohibition  and  local-option  legisla- 
tion causes  some  astonishment,  but  is  not,  we 
believe,  contrary  to  experience.  Legislation 
may  have  an  effect  on  manners,  methods,  and 
details  of  consumption,  but  it  does  not  change 
habits.  Prohibition,  if  Maine  is  any  criterion, 
does  not  help  at  all  in  promoting  temperance. 
Local  option  may  do  good,  but  is  more  likely 
to  benefit  the  rising  generation  than  the  one 
whose  habits  are  formed. 


It  is  possible  that  in  spite  of  the  Internal 
Revenue  figures  the  manner  of  drinking  may 
be  improved  and  the  drinks  better  distributed. 

It  bears  on  this  subject  that  erf  the  nine  mil- 
lions of  population  in  New  York  State  seven 
millions  live  in  cities.  Local  option  in  this 
State  is  confined  to  country  townships.  The 
increase  of  city  population  all  over  the  countrj' 
has  doubtless  a  relation  to  this  increase  in  the 
consiimption  both  of  alcohol  and  tobacco.  The 
nervous  tension  of  city  life  is  greater  than  that 
of  country  life,  callingmore  for  stimulants,  ami 
affording  more  convenient  opportunities  to  get 
them.  Drinking  and  smoking,  too,  are  both 
social  practices,  and  there  is  more  society  in 
the  cities  than  in  the  country. 

The  consumption  of  spirits  has  increased 
more  in  proportion  than  the  consumption  of 
beer,  and  the  consumption  of  cigarettes  more 
than  of  cigars.  The  report  is  not  complimen- 
tary to  legislation. — Harper's  Weekly. 


Mrs.  Murphy  :  Oi  hear  yer  brother-in-law,  Pat  Kee- 
gan,  is  pretty  bad  off. 

Mrs.  Casey :  Sure  he's  good  for  a  year  yit 

Mrs.  Murphy:  As  long  as  thot? 

Mrs.  Casey:  Yes;  he's  had  four  different  doctors, 
and  each  one  av  thim  give  him  three  months  to  live. — 
Puck. 


Bkrb'b  a  Chaushoh  I— Th*  Willlviu  Dnw  Oo.,  SSth  and  Bmer- 
»□  Areuaca  North,  Uliu]««i»lkii  HInn..  clBlnutohmmtbabotTigst 
trio  o(  HIT  droc  itore  In  the  dtj,  ftud  the  idTlskbllitT  k  belii(  ami- 
shjersd  ot  iimliiE  ■  lenenl  chKlIeniv  to  the  oonntrj  at  Uife.  In 
oar  plctuie  Ur.  Willlaiiui  hlnuelf  atandi  in  the  center.  A  luuideome 
■entlenuui.  iin'c  hsT  Tbe  other  twocUote  are  Heean.  Tleten  and 
Oleawin.  The  total  welfht  ot  the  three  ii  SBT  poonde.  vUch  i* 
perllootlr  cloee  to  MO  poandi  anleee.  When  Ur.  TIecen  went  Into 
the  Wtlllanu  itore  he  loit  hi*  Joh  In  the  emplor  ot  the  Park  Board, 
wbere  hie  dntr  reonlrad  hlta  to  maintain  the  lakee  at  a  certain 
erel  br  beqoentlnc  the  bathlnc  pUoea. 
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LETTERS 


This  is  where  our  readers  exchange  opinions  and 
practical  suggestions  with  one  another.  The  Editors 
are  always  glad  to  receive  short  letters  on  subjects  of 
mutual  interest. 


MAKING  CAPITAL  OF  THE  PARCELS  POST. 

To  the  Editors: 

Ask  the  average  well-informed  citizen  his 
opinion  of  the  parcels  post  law.  He  will 
stare  at  you  blankly  or  dismiss  the  question 
with  a  mere  "huh."  But  if  you  remind  him 
that  it  goes  into  effect  on  January  1,  he  will 
be  astonished. 

We  have  had  so  much  opposition  to  the 
parcels  post,  and  likewise  so  much  argument 
in  its  favor,  that  the  public  has  tired  of  the 
subject  and  now  gives  it  but  little  attention. 
Probably  the  greatest  opposition  came  from 
organizations  of  retail  merchants  who  saw 
only  ruin  in  a  reduction  of  postal  rates. 

Senator  Bourne  silenced  this  opposition, 
however,  by  his  admirable  adjustment  of  car- 
rier charges.  The  entire  country  is  divided 
into  zones,  the  rates  varying  with  the  dis- 
tances between  these  zones.  Long  haul  rates 
will  be  reduced  from  25  to  88  per  cent  of  the 
present  charge,  depending  on  the  distance. 
The  local  rates  for  shipments  within  a  radius 
of  50  miles  are  reduced  as  much  as  88  per 
cent  of  the  previous  charge. 

Think  what  this  will  mean  to  the  retail 
druggist  I  Don't  suppose  for  a  moment  that 
it  will  enable  the  mail-order  houses  to  gobble 
up  all  the  business.  Far  from  it.  If  you  as 
a  retailer  are  alive  to  your  opportunity  you 
will  make  capital  out  of  the  parcels  post.  In 
your  circular  and  by  newspaper  announce- 
ments, impress  upon  your  rural  customers  that 
you  can  now  serve  them  better  than  ever  be- 
fore. Tell  them  that  they  can  telephone  in 
their  orders  or  submit  them  by  mail  and  have 
the  postman  deliver  the  goods  at  their  doors 
the  next  morning.  Let  your  rural  customers 
know  that  there  is  no  longer  need  of  their 
coming  to  town  to  make  purchases,  because  it 
will  be  extremely  convenient  to  have  goods 
delivered  by  parcels  post. 

Think  what  this  will  mean  at  planting  and 
harvest  time!  Make  it  known  among  your 
customers  that  your  local  rate  is  five  cents 


for  the  first  pound,  and  one  cent  a  pound  for 
each  additional  pound  up  to  11  pounds.  Thus 
to  deliver  11  pounds  by  parcels  post  will  cost 
only  15  cents  on  your  R.  F.  D.  route.  If  you 
wish,  you  can  well  afford  to  pay  the  postage 
on  many  of  the  orders. 

Now,  then,  suppose  you  are  surrounded  by 
R.  F.  D.  routes  which  branch  out  from  your 
town  like  spokes  from  the  hub  of  a  wheel. 
Think  what  a  hold  this  gives  you  upon  your 
trade  I  Of  course  the  parcels  post  law  is  not 
yet  perfected,  but  time  and  experience  will 
bring  forth  any  new  regulations  that  may  be 
necessary.  Thus  far  the  law  is  a  step  in  the 
right  direction,  and  there  will  be  no  retro- 
gression. If  any  changes  are  made  they  will 
doubtless  be  toward  lower  rates. 

The  time  draws  nigh  when  the  parcels  post 
goes  into  effect.  On  January  1  it  will  be 
upon  us.  Are  you  going  to  make  the  most 
of  it  or  let  some  one  else  take  the  cream  of 
your  trade?  Begin  your  plans  now.  Study 
your  locality  with  a  view  to  devising  ways 
and  means  of  obtainirfg  all  available  business. 
Cultivate  the  farmer's  friendship.  Educate 
him  to  use  the  rural  free  delivery  as  com- 
monly as  he  now  does  the  telephone. 

J.  C.  Arthur  St.  James. 

Fort  Morgan,  Colorado. 


WRITING    SHOW-CARDS    WITH    A 
"GLASEPTIC  NEBULIZER." 

To  the  Editors : 

I  read  the  article  on  page  331  of  the  August 
Bulletin  of  Pharmacy  by  Mr.  Peterson  on 
writing  show-cards  with  a  "Glaseptic  Nebu- 
lizer," and  proceeded  to  give  the  plan  a  thor- 
ough trial.  But  I  could  do  nothing  with  it. 
Mr.  Peterson  does  not  tell  the  particular  size 
of  Winsor  and  Newton's  artists'  color  that  he 
mixes  with  two  ounces  of  turpentine.  They 
make  two  sizes.  However,  I  tried  it  out  in  all 
proportions  with  the  same  result,  namely, 
plenty  of  spots,  but  no  shading  whatever. 
Anybody  who  has  ever  used  turpentine  to  thin 
oil  or  Japan  colors  knows  that  if  you  get  an 
atom  too  much  it  will  stain  cardboard  or  paper. 
I  had  no  faith  in  the  scheme,  but  was  willing 
to  try  it.  I  felt  that  if  the  Nebulizer  would 
work  as  he  said,  it  would  certainly  be  just  what 
we  are  all  looking  for. 

I  should  like  to  hear  from  others  who  have 
tried  the  Nebulizer,  as  to  what  degree  of  sue- 
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cess  they  had.  If  there  is  anything  that  I  did 
not  do  right  in  the  work,  I  shall  be  pleased  to 
be  corrected.  E.  A.  Brockway. 

Rochester,  N.  H. 

MR.  Peterson's  reply. 
To  Mr.  Brockway: 

Your  letter  addressed  to  the  Bulletin  or 
Pharmacy,  stating  that  you  were  unable  to 
get  satisfactory  resnits  with  the  Glaseptic 
Nebulizer  in  making  show-cards  has  been  for- 
warded to  me,  with  the  request  that  I  offer 
some  suggestions  that  might  be  of  assistance 
to  you. 

In  the  first  place  I  must  say  that  I  cannot 
agree  with  you  in  your  statement  that  "an 
atom  too  much  turpentine  will  produce  a  stain," 
for  I  have  sprayed  mixtures  varying  in  propor- 
tion from  one  tube  of  color  to  one  ounce  of 
turpentine,  to  one  tube  to  eight  ounces,  and  I 
never  saw  the  slightest  trace  of  a  stain.  In 
thinning  oil  or  Japan  with  turpentine,  it  is  the 
fixed  oil  that  stains,  not  the  turpentine. 

The  only  difference  I  have  observed  is  in 
the  density  of  the  shading,  and  it  has  been  my 
experience  that  one  single  tube  of  ivory  black 
to  two  ounces  of  turpentine  gives  the  best 
result. 

The  spotting  of  your  work  is  undoubtedly 
due  to  some  of  the  sohition  getting  into  the 
straight  or  air  tube  of  the  Nebulizer. 

Upon  examining  the  Nebulizer  you  will  ob- 
serve that,  on  compressing  the  bulb,  the  air. 


in  passing  through  the  straight  tube,  draws  the 
liquid  through  the  curved  tube,  meeting  it  at 
such  an  angle,  and  with  sufficient  force,  as  to 
break  it  up  into  a  very  fine  spray.  But  if  you 
put  some  fluid  in  the  straight  tube,  it  will  be 
expelled  with  the  air  and  in  large  drops. 

To  make  sure  of  keeping  the  air  tube  free 
from  fluid,  it  is  well  to  use  only  enough  fluid 
to  half  fill  the  receptacle.  Then  there  is  no 
danger  of  splashing  any  into  the  tube  when 
handling  the  Nebulizer. 

Recently  I  have  fitted  a  curved  metal  throat- 
piece,  such  as  usually  comes  with  the  ordinary 
oil  atomizer,  to  the  Nebulizer  instead  of  the 
glass  tube  which  comes  with  it,  and  find  that  it 
does  away  with  the  necessity  of  frequently 
draining  out  the  fluid  which  collects  in  the 
horizontal  pipe. 

Trusting  that  this  information  will  enable 
you  to  get  better  results,  and  assuring  you  that 
I  will  be  delighted  to  hear  further  from  you. 
I  am,  Alex.  F.  Peterson. 

Missoula,  Mont. 


THAT  SULPHONAL  PRESCRIPTION  AGAIN: 

THREE  REPLIES. 
To  the  Editors : 

In  the  September  Bulletin,  on  page  389, 
appeared  a  letter  on  the  pricing  of  a  prescrip- 
tion for  one  drachm  of  sulphonal  in  five  pow- 
ders.     The  writer  of  the  letter  charged  46 
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cents,  but  his  predecessor  had  asked  only  35 
cents. 

I  do  not  think  any  set  rule  can  be  used 
always,  but  in  most  cases  the  N.  A.  R.  D. 
method  does  nicely.  One  drachm  of  sulphonal 
at  $1.35  per  avoirdupois  ounce  would  cost 
18J/^  cents.  Double  the  cost  of  the  sulphonal 
or  2  X  18 J^  =  37  cents;  37  cents  plus  5  cents 
for  container  =  42  cents.  Allowing  three 
minutes  for  compounding  at  $1.50  per  hour  = 
8  cents.      42  cents  +  8  cents  =  50  cents. 

I  also  consider  the  following  method  a  good 
one,  which  in  this  case  gives  the  same  result. 
Considering  the  cost  of  doing  business  as  20 
per  cent,  which  I  think  is  about  the  average,  we 
assume  18^  cents,  the  actual  cost  of  the 
drachm  of  sulphonal,  to  equal  80  per  cent  of 
the  total  cost  of  purchasing  and  selling  it. 
Thus,  dividing  18.5  cents  by  80,- and  multiply- 
ing by  100,  we  get  23  cents.  2  x  23  x  5  cents 
for  container  =:  51  cents.  But  of  course  we 
would  make  it  even  monev  and  call  it  50  cents. 
By  both  methods  an  advance  of  100  per  cent 
is  made  on  the  cost  of  the  drug,  which  is  a 
fair  return  for  a  prescriptionist's  services. 

I  consider  the  Bulletin  a  great  journal  and 
always  look  forward  to  its  coming. 

Portland,  N.  D.  A.  G.  Aal. 

To  the  Editors : 

We  would  charge  60  cents  for  a  prescrip- 
tion of  one  drachm  of  sulphonal  divided  into 
five  powders.  We  figure  as  follows:  60/437 
is  practically  1/7  of  an  avoirdupois  ounce. 
Double  the  cost  of  the  sulphonal  and  you  get 
$2.70,  which,  divided  by  7,  gives  39  cents  ap- 
proximately. Add  20  cents  for  the  time  and 
knowledge  required  to  prepare  the  powders 
properly  and  you  get  59  cents.  So  we  charge 
60  cents  in  round  numbers. 

Some  druggists  do  not  make  the  proper 
allowance  for  the  difference  between  avoirdu- 
pois and  troy  ounces  when  doubling  the  cost. 
In  filling  prescriptions,  I  charge  $1.50  an 
hour  for  mv  time. 

Francis  J.  E.  Mouley. 

Great  Bend,  Kansas. 
To  the  Editors : 

I  want  to  say  that  Frank  Fridgen  can't  be 
in  business  to  make  money  when  he  puts  up 
a  drachm  of  sulphonal  in  five  powders  for 
25  cents.  See  page  432  of  the  October  Bul- 
letin. You  know  it  costs  him  about  20  cents 
per  drachm.     I  am  calculating  7  drachms  to 


the   ounce,    which    is    about    right,    I    think. 
Forty  cents  is  what  I  should  charge. 

Little  Rock,  Ark.  S.  D.  Knox. 


ALL  TRYING  TO  SAVE  THE  COUNTRY! 

To  the  Editors : 

In  accordance  with  your  earnest  request  I 
am  sending  you  my  portrait  under  separate 
cover  to-day.  [This  was  reproduced  in  the 
October  issue  of  the  Bulletin  of  Pharmacy 
— Ed.]  Our  political  campaign  is  warming 
up  nicely,  and  we  are  beginning  to  get  into  the 
fray  in  earnest.  You  understand,  of  course, 
that  I  am  up  for  reelection  to  the  House  of 
Representatives  of  the  General  Assembly  of 
the  State  of  Iowa.  We  have  a  third  party 
ticket  in  the  State  this  year,  but  it  does  not 
involve  the  legislature,  as  both  Progressive  and 
Regular  Republicans  agree  that  Senator  Ken- 
yon  should  be  returned  and  that  he  must  be 
reelected  at  our  next  session. 

All  varieties  of  political  belief  are  now  on 
tap  in  Iowa,  from  Regular  Republicans  and 
Democrats  to  the  Bull  Moose  People,  Socialists, 
Prohibitionists,  and  Anarchists — all  anxious  to 
save  the  country.  Politics  in  Iowa  this  year 
are  like  what  Bill  Nye  said  of  New  England 
weather — all  kinds  at  the  same  time!  Thank 
the  Lord,  however,  we  had  a  good  corn  crop^ 
and  the  hogs  haven't  got  the  cholera  yet ! 

Eldon,  Iowa.  FRANK   ShANE. 


PHONETIC  SPELLING. 

To  the  Editors : 

How  is  this  for  a  prize-winner?     For  the 
first  item  w^e  dispensed  tincture  of  digitalis. 


Ba^'J^^A 

ZM^iOL 
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and  it  seemed  to  be  what  was  wanted.      The 
patient  was  a  horse.  L.  R.  Smith. 

Cherokee,  Okla. 
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BUSINESS  HINTS 


Specimens  of  druggists'  advertising  are  solicited  for 
reproduction  or  comment  in  this  department  of  the 

BUIXETIN. 


An  ArtiBtlc  Mcnii  Card.— 

F.  H,  Ridgway  has  one  of  the  finest  drug  stores  ii 
the  city  of  Washington.  D.  C.    The  location  is  at  th 


We  may  add  as  a  matter  of  possible  interest  that  the 
Ridgway  Pharmacy  requires  the  constant  services  of 
eighteen  people,  so  that  it  may  be  seen  that  Mr.  Ridg- 
way  enjoys  a  very  nice  business. 

It's  Pretty  Good.  Whosesoever  It  Isl— 

The  window  display  o£  perfumery  shown  in  the 
accompanying  illustration  came  into  the  Bulletin  office 
some  months  ago.  We  regret  to  say,  however,  that  the 
name  of  the  sender  became  lost  somewhere  in  the 
shuffle.    We  had  a  half-tone  made,  and  then  began  a 


corner  of  Connecticut  and  Florida  Avenues,  right  in  the 
heart  of  the  diplomatic  and  aristocratic  district  One 
of  the  marked  features  of  Mr.  Ridgway's  store  is  his 
soda  department.    The  fountain  is  one  of  great  beauty 


and  is  liberally  patroniied.  Recently  Mr.  Ridgway  got 
out  a  menu  card  which  seems  to  us  uncommonly  artis- 
tic In  the  accompanying  engravings  we  are  striving  to 
show  both  the  front  and  back  of  the  card,  although  the 
half-tones  entirely  fail  to  do  the  menu  adequate  justice. 


systematic  search  for  a  letter  which  might  possibly 
have  accompanied  the  picture  in  the  fiist  place.  Noth- 
ing could  be  found.  Anyway  the  window  display  is 
pretty  good,  and  we  are  publishing  it  finally  for  the 
benefit  of  our  readers  in  general.  If  anybody  wants  to 
acknowledge  authorship,  we  shall  be  glad  to  hear  from 
him  and  to  give  him  proper  credit  in  a  subsequent  issue 
of  the  journal.  We  are  anxious  to  "render  unto  Caesar 
the  things  that  are  Ocsar's." 

Mr.  Bodetnaim's  Pungent  Paper. — 

"Don't  be  afraid  of  your  shadow,"  was  the  caption 
of  an  interesting  paper  by  Wilhelm  Bodemann  before 
the  Commercial  Section  of  the  A.  Ph.  A.  at  the  Denver 
meeting  in  August.  "This  fear  of  maintaining  good 
prices  is  a  false  habit.  For  years  I  sold  a  certain 
talcum  powder  at  25  cents.  In  our  neighborhood  we  had 
agreed  on  this  price.  Finally  1  learned  some  were 
cutting  the  price,  so  I  let  it  go  at  15  cents. 

"Now,  barken  1  Did  that  increase  the  sales?  Not  by 
any  means.  It  rather  scared  the  people.  They  feared 
the  quality  had  been  lowered. 

"For  years  we  peddled  almanacs,  tolerated  the  patent 
medicine  evil,  gave  telephone  service  free.  We  were 
afraid  of  our  shadows.  But  we  picked  ourselves  up  and 
found  that  our  patrons  thought  more  of  us.  Let  the 
druggist  of  America  act  as  a  man  with  backbone  and 
he  will  be  treated  as  such.  People  do  not  admire  molly- 
coddles ! 

"Make  up  your  minds  on  what  you  consider  the  right 
course,  and  then  go  to  it !  Hit  the  line  hard !  Every- 
thing else  has  gone  up — help,  meat,  groceries,  clothes, 
and  it  makes  one  disgusted  to  see  our  people  act  SO 
cowardly  as  to  be  afraid  to  keep  pace  with  the  times. 
We  have  to  pay  laborers  twice  as  much  as  we  used  to. 
We  should  be  better  compensated,  but  are  not  because — 
well,  because,  as  I  started  out  to  say.  we  are  afraid  of 
our  shadow  J" 


BULLETIN  OF  PHARMACY 


481 


CAPSULES  OF  SCIENCE 

Prepared  by  Prof.  W,  L.  SCOVII.1.K. 


Telepathic  Tablets. — 

German  chemists  find  that  yeast  will  assimilate  small 
quantities  of  alcohol,  and  the  growth  is  stimulated 
thereby. 

F.  Dossin  says  that  therapeutically  sodium  nitrite  is 
more  useful  than  nitroglycerin  because  it  is  less  toxic 
and  its  action  less  fugitive. 

For  the  internal  administration  of  radium  emana- 
tions, drinking  water  is  found  to  produce  more  lasting 
effects  than  breathing  the  emanations. 

A  French  patent  has  been  granted  for  the  produc- 
tion of  diamonds  by  exposing  carbon  to  ultraviolet  light 
at  a  suitable  temperature. 

German  chemists  think  that  microorganisms,  per- 
haps bacteria,  played  an  important  part  in  the  formation 
of  clay. 

For  silver-coating.  a  mixture  of  equal  parts  of  silver 
chloride,  cream  of  tartar,  sodium  chloride,  and  alum  is 
rubbed  on  to  a  metallic  surface  with  a  little  water.  The 
silver  is  reduced  and  adheres. 

For  gold-coating,  3.5  grammes  of  gold  is  dissolved 


in  nitrohydrochloric  acid,  1  gramme  potassium  nitrate 
and  3.5  grammes  ammonium  chloride  added,  and  the 
whole  is  evaporated  to  half  its  volume.  Then  200  Cc. 
of  water  are  added,  the  linen  rags  dipped  into  the  solu- 
tion and  then  dried.  The  rags  are  then  saturated  with 
alcohol  and  burned,  and  the  ashes  used  for  the  plating- 
Experiments  on  the  souring  of  milk  by  several  chem- 
ists point  to  the  idea  that  the  organisms  which  cause 
the  souring  are  not  normally  constituents  of  the  milk. 
but  are  probably  derived  from  the  intestinal  tract. 

W.    Volz    proposes   that   horses   be    fed    on   yeast 


residi 


The  r 
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ce  of  a  portion  of  their  grain.  He  claims 
value,  no  ill  effects,  and  a  considerable 
t.  A  frisky  idea,  surely ! 
afacture  of  kelp  products  is  likely  to  be 
he  coasts  of  Ireland  and  Scotland.  Im- 
proved methods  make  the  combined  products— ammonia, 
acetic  acid,  iodides,  potassium,  and  charcoal — profitable. 
Plants  now  in  operation  or  being  built  for  the  utiliza- 
tion of  atmospheric  nitrogen  have  a  capacity  of  over 
250,000  tons  of  calcium  cyanamide  per  year,  and  will 
probably  be  doubled  within  five  years. 

A  factory  is  being  erected  in  Holland  for  the  manu- 
facture of  artificial  rubber  from  fresh  sea  fish.  It  is 
calculated  that  fish-rubber  can  be  made  at  a  cost  about 
one-sixth  that  of  real  rubber. 

The  Auitralian  government  has  purchased  the  pitch- 
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blende  mines  at  Joachimsthal  for  about  $470,000.  It  is 
estimated  that  45  grains  of  radium  per  year  can  be  ex- 
tracted from  the  mines. 

Dr.  Umney  says  that  volatile  oils  dissolve  from  0.17 
per  cent  (sandalwood  oil)  to  1.13  per  cent  (geranium 
oil)  of  their  weight  of  water.  Most  oils  will  hold  ap- 
proximately 0.5  per  cent,  except  those  which  are  rich  in 
terpenes,  which  no  not  take  up  water  to  an  appreciable 
extent. 

Extract  of  Gentian. — 

Mr.  Bridel  found  that  in  extracting  gentian  root 
with  water  he  obtained  46  per  cent  of  extractive,  but 
only  15  per  cent  of  the  amount  of  gentiopicrin  that  was 
in  the  root.  When  60  per  cent  alcohol  was  used  on  the 
same  root,  he  obtained  52.5  per  cent  of  extractive,  con- 
taining 85  per  cent  of  the  total  amount  of  gentiopicrin 
contained  in  the  drug.  He  found  that  the  alcoholic 
extract  not  only  was  richer,  but  contained  more  of  the 
sugars  of  the  natural  drug  than  did  the  aqueous  extract. 
He  considers  the  alcoholic  extract  much  more  desirable. 

Nature's  Legacies. — 

£.  Ramann  finds  that  as  leaves  wither  before  drop- 
ping in  the  fall,  a  considerable  portion  of  the  protein 
returns  to  the  trunk  of  the  tree,  and  also  most  of  the 
potash  and  phosphates.  The  return  takes  place  in  a 
short  time,  and  serves  to  nourish  and  strengthen  the 
trunk.  When  leaves  are  killed  by  frost,  the  salts  return 
to  the  trunk,  but  the  protein  does  not,  hence  a  frost 
when  the  leaves  are  green  means  a  considerable  loss  to 
the  tree. 

What  is  a  Poison?— 

Experiments  upon  plants  have  shown  that  substances 
which  act  as  poisons  to  the  plants  will  in  very  small 
doses  stimulate  their  growth.  This  is  held  to  cor- 
roborate the  law  that  materials  which  are  poisonous  to 
life  in  large  doses  act  as  stimulants  in  small  doses. 


Outlines  op  Botany.  Microscopy  and  Pharmacognosy. 

Dr.  Henry  Kraemer,  of  the  Philadelphia  College  of 
Pharmacy,  has  published  an  outline  of  his  courses  in 
botany  and  pharmacognosy.  The  first  year's  work  is 
devoted  to  botany.  Leaves  and  roots,  fruit  and  seed 
are  studied  morphologically. 

The  second  year  is  given  over  to  the  pharmacognosy 
of  the  pharmacopoeial  drugs.  Dr.  Kraemer  aims  to  ac- 
quaint the  student  with  the  physical  characteristics  of 
drugs  to  aid  in  their  identification.  The  third  year's 
work  is  devoted  to  the  pharmacognosy  of  important 
unofficial  drugs  and  those  of  the  National  Formulary. 

This  is  something  of  a  departure  from  the  usual 
plan  in  pharmacy  schools  where  official  and  non-official 
drugs  are  studied  together.  But  the  author  states  that 
any  instructor  who  wishes  may  consider  non-official 
drugs  along  with  those  outlined  in  the  second  year.  His 
own  purpose  for  separating  the  two  is  tp  concentrate 
attention  on  the  drugs  of  the  U.  S.  Pharmacopoeia  be- 
cause of  their  greater  importance. 


This  little  work  should  prove  useful  in  other  col- 
leges. Our  readers  may  be  interested  to  know  that  it 
contains  review  and  examination  questions  covering^ 
nearly  the  entire  subjects  of  botany  and  pharmacognosy. 
Dr.  Kraemer's  "Outlines"  are  printed  by  J.  B.  Lippin- 
cott  Company,  of  Philadelphia. 


Simon  and  Base's  Manual  of  Chemistry.      ^ 

The  tenth  edition  of  this  valuable  work  is  now  off 
the  press.  The  new  revision  makes  its  appearance  at 
an  opportune  time.  Students  are  about  to  begin 
their  academic  year,  and  physicians,  pharmacists,  and 
chemists  are  preparing  for  their  winter's  work.  The 
Manual  still  preserves  the  characteristics  which  have 
won  for  it  its  present  popularity. 

Starting  with  several  paragraphs  on  elementary 
chemistry,  the  authors  proceed  to  a  discussion  of  quali- 
tative analyses  for  the  detection  of  different  metals  and 
acid  radicals.  Methods  for  quantitative  determination 
are  also  given.  The  last  three  hundred  pages  are  de- 
voted to  a  consideration  of  organic  chemistry.  Here 
the  carbon  compounds  and  their  halogen  derivatives 
are  described.  The  section  on  physiological  chemistry 
has  been  rewritten  and  brought  in  line  with  present-day 
knowledge  and  theories.  Special  care  has  been  taken  to 
introduce  into  the  new  edition  the  most  modem  methods 
for  chemical  examination  and  clinical  diagnosis. 

To  physicians  and  pharmacists  w6  can  recommend 
Simon  and  Base's  Manual  of  Chemistry  as  a  useful  and 
valuable  work.  There  are  774  pages  with  82  engrav- 
ings and  9  colored  plates.  The  publishers  are  Lea  & 
Febiger  of  Philadelphia  and  New  York.  The  price  is 
$3.00,  net,  in  cloth. 


A  Critical  Revision  of  the  Genus  Eucalyptus. 

This  is  by  J.  H.  Maiden,  F.L.S.,  Government  Botanist 
of  New  South  Wales.  Parts  XHI,  XIV.  and  XV.  at 
two  shillings  and  sixpence  each,  are  at  hand.  The 
fifteenth  part  of  this  work  has  now  been  published. 
The  first  part  appeared  in  1903  and  dealt  with  Eucalyp- 
tus pilularis;  the  subsequent  numbers,  including  the 
numbers  here  considered,  have  brought  the  number  of 
species  treated  up  to  75,  ending  with  E,  falcata,  sixteen 
being  described  in  the  last  three  numbers  and  illustrated 
with  12  plates.  One  new  species,  E,  Gillii,  is  described 
from  the  dry  sections  of  the  southern  parts  of  Australia. 
The  painstaking  care  and  exhaustive  treatment  of  the 
subject  reflect  great  credit  upon  the  author,  and  set  a 
standard  for  research  work  to  which  monographers  in 
general  may  well  give  careful  consideration. 


The  Spatula  Ink  Formulary. 

A  rather  unusual  book  is  "The  Spatula  Ink  Formu- 
lary," composed  of  recipes  and  directions  for  making 
writing  fluid  of  all  kinds.  The  author  is  Dr.  J.  H. 
Oyster.  He  prefaces  the  work  with  the  statement  that 
he  has  been  collecting  ink  formulas  for  thirty-five  years 
with  a  view  to  publishing  them  in  book  form.  Prac- 
tically all  known  recipes  for  inks  can  be  found  in  this 
volume.  It  is  published  by  the  Spatula  Publishing 
Company  of  Boston.  There  are  172  pages  bound  in 
cloth.    The  price  is  $2.00  post-paid. 
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QUERIES 


Informaiian  is  gii/en  in  this  department  under 
the  following  conditions  only:  (/)  No  queries  are 
answered  by  mail;  {2)  queries  must  reach  us  before 
the  isth  of  the  month  to  be  answered  in  the  Buix^ 
TEN  of  the  month  following:  (j)  inquirers  must  in 
every  instance  be  regular  subscribers;  and  {4) 
names  and  addresses  must  be  affixed  to  all  com- 
tnunications. 


A  Difficulty  Over  Menthol. 

A.  L.  G.  asks:  "How  would  you  compound  the  fol- 
lowing prescription  so  that  the  menthol  will  stay  in 
solution  ? 

LItterine  .  ,,,» 1  drmchm. 

Glycerin 1  drachm. 

Carbolic  acid   4  minims. 

Menthol  5  graina. 

Cocaine  muriate 80  graina. 

Aqua,  q.  a.  ad %  ounces. 

"The  doctor  who  writes  this  prescription  says  that 
a  certain  druggist  puts  it  up  so  that  there  is  no  precipi- 
tate. But  every  method  that  I  have  used  results  in  a 
precipitate  on  standing." 

The  menthol  is  insoluble  in  the  mixture.  Call  the 
physician's  attention  to  that  fact 

There  are  three  ways  of  overcoming  the  difficulty, 
viz.:  Add  a  sufficient  quantity  of  alcohol  to  dissolve 
the  menthol;  reduce  the  amount  of  menthol;  or  filter 
off  the  excess.  Most  likely  the  customer's  competitor 
used  the  latter  method.  We  should  suggest  the  fol- 
lowing method  for  compounding  if  the  physician  will 
not  consent  to  adding  a  sufficient  quantity  of  alcohol 
to  retain  the  menthol  in  solution:  Triturate  the  men- 
thol and  phenol  until  liquefied.  Add  30  grains  of 
purified  talc  and  triturate  well.  Add  gradually  the  lis- 
terine,  glycerin,  and  14  drachms  of  distilled  water  in 
which  the  cocaine  muriate  has  previously  been  dissolved. 
Filter  through  paper.  A  bright,  clear  solution  will 
result. 


Why  the  Mucilage  Won't  Come  Off. 

£.  O.  S. — On  page  396  in  this  department  of  the 
September  Bulletin  a  querist  expressed  his  inability 
to  remove  mucilage  from  a  plate-glass  window.  He 
had  tried  every  kind  of  solvent,  but  the  adhesive  simply 
would  not  come  off. 

Fred  P.  Shanafelt,  of  Canton,  Ohio,  now  comes 
forth  with  an  ingenious  explanation :  That  the  mucilage 
was  composed  of  sodium  silicate,  which  solidified  and  is 
now  part  of  the  glass  itself.  If  this  be  true,  the  muci- 
lage is  certainly  there  to  stay ! 

If  glue  has  simply  dried  upon  the  glass,  hot 
water  ought  to  remove  it.  If,  however,  the  spots 
are  due  to  "size"  (the  gelatinous  wash  used  by  painters) 
they  become  very  refractory  when  dried,  and  recourse 
must  be  had  to  chemical  means  for  their  removal.  The 
commonest  "size"  being  a  soluble  gelatin,  alum,  and 
resin,  dissolved  in  a  solution  of  soda  and  combined 


with  starch,  hot  solutions  of  caustic  soda  or  potash  may 
be  used.  If  that  fails  to  remove  them,  try  diluted 
hydrochloric,  sulphuric,  or  any  of  the  stronger  adds. 
If  the  spots  still  remain  some  abrasive  powder  (flour  of 
emery)  must  be  used  and  the  glass  repolished  with 
jewelers'  rouge  applied  by  means  of  a  chamois  skin. 
Owing  to  the  varied  nature  of  "sizes"  used  the  fore- 
going methods  are  offered  merely  as  suggestions. 


Heroin  and  Terpin  Hydrate  Preparations. 

J.  L.  B.  wants  a  working  formula  iop  elixir  of 
heroin  and  terpin  hydrate,  elixir  of  heroin,  and  syrup 
of  codeine  compound. 

Elixir  of  heroin  and  terpin  hydrate  will  be  found  on 
page  43  of  the  National  Formulary.  It  is  made  as 
follows : 


Heroin  11  graina. 

Elixir  of  terpin  hydrate 89  fluidouncea. 

Diaaolve  the  heroin  in  the  elixir. 


4  Cc  (1  teaapoonful)  containa  0.065  gramme  (1  grain)  of  ter- 
pin hydrate,  and  0.0027  gramme  (1/24  grain)  of  heroin. 

The  formula  for  elixir  of  terpin  hydrate  used  in 
the  foregoing  mixture  appears  on  page  42  of  the  Na- 
tional- Formulary: 

Codeine  82  grains. 

Elixir  of  terpin  hydrate  (N.  F.)..82  fluidouncea. 

Diasolve  the  codeine  in  the  elixir,  by  trituration. 

4  Cc.  (1  teaapoonful)  containa  0.066  gramme  (1  grain)  of  ter- 
pin hydrate  and  0.0084  gramme  (H  grain)  of  codeine. 

To  prepare  an  elixir  of  heroin  add  one  grain  of 
heroin  to  each  ounce  of  aromatic  elixir,  U.  S.  P. 

Syrup  of  codeine  compound  may  be  made  by  dis- 
solving 1/6  grain  of  codeine  phosphate;  %  grain  of 
terpin  hydrate;  }4  grain  of  eucalyptus  extract,  and  % 
grain  of  ipecac  to  the  drachm,  in  a  vehicle  containing 
a  little  sugar.  

Keeping  Drugs  Free  from  Insects. 

J.  K.  writes :  "Will  be  glad  to  have  you  reply  to  the 
following  inquiry:  How  can  I  keep  insects  from  get- 
ting into  my  stock  powder?  It  contains  nux  vomica, 
bloodroot,  fenugreek,  saltpeter,  sulphur,  and  cottonseed 
meal." 

If  you  will  consult  our  book  "350  Dollar  Ideas  for 
Druggists,"  you  will  find  a  method  of  protecting  drugs 
from  insects.  It  appears  on  page  22  and  was  contrib- 
uted by  Murphy  Williams  of  Corsicana,  Texas.  To 
quote : 

"I  have  been  worried  for  years  trying  to  keep  insects 
out  of  certain  drugs.  Some  months  ago  I  tried  the  fol- 
lowing scheme  with  good  results :  Once  a  months  regu- 
larly, pour  a  few  drops  of  chloroform  into  each  con- 
tainer of  crude  drugs.  This  procedure  is  inexpensive 
and  kills  the  insects  without  injuring  the  goods.  Among 
the  herbs  which  receive  this  treatment  are  capsicum, 
black  pepper,  mustard,  powdered  sage,  flaxseed,  ground 
flaxseed,  quince  seed,  celery  seed,  coriander  seed,  pow- 
dered ginger,  powdered  nux  vomica,  aniseed,  caraway 
seed,  powdered  orris,  powdered  rhubarb,  rhubarb  An- 
gers, and  fenugreek.  I  always  make  a  note  on  my  cal- 
endar, and  do  the  chloroforming  regularly  on  the  15th 
of  each  month.    Thus  I  am  sure  of  never  forgetting  it." 
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Hectograph  Pads. 

F.  N. — A  hectograph  is  essentially  a  mixture  of  glue 
(gelatin)  and  glycerin.  It  may  be  made  by  melting 
together  1  part  of  glue,  2  parts  of  water,  and  4  parts 
of  glycerin  (all  by  weight,  of  course),  evaporating  some 
of  the  water  and  tempering  the  mixture  with  more  glue 
or  glycerin  if  the  season  or  climate  require.  The  mass 
when  of  proper  consistency,  which  can  be  ascertained 
by  cooling  a  small  portion,  is  poured  into  a  shallow  pan 
and  allowed  to  set.  Clean  glue  must  be  used  or  the 
mixture  strained;  and  air  bubbles  should  be  removed 
by  skimming  the  surface  with  a  piece  of  cardboard  or 
similar  appliance. 

Variations  of  this  formula  have  been  proposed,  some 
of  which  are: 

(1 )     Glycerin    12  ounces. 

Gelatin     3  ounces. 

Water lyi  ounces. 

Sugar    2  ounces. 

(»)     Water    10  ounces. 

Dextrin    1^  ounces. 

Sugar    2  ounces. 

Gelatin    15  ounces. 

Glycerin     15  ounces. 

Zinc  oxide lyi  ounces. 

<8)     Gelatin     10  ounces. 

i  Water    40  ounces. 

'  Glycerin    120  ounces. 

Barium   sulphate    8  ounces. 


sweetness  of  cider  perfectly,  but  care  should  be  taken 
not  to  add  too  much,  as  that  would  impart  a  slight 
sulphurous  taste. 


Compound  Tincture  of  Vanillin. 

W.  R.  W.  writes :  "Will  you  please  publish  a  for- 
mula for  a  flavoring  agent  made  from  vanillin  and 
cumarin  for  bakers'  use,  to  have  about  the  same  flavor- 
ing capacity  as  vanilla  extract?" 

Try  compound  tincture  of  vanillin.  It  appears  on 
page  187  of  the  National  Formulary : 

Vanillin  00  grains. 

Cumarin   6  grains. 

Alcohol 6  fluidounces. 

Glycerin 4  fluidounces. 

Syrup  (U.  S.  P.) 4  fluidounces. 

Compound  tincture  of  cudbear  (N.F.)  }4  fluidounce. 
Water,  a  sufficient  quantity  to  make  32  fluidounces. 

Dissolve  the  vanillin  and  cumarin  in  the  alcohol,  add  the 
glycerin,  syrup,  and  compound  tincture  of  cudbear,  and  lastly 
enough  water  to  make  1000  Cc.  or  82  fluidounces. 


Cider  Preservatives. 

C.  F.  S. — ^You  had  better  look  carefully  into  the 
pure  food  and  drug  laws  before  selling  preserved  cider. 
For  your  personal  use,  we  offer  the  following  formulas 
borrowed  from  the  literature: 

1.  The  addition  of  154  grains  of  bismuth  sub- 
nitrate  to  22  gallons  of  cider  prevents,  or  materially 
retards,  the  hardening  of  the  beverage  on  exposure  to 
air;  moreover,  the  bismuth  salt  renders  alcoholic  fer- 
mentation more  complete. 

2.  Calcium  sulphite  (sulphite  of  lime)  is  largely 
used  to  prevent  fermentation  in  cider.  About  ^  to  % 
of  an  ounce  of  the  sulphite  is  required  for  1  gallon  of 
cider.  It  should  first  be  dissolved  in  a  small  quantity 
of  cider,  then  added  to  the  bulk,  and  the  whole  agitated 
until  thoroughly  mixed.  The  barrel  should  then  be 
bunged  and  allowed  to  stand  for  several  days,  until  the 
action  of  the  sulphite  is  exerted.    It  will  preserve  the 


Liniment. 

Detroiter  writes:  "Kindly  publish  a  formula  for  a 
liniment  containing  safrol,  oil  of  tar,  oil  of  mustard, 
light  oil  of  pine,  oil  of  wintergreen,  chloroform  (com- 
mercial), and  capsicum.  What  would  you  use  as  a  base 
and  in  what  proportion  would  you  use  it?  Please  state 
the  percentage  of  chloroform  and  the  base  if  it  be  of  an 
alcoholic  nature." 

We  suggest  the  following  formula: 

Oleoresin  of  capsicum 2  Cc. 

Oil  of  sassafras,  artificial 6  Cc. 

on  of  Ur 1«  Cc. 

Oil  of  mustard 1  Cc. 

Oil  of  pine  needles  (Abies  Siberica)  or  oil  of 

turpentine    15  Cc. 

Methyl  salicylate  20  Cc. 

Chloroform,  commercial 24  Cc. 

Petrolatum  liquidum  or  alcohol q.  a.  ad  ISO  Cc 

This  contains  chloroform  20  per  cent,  and,  if  alco- 
holic, 33yi  per  cent,  of  95-per-cent  alcohol. 


Ice  Plant. 

D.  C  A.  writes:  "Can  you  tell  me  aoything  as  to 
the  physiological  action  of  ice  plant  (Monotrobia  Uhp- 
flora)  f  The  common  names  are  ice  plant  and  Indian 
pipe  plant.  Do  you  know  whether  or  not  it  is  habit- 
forming,  like  opium?" 

The  principal  constituent  of  this  drug  is  andromedo- 
toxin,  a  poisonous  alkaloid,  although  the  plant  is  not 
classed  as  a  poisonous  one.  It  is  not  at  all  likely  that 
the  plant  is  habit- forming.  It  is  a  stimulant  tonic, 
diuretic,  and  nervine.  It  has  been  used  in  epilepsy, 
nervous  irritability,  and  similar  ailments  as  a  nerve 
sedative,  and  in  this  respect  may  be  similar  to  opium. 


To  Remove  Iron  Stains. 

J.  E.  T.  writes:  "Can  you  tell  me  the  formula  of  a 
light,  creamy  paste  that  will  remove  iron  rust  from 
cotton  and  linen  goods?  I  know  that  the  oxalates  and 
tin  chloride  are  good.  How  can  they  be  made  into  a 
paste  that  may  be  put  into  collapsible  tubes?" 

Suppose  you  use  cream  of  tartar  and  oxalic  acid. 
Make  them  into  a  paste  with  glycerin  and  a  little  water. 
Be  careful  about  using  the  mixture  on  colored  goods, 
because  there  is  danger  of  removing  the  dye. 


A  Germicide. 

C.  P.  H.  &  S. — We  do  not  know  the  composition  of 
the  proprietary  germicide  which  you  mention.  Perhaps 
liquor  antigerminarus  N.  F.  will  serve  your  purpose. 
The  formula  reads: 

Thymol    240  grains. 

Oil  of  eucalyptus 2  fluidounces. 

Oil   of  lavender 2  fluidounces. 

Alcohol   25^4  fluidounces. 

Water,   enough  to   make 32  fluidounces. 

Dissolve  the  thymol  and  oils  in  the  alcohol,  add  enough  water 
to  make  82  fluidounces,  and  filter  if  necessary. 
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THE  MONTH'S  HISTORY 


Every  indication  points  to  a 
PROSPERITY  I       rising  tide  of  prosperity,  and 

there  is  no  reason  on  earth 
why  the  drug  trade  shouldn't  get  its  share. 
The  crops  this  year  are  astonishingly  good. 
The  com  crop  was  larger  than  it  had  been  for 
six  or  seven  years;  the  hay  crop  was  consid- 
erably better  than  the  ten-year  average;  the 
oat  crop  exceeded  all  precedent;  and  the  good 
cotton  crop  leaves  nothing  to  be  desired. 
Turning  to  the  steel  and  iron  industry,  which 
is  always  an  excellent  barometer,  we  find  the 
United  States  Steel  Corporation  reporting  un- 
filled orders  larger  in  amount  than  for  five 
years  past.  Meanwhile  the  increase  in  railroad 
traffic  is  so  tremendous  that  the  problem  pre- 
sented by  a  shortage  of  cars  is  becoming  most 
urgent. 

Everywhere    business    men    are   exhibiting 


greater  confidence  than  they  have  for  some 
years.  With  almost  entire  accord,  Hit  country 
is  looking  forward  to  an  era  of  expansion  and 
development.  This  is  all  the  more  astonishing 
during  such  a  presidential  campaign  as  we 
have  just  witnessed,  and  in  the  face  of  direful 
prophesies  of  what  might  happen  if  this  party 
or  that  were  chosen  to  conduct  the  aflfairs  of 
government.  "Big  business,"  in  accordance 
with  its  shrewd  practice,  had  discounted  the 
results  of  the  election,  and  had  foreseen  Mr. 
Wilson's  triumph.  If,  realizing  the  inevitable, 
it  continued  to  foster  growth  and  confidence, 
it  must  have  had  no  fear  of  any  "Democratic 
panic."  Since  the  election  everything  seems 
to  point  as  before  to  continued  expansion,  and 
even  Mr.  Wilson's  announcement  of  the  re- 
vision of  the  tariff  downward  at  a  special  ses- 
sion of  Congress  next  spring  has  caused  no 
let-up  ill  the  onward  movement. 

Let  us  therefore  all  get  ready  for  prosperity 
— and  let  us  profit  by  it  like  good  business 
men.  All  this  talk  about  a  panic  is  childish — 
that  is,  it  is  childish  except  that  if  we  talk  long 
enough  about  a  thing,  and  fear  it  enough,  and 
continue  systematically  to  expect  it,  we  shall 
most  assuredly  bring  it  to  pass. 

3K  ♦  3K 

airbsted         ^he  sensation  of  last  month 
roa  SELLING      was  the  simultaneous  arrest 

ABORTirACIENTS.     .        j-rr  ^       .^.         ^f  . 

m  different  cities  through- 
out the  country  of  173  persons  for  misuse  of 
the  mails  either  in  soliciting  criminal  medical 
practice,  or  of  disposing  of  drugs  and  instru- 
ments intended  for  criminal  purposes.  The 
newspapers  have  been  full  of  it,  and  our  read- 
ers are  doubtless  well  informed  of  the  situa- 
tion. It  may  be  said,  however,  that  the  ar- 
rests were  made  under  Section  211  of  the 
United  States  Penal  Code,  which  bars  from 
the  mails  any  advertisement,  letter  or  circular 
proposing  or  suggesting  criminal  practices,  or 
any  package  containing  any  drug,  instrument 
or  substance  to  be  used  for  immoral  or  un- 
lawful purposes. 

Presumably  the  offense  involved  in  most  of 
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the  173  cases  was  that  of  sending  abortifa- 
cients  through  the  mails  or  of  soliciting  or- 
ders for  them.  Among  the  defendants  are 
retail  and  wholesale  druggists,  physicians,  and 
other  persons  who  stand  so  well  in  their  com- 
munities as  in  some  instances  to  be  church 
elders  and  Sunday-school  superintendents.  It 
is  a  very  pretty  mess  from  beginning  to  end, 
and  son;ie  heavy  penalties  will  doubtless  be 
imposed. 

The  situation  is  confessedly  unfortunate, 
but  it  will  serve  the  useful  purpose  of  teach- 
ing every  druggist  and  every  doctor  that  the 
mails  may  not  be  used  for  the  solicitation  of 
such  business,  or  for  the  distribution  of  such 
remedies.  Furthermore,  practically  every 
State  absolutely  forbids  the  sale  and  use  of 
abortifacients  as  such.  More  than  that,  near- 
ly every  State  pharmacy  act  or  poison  law 
prohibits  the  sale  of  well-known  emmena- 
gogues  like  ergot,  cottonroot,  oil  of  tansy  and 
oil  of  pennyroyal  unless  they  are  plainly 
labeled  "poison,"  unless  the  sales  are  regis- 
tered, and  unless  it  is  known  by  the  druggist 
that  the  substances  are  to  be  used  for  legiti- 
mate purposes  and  not  to  produce  abortion. 


These  are  the  days  of  the 
™N  caufoinia"   referendum  in  politics.  "Give 

the  people  a  voice"  is  one  of 
the  shibboleths  of  recent  years.  In  pharma- 
ceutical circles,  as  we  pointed  out  two  or  three 
months  ago,  the  graduation  prerequisite  idea 
has  been  submitted  to  the  vote  of  the  pharma- 
cists of  several  States  during  the  last  two  or 
three  years.  We  now  find  that  the  California 
State  Pharmaceutical  Association  has  gone  a 
step  farther,  and  has  put  it  up  to  its  entire 
membership  to  decide  by  mail  on  the  pros  and 
cons  of  a  considerable  number  of  proposed 
amendments  to  the  pharmacy  laws  of  the 
State. 

It  would  seem  that  the  members  of  the  as- 
sociation have  been  more  or  less  at  logger- 
heads for  several  years  over  the  wisdom  of 
making  certain  amendments.  Two  or  more 
factions  have  meanwhile  developed,  and  a  good 
deal  of  bitterness  has  resulted.  It  was  a  very 
happy  stroke  when,  at  the  last  annual  meeting 
of  the  association,  it  was  decided  to  submit  the 
whole  question  in  detail  to  the  entire  member- 
ship by  mail,  and  then  to  abide  by  the  results. 
Accordingly  a  voting  sheet  has  been  sent  out 


on  which  12  questions  are  printed,  and  drug- 
gists are  asked  to  vote  yes  or  no  on  every  prop- 
osition. These  questions  cover  such  topics  as 
the  graduation  prerequisite,  the  enforcement  of 
the  pure  drugs  law  by  the  State  Board  of 
Health,  the  amendment  of  the  poison  law, 
whether  the  Board  of  Pharmacy  shall  comprise 
five  or  seven  members,  etc.,  etc. 

^r  ^^  ^* 

This  whole  plan  strikes   us 
i7elsbwhbu?     as  being  admirable,  if  only 

the  results  are  honestly  and 
faithfully  abided  by.  There  ought  to  be  no 
looking  behind  the  returns.  Inasmuch  as  the 
whole  thing  is  put  up  to  a  popular  vote,  the 
results  of  this  popular  vote  should  be  consid- 
ered mandatory  instructions,  and  all  factional 
fighting  should  be  abandoned.  It  might  not  be 
a  bad  idea  to  try  out  this  referendum  scheme 
in  States  like  Pennsylvania.  There,  as  our 
readers  know,  strong  differences  of  opinion 
have  developed  during  the  last  few  years  over 
proposed  amendments  to  the  poison  and  anti- 
narcotic  laws.  Finally,  after  a  good  deal  of 
debate,  these  differences  were  apparently 
ironed  out  by  definite  vote  at  the  last  annual 
meeting  of  the  State  association. 

But  what  do  we  find  ?  Is  there  harmony  as 
a  result  of  the  vote,  and  has  the  minority  de- 
cided to  abide  by  the  results?  No!  We  have 
been  hearing  of  dissatisfaction  ever  since  from 
different  individuals  and  different  groups  in  the 
State.  The  Philadelphia  Association  of  Retail 
Druggists,  for  instance,  either  has  held  a  meet- 
ing or  soon  will  hold  one,  to  protest  formally 
against  the  decisions  reached  by  the  State  as- 
sociation, and  to  outline  what  sort  of  amend- 
ments it  will  stand  for.  Presumably  it  will 
send  representatives  to  the  State  legislature  to 
appear  against  the  representatives  sent  by  the 
State  association.  Now  why  wouldn't  it  be  a 
good  scheme  to  do  in  Pennsylvania  what  is 
being  done  in  California — submit  the  whole 
thing  to  a  State-wide  vote,  find  out  what  drug- 
gists want,  and  then  go  ahead  and  get  it  ? 

The  majority  ought  to  rule  in  this  country. 
This  is  one  of  the  fundamental  rules  of  our 
system  of  government.  The  difficulty  is  that 
it  is  often  impossible  to  know  where  the  ma- 
jority stands,  and  the  referendum  idea  fur- 
nishes a  pretty  good  method  of  getting  at  the 
facts.  It  has  been  used,  as  we  have  already 
reported,  with  a  good  deal  of  success  in  dis- 
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covering  what  the  sentiment  is  about  the  grad- 
uation prerequisite.    Why  not  go  farther  with 


It? 


ANTI-NABCOTIC 
UBFOIM. 


There  has  fortunately  been 
a  good  deal  of  actiyity  lately 
in  the  direction  of  anti-nar- 
cotic reform.  In  Alabama  the  Board  of  Phar.- 
macy  has  begun  an  active  campaign  against 
violators  of  the  State  law.  The  license  of  one 
pharmacist  has  been  revoked:  six  or  seven 
other  druggists  are  under  investigation ;  and  it 
is  expected  to  keep  the  work  up  systematically. 
The  board  is  endeavoring  to  induce  State  of- 
ficials to  create  a  fund  for  the  purpose. 

In  Brooklyn  a  grand  jury  has  begun  an  in- 
vestigation. In  one  week  about  17  witnesses 
from  wholesale  drug  firms  were  examined,  the 
idea  being  to  find  out  who  were  the  large  pur- 
chasers of  narcotics  in  Brooklyn.  The  District 
Attorney  has  followed  up  the  leads  energeti- 
cally. One  offender  has  been  sentenced  to 
five  years'  imprisonment  on  the  second  offense 
for  the  attempted  sale  of  cocaine.  A  second 
man,  who  is  a  druggist  by  the  way,  is  being 
held  in  $3500  bail  on  two  charges,  and  his 
brother,  a  dentist,  in  $2000  bail  on  one  charge. 
Other  early  arrests  are  probable. 

The  District  Attorney  of  Kings  county  has 
characterized  the  spread  of  the  drug  habit  as 
one  of  the  worst  evils  Brooklyn  has  ever  had 
to  contend  with,  and  he  has  declared  that  the 
work  of  investigation  and  prosecution  would 
be  continued  until  every  illicit  trafficker  had 
1>een  driven  to  cover. 


Drug-store  combinations 
COMBINATIONS,     ^cem  to  be  growmg  apace. 

The  group  of  Liggett  stores 
throughout  the  country  owned  by  the  Louis 
K.  Liggett  Co.  will  henceforth  be  known  un- 
der the  title  of  "Liggett's."  These  stores,  as 
everybody  knows,  are  a  sort  of  offshoot  of  the 
United  Drug  Co.,  manufacturers  of  Rexall 
preparations.  They  now  total  51  in  number, 
and  plans  are  under  way  for  the  opening  of 
five  additional  stores  in  Greater  Boston.  At 
the  present  time  the  Liggett  establishments  are 
located  in  Boston,  Buffalo,  Baltimore,  Brock- 
ton, Columbus,  Detroit,  Haverhill,  Lawrence, 
Lowell,  New  York,  Newport,  Paterson,  Paw- 
tucket,  Providence,  Salem,  Syracuse,  Toronto, 
Trov.  Woonsocket,  and  Worcester. 


On  a  recent  occasion  all  51  of  the  Liggett 
stores  printed  large  advertisements  in  the  local 
newspapers,  offering  bargains  in  every  depart- 
ment. In  the  New  York  store,  at  the  corner 
of  Broadway  and  34th  Street,  the  total  business 
of  the  day  was  said  to  have  exceeded  $10,000, 
while  the  total  of  all  the  51  stores  in  the  group 
was  60  per  cent  greater  than  any  previous 
day's  business  had  been  in  the  history  of  the 
company. 

Now  we  find  that  Baltimore  has  a  new 
drug-store  combination.  It  is  being  promoted 
by  M.  M.  Whitehurst,  John  VV.  Gregory  and 
H.  Hechheimer.  The  business  will  be  known 
as  the  Associated  Drug  Stores.  It  has  recently 
been  incorporated  under  the  laws  of  New  Jer- 
sey and  has  a  capital  stock  of  $45,000.  So  far 
the  company  has  three  stores,  and  it  has  de- 
clared its  intention  of  acquiring  other  stands 
in  Baltimore,  and  also  of  developing  a  chain 
of  stores  in  Richmond,  Va.,  Norfolk,  Va.,  and 
other  near-by  towns.  S.  A.  Nattans,  a  son  of 
the  late  Arthur  Nattans,  head  of  the  Read 
Drug  and  Chemical  Co.  at  the  time  of  his 
death,  is  general  manager  of  the  corporation. 

♦         3(C         * 

Miss  Florence  Yaple,  who 
FLOiBNCE  YAPLB.   died   some   weeks   ago,   was 

probably  not  very  well 
known  to  the  pharmacists  of  the  country,  but 
this  was  largely  because  of  her  excessive  mod- 
esty. For  years  she  more  or  less  regularly 
attended  the  annual  meetings  of  the  American 
Pharmaceutical  Association  to  report  the  con- 
ventions for  the  American  Journal  of  Phar- 
macy, Those  of  us  who  represented  the  phar- 
maceutical press  got  to  know  and  to  admire 
her,  but  doubtless  the  general  membership  was 
less  fortunate.  Graduating  from  the  Phila- 
delphia College  of  Pharmacy  in  1895,  she 
subsequently  served  as  research  assistant  to 
Professor  Trimble,  and  afterwards  to  Pro- 
fessor Kraemer.  She  likewise  helped  both  men 
in  the  editorial  and  business  conduct  of  the 
American  Journal  of  Pharmacy.  Working 
much  of  the  time  in  the  Journal  office  in  the 
college  building,  she  was  frequently  consulted 
by  students  for  information  of  one  kind  and 
another,  and  she  was  always  willing  to  be  of 
service.  She  was  a  fine  scholar,  in  pharmacy 
as  well  as  out  of  it,  was  a  faithful  and  earnest 
worker,  and  will  be  sincerely  missed  by  those 
with  whom  she  came  intimately  in  contact. 
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James  H.  Beal,  that  quiet, 
roi  THE  A.  PB.  A.7  seretie,  constructive  thinker, 

has  started  the  development 
of  a  new  idea.  In  an  editorial  in  the  Novem- 
ber issue  of  the  Journal  of  the  A,  Ph.  A.  he 
argues  very  convincingly  that  the  Association 
ought  to  have  a  permanent  home.  It  should 
have  a  place  for  the  preservation  of  its  archives 
and  its  growing  historical  collection ;  it  should 
have  room  to  accumulate  a  librarv  instead  of 
continuing  to  dissipate  it  for  lack  of  space; 
"it  should  have  at  its  command  suitable  labora- 
tories where  the  formulas  proposed  for  in- 
clusion in  the  N.  F.  could  be  tested  out;"  and 
it  should  have  a  definite  headquarters  where 
its  editorial  and  clerical  staff  could  be  housed, 
and  where  its  business  could  be  transacted. 
Dr.  Beal  says  that  such  a  building,  at  a  rough 
guess,  could  be  erected  for  $50,000.  It  could 
easily  be  maintained  from  the  rapidly  increas- 
ing revenues  of  the  Association,  but  the  first 
cost  would  have  to  be  met  otherwise,  "and 
since  the  A.  Ph.  A.  has  given  its  services  freely 
to  the  whole  of  American  pharmacy,  why 
should  not  the  whole  of  American  pharmacy 
contribute  to  a  plant  which  would  enable  the 
Association  to  greatly  increase  its  usefulness 
to  the  cause  which  it  represents  ?" 


It  isn't  perfectly  clear  that 
PAftCBuTrosT.     the  parcels  post  is  going  to 

mean  such  a  great  reduction 
after  all — as  compared,  we  mean,  with  ex- 
press rates.  We  find  in  a  recent  issue  of  the 
Western  Druggist  an  interesting  comparison 
originally  compiled  by  the  Chicago  Associa- 
tion of  Commerce.  The  proposed  reduction  in 
express  rates  will  of  course  make  quite  a  dif- 
ference, and  when  the  new  rates  are  compared 
with  the  parcels  post  figures  it  is  discovered 
that  the  latter  has  the  best  of  it  only  for  short 
distances,  and  for  packages  less  than  four 
pounds  in  weight.  When  you  get  up  above 
four  pounds,  and  particularly  when  you  send  a 
package  a  considerable  distance,  it  is  cheaper 
to  use  the  express  company.  On  a  short  haul, 
within  the  50-mile  zone,  for  instance,  the 
parcels  post  is  cheaper  until  you  reach  the 
weight  of  seven  pounds :  on  a  longer  haul,  such 
as  600  miles,  the  parcels  post  is  cheaper  only 
up  to  four  pounds;  and  when  the  distance  of 
1000  miles  is  reached,  the  parcels  post  ceases 


to  be  cheaper  at  a  limit  of  three  pounds.  Be- 
yond these  limits  the  express  companies,  under 
the  proposed  rates,  will  have  much  the  best 
of  it. 


A  feature  was  inaugurated 

DUPLICATION.      ^t  ^^  ^^^t  annual  meeting  of 

the  Iowa  State  Pharmaceuti- 
cal Association  which  is  well  worthy  of  dupli- 
cation elsewhere.  It  was  called  an*  educational 
session,  if  we  remember  correctly,  but  while  it 
certainly  was  educational,  it  was  not  that  in  the 
customary  meaning  of  the  word.  It  was  a 
session  where  every  druggist  who  had  made  a 
pronounced  success  of  some  particular  depart- 
ment in  his  store  was  asked  to  tell  how  he  had 
turned  the  trick,  and  his  remarks  were  then 
discussed.  As  a  result,  brief  five-  and  ten- 
minute  talks  were  given  by  prominent  drug- 
gists from  different  parts  of  the  State,  and  the 
whole  idea  turned  out  to  be  such  a  success  that 
it  will  be  made  the  leading  feature  of  the  con- 
vention next  year. 


Dr.  George  D.  Rosengarten,  vice-president 
of  the  Powers- Weigh tman-Rosengarten  Co., 
has  been  seriously  ill  with  typhoid  fever  in  the 
German  Hospital  at  San  Francisco,  but  is  now 
reported  as  well  or  nearly  well.  He  traveled 
West  with  a  hundred  or  more  members  of  the 
International  Congress  of  Applied  Chemistry, 
on  a  tour  of  investigation  following  the  New 
York  meeting  last  October,  and  apparently  was 
taken  ill  while  on  that  trip. 


The  Executive  Committee  of  the  Illinois 
Pharmaceutical  Association,  at  its  midwinter 
meeting  held  last  month  in  Chicago,  adopted 
a  resolution  asking  the  trustees  of  the  Uni- 
versity of  Illinois  .to  include  in  their  legisla- 
tive requests  this  year  the  sum  of  $200,000 
for  the  purchase  of  a  site  and  the  erection 
and  equipment  of  a  building  for  the  School 
of  Pharmacy. 

*     *     * 

The  city  of  Columbus,  which  has  for  some 
time  enjoyed  the  distinction  of  being  one  of 
the  best  price-protected  cities  of  any  size  in  the 
entire  country,  now  threatens  to  indulge  in  a 
fierce  saturnalia  of  cut  rates.  The  moon 
looks  angry. 
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SHOULD  THE  DRUGGIST  MAKE  HIS  OWN 

*      GALENICALS? 

The  question  propounded  in  the  caption  of 
this  editorial  was  discussed  in  very  animated 
fashion  at  the  Denver  meeting  of  the  Ameri- 
can Pharmaceutical  Association  last  August. 
F.  W.  Nitardy,  who  has  been  and  perhaps 
now  is  connected  with  the  food  and  drug 
authorities  in  Colorado,  argued  very  strenu- 
ously that  the  druggist  should  be  his  own 
manufacturer.  He  gave  figures  showing  the 
difference  between  the  cost  of  galenicals  when 
manufactured  by  the  druggist  on  the  one  hand, 
and  when  purchased  by  him  on  the  other.  The 
saving,  was  represented  to  be  quite  considera- 
ble, and  after  Mr.  Nitardy  had  finished  his 
demonstration  he  was  earnestly  supported  by 
Dr.  W.  C.  Anderson.  Others,  too,  discussed 
the  question. 

Now  witness  a  strange  development:  a 
teacher  of  pharmacy  immediately  took  the 
other  side  of  the  question !  Prof.  H.  C.  Wash- 
burn, dean  of  the  Denver  College  of  Phar- 
macy, held  that  for  more  reasons  than  one  it 
was  uneconomic  and  contrary  to  his  own  best 
interests  for  the  druggist  to  make  many  of  his 
tinctures,  fluidextracts,  elixirs,  and  the  like. 
His  position  was  that  a  large  manufacturer, 
well  provided  with  the  latest  and  best  equip- 
ment, and  having  at  his  command  the  service 
of  experts  in  every  line,  could  secure  better 
crude  drugs,  could  make  preparations  of  more 
uniform  potency,  could  assay  and  standardize 
them  with  greater  skill  and  accuracy,  and, 
everything  considered,  could  sell  his  products 
to  the  druggist  at  a  lower  figure  than  the  drug- 
gist could  make  them  for  himself.  It  was  to 
be  gathered  from  his  remarks  that  he  believed 
manufacturing  pharmacy  to  be  one  of  the 
marked  developments  of  the  time,  and  that  to 
reject  it  was  to  turn  one's  back  on  progress, 
advancement,  and  economic  advantage. 

As  for  ourselves  we  have  no  desire  to  argue 
very  positively  on  one  side  or  the  other  of  this 
proposition.  Practically  all  of  the  pharmaceu- 
tical schools  and  colleges  urge  their  students 
very  earnestly  to  make  their  own  galenicals. 
Some  of  the  pharmacists  of  the  older  school — 
"apothecaries,"  as  they  used  to  be  called — ^give 
the  same  counsel.    Perhaps  they  are  right.    In 


any  event  the  individual  pharmacist  will  follow 
his  own  inclination  and  training,  and  if  he  likes 
the  work  of  manufacturing,  and  has  beeft 
taught  to  do  it  well,  will  continue  to  practice 
it.  The  great  majority  of  druggists  will  prob- 
ably not  be  influenced  very  much  one  way  or 
another  by  arguments  for  or  against  the  man- 
ufacture of  galenicals  in  the  store.  There  are, 
however,  a  few  considerations  which  are  fre- 
quently overlooked.  Those  who  advocate  that 
the  druggist  should  be  his  own  manufacturer 
usually  declare  that  it  would  save  him  a  lot  of 
money.  This  was  practically  Mr.  Nitardy's 
chief  argument,  and  it  is  the  chief  argument 
also  of  most  others.  Is  it  based  on  fact?  We 
do  not  think  it  is. 

Recently,  for  instance,  the  chief  chemist  of 
one  of  the  leading  houses  in  the  manufacturing 
trade  told  the  e'ditor  of  the  Bulletin  that 
every  drug  assay  made  in  duplicate  in .  his 
laboratory  cost  the  house  $4.60!  This  seems 
astonishingly  high,  and  it  even  surprised  the 
house  itself  when  it  uncovered  the  facts,  but 
thorough  investigation  showed  beyond  perad- 
venture  that  the  figure  was  correct.  Now  if  it 
costs  a  manufacturer  $4.60  to  make  an  assay 
of  a  tincture  or  a  fluidextract,  it  would  cost  the 
retailer  much  more  than  this  when  he  figured 
in  the  cost  of  his  time  and  material.  He  is  not 
anything  like  so  well  equipped  to  do  the  work, 
and  the  expense  would  surely  be  greater  in  his 
case.  Furthermore,  the  cost  to  the  manufac- 
turer of  assaying  a  single  lot  of  fluid  is  spread 
over  four  or  five  hundred  gallons  of  product, 
and  it  therefore  becomes  a  very  small  charge 
against  a  single  pint.  But  what  about  the 
druggist  who  makes  a  pint,  a  quart,  or  at  most 
a  gallon  at  a  time,  and  who  must  suffer  this 
heavy  expense  on  so  small  an  output  ? 

Again,  the  manufacturer  not  only  examines 
and  standardizes  his  finished  product,  but  he 
likewise  tests  every  salt  and  assays  every  acid 
entering  into  the  preparation  of  his  elixirs  and 
other  galenicals.  The  whole  process  of  manu- 
facture is  checked  up  at  every  stage  in  order 
that  results  of  the  most  positive  accuracy,  and 
products  of  the  greatest  efficiency,  may  be  se- 
cured. It  is  relatively  easy  for  him  to  do  all 
this  in  making  immense  quantities  of  his  prep- 
arations, but  is  it  practicable  and  feasible  for 
the  retailer  to  do  it?  And  if  the  retailer  does 
do  it,  isn't  the  expense  going  to  double,  treble, 
or  even  quadruple  the  cost  of  his  finished 
preparations?     AH  this  work  must  be  done, 
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mind  you,  if  galenicals  are  going  to  be  what 
they  ought  to  be,  and  if  the  retailer  is  going  to 
turn  out  products  equal  to  those  made  by  the 
manufacturer,  demanded  by  the  standards  of 
the  time,  and  conforming  to  all  the  require- 
ments of  the  food  and  drug  laws.  A  fluid  ex- 
tract, for  instance,  cannot  be  dismissed  after  a 
single  assay  has  been  made.  The  work  must 
be  done  in  duplicate,  and  the  assay  repeated 
after  the  adjustment  to  staiidard  strength  has 
been  made  to  see  that  proper  results  have 
actually  been  secured. 

We  do  not  know  what  method  Mr.  Nitardy 
followed  in  arriving  at  his  comparative  figures, 
but  we  have  observed  that  other  druggists  in 
the  past,  in  arriving  at  the  cost  of  manufactur- 
ing galenicals  versus  the  cost  of  buying  them, 
have  failed  to  include  the  element  of  the  drug- 
gist's own  time.  This  of  course  is  a  fatal 
defect  in  all  such  calculations.  If  the  druggist 
is  going  to  make  everything  himself,  and  is 
going  to  make  everything  right,  he  will  find 
that  the  entire  time  of  himself  or  of  some  well- 
trained  man  will  easily  be  consumed.  '  The 
cost  of  this  man  must  therefore  be  charged  up 
against  the  cost  of  the  products,  and  not  only 
the  cost  of  the  man,  but  the  cost  of  the  galenical 
product  consumed,  the  expense  for  equipment, 
and  the  loss  of  alcohol  and  such  assay  ma- 
terials as  ether,  chloroform,  and  the  like. 
There  has  been  a  lot  of  deception  about  all 
these  factors,  and  amateur  accountants  have 
greatly  deceived  themselves  and  their  hearers. 
For  years  the  Bulletin  has  argued  that  the 
druggist  should  know  what  he  was  about  in 
the  calculation  of  costs,  and  here  is  another 
field  where  the  same  truth  applies  in  direct 
measure. 

Some  druggists,  realizing  all  these  consider- 
ations more  or  less  vaguely,  have  sought  to 
beat  the  devil  round  the  stump.  Thus  a  resolu- 
tion was  introduced  at  the  Milwaukee  meeting 
of  the  N.  A.  R.  D.  which  urged  the  druggist 
to  make  his  tinctures  from  assayed  crude  drugs. 
The  advocates  of  this  resolution  evidently  felt 
that  it  was  not  practicable  for  the  average  re- 
tailer to  assay  his  finished  products.  They  felt, 
too,  that  the  good  old  slipshod  method  of 
making  galenicals  and  trusting  to  luck  that  they 
would  be  efficient,  and  uniformly  efficient, 
wouldn't  do  any  longer.  Some  assurance  of 
proper  results  must  be  given,  and  so  they  fell 
back  upon  the  idea  of  starting  with  assayed 


crude  drugs,  purchased  ready  prepared  for  the 
purpose. 

Now  we  have  nothing  to  say  against  assayed 
crude  drugs,  but  it  has  been  found  over  and 
over  again  that,  waiving  the  question  of 
whether  these  drugs  are  or  are  not  what  they 
ought  to  be  to  start  with,  the  preparations 
made  from  them  have  been  far  from  uniform 
and  satisfactory.  The  investigations  made  by 
several  pharmaceutical  chemists  during  the  last 
few  years  have  proved  this  beyond  peradven- 
ture.  Such  a  proposition,  therefore,  is  a  mere 
subterfuge,  and  we  were  glad  to  see  that  the 
resolution  failed  of  adoption  at  the  Milwaukee 
meeting,  and  was  quietly  put  to  sleep  along 
with  several  other  propositions  of  equal  wis- 
dom. The  N.  A.  R.  D.  could  not  bring  itself 
to  sanction  side-stepping  of  so  obvious  a  char- 
acter. 

But,  as  we  have  already  said,  we  do  not 
mean  to  argue  against  the  preparation  of 
galenicals  in  the  drug  store.  We  have  no  doubt 
at  all  that  in  some  instances'  they  are  made 
there  with  great  fidelity.  Our  position  is,  how- 
ever, that  they  ought  not  to  be  made  in  the 
store  unless  thev  are  made  with  the  same  thor- 
oughness  and  care  with  which  they  are  pro- 
duced by  the  reputable  manufacturing  phar- 
macist, and  that  when  they  are  so  prepared, 
they  really  cost  the  druggist  more  than  he 
could  buy  them  for.  The  claim  of  economy  in 
this  instance  is  mere  sophistry.  Furthermore, 
there  is  much  in  the  argument  that  manufac- 
turing pharmacy  represents  a  specialized  ad- 
vance of  the  times;  that  the  wise  druggist 
should  realize  this  to  be  the  fact ;  that  he  should 
take  advantage  of  the  opportunity  to  relieve 
himself  of  the  tedious  detail  of  manufacturing 
work;  and  that  he  should  utilize  the  time  and 
the  effort  thus  spared  to  him  for  the  vigorous 
and  energetic  development  of  his  business.  An 
hour  spent  in  the  promotion  of  trade,  and  in 
the  expansion  of  sales,  is  far  more  productive 
than  an  hour  spent  in  the  effort  to  realize  an 
economy — particularly  when  the  economy  isn't 
realized  after  all. 


HOW  MANY  OUNCES  IN  A  POUND? 

Suppose  you  were  taking  the  examination  of  a  State 
board  for  registration  and  the  following  questions  were 
asked  you :  "How  many  ounces  are  there  in  a  pound  of 
glycerin,  specific  gravity  1.25?"  "How  many  ounces  in 
a  pound  of  ether,  specific  gravity  0.762?"  What  would 
be  your  answer?    Naturally,  if  one  stopped  to  thiiik  and 
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caught  the  real  meaning  of  the  questions*  the  answers 
in  both  cases  would  be :  "There  are  sixteen  ounces  in  a 
pound,  no  matter  what  the  specific  gravity  of  the  liquid 
may  be."  Yet  out  of  some  fifty  odd  candidates  for  reg- 
istration in  a  near-by  State  over  half  of  them  gave 
answers  varying  according  to  the  condidate's  arith- 
metical skill,  most  of  them  basing  their  answers  on  a 
division  of  the  number  of  ounces  in  a  pound  by  the 
specific  gravity  of  the  liquid  named. 

On  first  thought  such  a  question  would  be  indignantly 
characterized  as  "one  of  the  fool  catch  questions  boards 
of  examiners  are  so  fond  of  asking;"  on  second  thought 
it  will  be  more  or  less  grudgingly  admitted  that  the 
question  was  given  to  test  the  intelligence  of  the  candi- 
dateSy  not  their  skill  in  arithmetic.  If  a  man  is  sure  of 
his  knowledge  and  himself  such  questions  are  easily 
answered,  but  if  he  is  floundering  in  a  maze  of  half- 
digested  knowledge  and  has  the  common  idea  that  phar- 
maceutical examining  boards  get  their  sole  delight  in 
puzzling  candidates,  he  would  at  once  seek  for  some 
hidden  mystery  in  such  a  question  and  thereupon  would 
proceed  to  work  it  out  in  the  most  complicated  fashion. 
— American  Druggist, 

We  beg  leave  to  difTer.  To  us  these  two 
questions  are  "catch  questions,"  pure  and 
simple.  Not  only  are  they  catch  questions: 
they  are  worse  than  that — they  are  stupidly 
misleading.  We  submit  that,  if  honestly  given, 
they  can  be  interpreted  in  only  one  way,  as  if 
they  read: 

1.  How  many  fluid  ounces  are  there  in  a  pound  of 
glycerin,  specific  gravity  1.25? 

2.  How  many  fluid  ounces  in  a  pound  of  ether,  spe- 
cific gravity  0.762? 

This,  we  repeat,  is  the  plain  meaning  of  the 
two  questions,  if  honestly  intended.  Those 
who  so  considered  them  were  correct,  and  we 
therefore  hold  that  "over  half  of  the  candi- 
dates," instead  of  being  in  the  wrong,  were  in 
the  right.  If  the  Board  of  Pharmacy  in  the 
"near-by  State"  penalized  these  candidates 
they  certainly  punished  intelligence  and  ac- 
curacy, and  to  this  extent  made  the  examina- 
tion a  farce  and  a  travesty. 

Besides,  no  question  ought  ever  to  be  asked 
which  can  possibly  be  interpreted  in  two  ways. 
It  isn't  fair  to  the  candidates.  If  there  is  ever 
a  place  where  English  of  absolute  accuracy 
and  flawless  clarity  ought  to  be  employed,  it  is 
in  an  examination  paper. 


Here  is  an  actual  letter  written  not  long  ago 
by  a  member  of  a  retail  drug  firm  to  one  of 
the  firm's  creditors : 

Gentlemen  : 

We  recently  had  the  misfortune  to  lose  our  entire 
stock  and  fixtures  by  fire.  We  were  only  partially  pro-  . 
tected  by  insurance,  the  amount  on  the  stock,  etc,  being 
$3500,  but  we  had  not  taken  inventory  within  twelve 
months,  as  is  required  by  the  insurance  companies,  and 
they  penalized  us  20  per  cent,  which  left  us  $2800,  and 
what  collections  we  could  make,  to  pay  what  we  owed. 
We  have  about  exhausted  our  collections,  and  secured 
$800,  which  makes  $3600  altogether,  and  we  owe  (includ- 
ing $2000  borrowed  from  banks)  $4000.  This  leaves  us 
short,  as  you  see,  about  $400,  after  losing  every  dollar 
we  put  into  the  business,  which  was  $3000  in  cash,  $2000 
of  this  being  furnished  by  me,  from  which  I  never 
realized  any  profit  but  let  it  remain  to  increase  the 
stock. 

In  consideration  of  these  facts,  I  am  asking  you,  and 
all  of  our  creditors,  to  allow  us  a  discount  of  10  per  cent 
and  I  will  see  that  a  check  is  mailed  you  upon  receipt  of 
your  statement  less  10  per  cent.  Please  understand  that 
we  are  not  offering  this  as  a  compromise,  but  our  con- 
cern was  incorporated,  and  you  see  with  this  10  per  cent 
discount  we  shall  be  able  to  just  about  pay  our  debts. 

Two  shortcomings  are  indicated  in  this  let- 
ter. In  the  first  place  no  inventory  had  been 
taken  during  the  last  year,  and  presumably  not 
for  several  years.  A  penalty  of  20  per  cent 
was  imposed  for  this  reason.  In  the  second 
place,  the  amount  of  insurance  protection  was 
by  far  too  small.  It  was  so  small,  indeed,  that 
the  partners  got  absolutely  nothing  back  for 
the  money  which  they  actually  put  into  the 
business  by  way  of  capital.  They  lost  every 
cent,  and  even  at  that  didn't  have  enough  to 
pay  their  creditors  without  asking  for  a  10- 
per-cent  concession. 

Why  will  druggists  continue  to  take  *such 
foolish  chances? 


WHY  TAKE  CHANCES? 

Notwithstanding  all  that  has  been  said  and 
written  on  the  subject,  some  druggists  continue 
to  take  hazardous  chances  in  business  without 
protecting  themselves  fully  against  fire  losses. 


AN  INTERESTING  STATEMENT  FROM 

CUBA. 

One  of  the  subscribers  of  the  Bulletin  of 
Pharmacy  in  Cuba  has  been  interested  in  an 
address  which  was  written  by  the  editor  of  the 
Bulletin,  and  which  appeared  on  page  374  of 
the  September  issue.  In  that  address  a  table 
was  given  presenting  the  epitomized  business 
statements  of  25  druggists  throughout  the 
country.  Our  Cuban  subscriber  was  led  to 
compile  a  statement  of  his  own  business,  and 
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for  his  enlightenment  he  compared  it  with 
those  of  two  other  druggists  taken  from  the 
table  mentioned.  He  selected  the  particular 
statements  of  druggists  D  and  E  because  their 
volume  of  business  was  just  about  like  his. 
We  now  reproduce  this  comparative  showing 
as  our  Cuban  friend  sends  it  to  us : 


Annual  sales 

Cost  of  ffoods  sold 

Gross  profits. 

Expenses. 

Net  profits. 

Percentage  gross  profits  (on 
sales) 

Peroentage  expense 

Total  income  (Including  pro- 
prietor's salary) 


D. 

B. 

126,107  00 

12.886  00 

12,771  00 

6.000  00 

6,771  00 

$28,828  00 

16.496  00 

74127  00 

6,702  00 

626  00 

61 
24 

81 
28 

17,670  00 

$1.826  00 

Ours. 


$24,476  00 

14.672  00 

9308  00 

8387  00 

6,416  00 

40 
26 

$9,416  00 


Our  Cuban  correspondent  writes  as  follows : 

After  a  great  deal  of  study  of  your  interesting  article 
in  the  September  Bulletin  I  arranged  the  enclosed 
schedule  only  to  find  that  I  am  way  off  in  having  inter- 
preted the  "cost  of  goods  sold"  to  mean  the  year's  pur- 
chases. Won't  you  kindly  advise  me  as  to  just  what  is 
the  "cost  of  goods  sold?"  I  can't  seem  to  get  this 
feature  of  the  thing  clear  in  my  mind. 

If  my  inventory  a  year  ago  had  disclosed  a  showing 
of  $20,000,  and  the  inventory  now  should  be  $25,000, 
would  this  $25,000  be  the  cost  of  goods  sold?  And  does 
the  inventory  include  the  fixtures  account?  I  suppose 
these  questions  seem  stupid  to  you,  but  they  are  very 
pertinent  to  me,  and  I  should  much  appreciate  your 
shedding  the  light  of  your  skill  on  my  statement 

So  far  as  my  figures  are  concerned,  they  are  all 
accurate,  except  that  I  have  taken  no  inventory.  I 
believe,  however,  that  my  stock  is  far  above  what  it 
was  twelve  months  ago.  My  personal  salary  is  $3000  a 
year,  and  I  have  taken  from  the  business  $1374  addi- 
tional. According  to  my  bank-book,  I  have  in  the 
meantime  increased  my  deposits  by  $2000.  Now  with 
these  facts  will  you  tell  me  where  I  am  at? 

Our  correspondent  has  made  several  mis- 
takes. In  the  first  place  we  may  explain  that 
the  "cost  of  goods  sold"  is  not  the  equivalent 
of  the  year's  purchases.  A  man  may  purchase 
$20,000  worth  of  goods  during  the  year,  but 
only  sell  $15,000  of  them.  The  remainder 
goes  into  the  permanent  stock  and  shows  up  in 
an  increased  inventory  valuation.  The  goods 
actually  sold,  however,  have  cost  only  $15,000, 
and  it  is  this  amount,  and  not  $20,000,  which 
should  be  deducted  from  the  total  sales  in  order 
to  arrive  at  the  gross  profits.  Sometimes,  on 
the  other  hand,  one  may  sell  more  goods  dur- 
ing the  year  than  he  buys,  in  which  case  the 
inventory  valuation  will  show  a  slump  instead 
of  an  increase,  and  the  cost  of  goods  sold  will 
be  greater  than  the  purchases  instead  of  less. 
Is  this  perfectly  clear?    It  simply  means  that 


one  can  tell  very  little  about  the  facts  until  he 
does  take  annual  inventories,  and  until  he 
knows  what  he  has  actually  sold. 

Now  we  have  no  means  of  knowing  accur- 
ately what  was  the  cost  of  the  goods  sold  in 
this  case.  In  the  absence  of  inventories,  we 
can  only  assume  that  the  permanent  stock  re- 
mained the  same,  and  that  the  cost  of  goods 
sold  was  fairly  represented  by  the  year's  pur- 
chases. We  then  find  gross  profits  of  $9803, 
representing  a  percentage  of  40.  This  is  very 
satisfactory. 

As  soon  as  we  get  to  the  element  of  expense 
in  the  statement,  however,  we  strike  another 
mistake.  Our  correspondent  has  manifestly 
failed  to  include  his  own  salary  as  proprietor 
in  the  expense  account.  This  amounts  to 
$3000,  and  we  therefore  have  a  total  expense 
of  $6387  instead  of  $3387.  This  one  item 
alone  changes  the  whole  .complexion  of  the 
table,  and  we  venture  now  to  print  it  in  cor- 
rected form: 

Annual  sales $24,475 

Cost  of  goods  sold 14,672 

Gross  profits 9,803 

Expenses 6,387 

Net  profits 3,416 

Percentage  of  gross  profit  (on  sales) 40 

Percentage  of  expense 26 

Total  income  (including  proprietor's  salary) $6,416 

This  cuts  down  our  correspondent's  showing 
somewhat,  but  even  at  that  it  is  pretty  good. 
A  net  profit  of  14  per  cent  is  not  to  be  sneezed 
at!  And  a  total  income  of  $6416  is  about  as 
much  as  could  be  expected  from  a  $25,000 
business. 

Finally,  we  may  point  out  that,  according  to 
our  revised  schedule,  net  profits  were  realized 
of  $3416,  This  amount  of  money  should 
actually  have  accumulated,  unless  some  of  it 
went  into  an  enlargement  of  the  permanent 
stock.  Now  how  much  did  accumulate  ?  Well, 
we  find  that  the  proprietor  drew  out  $1374 
above  his  salary,  and  that  his  bank  accotmt 
increased  also  by  $2000,  making  a  total  of 
$3374.  This  pretty  nearly  accounts  theoreti- 
cally for  the  net  profits  of  $3416,  which  leads 
us  to  believe  after  all  that  our  friend's  inven- 
tory remained  about  the  same,  and  that  in  the 
last  analysis  the  "cost  of  goods  sold"  with  him 
was  the  practical  equivalent  of  the  year's 
purchases.  Otherwise,  his  net  profits  would 
not  so  nearly  have  accumulated  in  actual  cash, 
but  would  have  been  represented  in  part  by 
increased  stock. 
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THE  HALL  OF  FAME 


HERUAN  A.  HETZ  ELECTED  TO  CONGRESS. 

It  is  of  considerable  interest  that  Herman 
A.  Metz,  of  Herman  A.  Metz  &  Co..  now 
known  as  the  Farbwerke-Hoechst  Company, 
was  a  successful  candidate  for  Congress  on 


would  require  much  space,  indeed,  to  give  a 
mere  list  of  the  positions  he  has  held,  of  the 
work  he  has  done,  and  of  the  public  organiza- 
tions and  private  clubs  with  which  he  has  been 
and- is  affiliated. 

Born  a  poor  boy,  he  has  become  a  man  of 
wealth  and  of  great  business  responsibility.  At 
the  age  of  14  he  secured  a  position  as  office  boy 
in  a  concern  which  subsequently  became  known 
as  Victor  Koechl  &  Co.,  of  which  he  has  now 
been  the  head  for  the  last  twelve  years.  In 
1903  he  divided  his  business,  continuing  the 
drugs  and  medicinal  products  in  the  old  firm, 
and  incorporating  the  house  of  H.  A.  Metz  & 
Co.  to  handle  chemicals  and  dye  stufTs.  He 
became  the  president  and  sole  owner  of  both 
corporations. 


DEATH  OP  N.  A.  R.  D.  LEADER. 
J.  Arthur  Bean,  of  Boston,  a  member  of  the 
Executive  Committee  of  the  N.  A.  R.  D,,  and 
the  man  who  came  near  being  elected  president 
of  the  organization  at  the  Milwaukee  meeting 
last  August,  was  recently  injured  quite  seri- 
ously in  an  automobile  accident.  .  James  F. 
Finneran,  Gardner  F,  Murphy^  Fred  A.  Hub- 
bard, J.  N.  Gran,  and  Mr.  Bean  himself  were 


BIBMAH  A.  Usn. 


the  Democratic  ticket,  and  that  he  will  now  be 
a  part  of  the  Wilson  administration  in  na- 
tional affairs. 

Prior  to  this,  however,  Mr.  Metz  has  led  a 
conspicuous  life  in  the  civic  and  political  af- 
fairs of  Greater  New  York.  In  addition  to 
being  comptroller  of  the  city,  which  many 
people  in  the  drug  trade  knew  about,  he  had 
served  on  the  Brooklyn  School  Board  under 
both  Mayor  Van  Wyck  and  Mayor  McClellan. 
He  had  been  appointed  by  Governor  Dix  a 
commissioner  of  the  State  Board  of  Charities 
for  a  tenn  of  eight  years.  He  had  been  ap- 
pointed by  Governor  Hughes  a  member  of  the 
Charter  Revision  Committee  of  New  York, 
and  by  President  Taft  an  honorary  commis- 
sioner to  the  American  Exposition  in  Berlin 
held  during  1910.  In  the  meantime  Mr.  Metz 
had  been  conspicuous  in  a  great  variety  of  civic 
and  reform  work.  He  was  at  one  time  presi- 
dent of  the  National  Civic  Club;  he  is  now 
chairman  of  the  Finance  Committee  of  the 
North  American  Civic  League  for  Immigrants, 
and  vice-president  for  New  York  State  of  the 
-Vational  Rivers  and  Harbors  Congress.     It 


J.  Avrnm  Bbak. 

driving  in  Mr.  Finneran's  automobile  through 
the  town  of  Wellesley,  Mass,,  in  the  middle  of 
the  afternoon,  when  a  car  driven  by  the 
superintendent  of  the  Water  Department  of 
the  city  suddenly  appeared  from  a  side  street 
and  struck  the  rear  of  Mr.  Finneran's  machine 
before  it  could  be  gotten  out  of  the  way.     Mr. 
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Bean  and  Mr.  Hubbard,  seated  in  the  tonneau, 
were  thrown  violently  from  the  car.  Mr. 
Hubbard  escaped  with  a  severe  shaking  up,  but 
Mr.  Bean  was  unfortunate  enough  to  have 
both  of  his  legs  broken,  compound  fractures 
resulting  in  each  case. 

He  was  quickly  removed  to  the  Newton 
Hospital,  where  he  was  attended  by  a  prom- 
inent surgeon  from  Boston.  For  several 
weeks  thereafter  he  progressed  as  rapidly  as 
could  possibly  be  expected,  visited  daily  with 
his  family  and  friends,  kept  more  or  less  in 
touch  with  his  work,  and  was  about  ready  to 
have  a  telephone  installed  at  his  bedside.  On 
the  night  of  November  10,  however,  he  sud- 
denly became  worse  and  died  before  morning. 

Mr.  Bean  owned  two  stores  in  the  Somer- 
ville  district  of  Boston,  and  was  at  the  head 
of  a  cooperative  cigar  company  in  New 
England.     He  leaves  a  wife  and  a  son. 


resents  the  power  of  the  organization.  In 
business  life  Mr.  Strong  is  the  vice-president 
and  treasurer  of  the  Milwaukee  Drug  Co.  He 
is  a  man  of  pleasing  personality,  and  has  many 
friends  in  the  Association.  The  Milwaukee 
Drug  Co..  by  the  way,  has  recently  erected 
a  new  building  for  its  operations,  and  it  has 
one  of  the  best  equipped  jobbing  houses  in  the 
country. 

A  DRUGGIST'S  RESIDENCE. 
On  another  page  this  month  we  are  showing 
the  homes  of  si.x  well-known  druggists.  A 
seventh  photograph,  for  which  there  is  no 
room  in  that  place,  we  may  reproduce  here. 
It  shows  the  residence  of  John  Weyer  at 
226C  Harris  Avenue,   Norwood,  Ohio.       Mr. 


THE    FIRST    VICE-PRESIDENT    OF   THE 
N.  W.  D.  A. 

At  the  meeting  of  the  National  Wholesale 
Druggists'  Association,  held  during  October 
in  the  city  of  Milwaukee,  William  B.  Strong 
was  elected  first  vice-president  of  the  organiza- 
tion.     As    chairman    of    the    Entertainment 


Weyer  is  well  known  to  Ohio  pharmacists  as 
the  secretary  and  general  manager  of  the  Re- 
tail Druggists'  Mutual  Fire  Insurance  Co.  of 
that  State.  It  may  also  be  said  that  Mr. 
Weyer  was  a  member  of  the  first  board  of 
pharmacy  appointed  in  the  State  of  Ohio.  He 
served  from  1884  to  1895. 


Wm.  B,  Stsohq. 


Committee  at  the  Milwaukee  meeting,  Mr. 
Strong  had  commended  himself  favorably  to 
every  member,  and  his  choice  for  the  vice- 
presidency  was  one  of  great  popularity.  Fur- 
ther than  that,  he  has  been  active  in  the  N.  W. 
D.  A.  for  many  years,  and  for  some  time  has 
been  a  member  of  the  Board  of  Control — that 
inner  directorate  of  five  men  which  really  rep- 


THREE  MARRIAGES. 

The  daughters  of  three  men  prominent  in 
-American  pharmacy  have  recently  been  mar- 
ried. Elsie  Baily  Remington,  daughter  of 
Prof.  Joseph  P.  Remington,  Philadelphia,  Pa., 
was  married  to  Charles  Carver,  Jr.,  on  Octo- 
ber 24.  Mary  Belle  Kennedy,  daughter  of 
E.  J.  Kennedy,  editor  of  the  Pharmaceutical 
Era,  was  married  to  Edward  A.  Dougherty  on 
the  evening  of  November  26.  Natalie  Nimmo 
Hynson,  daughter  of  Henry  P.  Hynson,  Balti- 
more. Md.,  was  married  to  John  Z.  Bayless  on 
the  evening  of  November  27. 


A  New  Prize  Department: 


QUESTIONS  AND  ANSWERS 


If  there  is  anything  the  Bui<i«etin  op  Pharmacy  is  proud  of  it  is  this,  that  most  of  its  best  and 
most  practical  material  has  come  from  readers  of  the  journal  themselves  —  from  druggists, 
managers,  and  clerks  actually  working  behind  the  counte;:.  The  Bui«i«ktin  has  developed  into  a  true 
co-operative  agency — a  place  where  our  friends  exchange  ideas  and  methods  with  one  another  to  their 
mutual  profit  and  interest.  As  a  further  step  in  the  realization  of  this  ideal  we  now  announce 
a  new  prize  department  of  Questions  and  Answers. 

$1.00  EACH  FOR  QUESTIONS. 

The  first  part  of  the  plan  is  that  we  shall  pay  $i  ,00  each  for  all  accepted  questions^  What  kind 
of  questions  do  we  want?  Well,  we  do  not  want  such  questions  as  we  answer  monthly  in  our 
own  department  of  "Queries" — questions  regarding  formulas,  methods  of  preparation,  manufactur- 
ing processes,  and  the  like.  This  isn't  the  idea  at  all.  What  we  are  after  are  questions  touching 
vitally  on  the  conduct  of  the  business! — large  questions  involving  important  considerations.  Thus, 
for  instance,  to  show  in  detail  just  what  we  mean,  and  to  start  off  the  department  properly,  we 
announce  this  month  the  acceptance  of  the  following  three  questions: 

J.    What  is  the  best  location  in  the  store  for  the  soda  fountain,  and^  why  f 

2.  What  is  the  best,  the  easiest,  and  the  most  effective  method  of  taking  an  inventory? 

3.  How  do  you  collect  your  accounts  and  prevent  deadbeats  from  getting  the  best  of  you  f 

So  much  for  the  first  group  of  questions.  We  want  more  for  future  issues  of  the  Buli^etin, 
and  we  repeat  that  we  shall  pay  $1,00  each  for  all  questions  which  we  accept  and  print  in  the  journal. 
Now  as  for  the  second  part  of  the  scheme,  let  us  say  that  we  shall  pay 

$5.00  EACH  FOR  WINNING  ANSWERS. 

This  month  we  solicit  separate  answers  to  the  foregoing  list  of  three  questions.  No  one  con- 
tributor need  answer  more  than  one  question  unless  he  desires.  Three  prizes  will  be  awarded — one 
on  each  subject.  That  is  to  say,  we  shall  pay  $5.00  for  the  best  reply  to  each  question — ^$15.00  in 
all.  In  addition  to  this  we  shall  probably  print  some  of  the  answers  which  do  not  win  the  awards, 
but  when  we  do  we  shall  pay  regular  space  rates  for  them. 

Here  are  the  conditions:  (i)  Each  answer  should  be  approximately  500  words  in  length, 
although  no  objection  will  be  made  to  replies  which  are  somewhat  longer  than  this.  (2)  Answers 
must  be  in  our  hands  not  later  than  January  15.  (3)  Please  write  on  one  side  of  the  sheet  only 
and  put  your  name  and  address  on  your  reply. 

Now,  then,  we  are  ready  to  start  off.  The  first  group  of  answers  will  appear  in  the  February 
BuuETiN.  In  that  number  we  shall  also  print  some  new  questions  which  have  been  accepted  in 
the  meantime,  and  to  which  replies  will  be  solicited  for  subsequent  issues — and  so  on  month  by 
month.  We  hope  to  secure  by  this  method  some  excellent  material.  We  want  to  get  live  questions 
touching  the  very  heart  of  the  druggist's  business.  We  want  to  find  out  what  druggists  are  really 
most  concerned  about  in  the  conduct  of  their  stores,  and  we  want  to  have  a  flood  of  light  thrown  on 
these  vital  themes  by  men  all  over  the  country. 

Please  therefore  send  in  both  questions  and  answers—  the  more  the  merrier ! 

The  Editors. 
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Tbla  bMatUnl  mlnlDn  fnmcBlow  l>  tlie  boms  of  J.  T.  Pckroe.  Fnuik  Purlocton.  ot  Dolhi.  N.  Y..  nntll  tvataOj  a  n 

tlM  awiier  ot  two  dnc  Moraa  in  BftUlDBer.  Teim&    Then  !■  k  drncrlM,  vut  »  well-known  writer  on  oommeiclal  inUiKU 

Iki(e  oonrt  knd  tonnUin  In  the  osnter.  nuronnded  br  plftuU,  the  phusucoDtioK]  JonnutU.  hae  latel/  imndiHed  thja  h) 

flowen.  and  Mc-shelli.  »ome  colonial  re 


Brerr  alDmuoa  of  the  St.  Looli  Co11c«b  of  FhannacT  will  be  w.  B,  Pu-ker,  of  Ltabon,  Nortb  Dakota,  who  haa  t 

loteraated  to  know  that  tkia  la  the  midsDoe  ot  Prof.  Jamea  H.  member  of  the  State  Boanl  of  Fharmacr  tor  a  oonald 

Qood.  who  baa  held  the  chair  of  pbannacy  In  that  InatltaUon  period,  baa  a  bis  plajcroond  lor  bla  bunllj.  whUe  an  ai 

loi  manr  reara.  bile  mar  be  aem  In  the  back  rard. 


Hera  la  another  dnmlat  with  an  aatomobile— Charlea  P.  L.W.UcConneUofHc<Cook.IIebraaka.iaam(niberottheBtale 

Nlion. ol Lenmlnatar,  Maaa., a proleeaor  In  the  MaaiachneBtta  Boaidof  Pbannacj.  and  Uaneottheaoltdanduibatantlal  dnis- 

Oollese  of  Fharmacr  and  a  DMiuber  of  the  U.  B.  P-  Oommittee  data  ol  tbe  State.    He  maj  alwan  be  found  In  attendanoe  di 

of  Beirlalon.  tbe  annual  meetlnn  of  the  Slate  PT 

Hom«a  of  DmitfUU  H«r*  aad  Thar*. 
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te  Watroiu,  Kitd,  Okla..  elected  lut 


Frederlok  W.  Block!.  Chtcwo,  HI.,  aleoted 
u  ft  Demoomtie  member  of  tlie  Chlc>C<> 
Boud  of  II«Tlaw. 


r  O.    Carhmrt,   BUIntovn.  N.   J., 


David  J.  Kohit.  NMhTlUe.  Tenn.,  ■ 
Polloa  and  Fli«  OommiMlon. 


Draitflata  In  PnUlo  Ottlct 


Three  Prize-winning  Vacation  Stories 

In  order  to  stir  np  a  healthy  rivalry,  and  to  uncover  hidden 
and  onsnspected  literary  talent,  Parke,  Davis  &  Co.  offered 
their  employees  last  summer  three  cash  prizes  for  the  best 
narratives  describinf{  vacation  experiences.  The  editors  of 
the  Bulletin  are  moch  pleased  to  be  liiven  the  privileite  of 
printinft  the  three  prize-winninft  stories*  It  will  be  recalled 
that  we  ourselves  conducted  a  similar  contest  a  couple 
of  years  afto«  So  much  interest  in  the  subject  was 
then  exhibited  by  our  readers  that  "we  feel  sure  of  a  hearty 
reception  for  the  present  ftroup  of  articles. — The  Editors. 

I.    AN  IDEAL  VACATION. 

BY  WINONA  WILSON. 


One  of  the  requisites  of  an  ideal  vacation, 
to  my  mind,  is  that  there  shall  be  none  of  the 
every-day  routine  and  hurrying — ^none  of  the 
eternal  getting  somewhere,  everywhere,  (and 
sometimes  nowhere!)  on  the  minute.  It  there- 
fore required  much  quiet  reasoning  with  my- 
self on  the  morning  of  my  departure  for  the 
country  last  June,  when,  upon  waking,  I  found 
that  I  had  but  one  short  hour  to  rise,  dress, 
pack,  eat  my  breakfast,  and  get  away.  By 
absolutely  refusing  to  lose  my  head,  however, 
I  arrived  at  the  station  fully  five  minutes  before 
the  train  started,  and,  after  comfortably  set- 
tling myself  and  depositing  in  my  suit-case 
sundry  articles  which  had  teen  thrust  into  my 
hands  at  the  last  moment,  I  was  prepared  to 
enjoy  my  journey. 

HUMAN  NATURE  AS  SEEN  ON  A  TRAIN. 

Few  sensations  give  me  more  pleasure  than 
riding  on  a  train— there  is  so  much  to  see,  both 
inside  the  car  and  along  the  way.  People  dis- 
play their  characteristics  so  unconsciously  and 
unblushingly  when  traveling  that  it  is  amusing, 
and  oftentimes  interesting,  to  observe  them.  I 
remember  particularly,  on  this  journey,  a 
mother  and  her  two  sons.  What  first  attracted 
my  attention  was  hearing  the  mother  say,  in 
gentle,  well-modulated  tones:  "Boys,  wouldn't 
you  like  to  take  off  your  coats  and  roll  up  your 
sleeves?"  Would  they?  Did  you  ever  hear 
of  boys  who  wouldn't?  This  would  have 
passed  without  further  notice,  but  presently  I 
heard  the  attentive  mother  saying :  "Boys,  here 
are  some  cookies  mother  brought  for  you  to  eat 
on  the  train.'/  And  this,  mind  you,  without  a 
word  of  coaxing  or  teasing  on  the  part  of  the 
boys !  And  finally,  when  she  gave  them  small 
portions  of  milk  chocolate,  and  insisted  upon 


the  smaller  boy  stretching  cut  on  the  seat 
when  he  became  tired,  and  resting  his  feet  in 
her  silken  lap,  my  admiration  passed  all  bounds, 
and  I  thought :  "Well,  here  is  an  ideal  mother !" 

There  were  numerous  changes  to  make  dur- 
ing the  day,  however,  and  mother  and  boys 

soon  faded  from  mind.     Arriving  at  W 

about  sunset,  I  took  my  place  in  the  omnibus 
and  prepared  for  a  pleasant  drive  along  two 
miles  of  winding  roadway,  between  banks  of 
wild  roses  and  daisies.  The  small  Ontario 
village  where  I  visit  is  situated  at  the  top  of  a 
high  ridge  or  mountain  surrounding  Hamilton 
Bay,  and  every  now  and  then  we  caught  a 
glimpse  of  the  blue  water  as  we  gradually 
ascended,  while  on  either  side  of  us  well-tilled 
fields  stretched  into  the  distance,  where  the 
young  grain  was  just  beginning  to  break  its 
way  through  long,  straight  furrows. 

One  was  not  to  be  left  in  uninterrupted  con- 
templation of  all  this. beauty,  however,  for  the 
so-called  "omnibus"  was  provided  with  long 
side  seats  only  a  few  inches  in  width,  and  ever 
and  anon,  with  the  jolting  of  the  wagon,  came 
the  feeling  that  you  must  slide  to  the  floor  and 
secure  a  firmer  resting  place.  But  this  ordeal 
has  lost  its  sting,  and,  upon  looking  back,  I 
can  see  nothing  but  the  winding  road  at  sunset, 
the  approach  to  the  village  through  the  long 
avenue  of  trees,  and  my  aunt  at  the  gate  wait- 
ing for  me. 

LONG,  PEACEFUL  DAYS. 

Then  followed  such  long,  peaceful  days  that 
the  very  memory  of  them  still  rests  me.  To 
sleep  until  noon;  to  eat  as  many  or  as  few 
meals  as  one  desires;  to  sleep  again — ^surely 
this  is  rest  which  best  appeals  to  the  tired 
worker !    After  a  few  days  of  this  drowsy  ex- 
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istence,  however,  one  begins  to  feel  an  interest 
in  the  surrounding  country,  of  which  just  a 
glimpse  was  obtained  during  the  drive  from 
the  station.  And  for  the  purpose  of  calmly 
viewing  the  country,  and  enjoying  the  beauties 
of  nature,  let  me  recommend  a  blind  horse  and 
an  old-fashioned  carriage.  Automobiles  are 
very  well  for  those  with  whom  speed  is  every- 
thing, and  a  spirited  horse  is  a  joy  forever, 
but  when  you  wish  to  loiter  along  and  drink  in 
the  scenery,  a  blind  horse,  I  say,  is  the  thing. 

THE  MERITS  OF  A  BLIND  HORSE. 

Our  horse  is  something  of  a  village  celebrity, 
being  preferred  by  certain  ladies  for  driving 
because  of  her  extreme  safety.  Except  when 
engage^l  in  this  gentle  service,  she  roams  the 
hills  from  dawn  till  dark,  and  when  fully  har- 
nessed and  ready  for  the  road  (blinders  and 
all),  Dolly  has  the  appearance  of  a  perfect 
horse  until  you  look  into  her  poor,  sightless 
eyes.  They  say  she  knows  the  roads  for  miles 
around,  but,  while  this  may  be  true,  it  requires 
much  skilful  management  to  keep  her  to  the 
middle  of  the  road.  Her  absolute  dependable- 
ness,.  however,  counteracts  this  slight  incon- 
venience, for  Dolly  is  afraid  of  nothing.  Au- 
tomobiles ?  They  mean  nothing  to  her,  for  she 
has  never  seen  one,  and  tourists  stare  in  won- 
der when   Dolly  ambles  along  without  even 


winking  an  eyelash  as  their  machines  fly  by. 
What  pleasant  drives  we  had  with  her !  Stop- 
ping now  and  then  to  snap  a  particularly  fine 
view,  or  to  gather  daisies  and  wild  roses! 
Occasionally  we  alighted  to  strip  a  patch  of 
wild  strawberries  of  its  luscious  fruit,  and  once 
we  stopped  at  a  wayside  creamery  and  had  cool 
drinks  of  buttermilk. 

So  passed  the  long,  quiet  days — ^uneventful 
except  for  their  very  quietness — until  the 
morning  of  departure  arrived.  There  is  an 
old-fashioned    stage    coach    plying    between 

W and  the  adjoining  city,  six  miles  away, 

which  affords  a  pleasant  variation  from  the 
regular  mode  of  travel.  Naturally,  a  city-bred 
person  is  always  on  the  alert  for  adventures  of 
this  kind,  and  it  seemed  to  me  that  the  best  way 
to  ride  in  a  stage  coach  was  high  up  on  the 
front  seat,  where  nothing  could  obstruct  my 
view  of  the  passing  scenery.  I  therefore 
climbed  up  beside  the  driver,  who  cracked  his 
whip,  and  away  we  flew!  Up  hill  and  down 
dale!  Over  bridges  and  under  bridges,  and 
around  dangerous  curves  where  a  speeding 
automobile  might  suddenly  spring  upon  us! 
And  then  at  last  the  long  bridge  across  the  bay, 
leading  to  the  city ! 

Surely  an  ideal  vacation,  with  lasting  mem- 
ories of  rolling  hills,  blue  sky  and  pleasant 
waters. 


a.    VACATION  INCIDENTS. 

BY  BERTHA  M.  MA8SNICK. 


A  clang  of  bells,  a  shrill  whistle,  a  bumping, 
jolting  and  straining,  a  slow  gliding  out  of  the 
busy  station,  and  I  felt  that  my  vacation  had 
begun  in  earnest.  The  speeding  train  soon  lost 
to  view  the  towering  sky-scrapers  of  the 
smoke-blurred  city. 

Through  open,  hilly  country,  rich  with  prom- 
ises of  abundant  harvest,  we  sped.  Cattle 
dotted  the  landscape  and  a  riot  of  wild  bloom 
decked  the  wayside.  Small,  sparkling  lakes 
and  streams  imprisoned  in  their  mirrored  sur- 
face the  cloud-flecked  sky,  and  reflected  in 
their  quiet  margins  the  shoreline  of  trees,  brush 
and  stubble. 

The  train  wheels  seemed  to  take  up  Nature's 
refrain,  singing  "Peace  and  Plenty,"  "Peace 
and  Plenty."  And  something  within  me 
escaped  from  the  crowded,  stuffy  train  and 
leaped  to  the  freedom  of  space — out  of  the 
here  into  the  nowhere. 


"Eden !"  "Eden !"  called  the  sonorous  voice 
of  the  brakeman.  "Eden!"  My  daydream 
vanished,  for  Eden  was  my  destination.  So, 
gathering  together  my  belongings,  I  stepped 
from  the  train  into  the  heart  of  the  country, 

Mrs.  Hostess  met  me  with  horse  and  buggy, 
and  I  enjoyed  my  first  ride  through  the  coun- 
try to  the  farm  home  in  Aurelius,  the  next 
small  town.  My  friends  had  prophesied  that 
I  would  not  have  enough  interesting  news  to 
fill  the  line-margin  of  a  picture  postal.  Well, 
here  goes  my  line : 

This  little  village  comprises  about  a  dozen 
widely-scattered  homes,  and  two  stores  so 
small  that  in  either  of  them  one  could  almost 
touch  the  four  walls  by  circling  with  out- 
stretched arms.  Nevertheless,  the  proud  boast 
is  made  by  both  merchants  that  anything  rang- 
ing from  a  needle  to  a  haystack  can  be  had  for 
the   mere   asking,   and   from   some   nook  or 
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cranny,  after  much  patient  searching  and  con- 
tinued assurances  that  they  have  just  what  is 
wanted,  it  is  produced,  dusted,  and  handed 
over  with  a  grin  which  quietly  says — "I  told 
you  so !" 

I  adopted  the  country  sombrero  with  becom- 
ing effect,  but  could  not  conceal  from  the 
natives  my  tenderfoot  propensities.  Even  the 
ducks  had  me  spotted  as  a  city-bred.  As  I 
passed  a  pond  where  they  were  splashing  and 
gossiping,  they  all  took  up  the  cry  "Quack! 
Quack!"  How  did  they  know  I  was  in  the 
drug  business? 

One  day  Mrs.  Hostess  and  I  were  on  the 
porch,  very  busy  doing  nothing,  when  the  hired 
man  passed  with  a  splendid  four-horse  team 
on  his  way  to  a  gravel  pit  four  miles  distant. 
"Wish  he  would  let  us  go  along,"  I  suggested. 
Mrs.  Hostess  asked  him  if  we  might  go  on  an 
afternoon  trip.  He  consented  rather  shortly 
with :  "Sure,  I'll  be  back  at  one." 

CAUGHT  IN  A  THUNDER-STORM. 

One  o'clock  arrived,  but  no  chariot  and  four. 

"He  is  dodging  us,"  I  ventured. 

'No;  Jim  said  he'd  take  us  and  he  will." 

Then  he  is  cussing  over  the  complications 
of  a  stiff  collar  and  a  four-in-hand." 

At  1 :30  Mr.  Jim  arrived,  with  a  clean  shave 
and  a  broad  smile.  After  gallantly  assisting 
us  into  the  wagon  he  submerged  himself  into 
a  silence  out  of  which  the  wiles  of  neither  of 
us  could  pull  him. 

The  day  was  sultry  and  threatening,  but  we 
pinned  our  faith  to  the  sunshine  rather  than 
to  the  distant,  lowering  clouds  that  looked  so 
grim  and  threatening. 

Wc  jogged  along  leisurely.  Beauty  and 
fragrance  greeted  us  all  along  the  way.  Count- 
less voices  twittered,  htunmed  and  sang,  blend- 
ing in  perfect  harmony  with  the  peacefulness 
of  the  scene. 

"Zip!"  flashed  a  streak  of  lightning  across 
the  darkening  sky. 

"Boom!"  rumbled  the  deep  voice  of  rolling 
thunder. 

Nature  seemed  hushed  for  an  instant  into 
breathless  silence.  Then  the  wind  with  its 
wailing  song  surged  across  the  fields  of  rustling 
grain  and  through  the  tree  tops,  which  swayed 
with  groans  at  the  increasing  fury  of  the  im- 
pending storm. 

Blacker  and  more  threatening  lowered  the 
sky.      Flash    after    flash    of    blinding    light 


streaked  the  gloom,  and  more  ominously 
roared  the  cannonade,  vibrating  for  a  moment 
into  sullen  silence,  only  to  break  forth  in 
fiercer  blasts. 

The  horses  were  urged  on  to  full  speed.  The 
sharp  crack  of  their  mailed  hoofs  struck  sparks 
from  the  graveled  road,  and  the  heavy  wheels 
crunched  their  song  with  that  of  the  Storm 
King's  mighty  roar. 

Mr.  Jim  emerged  from  his  silence  and  in- 
formed us,  by  shouting  and  pantomime,  that 
there  was  a  barn  around  the  approaching  cor- 
ner in  which  we  might  find  shelter  from  the 
storm,  if  we  could  but  get  there  before  it 
broke.  Meanwhile  the  vibrations  of  the  heavy 
wagon  made  it  almost  impossible  for  us  to 
keep  our  seats.  Mr.  Jim,  however,  stood 
braced  with  feet  apart,  and  seemed  not  to  be 
stirred  by  the  heavy,  tossing  motion. 

It  was  a  mad  and  exciting  race.  Great  drops 
began  to  splash  about  us  as  we  neared  the 
promised  shelter  from  the  opposite  side  of  a 
barbed-wire  fence.  Satan  could  not  invent  a 
more  perfect  device  than  that  fence  for  the 
cultivation  of  profanity.  We  made  three  at- 
tempts to  scale  the  pesky  thing,  and  almost 
decided  to  take  the  soaking  rather  than  endure 
its  fangs  any  further.  A  blinding  flash  and 
deafening  roar  spurred  us  to  make  another 
desperate  attempt  to  conquer  the  thing.  We 
finally  succeeded  in  getting  over,  leaving  a 
fluttering  fringe  of  raiment  behind  us. 

The  rain  descended  in  torrents  as  we  ran 
for  the  shelter  provided  by  a  most  dilapidated 
old  bam  which  leaked  like  a  sieve  and  which 
seemed  to  hold  in  malicious  sport  the  vibrations 
of  the  storm's  fierce  roar.  At  our  approach 
about  forty  little  pigs  scrambled  in  wild  fright 
out  into  the  storm.  Such  a  chorus  of  protest- 
ing, indignant  grunts  and  squeals !  The  storm 
was  too  much  for  them,  however,  and  they 
ventured  into  the  barn  again  and,  crowding 
into  a  far  corner,  watched  us  anxiously,  their 
pink  snouts  trembling  with  nervousness. 

The  storm  lasted  but  fifteen  or  twenty  min- 
utes. The  after-glow  was  a  revelation  of 
wondrous  beauty.  Everything  sparkled  and 
dripped  through  the  grace  of  a  good  cleansing. 
Mr.  Jim  and  team  had  gone  on  to  the  gravel 
pit  a  short  distance  away,  so  we  walked  there 
and  stood  on  the  hill  while  the  wagon  was  be- 
ing loaded. 

The  passing  storm  still  flashed  and  grum- 
bled in  echoing  calls  and,  gathering  the  trailers 
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of  its  sombre  clouds,  scurried  forward  to  new 
fields  of  conquest. 

Over  us  tfie  sim  was  shining,  the  drained 
clouds  floated  in  snowy  splendor,  and  all  the 
voices  of  nature  resumed  their  songs. 

A  SUNDAY  IN  THE  COUNTRY. 

Awakened  at  an  early  hour  by  the  joyous, 
flutelike  notes  of  a  song  sparrow,  my  eye 
caught  the  first  flush  of  sunrise  through  the 
open  door.  The  voices  of  Nature  called,  and, 
hastily  dressing,  I  went  without.  Sunbeams 
were  already  tinting  the  dew-covered  earth 
with  rainbow  hues.  Chanticleer  called  lustily; 
the  lowing  of  cattle  and  the  hum  of  the  busy 
insect-world  reached  my  ear;  and  I  seemed 
listening  to  a  morning  song  of  praise. 

An  early  breakfast  followed,  and  then  a 
drive  through  the  country  with  my  hostess.  A 
breath  of  freshness  and  an  air  of  peace  pre- 
vailed. We  were  greeted  by  the  merry  song 
of  a  bubbling  brook  which  dashed  its  way  over 
stones  and  through  a  tangle  of  watercress.  A 
short  stop  revealed  the  fact  that  we  had  foimd 
the  birds'  swimming  pool.  There  they  dipped 
and  splashed  and  preened  with  much  clatter, 
and,  as  they  drank,  lifted  their  tiny  heads  in 
what  seemed  like  devotional  thanks. 

The  country  is  so  peaceful  and  restful, 
especially  on  a  Sunday!  The  great  threshing 
machines,  harvesters  and  binders  stand  hushed 
in  fields  of  golden  grain. 

Reaching  home  again,  our  next  thought  was 
luncheon.  The  woods  at  the  end  of  the  farm 
beckoned,  and,  packing  a  hamper,  we  answered 
the  call.  Such  a  royal  salute  greeted  us  I  The 
song  of  the  birds  filled  the  wood  with  melody. 
The  trees  rustled  a  note  of  welcome.  The 
ripening  May-apple  and  the  rich  blend  of  wood- 
land scents  gave  forth  a  fragrance  unmatched 
by  human  skill.     Where  the  sun  had  not  as 


yet  penetrated,  the  shrubbery  and  delicate  un- 
dergrowth were  festooned  with  ropes  of  dewy 
pearls  and  webbed  lace.  No  weaver  could 
match  the  texture  and  spring  of  the  mossy 
carpet  spread  so  lavishly  with  its  wealth  and 
variety  of  delicate  ferns  and  wild  flowers. 

Soon  the  fumes  of  our  dinner  ascended 
from  the  crackling  wood  fire,  and  mingled  with 
the  fragrance  of  the  forest  Besides  a  well- 
filled  basket  of  goodies,  our  repast  consisted 
of  potatoes,  bacon  and  coffee.  Only  by  eating 
them,  can  one  appreciate  the  deliciousness  of 
potatoes  baked  in  a  sand  oven. 

Our  table  was  beautifully  decorated  with 
dainty  ferns  and  wild  roses,  which  grew  in 
abtmdance  all  about  us. 

The  dinner  was  a  happy  success,  and  how 
we  did  enjoy  it  in  our  royal  banquet  chamber 
with  a  full  orchestra  of  woodland  songsters ! 

We  lingered  in  our  dell  until  the  shadows 
lengthened,  but  coming  out  into  the  open  we 
found  the  day  still  bright. 

From  a  hilltop  on  our  way  home  we  viewed 
the  sunset  and  the  afterglow.  It  was  gorgeous. 
The  rich  blending  of  color  gradually  faded 
away  until  it  seemed  as  though  we  were  in  a 
bit  of  Dutch  country,  so  deep  were  the  blue 
shades  of  twilight.  The  windmills  which 
dot  the  country  helped  to  heighten  the  illusion. 

The  evening  matched  the  perfect  day. 
Countless  stars  studded  the  sky,  and  the  moon 
hung  as  a  golden  crescent.  As  we  sat  silently 
on  the  veranda — each  no  doubt  feeling  too 
keenly  the  influences  of  the  day  to  break  the 
spell  by  speech — ^a  host  of  inspired  singers 
seemed  to  hover  about,  each  hymning  his  song 
of  praise  to  the  measure  of  Nature's  revela- 
tion to  him.  The  evening  was  filled  with 
melody  and 

Earth  with  her  thousand  voices  praised  God. 


3.    A  VACATION  IN  THE  OLD  HOME  TOWN. 

BY  CHABLES  H.  MEBBILL.  M.D. 


"Why  not  go  back  to  the  'Old  Home  Town' 
for  our  vacation  this  year,"  suggests  your 
dutiful  51  per  cent.  You  had  not  been  back 
for  a  long  time  at  this  season  of  the  year.  You 
had  made  one  or  two  trips  at  Easter,  and  had 
been  home  once  or  twice  at  Christmas.  But 
you,  a  boy  brought  up  in  the  country,  had  not 
for  years  seen  a  "binder"  or  "sulky-plow,"  ex- 
cept from  the  window  of  a  fast-moving  train. 


The  suggestion  is  no  more  made  than  you 
act  on  it.  You  send  a  letter  to  "dad"  that 
night,  and  then  you  begin  thinking — thinking 
of  the  good  times  of  long  ago,  of  the  "old 
tree"  swimming  hole,  of  the  broad,  shady 
streets  and  the  places  they  lead  to.  As  in  a 
flash  it  comes  over  you.  What  is  a  vacation 
for  if  not  for  rest  and  quiet?  With  a  whoop 
and  a  jump  you  catch  a  bundle  of  surprised 
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woman  and  girlhood  in  either  artn,  and  as  they 
try  to  pull  away,  with  some  doubt  of  your 
sanity,  you  exclaim ; 

"Will  we  go  ?  Wellv  I  guess  yes  1  It  will  be 
the  time  of  our  lives." 

THE  TRIP  OUT. 

Four  days  makes  a  short  time  for  ordinary 
planning  and  packing,  but  not  this  time.  Sat- 
urday morning  found  you  all  ready  and  eager. 
You  reach  the  suburban  waiting  room  hot  and 
breathless.  The  usual  Saturday  crowd  is  there, 
and  it  is  some  time  before  you  can  find  the  rest 
of  your  family.  At  last  all  are  corralled,  tickets 
are  bought,  and  you  join  in  the  rush  for  the 
car.  There  are  people  enough  for  three  cars, 
and  you  crowd  and  fight  worse  than  any  Black 
Friday  you  ever  went  through  at  Ann  Arbor. 


Tbo  old  hcmie  road  irlth  f U  «hadliv  mftplw. 

Finally  the  last  fat  woman  and  all  her  bundles 
are  squeezed  in  and  you  start. 

The  ride  is  uneventful  to  you  to  whom  the 
country  is  an  old  story,  but  to  the  wife  who  has 
lived  in  a  city  all  her  life  it  is  a  never  ending 
procession  of  beauty.  Far  off  across  the  hills 
may  be  seen  the  white  patch  of  a  field  of  buck- 
wheat in  blossom,  outlined  by  the  yellow 
stubble  of  cut  grain  or  the  green  of  waving 
com.  Closer  in  you  see  the  winding  course  of 
a  river  with  its  overhanging  willows.  Here 
and  there  are  cattle  standing  knee  deep  in  the 
water,  and  as  you  flash  by  one  shaded  nook 
you  see  a  dozen  little  white  forms,  naked  as  on 
the  day  of  their  birth,  cut  the  water  in  one 
clean  line  as  the  rush  of  civilization  flashes  by. 


And  so  it  goes.  Through  towns  and  farm 
lands  the  "Limited"  rolls  along  until  thii^ 
begin  to  look  familiar. 

Yes,  that's  the  "old  Jones' "  place.  There 
is  the  "stone  school  house."  Here  is  "Long 
Lake"  with  its  wealth  of  pond  lilies.  Pres- 
ently the  houses  come  closer  together.  Some 
are  new  and  pretentious,  others  old  and 
weather  beaten,  but  oh,  so  familiar!  With  a 
creaking  of  brake-shoes  you  round  the  comer 
into  the  main  street. 

It's  the  same  old  street — changed  somewhat 
perhaps,  but  the  main  street  of  the  "Old  Home 
Town"  will  always  be  the  same. 

Dad  is  there  to  meet  you  at  the  waiting 
room.  How  different  he  looks  from  the  men 
you  know  and  see  every  day!  Gray  of  hair 
and  broad  of  shoulder!  Clear  of  eye,  and  a 
healthy  outdoor  color  in  his  cheeks!  How 
happy  he  feels  and  looks  as  he  helps  you  in. 
Maybe,  after  all,  there  is  something  wrong 
with  his  eyes,  for  you  see  him  wipe  the  back 
of  his  hand  over  them  two  or  three  times  at 
greeting  you. 

At  last  you  are  in  the  wagon  and,  giving  the 
dancing,  high-strung  colts  their  heads,  you 
start  over  that  old,  old  road — the  road  with  its 
high  gravel  center,  its  shading  maples,  its 
broad,  well-kept  fields  on  either  side.  Can 
you,  will  you,  ever  forget  it  ? 

As  you  drive  along  in  the  growing  dusk  you 
fall  into  the  spirit  of  quietness  and  of  rest  that 
you  know  will  be  yours  for  the  next  few  days. 

LONG-FORGOTTEN  DEUGHTS. 

Vacations  to  many  people  always  suggest  a 
lot  of  bustle  and  going  about.  With  you  this 
year  it  is  to  be  different.  As  the  rested  feel- 
ing, the  "all-slept-outedness,"  comes  over  you, 
you  think  of  that  two-foot  feather  bed  you 
slept  on  the  night  before  and  compare  it  with 
the  "feathers"  you  are  accustomed  to  in  town. 

You  look  at  your  watch.  What,  only  five 
o'clock!  In  the  city  you  thought  it  awful  to 
get  up  at  six.  Here  you  have  been  up  a  whole 
hour  and  you  feel  like  a  two-year-old.  As  you 
go  in  to  breakfast  you  compare  this  also  with 
your  usual  morning  fare. 

Melons  that  you  picked  the  night  before! 
Cream  from  milk  that  you  had  tried  to  milk 
yourself  but  found  you  had  forgotten  how! 
Eggs  that  you  helped  find  in  the  haymow! 
And  ham — well,  you  had  had  no  hand  in  se- 
curing that,  but  you  had  been  out  behind  the 
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bam  where  a  bunch  of  squealing,  grunting 
"porkers"  were  making  ham  for  next  year, 
and  you  know  of  old  how  that  ham  tasted  1 

After  breakfast  you  wander  out  into  the 
yard  and  over  to  the  orchard.  Harvest  apples 
in  plenty  and  some  of  the  other  early  ones  are 
ripe.  You  see  here  and  there  a  flashing,  rain- 
bow-colored butterfly.  From  every  tree  and 
bush  comes  a  full-throated  chorus  and  you  try 


The  old  nrimmlna  hole  fraanented  twentr  jetit  mgo. 

to  remember  the  names  of  the  songsters.  As  a 
boy  you  knew  them  all,  but  now  not  one — un- 
less it  may  be  the  robin's  familiar  note.  A  few 
years  on  the  pavement,,  with  hardly  a  bird  to 
be  seen  other  than  the  chattering  sparrow,  soon 
drives  the  bird  lore  out  of  a  fellow. 

During  the  long  sultry  afternoons  you  lie  in 
a  hammock,  under  the  shade  of  trees  whose 
leaves  rustle  with  the  ever-present  breeze.  As 
you  doze  and  dream  you  hear  the  hum  of  bees 
and  the  chirp  and  twitter  of  the  nesting  birds 
over  head.  Your  face  and  arms  are  burned 
with  tan,  and  when  night  comes  you  go  to  bed 
tired  in  the  right  way,  and  sleep  the  ^eep  of  a 
healthy  man. 

THE  ANNUAL  PICNIC  AND  FESTIVAL. 

A  day  or  so  after  your  arrival  you  see  the 
advertisement  of  the  annual  farmers'  picnic 
and  harvest  festival.  Did  you  ever  attend  any 
such  affairs  ?  If  you  would  boil  all  the  Mardi 
Gras,  Hudson-Fulton  Festivals,  and  Cadil- 
laquas  into  one,  you  would  never  have  the 
care-free,  honest  pleasure  that  is  yours  at  one 
of  these  picnics. 

You  are  up  with  the  sun  this  day,  and  you 
start  early  for  down  town.  From  a  point  of 
vantage  you  can  see  the  crowds  begin  to 
gather.  Here  is  a  load  of  boys  from  a 
threshing  outfit  who  have  laid  off  for  the  day. 
See  how  care-free  they  are !    Sunburned  to  the 


color  of  copper,  for  all  their  big  hats!  Do  you 
ever  see  their  like  in  a  city  ?  And  the  wagons 
loaded  with  the  farmers'  families — the  father, 
the  mother,  perhaps  a  grandmother  and  four 
or  five  children,  and  the  bursting  baskets  of 
lunch ! 

Soon  the  sound  of  music  is  heard  and  down 
the  street  comes  the  parade — the  fire  depart- 
ment with  gaily  decked  apparatus,  the  local 
company  of  the  National  Guard,  a  uniformed 
rank  of  local  knights,  the  council,  and  others  in 
autos  and  carriages.  Prizes  are  given  for  the 
best  decorated  motor,  business  float,  and 
farmer's  rig.  Many  of  the  latter  are  decorated 
in  natural  flowers  and  grains.  One  especially 
that  you  could  not  help  but  admire  is  covered 
with  cattail  rushes  and  pond  lilies. 

And  after  the  parade  comes  the  picnic  on  the 
fair  ground.  You  have  gone  to  many  a  picnic 
where  there  was  a  mad  scramble  for  a  place  on 
the  boat,  and  a  still  wilder  one  for  a  bench  on 
the  picnic  ground.  But  here  you  saw  none  of 
that.  Each  family  party  had  its  own  circle. 
There  were  no  benches  or  tables — ^just  a  cloth 
spread  on  the  ground.'  But  such  a  lunch! 
Fried  chicken  bom  since  Memorial  day.    Hard 


"Abunoh  d1  wmcKUnc.  grnnUnc  DO'ken." 

boiled  eggs  not  twenty-four  hours  old.  Layer 
cakes  with  frosting  mountain  high.  Lemonade 
and  new  sweet  cider  to  drink.  And  pie — oh, 
how  your  mouth  does  water !  Here  and  there 
you  will  see  perhaps  a  few  watermelons,  but 
whether  it  be  melon  or  pickles,  bread  or  cake, 
you  may  rest  assured  that  it  is  fresh  and  good 
— better  than  you  ever  imagined  existed. 

Then  when  all  have  stuffed  to  capacity  the 
sports  begin.  Two  teams  of  farmer  boys  are 
settling  up  old  scores  at  baseball,  while  their 
fathers  wager  cigars  and  even  a  furtive  quarter 
or  so  on  the  races. 
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Pleasure  and  fun  there  are  for  all,  whether 
it  be  the  blase  city  man  or  the  small  country 
boy,  whether  it  be  the  city  matron  in  her 
luxurious  touring  car,  or  the  mother  from  the 
country  whose  son  has  just  won  the  race  for 
farm-bred  colts.  And  as  the  afternoon  sun 
begins  to  wane,  and  the  crowd  melts  away,  you 
ask  yourself:  Where  was  there  ever  another 
picnic  like  this?  Where  have  people  mingled 
before  in  such  good  fellowship  and  concord  as 

O'  ^y  •       <'qjj^  home''  pleasures. 

On  the  next  day  you  go  fishing  perhaps,  and 
the  husky  blue  gill,  or  maybe  a  river  bass,  gives 
you  a  taste  of  what  fight  and  fish  really  are. 
There  comes  a  rainy  day,  but  that  is  small  loss 
to  you.  Into  the  library  you  go  until  the  rain 
ceases.  You  have  seen  pictures  of  old-fash- 
ioned fireplaces?  Well,  picture  one  like  some 
of  these  made  of  rough  field  stones,  with  books 
piled  high  on  either  side  of  the  room.  Start  a 
brush  fire  in  the  fireplace,  and  see  if  you  will 
change  places  with  any  of  your  friends  who 
have  gone  to  any  of  the  so-called  summer  re- 
sorts ? 

And  thus  you  while  away  your  vacation. 
You  are  up  with  the  sun.  You  go  fishing  two 
or  three  times,  or  go  down  to  the  same  old 
swimming  hole  you  frequented  twenty  years 
before.    At  night  you  hitch  up  and  go  to  town. 


Perhaps  it  is  "band  night,"  and  you  meet  the 
boys  and  girls  you  used  to  know.  They  are 
boys  and  girls  no  longer.  Many  of  them  are  in 
business.  Many  are  "Mrs."  instead  of  "Miss," 
but  once  again  you  hear  the  old  stories — ^hear 
again  of  old  friends.  You  learn  that  "Bill" 
and  "Dutch"  are  out  west,  that  "Pink"  went 
to  Florida,  and  that  such  and  such  a  girl  has 
gone  on  the  stage. 

And  then  comes  that  day  when  you  know 
you  must  cut  loose.  How  you  hate  the  thought 
of  giving  up  the  peace  and  quiet,  the  bounteous 
living,  and  again  lock  horns  with  other  fellows 
and  join  in  the  endless  routine  of  business! 

BACK  again! 

But  you  are  back  again.  How  close  and 
stuffy  you  feel  in  the  city !  How  narrow  are 
the  streets !  How  shut  in  are  the  rooms !  But 
as  you  stretch  and  pull  yourself  to  your  full 
height  you  feel  the  better  for  those  few  days 
in  the  open.  You  feel  equipped  to  withstand 
the  buffets  of  fate,  knowing  that  somewhere 
there  are  green  fields  and  cool  breezes  and  big- 
hearted,  generous  people — people  always  wait- 
ing to  welcome  you  back,  to  make  you  once 
again  the  man  you  were,  to  bring  the  tan  of 
health  to  your  cheeks,  and  to  renew  that  con- 
tentment of  mind  which  is  the  chief  jpy  of  the 
strong  and  vigorous  man. 


THE  FUTURE  OF  MEDICINE  AND  PHARMACY. 

An  laterestlaii  Predlotloa  of  Glian|{es  by  a  Pharmaoeotloal  Philosopher — Both  Doctor  aad 

Drotftflst  will  be  Eatfatfed  la  Preveatlatf  lastead  of  Corlatf  Disease,  aad  Their 

Occopatloas  will  Be  Radically  Dlffereat  from  the  Preseat. 

By  WILLIAM  O.  TOPLIS.* 


The  year  eighteen  hundred  and  eighty-one  is 
destined  to  become  known  in  medical  and 
pharmaceutical  history  as  the  beginning  of  the 
most  revolutionary  epoch  in  all  of  the  experi- 
ence of  those  branches  of  endeavor. 

That  year  brought  forth  a  discovery  the 
importance  of  which  is  not  yet  generally  recog- 
nized. Not  alone  is  it  concerned  with  medicine 
and  pharmacy,  but  it  has  performed  a  most 
important  service  in  engineering  projects  of 
world-wide  importance.     It  may  be  truthfully 

♦Read  at  the  1912  meeting  of  the  Pennsylvania  State 
Pharmaceutical  Association,  and  especially  communicated 
to  the  Bulletin  of  Pharmacy. 


said  that  this  discovery  and  those  it  led  up  to 
made  possible  the  building  of  the  Panama 
canal. 

It  was  a  most  important  factor  in  bringing 
victory  to  Japan  and  defeat  to  Russia. 

It  is  banishing  pestilence  from  its  breeding 
places  everywhere,  and  no  department  of  life, 
either  animal  or  vegetable,  is  beyond  its  influ- 
ence. It  has  placed  the  practice  of  medicine 
upon  a  scientific  basis,  and  inaugurated  the  era 
of  preventive  medicine.  The  day  of  curative 
measures,  with  which  we  are  most  familiar,  is 
passing.  In  most  of  the  cities  and  large  com- 
munities of  the  world  public  hygiene  has  be- 
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come  a  very  important  department  of  govern- 
ment. Observe  our  own  city  of  Philadelphia. 
We  have  there  the  largest  water  purification 
plant  in  existence.  Its  effect  in  that  city  is  to 
reduce  the  number  of  typhoid-fever  cases 
eighty  per  cent  of  the  former  total,  and  per- 
haps one  hundred  per  cent  of  the  water-borne 
typhoid,  peculiar  to  the  Philadelphia  water- 
supply.  A  case  of  typhoid  fever  commonly 
runs  three  months.  In  money  it  is  worth 
from  fifty  to  one  hundred  dollars  to  the  attend- 
ing physician,  perhaps  half  of  that  to  the 
druggist. 

CONTROLLING  GERM  DISEASES. 

A  similar  change  has  taken  place  in  diph- 
theria. Antitoxin  and  treatment  are  supplied 
to  the  patient  at  the  expense  of  the  communities 
in  by  far  the  greater  number  of  cases. 

Smallpox  is  practically  unknown  for  similar 
reasons. 

Bacterins  and  phylacogens  as  prophylactic 
and  curative  measures  against  typhoid,  and  a 
number  of  other  diseases,  are  coming  into  in- 
creased usefulijess. 

Chemotherapy.  The  latest  advance  has 
done  astounding  things.  With  one  treatment 
of  "606,"  salvarsan,  specific  disease  disappears, 
often  returning  no  more. 

Much  is  promised  from  the  same  source  in 
the  eradication  of  cancer. 

Leprosy,  incurable  from  remote  antiquity, 
seems  about  to  succumb  to  the  new  enlighten- 
ment. 

The  extermination  of  tuberculosis  is  within 
hailing  distance.  And  so  it  goes  through  the 
whole  category  of  ills  that  plagued  the  people, 
unrestrained,  less  than  thirty  years  ago. 

PROPHYLAXIS  AND  PHARMACY. 

The  transcendental  discovery  by  Dr.  Koch 
that  has  made  possible  all  of  these  wonders 
and  many  others  besides,  and  others  yet  to 
come,  is  the  simple  fact  that  microscopic 
organisms  grow  in  pure  culture,  upon  a  piece 
of  boiled  potato.  This  is  the  comer-stone 
upon  which  has  been  built  the  whole  science  of 
modem  bacteriology.  With  these  facts  con- 
fronting us  and  others  of  a  like  nature  to 
follow,  we  naturally  turn  to  inquire  what 
effect  these  changes  are  likely  to  exert  upon 
the  practice  of  pharmacy. 

Every  pharmacist  has  observed  the  greatly 
increased  development  of  the  commercial  side 
of  the  drug  business  as  compared  with   its 


scientific  side,  which  rather  seems  to  be  ac- 
corded a  secondary  place  in  the  conduct  of  its 
affairs,  regardless  of  the  fact  that  this  feature 
is  the  one  that  gives  it  character,  and  the  only 
one  that  distinguishes  it  from  ordinary  mer- 
chandising. 

Thirty  years  ago  the  physicians  whom  we 
knew  were  high-minded,  dignified  gentlemen. 
They  held  the  ethics  of  their  profession  in 
such  esteem  that  they  scorned  to  violate  them. 
We  could  not  imagine  any  of  them  passing  out 
a  handful  of  tablets  to  an  office  patient  for  a 
fifty-cent  fee.  And  yet  the  man  of  to-day 
who  practices  medicine  under  such  conditions 
is  to  be  condemned  no  more  than  his  prede- 
cessors are  to  be  commended,  because  each  of 
them  is  a  product  of  the  conditions  of  his  day. 
Truly  the  change  is  to  be  deplored,  and  the 
remedy  is  not  yet  ready.  Thus  we  have  a 
dreary  spectacle,  the  most  noble  calling  on 
God's  green  footstool  degraded,  through  its 
commercial  side,  into  a  mad  competition  for 
existence.  There  are  some  other  causes  beside 
those  noted  that  contribute  to  the  same  effect, 
such  as  the  increased  numbers  of  individuals 
in  both  medicine  and  pharmacy.  The  later 
causes,  however,  are  self-limiting  and  not 
necessarily  fatal  to  the  calling  as  a  business 
proposition,  whereas  with  preventive  measures 
well  established  it  is  plain  to  all  that  both  the 
practice  of  medicine  and  pharmacy  as  now 
conducted  come  to  their  end. 

NEW  ORDER  OF  THINGS. 

This  does  not  mean  that  both  doctors  and 
druggists  will  disappear  completely,  but  it  cer- 
tainly means  that  a  new  order  of  things  is 
upon  the  threshold. 

This  is  the  year  nineteen  hundred  and 
twelve. 

.  Between  the  years  1922  and  1932  we  may 
expect  to  have  established  a  National  Board  of 
Health,  with  a  chief  officer  in  the  cabinet  and 
an  organization  similar  to  that  of  the  army. 
Thus  every  physician  and  every  pharmacist 
will  be  an  officer  of  the  United  States  govern- 
ment. Under  the  new  order,  those  physicians 
who  remain  in  the  office  awaiting  the  call  of 
the  sick  will  be  comparatively  few  in  number. 
The  remainder  will  be  out  in  the  broad  domain 
of  practical  hygiene.  Every  factory,  farm, 
field,  forest,  stream,  mine,  and  what-not  will 
then  come  under  the  watchful  eye  of  this  new 
army.     With  all  of  the  wisdom  of  science  it 
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will  guard  the  health  of  the  country,  if  any- 
thing, more  jealously  than  it  guards  against 
foreign  foes.  Every  occupational  disease  will 
be  banished;  every  case  of  communicable  dis- 
ease will  be  promptly  isolated. 

WHERE   DOCTORS    AND   DRUGGISTS    COME    IN. 

The  men  who  are  to  perform  this  service 
will  be  the  doctors  and  druggists  of  to-day  who 
survive  at  that  time,  together  with  those  who 
shall  be  hereafter  graduated  in  those  profes- 
sions. Not  that  all  of  these  men  are  at  present 
fitted  for  this  work,  but  their  training  and 
experience  make  them  the  most  available. 
They  will,  however,  be  subject  to  periodic 
examinations  that  shall  determine  their  ad- 
vance and  pay,  and  each  one  will  graduate  into 
the  place  that  best  suits  his  capacity. 

The  pay  of  these  men  will  be  suited  to  the 
dignity  of  their  calling,  certainly  not  less  than 
that  of  a  lieutenant  in  the  United  States  army. 


Under  this  new  order  the  people  will  receive 
their  medicine  and  medical  treatment  upon  the 
same  plan  that  they  now  receive  their  public 
school  education. 

To  the  incredulous  it  may  be  said  that  the 
people  of  Philadelphia  alone  spend  annually 
fifteen  million  dollars  for  medical  treatment 
and  medicine.  Under  the  new  system  the  cost 
would  be  less  than  half  of  that  sum,  and  the 
people  would  receive  better  attention  than  at 
present. 

Schools  of  medicine  and  pharmacy  will  be 
government  institutions  as  are  West  Point  and 
Annapolis,  and  their  various  laboratories  will 
be  the  main  centers  from  which  the  operations 
of  this  hygienic  army  will  be  directed. 

To  the  incredulous,  again,  it  may  be  said, 
these  conditions  are  coming  not  because  they 
are  being  sought,  nor  even  desired,  but  they 
will  be  thrust  upon  us  through  the  force  of 
economic  necessity. 
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The   Tenth   of  a   Series   of  Special   Articles— Tmaaes  are  this  Dm^lst's  Specialty— The 
Selection  of  an  Instrament — How  to  Fit  It  Properly— Both  the  Commercial 

and  Scientific  Phases  of  the  Work  Dlscnssed. 

By  E.  C  REYNOLDS. 

lola,  Kansas. 


One  of  the  things  that  made  the  greatest 
impression  on  us  in  selling  trusses  was  the  re- 
mark of  a  great  many  truss  wearers :  "I  pur- 
chased my  last  truss  from (mentioning 

a  competitor),  and  it  did  not  prove  satisfac- 
tory ;  so  I  thought  I'd  go  somewhere  else  this 
time  and  see  if  I  could  not  get  a  better  fit.*' 
That  remark  did  not  impress  me  so  much  at 
first,  but  continual  repetition  had  its  effect. 
The  result  was  that  I  concluded  that  none  of  us 
were  furnishing  the  proper  truss  for  a  given 
hernia  in  the  great  majority  of  the  cases. 

If  we  failed  several  times  out  of  ten  to  fur- 
nish the  correct  size,  style,  or  shape  of  pad,  or 
if  we  had  sold  an  elastic  web  truss  when  a 
spring  truss  would  have  given  better  satisfac- 
tion, there  must  certainly  be  some  reason  for 
it.  It  became  our  duty,  then,  not  only  to  our 
customer,  but  to  ourselves  as  well,  to  learn  the 
causes  of  the  more  common  errors  and,  if  pos- 
sible, to  avoid  them. 


DIFFERENT  KINDS  OF  HERNIA. 

Obviously,  all  hernias  were  not  identical.  It 
was  equally  obvious  that  the  same  truss  would 
not  fit  all  kinds  of  rupture.  All  trusses  were 
not  alike.  Therefore,  a  given  hernia  could  not 
be  held  by  any  style  of  trusses.  The  conditions 
under  which  they  were  worn  varied.  Smelter 
workers  and  acid  plant  workers  on  account  of 
the  acid  vapors  in  which  they  labored  could 
get  better  results  from  a  truss  in  which  there 
was  no  rubber,  or  at  least  the  minimum 
amount  of  rubber.  This  was  true,  too,  of 
workers  in  cement  factories  who  were  exposed 
to  heat  and  chemicals.  Those  whose  habits 
were  to  a  large  degree  sedentary  and  whose 
occupations  demanded  the  maximum  amount 
of  comfort  might  better  be  fitted  with  an  elas- 
tic truss  of  some  good  make. 

Again,  the  proper  pad  should  be  selected. 
Customers  have  appeared  before  us  with  pads 
made  of  old  buttons,  these  sometimes  project- 
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ing  into  the  very  aperture  in  the  abdominal 
wall.  Others  have  worn  water  pads  until  the 
water  was  completely  exhausted,  the  metal 
parts  of  the  fittings  making  a  protuberance  in 
the  pad  that  served  to  hold  open  and  enlarge 
the  aperture.  This,  of  course,  causes  a  more 
rapid  enlargement  than  if  no  truss  were  worn. 
Certainly  a  water  pad  was  not  what  these 
persons  should  have  had.  Neglect  of  the  pad 
had  in  these  cases  not  only  failed  to  give  them 
the  relief  they  sought  but  had  positively  de- 
stroyed all  chance  of  a  cure  by  irritation 
which  sometimes  takes  place  in  the  earlier 
stages.  In  short,  an  ill  fitting  truss  clearly  does 
more  harm  than  good. 

THREE   IMPORTANT   CONSIDERATIONS. 

Three  things  then  stood  out  quite  clearly. 
We  must  get  a  good  general  idea  of  hernias, 
their  varieties  and  extent.  We  must  select 
trusses  to  fit  each  variety,  or  at  least  come 
nearer  to  fitting  the  different  kinds  of  rup- 
ture. Lastly,  we  must  always  instruct  the 
wearer  as  to  the  proper  application  and  use  of 
the  truss. 

We  find  two  varieties  of  hernias,  inguinal 
and  umbilical.  These  are  about  the  only  ones 
met  with  in  our  line,  the  inguinal  constituting 
by  far  the  greatest  number  of  the  cases.  As  a 
hernia  is  said  to  be  a  protrusion  of  a  viscus 
from  the  confines  of  its  natural  cavity,  it  will 
be  seen  that  one  might  occur  at  various  .points 
and  from  various  reasons.  Of  the  umbilical 
hernias  we  have  little  to  say.  We  do  not  meet 
with  them  often  in  the  drug  business.  They 
occur  usually  in  the  new-born,  and  arc  nearly 
always  under  the  care  of  the  attending  phy- 
sician, by  whom  proper  measures  for  their 
relief  are  taken. 

Umbilical  hernias  in  adults  are  compara- 
tively rare,  although  I  have  seen  several.  From 
my  observation  these  occur  mostly  in  men  and 
are  nearly  always  produced  by  the  strain  of 
heavy  lifting.  One  occurring  in  a  man  who 
was  a  house  mover  by  occupation  grew  to 
quite  a  large  size  in  a  period  of  two  years  be- 
fore he  would  provide  himself  with  a  proper 
truss.  We  carry  only  a  small  stock  of  trusses 
for  umbilical  hernia,  preferring  to  order  them 
direct  as  needed. 

I  do  not  believe  it  within  the  province  of 
this  paper  to  cover  causes  and  locations  of 
hernia  except  for  the  purpose  of  applying 
trusses.  For  this  purpose  I  invariably  ex- 
amine the  customer,  inquire  into  his  occupa- 


tion, and  then  feel  myself  in  a  position  to  offer 
advice  as  to  the  kind  of  truss  that  should  be 
worn. 

SELECTING  A  TRUSS. 

For  a  simple  oblique  inguinal  hernia  where 
there  is  but  a  small  opening  that  can  be  closed 
by  an  ordinary  pad,  we  prefer  one  of  the  better 
grades  of  elastic  truss.  Should  the  hernia  be 
of  unusual  size,  filling  the  inguinal  canal  and 
threatening  the  external  abdominal  ring,  or  if 
it  has  already  progressed  to  the  stage  of  scrotal 
hernia,  we  endeavor  to  sell  the  special  pad  de- 
signed for  scrotal  hernias.  This  pad  is  also 
used  exclusively  by  me  for  direct  inguinal 
hernia  as  I  find  the  large  pad  and  the  padded 
jock  strap  to  be  of  inestimable  service  in  re- 
taining the  viscus  within  the  abdominal  walls. 
And  while  the  smaller  pad  may  suffice,  the 
larger  one  is  more  certain,  under  all  conditions, 
to  give  the  best  results. 

We  give  decided  preference  to  the  elastic 
web  truss  over  any  spring  truss  which  makes 
pressure  over  the  course  of  the  sciatic  nerve. 
The  reason  for  this  lies  in  the  fact  that 
pressure  impairs  nutrition  with  the  result  that 
the  nerve  is  not  nourished  sufficiently  to  prop- 
erly withstand  the  effects  of  exposure  to  cold 
and  wet,  thus  giving  rise  to  inflammation  or 
"sciatica"  in  wearers  of  trusses.  The  elastic 
truss  then  is  best  for  riders,  drivers,  farmers 
and  those  of  sedentary  habits  who  require  tlie 
maximum  amount  of  comfort. 

Spring  trusses  with  hard-rubber  pads  are 
desirable  for  acid  workers,  smelter  employees, 
street-car  workers,  and  men  in  similar  voca- 
tions. Well  fitted,  they  give  all-round  satisfac- 
tion and  outlast  the  elastic  truss. 

Extreme  caution  should  be  exercised  to  see 
that  all  hernias  are  reduced  before  trusses  are 
fitted. 

ADVERTISING  TRUSSES. 

For  advertising  we  use  first  of  all  our  win- 
dows, the  druggist's  best  advertising  medium. 
Next  I  should  mention  show-case  exhibits  and 
counter  wrappers.  Once  in  a  while  an  ad.  in 
the  local  paper  is  desirable  with  such  phrases 
as  "Trusses  accurately  fitted,"  and  "We  guar- 
antee our  trusses  to  give  satisfaction  when 
properly  fitted." 

As  to  prices  we  get  from  one  dollar  and  fifty 
cents  to  seven  dollars,  depending  on  the  truss 
and  whether  we  actually  fit  it.  I  have  refrained 
from  mentioning  any  manufacturer's  name  but 
will  gladly  give  any  information  desired.  We 
have  built  up  a  nice  business  in  this  profitable 
line  and  feel  that  the  time  was  well  spent. 


A  "SOUVENIR  OPENING"  AS  A  TRADE- WINNER. 


To  increase  one's  business  fivefold  in  five 
years,  by  the  simple  expedient  of  holding  a 
"souvenir  opening"  on  the  first  Saturday  in 
April  each  year,  is  the  remarkable  achievement 
of  Geo,  A.  Quimby,  known  as  the  "Yellow 
Front"  druggist  of  Laconia,  N.  H. 

Some  ten  years  ago  Mr.  Quimby  bought  a 
run-down  drug  store  in  Laconia,  a  town  of 
10,000  inhabitants.  To-day,  due  to  his  enter- 
prise, it  is  considered  the  best  equipped  and 
most  successful  store  in  the  city. 

Price  cutting  or  other  unfair  methods  have 


gentlemen  receive  a  sample  bottle,  10-cent 
size,  of  Welch's  Grape  Juice,  Root  beer  is 
served  free  at  the  soda  fountain.  In  the  even- 
ing I  have  an  orchestra  play,  and  this  feature 
certainly  draws  a  crowd  both  into  and  around 
the  store. 

"Over  3000  people  came  into  the  store  on 
Saturday,  April  6,  1913.  Almost  every  one 
made  a  purchase.  Thus  the  increased  expenses 
of  the  day  were  small  owing  to  the  increased 
sales.  At  the  same  time  I  noted  many  new 
faces  and  had  a  pleasant  chat  with  many  old 
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played  no  part  in  Mr.  Quiniby's  legitimate  suc- 
cess.   He  says: 

"I  have  worked  on  the  theory  that  if  I 
could  once  get  the  people  into  my  store,  I 
would  stand  a  good  chance  of  having  them 
come  back  again.  With  this  object  in  view,  I 
inaugurated  my  opening  souvenir  day. 

"In  preparation  for  this  day,  I  have  made 
up  a  number  of  'gift  packages,'  which  contain 
free  samples  of  soap,  perfumery,  etc.,  which 
are  supplied  by  the  manufacturers.  I  also  put 
in  a  supply  of  carnations,  one  of  which  I  give 
to  every  lady  who  comes  Into  the  store.    The 


residents  who  had  never  been  in  my  store  be- 
fore. 

"I  believe  the  time  to  advertise  is  all  the 
lime!  Putting  this  maxim  into  practice  I  use 
the  local  papers  continuously.  I  mail  a  monthly 
bulletin  to  old  and  prospective  customers  under 
a  red  stamp.  My  show  windows  are  never 
neglected  and  ray  yellow  sign  boards  may  be 
read  for  many  miles  along  the  State  highway. 
This  advertising  is  sure  to  attract  newcomers 
to  my  store. 

"To  hold  this  new  trade  I  provide  plenty  of 
carefully  chosen  clerks,  which  insures  prompt 
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and  courteous  service,  and  I  maintain  a  lar^e, 
fresh  stock  at  all  times." 

Any  druggist  in  a  small  town  cannot  do 
better  than  adopt  Mr.  Quimby's  methods.  A 
short  time  ago  he  was  a  clerk  in  a  small  store. 


He  now  owns  a  large  store  of  his  own,  a  fine 
residence,  an  automobile,  and  a  motor  boat — 
everything  in  fact  which  marks  the  successful 
and  prosperous  business  man. 
His  methods  have  made  good. 


WHAT  THE  A.  PH.  A.  STANDS  FOR.'' 

The  One  Broad  Association  which   Represents   Pharmacy  In  All  Its  Branches — Its  Sixty 

Years  of  Reform  Work  In  Edncatlon.  Organization,  and  Le|{lslatlon — What  It  has 

Sontfht  to  do  In  the  Past,  and  What  It  Seeks  to  do  In  the  Fntnre. 

By  JAMES  H.  BEAL, 

0«attff«l  Smcfimry  of  th«  Amttricaa  Pharaiaosvtleal  AaaocUitlon 

And  Editor  of  tho  official  Jonraal. 


Mr.  President,  Ladies  and  Gentlemen :  It  is 
my  pleasant  privilege  to  bring  to  you  the  greet- 
ings and  good  wishes  of  the  American  Phar- 
maceutical Association. 

Ours  is  the  oldest,  and  I  believe  yours  is  the 
next  oldest,  national  organization  in  American 
pharmacy,  and  during  the  many  years  of  their 
contemporaneous  existence  the  relations  be- 
tMreen  the  two  societies  have  been  mutually 
cordial  and  mutually  beneficial. 

Your  society  has  for  its  chief  end  the  ad- 
vancement of  the  interests  of  that  branch  of 
the  drug  trade  which  gathers  its  supplies  in  a 
large  way  from  the  many  original  sources  of 
production  and  again  distributes  them  in  in- 
numerable directions  to  those  immediately  con- 
cerned in  their  final  delivery  to  the  ultimate 
consumer. 

To  a  considerable  degree  you  supply  the 
capital  which  enables  the  original  producer  to 
manufacture  in  large  and  economical  quanti- 
ties, while  for  the  retailer  you  furnish  an  im- 
mediate source  of  supply  for  the  thousands  of 
items  which  he  could  otherwise  obtain  only  at 
greatly  multiplied  inconvenience  and  expense. 
The  business  of  the  wholesaler  is  a  proper  and 
necessary  one,  and  if  carried  on  with  due  re- 
gard for  the  welfare  of  the  retailer  who  acts  as 
the  last  link  in  the  chain  of  distribution,  is  a 
wholesome  function  that  makes  for  economy 
and  speed  in  the  supply  of  those  agents  which 
arc  required  for  the  alleviation  of  disease. 

*An  address  read  before  the  thirty-eighth  annual 
convention  of  the  National  Wholesale  Druggists'  Asso- 
ciation, held  in  Milwaukee,  Wis.,  October,  1912. 


THE  CENTRAL  IDEA  OF  THE  A.  PH.  A. 

While  yours  is  an  association  that  seeks  the 
good  of  a  special  division  of  the  drug  trade, 
ours  is  one  that  strives  to  advance  the  interests 
of  all  who  arc  engaged  in  any  line  of  pharma- 
ceutical work.  The  American  Pharmaceutical 
Association  recognizes  pharmacy  as  a  whole, 
as  an  aggregate  of  closely  associated  employ- 
ments, and  it  aims  to  represent  the  collective 
interests  of  this  aggregate. 

This  is  its  central  idea,  and  the  excuse  and 
reason  for  its  existence — the  recognition  of 
pharmacy  in  its  entirety  as  one  of  the  grand 
divisions  of  human  activity. 

The  special  organizations  of  pharmacy  exist 
— and  properly  so — to  conserve  the  special  in- 
terests of  the  respective  branches  of  the  trade 
from  which  they  derive  their  membership. 
The  American  Pharmaceutical  Association  ex- 
ists to  conserve  the  common  interest,  and  to 
afford  representation  to  every  division  of  phar- 
macy and  to  every  individual  engaged  in  any 
branch  of  pharmaceutical  work. 

When  a  man  comes  to  the  A.  Ph.  A.  he  is 
not  asked  whether  he  is  manufacturer,  whole- 
saler, teacher  or  retailer,  whether  he  is  em- 
ployer or  employee.  It  is  the  value  of  what  he 
has  to  say  and  not  his  commercial  rating  that 
determines  the  character  of  his  reception.  If 
the  message  is  a  valuable  one  it  will  be  listened 
to  as  readily  whea  it  comes  from  the  humblest 
member  of  the  household  of  pharmacy  as  if  it 
came  from  the  head  of  the  largest  manufactur- 
ing establishment. 

The  American  Pharmaceutical  Association 
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believes  that  the  interests  of  the  several 
branches  of  the  drug  trade  are  so  interrelated 
and  so  interwoven  with  each  other  that  what- 
ever operates  to  the  advantage  or  disadvantage 
of  one  will  ultimately  operate  to  the  advantage 
or  disadvantage  of  all.  While  it  concedes  that 
the  several  branches  of  pharmacy  have  special 
interests  of  their  own,  it  does  not  admit  that 
the  true  conservation  of  these  interests  requires 
or  justifies  the  invasion  or  destruction  of  the 
just  rights  of  the  allied  branches.  It  believes 
that  when  any  one  division  of  the  drug  trade 
deliberately  and  selfishly  seeks  its  own  ad- 
vantage at  the  expense  of  the  just  rights  of  the 
others  it  will  provoke  such  reprisals  from  the 
branches  discriminated  against  as  will  more 
than  offset  the  temporary  profit  arising  out  of 
the  unfair  practice.  The  A.  Ph.  A.  stands 
squarely  upon  the  general  proposition  that  the 
condition  for  which  all  should  strive  should  be 
such  an  adjustment  of  trade  and  professional 
relations  as  would  bring  a  due  proportion  of 
prosperity  and  a  fair  measure  of  reward  to 
every  honestly  conducted  drug  enterprise.  In 
short,  it  stands  for  that  policy  which  is  best 
calculated  to  bring  the  greatest  measure  of 
honestly  and  fairly  gained  prosperity  to  every 
individual  connected  with  any  and  every 
branch  of  the  legitimate  drug  trade. 

THE  A.   PH.   A.    PROGRAMME  OF  PROGRESS  AND 

REFORM. 

The  A.  Ph.  A.  is  an  ethical  organization  and 
stands  uncompromisingly  for  the  conduct  of 
the  drug  trade  upon  a  high  moral  plane.  Its 
first  meeting  at  the  New  York  College  of 
Pharmacy,  in  1851,  was  called  for  the  con- 
sideration of  legislation  designed  to  restrict 
the  adulteration  of  drugs  and  to  demand  the 
better  enforcement  of  the  Federal  law  against 
the  importation  and  sale  of  spurious  or  inferior 
articles  of  materia  medica.  This  was  the  first 
organized  movement  in  this  country  against 
the  misbranding  and  sophistication  of  drugs 
and  medicines,  and  the  association  has  ever 
since  been  in  the  forefront  of  the  movement 
which  culminated  in  the  Food  and  Drugs  Act 
of  1906,  and  in  similar  acts  in  the  various 
States. 

Thus  the  first  great  plank  in  the  A.  Ph.  A. 
platform  was  legislation  and  its  efficient  en- 
forcement— not  legislation  which  meant  merely 
increased  profits  to  the  pharmacist,  but  legisla- 
tion for  the  general  public  good. 


At  its  second  meeting  in  1852  it  added  the 
subjects  of  education  and  organization  to  its 
programme  of  reform,  and  in  the  advocacy  of 
these  it  was  and  has  been  as  unselfish  as  it  has 
been  in  its  attitude  toward  legislation.  It  has 
sought  the  benefit  of  all  rather  than  the  special 
profit  of  a  single  class  of  individuals.  Al- 
though the  earlier  meetings  consisted  largely 
of  men  connected  with  the  colleges  of  phar- 
macy, the  association  adopted  resolutions  urg- 
ing the  creation  of  other  colleges  in  cities 
where  they  could  be  properly  supported. 
Neither  has  it  sought  to  draw  all  pharmacists 
into  its  own  membership,  but  rather  to  pro- 
mote the  organization  of  pharmacists  as  a  gen- 
eral plan  of  progress,  and  has  constantly 
urged  the  establishment  of  associations  in 
every  city  and  State,  and  it  is  largely  as  a  re- 
sult of  this  policy  that  practically  every  politi- 
cal division  of  the  country  and  every  branch 
of  pharmacy  now  has  its  own  representative 
society. 

Thus  for  more  than  60  years  the  key-note  of 
A.  Ph.  A.  activity  has  been  education,  organi- 
zation and  legislation — not  in  a  selfish,  narrow 
and  small  way,  but  for  the  general  good  of 
the  whole  of  pharmacy,  and  for  the  general 
good  of  humanity. 

It  is  upon  these  broad  and  liberal  lines  tliat 
it  expects  the  cordial  support  alike  of  the  man- 
ufacturing and  wholesale  pharmacist,  of  the  . 
retailer  and  his  employee,  of  the  educator  and 
the  members  of  the  boards  of  pharmacy,  and 
of  every  one  connected  with  the  business  of 
supplying  medicinal  agents.  And  it  believes 
also  that  its  broad  and  humanitarian  policy  en- 
titles it  to  the  respect  and  gratitude  of  the 
medical  profession  and  of  the  American  public. 

THE  A.  PH.  A.  BOTH  PROGRESSIVE  AND 
CONSERVATIVE. 

In  its  attitude  toward  reformatory  measures 
it  has  been  at  once  both  progressive  and  con- 
servative. It  has  been  progressive  enough  to 
grant  a  full  and  impartial  hearing  to  new  doc- 
trines, but  it  has  been  conservative  enough  to 
refuse  them  indorsement  until  their  value  has 
been  plain.  It  is  willing  that  new  things  shall 
be  proposed  and  tested,  but  it  insists  upon  hold- 
ing fast  to  that  which  has  been  proved  to  be 
good. 

If  I  have  interpreted  the  spirit  of  its  policy 
aright  it  is  to  the  effect  that  improvement  in 
pharmacy  must  come  through  slow  and  pa- 
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tient  evolution— evolution  guided  by  careful 
thought  and  foresight — and  not  through  sud- 
den and  drastic  revolution. 

This  attitude  has  at  times  brought  criticism 
from  those  who  have  been  anxious  to  commit 
the  association  to  the  support  of  some  lately 
invented  panacea  for  pharmaceutical  ills,  but 
subsequent  results  have  usually  shown  that  the 
association  was  wise  in  its  conservatism,  and 
prudent  in  refusing  to  be  stampeded  in  favor 
of  more  or  less  revolutionary  policies.  Most 
of  the  doctrines  to  which  it  has  refused  its  as- 
sent are  now  known  only  to  those  who  are 
curious  in  historical  matters,  while  those  which 
have  had  its  approval  are  still  active  and  vital 
elements  in  the  accepted  programme  of  pro- 
gress and  reform. 

THE  ETHICAL  ATTITUDE  OF  THE  A.  PH.  A. 

The  A.  Ph.  A.  has  sometimes  been  re- 
proached for  being  hyper-ethical,  and  as  pre- 
ferring ethical  ideals  to  the  commercial  pros- 
perity of  the  druggist. 

This  assertion,  in  so  far  as  it  constitutes  a 
charge  that  the  A.  Ph.  A.  has  always  preferred 
the  good  name  of  pharmacy  to  the  profit  that 
might  be  gained  at  the  sacrifice  of  principle,  is 
correct.  It  is  this  that  has  led  the  association 
throughout  its  existence  to  demand  without 
ceasing  the  enactment  and  enforcement  of 
comprehensive  and  efficient  laws  against  adul- 
teration and  misbranding,  and  for  greater 
restrictions  in  the  sale  and  use  of  poisonous 
and  habit-forming  drugs.  It  is  this  which  has 
inspired  its  struggle,  in  the  face  of  strong  op- 
position, for  the  higher  education  of  pharma- 
cists, and  for  the  surrounding  of  the  practice 
of  pharmacy  with  restrictions  that  will  ef- 
ficiently safeguard  the  public  welfare.  It  is 
this  which  has  inspired  its  opposition  to  fraud 
and  quackery  in  medicine,  and  its  60  years  of 
propaganda  for  rational  and  ethical  prescrib- 
ing and  compounding. 

It  was  charged  with  being  hyper-ethical  in 
its  constant  protest  against  the  excessive  mul- 
tiplication of  proprietary  medicines  and 
against  the  flood  of  new  and  unproved  syn- 
thetic preparations,  but  it  has  lived  to  see  the 
day  when  this  once  derided  doctrine  is  being 
invoked  -to  save  both  pharmacy  and  medicine 
from  the  Frankenstein  monster  which  un- 
bridled commercialism  developed. 

It  pleads  guilty  to  being  ethical  and  to  hold- 
ing high  ideals   of  professional  dignity  and 


honor,  but  it  does  not  admit  the  charge  of  be- 
ing visionary  and  impractical.  It  is  not  true 
that  the  A.  Ph.  A.  has  been  opposed  to  the  ex- 
ercise of  sound  commercial  prudence  in  the 
drug  business,  or  that  it  does  not  have  a  sin- 
cere concern  for  the  business  prosperity  of  the 
retail  druggist,  and  from  its  foundation  it  has 
labored  for  the  development  and  exercise  of 
better  business  methods  on  the  part  of  those 
engaged  in  this  branch  of  pharmacy.  The 
great  majority  of  its  members  are  directly  en- 
gaged in  the  dispensing  of  drugs  in  a  retail 
way,  either  as  proprietors  or  as  employees,  and 
it  recognizes  the  plain  fact  that  under  existing 
conditions  it  is  necessary  for  the  druggist  to 
deal  in  many  things  not  described  in  the  Phar- 
macopoeia, and  not  a  part  of  the  materia 
medica.  It  does  not  reproach  him  for  handling 
side-lines,  and  for  other  things  that  he  must 
do  in  order  to  adjust  his  business  to  commer- 
cial conditions  over  which  he  has  no  control, 
but  it  does  insist  that  whether  the  pharmaceu- 
tical end  of  the  drug  store  be  large  or  small  it 
shall  be  conducted  along  clean  and  honest  lines, 
and  it  also  insists  that  ethical  pharmacy  is  the 
essential  nucleus  around  which  the  drug  busi- 
ness, whether  manufacturing,  wholesale  or  re- 
tail, shall  be  built. 

It  admits  and  even  defends  the  right  of  the 
druggist  to  supply  the  ready-made  medicines 
for  which  there  is  a  popular  demand,  but  it 
contends  that  he  should  not  stultify  himself 
by  countenancing  those  that  he  has  reason  to 
believe  are  fraudulent  or  contain  poisonous  or 
habit- forming  drugs  in  dangerous  amount,  and 
it  protests  against  the  folly  of  inviting  the  sup- 
port of  the  physician  and  at  the  same  time 
competing  with  him  by  counter-prescribing 
and  the  active  exploitation  of  remedies  con- 
cerning the  effects  of  which  he  knows  little  or 
nothing. 

It  stands  for  a  degree  of  professional  and 
technical  education  on  the  part  of  the  dis- 
penser of  medicines  that  shall  be  commensur- 
ate with  the  importance  of  that  function.  It 
stands  for  as  high  a  code  of  ethics  in  com- 
mercial transactions  as  in  professional,  and  it 
believes  that  i?o  business  policy  is  sound  that 
does  not  square  with  the  honor  of  a  gentleman 
and  the  duty  of  a  good  citizen. 

It  contends  that  these  are  not  visionary  and 
impractical  doctrines,  but  doctrines  dictated  by 
truly  enlightened  self-interest,  and  that  phar- 
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macy  will  render  itself  the  best  service  by  ad- 
hering to  them. 

TJIE   COMMON  INTEREST  IN   LEGISLATION. 

Nowhere  is  the  common  interest  of  all 
branches  of  pharmacy  more  plainly  apparent 
than  in  matters  of  legislation,  both  State  and 
national. 

While  my  work  has  been  more  closely  allied 
to  the  retail  branch  of  pharmacy  than  to  any 
other,  I  cannot  conceive  of  any  species  of  gen- 
eral legislation  affecting  the  sale  of  drugs  or 
admission  to  the  practice  of  pharmacy  that  is 
not  of  material  concern  to  all.  The  final  result 
of  its  enactment  will  be  either  a  benefit  or  a 
detriment  to  all,  and  our  united  efforts  should, 
therefore,  be  exerted  for  or  against  it. 

We  have  a  common  interest  in  seeking  leg- 
islation that  will  best  promote  the  development 
of  our  art  and  best  protect  the  public  against 
the  sale  of  inferior  drugs  and  fraudulent  nos- 
trums, and  we  have  an  equally  common  inter- 
est in  defeating  the  measures  proposed  by 
grafting  legislators,  or  by  well-meaning  but 
ill-informed  reformers,  which  would  seriously 
hamper  or  even  destroy  legitimate  business 
without  reaching  the  abuses  at  which  they  are 
aimed. 

If  the  latter  class  of  measures  would  ef- 
fectually control  the  sale  of  fraudulent  nos- 
trums and  habit-forming  drugs  we  might  well 
afford  to  submit  to  considerable  inconvenience 
for  the  sake  of  the  general  good,  but  knowing 
as  we  do  that  a  large  proportion  of  this  busi- 
ness is  carried  on  entirely  outside  of  the  recog- 
nized drug  trade,  and  knowing  also  that  such 
laws  would  needlessly  hamper  the  necessary 
and  honest  traffic  in  important  drugs  without 
in  the  least  controlling  the  illegitimate  traffic 
they  are  intended  to  restrain,  then  self-respect 
and  common  prudence  demand  that  we  should 
present  a  united  opposition  to  them. 

But  our  policy  must  not  be  one  of  mere  ne- 
gation. While  opposing  improperly  drafted 
and  ill-advised  legislation,  we  must  be  pre- 
pared to  urge  the  enactment  of  that  which  will 
be  truly  restrictive,  without  being  destructive 
to  legitimate  business  interests. 

Our  policy  must  be  constructive,  it  must  be 
aggressive,  and  it  must  show  beyond  cavil  that 
the  legitimate  drug  interests  of  this  country 
are  sincere  in  their  efforts  to  properly  control 
the  traffic  in  fraudulent  or  dangerous  nos- 
trums, and  the  improper  sale  of  habit-forming 
drugs. 


THE  PROPOSED  LEGISLATIVE  CONFERENCE. 

It  was  this  thought  that  led  the  A.  Ph.  A. 
at  its  sixtieth  annual  convention,  held  at  Den- 
ver in  August  last,  to  adopt  a  series  of  reso- 
lutions calling  for  a  general  legislative  confer- 
ence in  the  following  terms : 

"(1)  That  this  association  hereby  calls  a 
conference  to  be  made  up  of  delegates  from 
the  various  national  pharmaceutical  associa- 
tions to  consider  the  subject  of  legislation, 
both  State  and  national,  in  its  relation  to  phar- 
macy. 

"(2)  That  the  general  secretary  is  in- 
structed to  send  invitations  to  each  of  the  na- 
tional associations  requesting  the  appointment 
of  delegates  to  such  conference. 

"(3)  That  such  conference  shall  be  held  at 
Washington,  D.  C,  some  time  prior  to  Janu- 
ary 1,*  1913. 

"(4)  That  the  temporary  chairman  of  the 
conference  shall  be  appointed  by  the  president 
of  the  American  Pharmaceutical  Association, 
and  the  general  secretary  shall  act  as  tempo- 
rary secretary  of  the  same. 

"(5)  That  such  conference  shall  elect  its 
own  permanent  officers,  and  after  its  organiza- 
tion shall  be  considered  as  representing  all  of 
the  associations  sending  delegates  to  the  same, 
and  shall  not  be  considered  as  being  conducted 
under  the  auspices  of  any  particular  organi- 
zation.'' 

In  taking  the  initiative  in  calling  this  confer- 
ence our  association  was  not  actuated  by  any 
narrow  desire  to  claim  precedence  among 
other  national  organizations,  but  acted  by  vir- 
tue of  the  fact  that  its  membership  includes 
representatives  from  every  branch  of  phar- 
macy, and  from  every  political  division  of  the 
United  States  and  its  foreign  possessions,  and 
by  the  further  fact  that  during  all  the  years  of 
its  existence  it  has  constantly  striven  for  ade- 
quate legislation  regulating  the  sale  of  drugs 
and  the  practice  of  pharmacy. 

The  terms  of  the  resolutions  make  it  plain 
that  the  A.  Ph.  A.  does  not  seek  to  dominate 
the  conference,  and  that  after  it  has  been 
called  to  order  by  its  temporary  chairman  the 
conference  will  become  the  master  of  its  own 
destinies,  and  will  not  be  regarded  as  repre- 
senting any  one  division  of  organized  phar- 
macy more  than  another. 

It  is  our  expectation  and  our  desire  that 
your  association  will  be  represented  in  that 
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conference  by  those  who  will  be  able  to  give  it 
wise  and  prudent  counsel. 

THE  DUTY  OF  PHARMACY  TO  THE  A.  PH.  A. 

Formerly  I  urged  pharmacists  to  become 
members  of  the  A.  Ph.  A.  because  of  the  per- 
sonal advantage  of  membership,  but,  although 
the  value  of  membership  is  greater  than  ever 
before,  I  now  urge  them  mainly  upon  the 
ground  of  their  duty  to  the  calling  which  af- 
fords them  a  livelihood,  and  of  their  duty  to 
the  society  that  for  more  than  three  score 
years  has  been  the  conservator  of  the  best  tra- 
ditions of  pharmacy  and  an  ardent  champion 
of  its  rights. 

Upon  the  same  grounds  I  present  it  as  your 
duty  as  individuals  to  become  members  of  our 


association,  and  thus  strengthen  its  hands  in 
the  efforts  to  realize  its  ideals,  and  show  that 
you,  too,  are  in  sympathy  with  its  work  for 
clean  and  honest  pharmacy,  and  willing  to  con- 
tribute toward  its  attainment.  I  believe  that 
it  is  also  your  duty  to  see  that  the  members  of 
your  respective  scientific  staffs  become  mem- 
bers and  contribute  to  its  proceedings  and  to 
the  columns  of  its  official  organ,  a  publication 
that  does  not  enter  the  field  of  the  independent 
drug  journals,  and  that  endeavors  to  represent 
the  principles  for  which  the  association  stands 
by  accepting  advertisements  for  only  strictly 
ethical  remedies,  and  by  preserving  an  even 
balance  of  judgment  and  standing  for  fair 
play  and  justice  between  all  divisions  of  the 
drug  trade. 


RULES  FOR  DRUG  CLERKS. 


By  O.  P.  HoPHERSON. 
Gloatw.  Hlaa. 


I  have  impressed  certain  rules  upon  all  of 
my  drug  clerks.  Since  a  number  of  other 
druggists  have  asked  me  for  them,  I  submit 
them  for  publication.  They  may  apply  some- 
what to  clerks  in  other  stores  as  well  as  em- 
ployees in  the  pharmacy. 

1.  Pay  your  clerk  all  the  business  will  war- 
rant. 

2.  Let  him  know  in  the  beginning  that  he  is 

to  WORK. 

3.  He  must  be  a  boy  of  good  habits. 

4.  He  must  be  honest  and  polite. 

5.  He  must  open  the  store  at  a  reasonably 
early  hour  and  have  a  regular  hour  to  do  it. 

6.  He  must  keep  the  store  open  reasonably 
late,  and  have  a  regular  hour  to  close. 

7.  After  opening  the  store,  the  first  duty  is 
to  dust  the  counter  and  desks  and  then  sweep 
the  floor. 

8.  See  that  all  books  and  papers  are  in  order 
on  the  desk.  Never  destroy  papers  left 
thereon  by  the  proprietor  unless  so  ordered. 

9.  Never  leave  circulars,  almanacs,  etc., 
scattered  on  the  counter.  Have  a  place  for 
them  where  it  will  be  convenient  to  hand  them 
out  to  the  trade. 

10.  Never  make  a  sale  without  giving  out 
some  of  the  advertising  of  the  store. 

11.  Never  give  any  one  customer  too  much 


advertising  of  any  kind.  If  he  be  a  man  give 
him  such  literature  as  will  interest  a  man;  if  a 
woman,  give  her  ads.  of  toilet  articles,  poultry, 
cook-books,  etc.     Always  note  the  results. 

12.  Always  help  the  proprietor  keep  an 
accurate  mailing  list,  or  keep  it  yourself.  If 
you  haven't  one,  make  one. 

13.  Never  leave  funeral  notices  on  the 
counter  more  than  one  day. 

14.  Never  say  "I"  can't  sell  you  goods  at 
cost,  or  "I"  have  certain  goods  ordered,  but 
say  "we"  can't  or  have. 

15.  Always  endeavor  to  be  humble  and 
polite  to  all  the  trade;  have  plenty  to  say,  but 
never  talk  too  much. 

16.  Never  speak  impudently  or  get  fresh  to 
men  older  than  yourself. 

17.  Never  whistle,  wrestle,  whittle,  or  talk 
boisterously  in  the  store. 

18.  Never  entertain  loafers  in  the  store,  but 
do  not  insult  them.  Simply  have  your  work 
to  do  and  keep  on  doing  it. 

19.  Never  wait  on  a  lady  with  your  hat  on. 
It  is  best  not  to  wear  it  at  all  in  the  store. 

20.  Never  play  tricks  with  drugs,  or  joke 
about  medicine. 

21.  Never  loan  another  your  store  keys. 
Always  go  with  them. 

22.  Never  idle  away  your  time,  or  rather 
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your  employer's  time.     Be  as  honest  with  it  as 
you  are  with  his  money. 

23.  Never  attend  entertainments  without 
telling  your  employer  where  you  will  or  can  be 
found.     Don't  attend  too  many  at  any  rate. 

24.  Don't  dress  beyond  your  income,  nor 
indulge  in  buggy  rides. 

25.  Never  play  checkers  or  games  of  any 
kind  in  the  store.  Steer  clear  of  baseball 
games.     Don't  get  the  habit. 

26.  Never  ask  for  a  raise  in  your  salary. 
Nor  quit  a  reasonably  good  job  that  is  per- 
manent for  a  better  paying  position  that  is 
uncertain. 

27.  Never  attempt  to  fill  a  prescription  un- 
less you  are  the  prescription  man. 

28.  Never  leave  the  store  for  anything  un- 
less you  notify  the  proprietor  and  other  clerks. 

29.  Never  refuse  to  obey  a  reasonable  order 
given  by  a  superior  clerk  of  the  house. 

30.  Never  loan  money,  pay  freight,  or  any 
other  bills  without  authority  from  your 
superiors. 


31.  If  goods  are  to  be  charged,  stop  and 
charge  them;  if  a  credit  is  to  be  made,  stop 
then  and  there  and  make  it. 

32.  Never  give  a  wholesale  order  without 
instructions.  Never  open  mail  that  belongs  to 
the  store. 

33.  Never  open  an  account  without  instruc- 
tions from  the  proprietor. 

34.  Study  your  stock  closely  and  know 
where  everything  belongs.  Never  keep  a  cus- 
tomer waiting  on  accoimt  of  your  ignorance. 

•  35.  Never  sell  anything  unless  you  are  sure 
you  know  what  you  are  doing. 

36.  Watch  your  show  windows  and  cases 
and  keep  them  attractive.  Change  them  once 
a  week. 

37.  Study  methods  of  business  men,  and 
don't  forget  you  are  learning  and  don't  know 
it  all. 

38.  Let  any  boy  follow  these  rules  as  near 
as  possible  and  see  how  quickly  his  salary  will 
jump  right  along  from  $15.00  a  month  to 
$75.00. 


How  the  Druggist's  Sundries  Are  Made. 

SEVENTH  PAPER;  CORKS. 

m 

A  Large  Industry— The  Importation  is  Over  Five  Million  Dollars  Annually— The  Different 

Steps  in  the  Manufacturing  Process  from  the  Stripping  of  the  Trees 

to  the  Production  of  the  Finished  Stoppers. 

By  OTTO  RAUBENHEIMER,  Ph.G.* 


A  paper  on  cork  may  seem  trivial  to  many, 
but  I  have  been  prompted  to  write  one  for 
the  following  two  reasons : 

1.  The  average  pharmacist,  who  uses  corks 
daily  and  considerably,  has  but  very  little 
knowledge  of  the  source  and  manufacture  of 
that  necessary  commodity. 

2.  The  books  in  English,  especially  those 
available  to  the  pharmacist,  i.e.,  works  on 
pharmacy  and  botany,  and  also  the  dispensa- 
tories, have  little  or  nothing  to  say  as  to  the 
history,  origin,  and  manufacture  of  cork. 
Through  an  introduction  to  the  owners  of  one 
of  our  large  cork  factories  in  Brooklyn  I  had 
the  good   fortune  of  visiting  their  plant   in 

♦Read  and  demonstrated  with  specimens  at  a  joint 
meeting  of  the  New  York  Branch  of  the  A.  Ph.  A.  and 
the  Kings  County  Pharmaceutical  Society.  Printed  in 
the  Journal  of  the  A.  Ph.  A. 


Operation,  thus  obtaining  a  great  deal  of  prac- 
tical knowledge. 

SOURCE  AND   HABITAT. 

Cork  is  derived  commercially  from  the  cork 
oak,  principally  from  Quercus  suber  L.,  an 
evergreen  tree,  and  to  a  smaller  extent  from 
Quercus  occidentalis  Gay,  which  loses  its 
leaves  yearly,  as  already  described  by  Theo- 
phrastos.  The  trees  are  usually  from  20  to 
40  and  sometimes  60  feet  high,  and  measure 
3  to  5  feet  in  diameter  and  attain  an  age  of 
about  2000  years.  The  wide-spreading 
branches  are  generally  thinly  covered  with 
small  leaves,  which  are  thick,  glossy,  slightly 
serrated,  and  downy  underneath.  The  tree 
flowers  during  April  or  May  and  the  yellowish 
flowers  are  succeeded  by  small  acorns,  which 
when  fed  to  pigs  give  their  meat  a  peculiar 
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piquant  flavor,  which  has  given  a  reputation 
to  the  Spanish  mountain  hams. 

The  cork  oak  is  a  native  of  the  countries 
bordering  on  the  Mediterranean  Sea,  especially 
Spain,  Portugal,  Algeria,  and  Morocco.  It 
requires  a  temperature  of  13°  C,  and  does 
not  thrive  beyond  45  degrees  latitude.  The 
cork  producing  territory  covers  practically 
all  of  Portugal  and  part  of  Spain,  namely, 
Andalusia  and  Estremadura  in  the  South 
and  Catalonia  in  the  North.  The  total 
area  covered  by  cork  forests  is  estimated  at 
about  five  million  acres,  and  the  annual  pro- 
duction of  cork  wood  is  said  to  be  about  fifty 
thousand  tons.  Some  of  the  very  best  bark  is 
made  into  corks  in  Portugal  and  Spain,  espe- 
cially in  Catalonia,  but  most  of  it  is  exported 


as  corkwood  to  the  United  States,  England, 
Germany,  Austria,  etc.  The  principal  ship- 
ping port  is  Seville.  France  obtains  a  great 
deal  of  corkwood  from  Algeria. 

CULTIVATION  OF  THE  CORK  OAK. 

The  preservation  and  cultivation  of  the  cork 
trees  has  been  attempted  and  practiced  for 
some  time,  especially  in  the  southern  part  of 
France  and  Algeria.  As  early  as  1859  a 
French  work  was  written  by  Rousset :  "Culture, 
exploitation  et  management  du  chene-liege  en 
France  et  en  Algerie."  The  United  States 
government  in  1858  distributed  seedlings,  and 
I  am  informed  that  in  the  southern  and  south- 


western section,  cork  oaks  are  now  growing 
which  in  time  will  furnish  cork. 

The  bark  of  the  cork  oak  is  covered  with  an 
epidermis  up  to  its  third  year,  which  then 
bursts  lengthwise  owing  to  the  growth  of  the 
corky  layer  underneath.  The  formation  of 
the  cork  or  dead  cells  or  peridermis  is  done 
by  the  inner  layer,  the  cambium,  and  continues 
regularly.  When  the  tree  is  about  fifteen  to 
twenty  years  old  it  has  a  diameter  of  about 
five  inches,  or  to  be  more  correct,  measures 
forty  centimeters,  according  to  the  Spanish 
government  regulations;  then  the  so-called 
male  cork  or  virgin  cork  is  removed  for  the 
first  time.  This  is  of  very  little  commercial 
value,  being  rough  and  coarse  in  texture.  The 
removal  of  this  virgin  cork,  however,  pro- 
motes the  further  development  of  cork,  be- 
cause the  inner  bark,  or  cambium,  the  so-called 
mother-cork,  undertakes  at  once  the  formation 
of  a  new  covering  of  much  finer  texture  and 
elasticity.  The  cambium  with  its  life-giving 
sap  forms  two  layers  of  cells  each  year,  one 
within,  which  increases  the  diameter  of  the 
trunk,  and  the  other  without,  which  adds 
thickness  to  the  cork.  In  about  eight  to  ten 
years  the  cork  layer  becomes  about  17  to  26 
mm.  thick  and  is  then  removed.  This  so- 
called  female  cork  is  more  valuable  than  the 
virgin  cork,  but  is  not  as  fine  in  quality  as  the 
third  and  subsequent  strippings,  which  follow 
at  regular  intervals  of  eight  to  ten  years.  The 
cork  oak  furnishes  the  very  best  quality  of 
cork  at  the  age  of  fifty  to  one  hundred  years ; 
when  the  tree  becomes  150  years  old  the  qual- 
ity of  the  cork  gets  poorer. 

COLLECTION  OF  CORK. 

This  is  performed  by  stripping  it  oS  the 
tree,  using  great  care  not  to  injure  the  cam- 
bium, in  which  case  a  reddish  liquid  will  ooze 
out  and  no  more  cork  will  be  formed  at  that 
part  of  the  tree.  The  peeling  is  done  from 
May  to  August  in  Algeria  and  during  July 
and  August  in  Spain  and  Portugal.  The 
French  in  Algeria  sometimes  use  saws,  but 
the  Spaniards  employ  hatchets  with  long, 
wedge-shaped  handles.  The  bark  is  cut 
around  the  trunk  and  the  branches  in  several 
parallel  places,  and  the  two  incisions  are  then 
connected  by  several  longitudinal  cuts,  follow- 
ing as  much  as  possible  the  deepest  of  the 
natural  cracks  in  the  bark.  By  inserting  the 
wedge-shaped  handle  of  the  hatchet,  the  cork 
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is  then  detached.  The  thickness  of  the  bark  is 
from  one-half  to  two  and  one-half  inches,  and 
the  yield  varies,  according  to  the  size  and  age 
of  the  tree,  from  fifty  to  five  hundred  pounds. 
The  gathered  bark  is  next  removed  to  the  sta- 
tions, where  it  is  put  into  boiling  water  in 
order  to  soften  the  cork  so  the  outer  bark  can 
be  scraped  off.  This  process  reduces  the 
weight  of  the  cork  almost  20  per  cent.  The 
boiling  also  extracts  the  tannic  acid  and  in- 
creases the  volume  about  30  per  cent.  Being 
now  soft  and  pliable,  the  bark  is  flattened  and 
is  packed  and  pressed  into  bales  bound  se- 
curely with  steel  bands. 

These  bales  weigh  uniformly  106  kilos,  or 
about  224  pounds,  so  ten  of  them  make  an 
English  gross  ton. 

MANUFACTURE  OF  CORKS. 

Corks  in  olden  times  were  of  course  made 
by  hand,  using  a  very  sharp  knife.  This 
method  is  still  practiced  to  some  extent  in 
Spain  and  Portugal.  In  fact  the  very  best 
corks,  e.g.,  champagne  corks,  are  entirely  cut 
by  hand.  It  is  said  that  owing  to  their  un- 
evenness,  i.e,,  on  account  of  not  being  exactly 
round,  they  make  much  better  stoppers. 

SORTING  OF  THE   CORKWOOD. 

The  first  step  is  the  sorting  of  the  cork- 
wood, for  although  every  bale  is  stamped  A, 
B,  C,  D,  etc.,  according  to  its  quality,  it  is 
again  assorted.  It  must  be  remembered  that 
the  thickness  of  the  bark  determines  the  maxi- 
mum diameter,  not  the  length  of  the  cork,  as 
the  cutting  is  done  across  and  not  with  the 
grain. 

STEAMING. 

As  the  corkwood  is  very  dry  and  brittle 
after  its  long  journey  and  storing,  it  is  neces- 
sary to  soften  it  so  as  to  make  it  workable. 
This  is  done  in  large  covered  vats  by  means 
of  steam.  The  steaming  process  makes  the 
corkwood  flexible  and  also  slightly  increases 
its  bulk,  and  especially  prepares  it  to  undergo 
the  following  mechanical  operations: 

SLICING. 

By  means  of  a  special  machine,  a  slicer 
with  razor-like  circular  steel  knives  making 
hundreds  of  revolutions  every  minute,  the 
softened  bark  is  cut  into  strips,  according  to 
the  desired  length  of  the  cork.     It  can  then 


be  seen  that  the  thickness  of  the  bark  deter- 
mines the  maximum  width  of  the  finished  cork 
and  that  the  width  of  the  strips  represents  the 
length  of  the  cork. 

PUNCHING. 

From  these  slices,  by  means  of  a  blocking 
or  punching  machine,  the  straight  or  cylin- 
drical corks  are  cut  out.  This  is  quite  a 
dangerous  operation  and  many  a  workman, 
who  has  to  guide  the  strips  to  be  punched,  has 
lost  one  of  his  fingers. 

TAPERED  CORKS. 

These  processes,  as  we  have  seen,  produce 
the  straight  corks.  The  corks  used  in  phar- 
macy are  the  tapered  kind.  These  are  manu- 
factured from  the  "straight"  variety  by  pass- 
ing them  through  a  machine  which  by  means 
of  a  very  sharp  circular  knife  "tapers"  the 
corks. 

POLISHING. 

In  order  to  produce  a  very  smooth  cork, 
they  are  polished  by  rapidly  rotating  emery 
wheels. 

BLEACHING   AND   WASHING. 

To  clean  the  corks,  which  of  course  have 
become  soiled  through  these  mechanical  op- 
erations, and  in  order  to  give  them  the  white 
appearance  instead  of  the  reddish  color  of 
the  natural  corkwood,  they  are  bleached  and 
washed.  This  is  done  in  very  large  vats, 
the  first  bath  containing  a  weak  solution  of 
chlorinated  lime,  the  second  one  of  oxalic 
acid.  The  corks  are  then  rinsed  in  hot  water 
and  dried  by  whirling  in  large  revolving  cyl- 
inders of  galvanized  wire  netting.  This  quick 
drying  is  a  necessity,  as  in  slow  drying  the 
corks  might  develop  a  mold. 

GRADING  AND   ASSORTING. 

The  last  and  perhaps  most  important  step 
is  the  grading  and  assorting  of  the  corks. 
This  is  done  by  girls,  who  in  time  become 
expert  in  this  work,  which  they  perform  with 
such  rapidity  as  to  assort  20,000  corks  during 
one  day's  labor. 

STORING. 

The  proper  storing  of  corks  is  of  great  im- 
portance. They  should  be  kept  not  too  dry 
nor  too  damp,  as  in  the  former  case  they  be- 
come brittle  and  in  the  latter  they  get  moldy. 
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In  my  own  experience  I  have  found  the  best 
way  to  keep  the  stock  in  the  cellar  but  not  di- 
rectly on  the  cellar  floor.  For  the  corks  in 
the  store  I  keep  a  moistened  piece  of  blotting- 
paper  in  each  compartment.  This  will  supply 
the  necessary  moisture  and  saves  me  a  good 
deal  of  annoyance  by  "breaking  off"  when 
putting  corks  into  bottles. 

PACKING. 

As  is  well  known  to  every  pharmacist,  the 
corks  are  placed  in  five-gross  bags.  The 
slow  counting  has  been  replaced  by  the  quicker 
weighing,  the  weight  of  each  five  gross  of 
the  different  lengths  and  grades  being  known 
to  the  manufacturer. 

SCALE  OF  DIAMETER  OF  CORKS. 

There  is  no  special  rule  as  to  the  length  of 
the  corks,  which  are  usually  graded  as  short, 
regular,  long,  and  extra  long.  But  there 
is  a  standard  for  the  diameter  of  corks,  the 
U.  S.  Standard.  The  corks  are  measured  at 
the  upper  or  larger  end,  and  a  cork  with  a 
diameter  of  1  inch  is  called  No.  10.  The 
difference  in  each  size  is  1/16  of  an  inch. 
No.  9  measures  15/16  inch  diameter.  No.  8 
measures  14/16  =  J^,  etc. 

FANCY   CORKS. 

There  are  corks  which  are  branded  on  the 
side  or  have  initials  or  monogram  on  top. 
Some  are  made  with  a  polished  wooden  top, 
others  with  aluminum  top.  There  are  also 
corks  provided  with  a  rubber  covering  in  place 
of  the  more  expensive  rubber  stoppers.  Corks 
having  a  camel's-hair  brush  inserted,  as  for 
corn  cure,  might  also  be  enumerated  in  this 
category. 

OTHER   CORKS. 

Besides  the  tapered  prescription  corks  used 
by  pharmacists,  there  are  a  great  many  other 
varieties — i.e.,  the  straight  corks  from  the 
finest  quality  champagne  corks  down  to  the 
common  soda-water  cork ;  flat  corks  for  wide- 
mouth  bottles  or  jars,  the  co-called  specie 
cork;  shell  corks  with  a  perforated  center, 
generally  used  with  a  sprinkler-top;  disks — 
these  are  very  largely  used  as  a  lining  for 
metal  bottle  caps.  The  cork  is  sliced  or  split 
by  very  sharp  circular  saws,  and  from  these 
flat  pieces,  about  1/9  inch  thick,  the  disks  are 
stamped  out. 


PARAFFINED  CORKS  AND  OTHER  ARTICLES. 

Paraffined  corks  are  prepared  by  rotating 
the  dry  corks  in  large  hot  drums  with  just 
sufficient  melted  paraffin  to  be  absorbed. 
Through  the  rotating  these  corks  are  polished 
at  the  same  time.  Paraffined  corks  could 
with  advantage  be  used  much  more  than  they 
are  at  present;  they  are  especially  useful  for 
acid  and  also  alkaline  liquids.  It  may  per- 
haps be  not  generally  known  that  the  reason 
the  corks  of  some  of  the  proprietary  prepara- 
tions, as  milk  of  magnesia  or  milk  of  bis- 
muth, are  not  attacked  is  because  they  are 
paraffined.  I  have  some  corks  here  which 
have  been  in  contact  with  magma  magnesiae 
for  over  one  year. 

The  discoloration  of  ordinary  cork  as  well 
as  the  discoloration  of  the  milk  of  magnesia 
can  easily  be  explained,  as  the  suberin  in  the 
cork  is  saponified  by  alkalies. 

OTHER   ARTICLES   FROM    CORK. 

Among  the  numerous  other  articles  manu- 
factured from  cork,  life  preservers  are  per- 
haps the  most  important.  According  to  the 
U.  S.  regulations  they  must  not  weigh  over 
seven  pounds. 

Other  articles  are  ring  buoys,  mooring  and 
anchoring  buoys,  yacht  fenders,  seine  corks 
for  fishing-nets,  insoles  and  soles  for  shoes, 
floats  for  plasterers,  wheels  for  polishing 
glass,  balls  to  be  used  at  seashore,  artificial 
limbs,  and  a  great  many  smaller  articles,  as 
bobbers  for  fishing-lines,  handles  for  fishing- 
rods,  bicycles  and  pyrographic  instruments, 
tips  for  penholders,  strips  for  eye-glasses, 
etc.,  etc. 

The  waste  in  a  cork  factory  is  tremendous, 
amounting  to  about  60  per  cent.  AU  of  this 
waste  is  saved,  even  the  dust  at  the  various 
machines,  which  by  powerful  air  suction  is 
carried  away  by  pipes.  The  waste  is  ground 
or  powdered  and  utilized  to  manufacture 
linoleum,  together  with  linseed  oil,  floor  tiling, 
cork  cardboard,  etc. 

The  importation  of  cork  into  the  United 
States  amounts  to  over  five  million  dollars 
annually.  There  is  no  duty  on  the  corkwood, 
but  30  per  cent  ad  valorem  for  manufactured 
material.  The  duty  on  cork  stoppers  up  to 
three-fourths  inch  in  diameter  is  25  cents  per 
pound,  and  above  that  15  cents  per  pound. 
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This  is  where  our  readers  exchange  opinions  and 
practical  suggestions  with  one  another.  The  Editors 
ore  always  glad  to  receive  short  letters  on  subjects  of 
mutual  interest. 


MAKING   COLLECTIONS  IN  MEXICO. 

To  the  Editors: 

I  notice  that  P.  L.  Gain  of  East  St.  Louis, 
111.,  in  an  article  contributed  to  the  Era  on  the 
subject  of  cash  versus  credit,  favors  a  cash 
business. 

It  happens  that  we  in  Mexico  are  peculiarly 
situated.  We  are  surrounded  by  people  who 
pay  their  bills  although  they  do  not  enjoy  that 
reputation.  In  ten  years  our  losses  have  av- 
eraged only  one-tenth  of  one  per  cent.  We 
have  a  system  that  seems  to  bring  the  desired 
results.  At  the  end  of  the  month  we  make  out 
statements.  These,  by  the  way,  are  so  printed 
that  when  they  are  folded  in  a  transparent  en- 
velope, the  name  and  address  are  visible 
through  the  wax  paper. 

Statements  are  mailed  to  customers  at  the 
end  of  each  month.  But  we  go  over  the  books 
again  on  the  15th  of  the  month  following,  and 
where  we  find  a  customer  has  not  paid  his  bill 
on  the  first,  we  send  him  another  statement 
made  out  on  a  special  blank  for  the  purpose. 
We  thus  advise  the  customer  that  his  balance 
for  the  month  before,  amounting  to  a  sum 
which  we  never  fail  to  mention,  has  not  re- 
ceived his  attention  and  we  solicit  a  remittance. 

With  a  little  tact  we  can  make  people  pay 
their  bills.  For  example,  if  the  account  is  one 
of  long  standing  and  we  are  unable  to  get  a 
reply  from  the  delinquent,  we  make  up  a  state- 
ment of  his  account  omitting  his  last  payment, 
no  matter  how  far  back  that  may  have  been. 
He  generally  comes  into  the  store  then  mad  as 
can  be,  but  always  gives  our  communication 
some  attention.  If  he  lives  out  of  town,  he 
will  write,  thus  acknowledging  the  indebted- 
ness, which  acknowledgment  will  be  of  service 
in  court  proceedings. 

Again,  if  the  delinquent  is  a  grocer  who 
lives  in  a  small  town,  we  draw  on  him  through 
one  of  his  competitors,  giving  the  latter  power 
to  close  our  customer's  place  of  business  if  he 
refuses  to  pay.  Since  grocers  are  at  logger- 
heads, this  procedure  usually  brings  us  our 
money. 


I  feel  that  the  small  loss  entailed  by  the 
credit  system  is  insignificant  compared  with 
the  increase  in  business  that  it  brings  us. 

We  have  a  well-organized  delivery  system 
and  encourage  orders  by  telephone.  Further- 
more we  discourage  our  customers  from  pay- 
ing our  delivery  boys  unless  the  slip  accom- 
panying the  package  reads  C.  O.  D.  Less  than 
10  per  cent  of  our  business  is  done  in  English, 
nearly  all  of  it  being  done  in  Spanish. 

I  believe  that  if  druggists  will  adopt  the 
proper  systems  and  care  for  their  accounts, 
they  will  feel  universally  that,  regardless  of 
nationality,  it  is  the  desire  of  all  people  to  pay 
their  debts.  My  advice  is,  use  strategy  if  pos- 
sible; if  not  use  force,  and  the  desired  results 
will  be  secured.  Milton  A.  Warner. 

Torreon,  Coah.,  Mexico. 


FROM  AN  AUSTRALIAN  READER. 

To  the  Editors : 

Fm  very  pleased  with  the  July  number  of  the 
Bulletin,  just  received.  May  I  take  you 
into  my  confidence  and  tell  you  why  ?  Because 
its  information  is  just  as  useful  out  here  as  in 
your  country.  I  may  say,  however,  that  I  get 
a  little  tired  each  month  to  open  up  and  find 
something  about  the  N.  A.  R.  D.  But  it  is  no 
doubt  interesting  to  American  readers.  The 
article  on  optics,  bearing  the  caption  "My  Best 
Paying  Side-line,"  and  another  entitled  "Oper- 
ating a  Soda  Fountain,"  are  very  informing 
and  are  full  of  horse  sense. 

But,  sir,  I'd  like  a  little  information.  You 
state  on  page  267  of  the  July  number,  imder 
the  heading  "Anti-narcotic  Restrictions,"  that 
200,000  ounces  of  morphine  are  sold  every 
year  in  Kentucky  alone,  and  apparently  lauda- 
num and  cocaine  are  freely  sold  also.  Out 
here  it  is  hard  to  get  any  of  these  drugs  from 
the  chemists.  Are  there  not  poison  laws  in 
your  country  ? 

I  have  been  reading  the  "lay"  of  the  Chem- 
ists' Assistants'  Union  of  this  state.  As  you 
are  no  doubt  aware,  our  conditions  are  regu- 
lated by  an  award  of  the  Arbitration  Court, 
which  is  enforced  by  the  government.  Our 
conditions  are  much  better  than  under  the  old 
system  of  taking  what  the  employer  was  will- 
ing to  give  us.  We  expect  shortly  to  have 
pharmacies  closed  at  6  or  7  p.m.  Won't  that 
be  all  right  ? 

I  wish  success  to  your  journal  and  hope 
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that  you  will  continue  to  include  articles  inter- 
esting to  Australians  as  well  as  Yanks, 

Coogee,  Sydney,  N.  S.  W.  A.  C.   Dash. 


REGARDING  THE  SALE  OF   LIQUOR. 
To  the  Editors: 

You  have  always  held  in  the  Bulletin  that 
a  physician's  prescription  is  in  itself  not  neces- 
sarily a  legal  defense  for  the  druggist  in  the 
sale  of  liquor.  Your  position  is,  as  I  under- 
stand it,  that  a  prescription  must  be  written  in 
good  faith  in  order  to  protect  the  druggist,  and 
that  the  druggist  must  know  it  was  so  written. 
I  shall  always  agree  with  you  in  your  conten- 
tion, and  so  will  every  conscientious  judge. 
Four  dru^ists  in  a  town  of  this  State  were 
last  summer  accused  of  violating  the  local 
option  law.  All  had  to  pay  fines,  and  one  of 
them  was  sent  up  for  thirty  days.  They  were 
not  accused,  however,  of  selling  liquor  on  pre- 
scriptions. They  sold  it  in  the  customary  way 
for  "medicinal  use,  etc.,  etc." 

The  best  thing  a  druggist  can  do  when  his 


town  goes  dry  is  to  throw  out  the  booze.  He 
should  even  throw  out  alcohol,  and  buy  his 
standarized  tinctures  and  other  preparations 
without  the  necessity  of  keeping  alcohol  with 
which  to  make  them.  As  long  as  a  druggist 
can  say  honestly  that  he  has  neither  alcohol  nor 
liquor  in  stock,  he  makes  no  enemies  by  re- 
fusing to  sell  the  stuff.  On  the  other  hand, 
ho^vever,  if  people  know  that  he  has  such 
things  in  the  store,  and  if  he  will  not  sell  it  to 
them,  then  he  gets  himself  in  wrong.  Throw 
out  the  booze  I  E.  E.  Steiner, 

Lowell,  Washington. 


PATENTED   SYNTHETICS  AND  THEIR 
IMITATIONS. 
To  the  Editors : 

Here  is  an  addendiun  to  the  sulphonal  pre- 
scription discussed  in  the  department  of  "Let- 
ters" in  the  last  two  or  three  issues  of  the 
Bulletin.  The  use  of  the  unpatented  sul- 
phonmethane  at  30  cents  an  ounce  probably  ac- 
counts for  the  25-cent  price  for  the  prescrip- 


Th*  Osncral  CommlHs*  of  Iha  Elavanth  IntarnatloDal  CoatfrBBa  of  Pharmacy, 

Id  this  picture  are  veii  Ihe  memben  ot  the  Orsanli&tton  Commltlec  ot  tbe  eleieuth  Inlenutloiul  ConanM  o(  PbKmukor.  which  mrt 
«t  The  Hasoe.  BoUuid.  in  September.  Thoae  uated.  trom  left  lo  rifbt  are;  Job.  Dameii,  The  Hacne.  Holland.  preaideDt  of  The 
BasM  Bnnch  of  the  Netherlftnds  Phunwceatic&l  Society ;  L.  Mooliete,  La Tene.  France;  O.i.Bcbcor,  Antwerp.  Belvlami  L.v.ltallie. 
LardcD.  Holland,  preeldeot  of  the  IntematloDal  Consreaa  of  Phansacr;  R.  J.  L.  Sohoepp.  Haaatrtcht.  Holland!  '■  J<  Eotman.  presi- 
dent o(  the  Metherlandi  Phannaoentlcal  Sooletr  and  member  o(  the  Health  Commliilon  of  The  Hacne  and  Becretarj  ot  the  International 
Ooncreas  ot  PhaimacT,  The  Hacne:  Q.  R.  Ter  Burs,  Mllltari  PhamuclBt  of  the  FInt  Claas.  The  Bame;  W.  Boftman.  Aii-la^ChapeUe. 
The  sentlemen  itandinc.  from  left  to  rlaht  are;  S.  White.  London;  H.  Hartin.  Mona.  Belgium;  V.  Baaien.  Antwerp.  BelKlnm;  Dr, 
J.  F.  SnjTer.  secretarj  ot  the  Netherlands  PharmaoentiotI  BodetT,  Amsterdam ;  Profeaeor  Doctor  H.  Thoma,  Berlin  i  H.  Hoellar. 
.  i  Dr.  Schamelbont.  BniBsets. 
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tion  given  by  one  contributor.  But  what  shall 
be  done  with  the  Bayer  sulphonal  on  hand? 
Should  druggists  refuse  to  purchase  the  orig- 
inal proprietary?  I  personally  prefer  high 
quality  to  cheap  prices.  At  the  same  time  I 
meet  with  some  difficulty  in  my  charges,  as 
some  of  my  competitors  "bait"  my  customers 
with  cheap  prices.  They  underprice  prescrip- 
tions plainly  marked  with  the  N.  A.  R.  D.  cost 
mark. 

Let  me  raise  the  question :  Why  pay  $4.00  a 
pound  for  Ichthyol  (Merck's)  when  Ichthynat, 
Heyden,  can  be  purchased  for  $2.25,  or  Ich- 
thosulfol  for  $1.95?  Argyrol  costs  $1.50  an 
ounce,  while  Argentum  Nucleinicum,  Heyden, 
duplicate  of  Argyrol,  is  90  cents  an  ounce.  A 
long  list  of  other  duplicates  are  quoted  to  drug- 
gists. Is  it  substitution  to  use  them  when 
sulphonal,  ichthyol,  argyrol,  etc.,  are  pre- 
scribed? If  not,  why  should  some  druggists 
purchase  the  high-priced  articles  mentioned, 
others  the  cheaper  imitations  offered  under 
their  chemical  names,  and  then  expect  prices 
to  be  the  same  ? 

I  would  be  grateful  for  opinions  on  this 
subject.  D.  A.  Frick. 

Audubon,  Iowa. 

[Have  our  readers  any  opinions  (b  express  on  this 
important  question? — The  Editors.] 


ANOTHER  "QUICK"  METHOD  OF  DISPENS- 
ING POWDERS. 

To  the  Editors : 

In  the  "Dollar  Idea"  section  of  the  Novem- 
ber number  of  the  Bulletin  of  Pharmacy  I 
note  a  ''quick"  method  of  dispensing  powders 
used  by  R.  B.  Conant.  As  I  always  wish  to 
adopt  "time-savers"  in  prescription  work  I 
tried  his  method,  and  find  it  requires  more  time 
than  the  one  I  follow,  to  wit  : 

After  the  powders  are  divided  on  the  powder 
tile,  slide  the  tile  to  the  edge  of  the  prescription 
counter.  Lay  out  the  required  number  of 
powder  papers.  Then  take  one  paper  in  the 
left  hand,  put  it  under  the  tile,  and  with  the 
spatula  slide  the  powder  off  onto  it,  next  trans- 
ferring powder  to  one  of  the  papers  on  the 
desk,  and  keeping  this  process  up  until  all  the 
powders  are  thus  disposed  of. 

This  method  is  quicker  by  far  than  the 
putty-knife  and  spatula  plan  followed  by  Mr. 
Conant.  Robert  Barry. 

Boston,  Mass. 


THREE   GOOD   ONES. 

To  the  Editors : 

I  enclose  a  few  sample  puzzlers  that  we  run 
up  against  in  our  work.  We  are  in  the  very 
midst  of  the  black  belt  down  here,  and  we  fre- 


quently get  some  interesting  written  as  well  as 
verbal  orders  from  customers.  The  three 
articles  wanted  were  nux  vomica,  oil  of  berga- 
mot,  and  balsam  copaiba.        w.  L.  Lamar. 

Union  Springs,  Alabama. 


A  REQUEST. 


To  the  Editors : 


Would  you  mind  announcing  in  the  Bulle- 
tin that  I  would  like  to  reciprocate  with  fellow 
pharmacists  and  exchange  copies  of  newspaper 
advertisements?  I  can  send,  for  instance, 
types  of  ads.  used  in  New  York  by  the  Riker 
people,  the  Liggett  stores,  or  the  department 
stores.  A.  P.  Spero. 

266  Jay  Street,  Brooklyn,  N.  Y. 


To  the  Editors : 

I  have  read  the  Bulletin  during  all  the 
years  that  I  have  been  behind  the  counter  in 
the  drug  business,  and  I  regard  it  as  head  and 
shoulders  above  all  its  contemporaries! 

Snyder,  Texas.  F.  V.  ClarK. 

*  *  * 

To  the  Editors : 

I  could  not  get  along  without  the  Bulletin. 
It  is  the  best  drug  journal  published. 

Augusta,  Ark.  H.   G.  FOLSOM. 
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BUSINESS  HINTS 


closed  in  an  envelope.  One  side  contained  an  adver- 
tising announcement:  the  other  side  bore  a  photograph 
of  the  Smallidge  building.    The  photograph  was  taken 


Specifnens  of  druggists'  advertising  are  solicited  for 
reproduction  or  comtnenl  in  this  department   of  the 

BVLLETIK. 


A  Cash  BusincM  Only.— 

J.  W.  Head,  of  the  McDonnold  Drug  &  Book  Com- 
pany, of  Lebanon,  Tenn.,  is  a  firm  believer  in  conducting 
a  business  on  a  strictly  cash  basis.  He  writes  that  his 
firm  has  followed  that  system  for  three  years  and  that 
it  works  beautifully.  Mr.  Head  says  he  would  like  to 
see  other  druggists  follow  suit.  The  accompanying 
illustration  shows  one  of  the  McDonnold  ads.  clipped 


NOTICE!! 


We  wisb  to  advise  the  public 
that  we  are  still  selling  for 
CASH  and  we  podtively  will 
NOT  make  a  chaige  or  a 
ticket  against  any  one  for 
any  length  of  time,  so  kindly 
do  not  ask  us  for  this  favor. 
We  save  you  money  by  do- 
ing a  cash  bu^nesa  and 
JJ         appreciate  your  trade. 

Watch  for  onr  ad.  of   Special    Toilet 


e  Sale  wblch  will  appear  I 


M 


CDONNOLDJ 

DRUG  AND  BOOK  CO. 


last  spring  right  after  a  heavy  snowstorm,  and  therefore 

had  a  good  deal  of  pictorial  value.    The  announcement 
on  the  other  side  read  as  follows : 


a  T.  BURNETT 


from  the  local  paper.  It  indicates  how  the  company  im- 
presses upon  the  people  of  Lebanon  that  it  sells  goods 
for  cash  only.  Mr.  Head  adds  that  he  will  be  glad  to 
discuss  the  cash  system  more  fully  with  any  druggist 
who  may  write  him.  Meanwhile  he  would  like  to  know 
how  other  dealers  are  faring  who  do  business  for  cash 

A  Pretty  Strong  Advertisement- 
Frank  £.  Smallidge,  of  Detroit,  is  confessedly  im- 
patient with  modern  cut-rate  methods,  and  with  the 
extent  to  which  side-lines  are  carried  in  drug  stores. 
He  is  proud  of  his  establishment,  and  once  in  a  while 
he  gets  out  a  piece  of  advertising  which  certainly  hits 
straight  from  the  shoulder.  -  We  are  showing  this 
month  one  side  of  a  recent  card  of  his.  It  was  just 
the  size  of  a  postal,  although,  unlike  the  latter,  it  could 
not  have  been  sent  through  the  mails  except  it  was  en- 


itmeot,  and  wh 
enjoy  life  and 
tn?     We   offer 


.1  DRUG  STORE,  i , 

re  the  quality  lupplied  will  per 
roaperitj  long  after  Ihe  price  h> 


place  to  buy  medicine,  on  which  your  health  and.  pcrh  . 

Thanking  you  for  past  favoti,  and  aaliciting  your  continaed 
patronage  aa  the  merit  of  Ihe  buuneii,  I  am 

FkanK    £.     SUALLIDOE. 

Some  of  Ur.  Bodemann's  Advertinng. — 

Wilhelm  Bodemann,  of  Chicago,  believes  in  adver- 
tising his  store.    We  have  reproduced  specimens  of  his 


g]°".r-„ 


W.  Bodemann 

KT"*  SOIS  LAKE  AVENUE 


publicity  matter  from  time  to  time,  and  we  are  show- 
ing another  one  this  month.  It  is  in  the  form  of  an 
envelope  enclosure,  and  is  evidently  used  also  at:  the 
counter. 


On  page  480  of  this  department  for  November  we  re- 
produced the  phot<^raph  of  a  very  attractive  perfumery 
window  which  had  been  sent  to  us  some  time  before,  but 
the  authorship  of  which  had  been  lost.  We  presented 
the  child  for  inspection  and  offered  to  acknowledge  its 
parents  when  they  introduced  themselves.  We  now  find 
that  the  photograph  was  sent  to  us  by  A.  Campbell,  of 
the  Central  Drug  Store,  2d  Avenue,  Saskatoon,  Sas- 
katchewan, Canada.  It  was  used  as  an  Easter  display 
last  year.  Our  thanks  to  Mr.  Campbell — and  our  con- 
gratulations also  on  his  good  taste  in  window  dressing! 
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CAPSULES  OF  SCIENCE 

Prepared  bjr  fkof.  W,  L.  ScovnxS. 


Cotidenaed  ConcltuiotiB. — 

Watermelons  contain  about  47  per  cent  rind,  10  per 
cent  pulp,  and  43  per  cent  juice,  and  the  last  contains 
about  6.5  per  cent  of  sugars. 

The  addition  of  1  per  cent  of  borax  or  of  sodium 
hydroxide  to  com-starch  increases  the  viscosity  of  the 
paste,  but  large  quantities  of  either  decrease  it. 

A  German  chemist  claims  that  sodium  arsenite,  if 
pure,  is  not  oxidized  in  the  air,  but  that  if  it  contains  sul- 
phur or  carbon  dioxide,  oxidation  will  take  place  in 
the  air. 

Caffeine  and  isotropine  both  form  chemical  com- 
pounds with  chloral  hydrate,  which  are  broken  up  in 
boiling  water. 

Adrenalin  can  be  made  from  the  glands  of  cattle, 
hogs,  sheep,  or  whales,  or  from  the  skin  of  certain 
toads.  Adrenalin  from  whales  is  the  latest  to  be  studied. 

Professor  Ostwald  says  that  changes  in  the  color  of 
dye  solutions  by  acids  and  alkalies  are  due  in  part  to 
changes  in  the  colloidal  conditions  of  the  solution. 

Glycerin  ts  decomposed  by  ultraviolet  light  rays  with 
formation  of  formaldehyde,  acids,  and  other  products. 
Hydrogen  peroxide  increases  the  rate  of  decomposition. 

Water-gas  tar  is  an  effective  weed-killer,  and  pre- 
vents the  growth  of  fresh  weeds.  It  is  being  tried  on 
railroads — 3000  gallons  to  each  mile, 

Professor  Tschirch  has  identified  storax,  mastic,  alep- 
poresin,  asphalt,  myrrh,  frankincense,  and  amber  in  the 
embalming  material  of  Egyptian  mummies. 

F.  Fillinger  finds  by  experiment  that  alcoholic  drinks 
cause  a  decreased  resistance  of  the  blood-corpuscles,  and 
consequently  a  greater  liability  to  disease. 

Luminal,  a  new  sedative  and  hypnotic,  is  receiving 
much  favor  in  Germany.  It  is  twice  as  strong  as  ver- 
onal and  is  considered  safer  and  better  for  nervous 
patients. 

G.  Delani  says  that  hypophosphites  pass  through  the 
body  unchanged,  and  if  they  have  any  action  it  must 
be  an  indirect  action  on  the  economy. 

A.  C.  Houston  finds  that  typhoid  germs  remain  active 


SiiuvHoni.— Hera  we  have  a  noap  □(  women 
M  of  cbarnuditi,  but  pharnuidMa  them- 
•dTe*.  The?  wen  napped  at  Glacier  Lake,  and  It  aeem  <]nlt« 
Qrident  tbat  lb.  BaM  la  keenb  Istcfested  in  the  laUact  ol  women 


Two  A.  Ph.  a.  BKAraHOTa.—We  are  Indebted  to  8.  E.  Bus.  ol 
Chlcaco,  tor  the  two  plctorea  Bhown  on  thli  pace.  In  this  partUm- 
lar  view  we  have  a  croap  pbotociapb  ol  nicb  memben  at  the 
A.  Pb.  A.  as  went  lo  yellowalone  Park  after  the  rtenier  meetlnc  Id 

Aoctutlart.    The  picture  wai  taken  at  HaultOD.Golonda. 


longer  in  ice-cold  water  than  in  water  at  a  temperature 
of  the  body. 

The  glass  over  electric  lights,  either  arc  or  incan- 
descent, cuts  out  most  of  the  deleterious  rays  and  pre- 
vents injurious  effects.  Arc  lights  without  glass  globes 
give  out  enough  violet  rays  to  be  injurious  to  the  skin 
as  well  as  to  the  eyes. 

The  inventor  of  cold  storage,  M.  C  Tellier,  of 
Uruguay,  is  almost  penniless,  and  a  fund  is  being  raised 
for  his  support.  He  is  now  84  years  old,  and  an  ex- 
ample of  the  genius  that  benefits  others  rather  than 

Dr.  Bergins  has  made  artificial  coal  from  cellulose 
by  heating  with  water,  under  a  pressure  of  1500  pounds. 
The  coal  produced  was  of  the  bituminous  variety,  but 
was  chemically  and  physically  identical  with  coaL 

Certain  varieties  of  rice  starch  give  a  red  color  with 
iodine  instead  of  blue.  Y.  Tanaka  thinks  that  this  is 
due  to  a  lesser  absorption  power  of  this  starch,  since 
the  color  is  due  to  an  absorption  of  iodine  by  the  starch, 
and  this  variety  appears  to  take  up  less  than  others. 

M.  V.  Cniess  says  that  in  wine-making  a  small 
amount  of  sulphurous  acid  checks  the  development  of 
wild  yeasts  and  vinegar  yeasts,  without  interfering  with 
the  normal  fermentation.  Hence  better  flavors  in  wines 
are  insured  by  the  use  of  sulphurous  add  during  fer- 
mentation. 

The  rapid  increase  in  the  cost  of  gasoline  is  forcing 
experiments  to  find  a  substitute  in  combustion  engines. 
A  combination  of  gasoline  and  kerosene  is  giving  prom- 
ise of  solving  the  problem,  the  combination  giving  more 
power  at  a  much  less  cost 

Anhydrous  hydrocyanic  acid  is  explosive,  but  the 
cause  of  this  is  not  understood.  The  pure  acid  is  some- 
thing more  than  explosive,  and  it  isn't  safe  to  be  too 
curious  with  it. 

Uranyl  nitrate  decomposes  at  100°  C.  into  nitric  acid 
and  uranyl  hydroxide.  Uranium  has  a  "rare"  behavior, 
as  well  as  a  "rare"  classification. 

The  American  Cyanamide  Company  at  Niagara  Falls 
is  doubling  its  capacity,  and  it  has  not  yet  been  in  oper- 
ation two  years. 

Glycerin  is  oxidized  by  hydrogen  peroxide  into 
formic,  glyceric,  and  glycollic  adds,  and  if  the  peroxide 
is  in  excess  the  oxidation  of  the  glycerin  is  complete. 
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A  New  DepUator;.. — 

Thallium  salts  taken  internally  cause  the  hair  to  fall 
out,  producing  baldness.  R.  Sabouraud  finds  that  an 
external  application  of  the  salts  acts  in  the  same  way, 
but  locally,  and  he  recommends  the  following  ointment 
as  a  depilatory : 

Tballinm   aceUte    D.tO  Gin. 

Zinc  oxide   t-SO  Gra. 

RowwMcr    e.OO  Gm. 

Lanolin    S.OO  Gm. 

PetTOlalmn    SO.OO  Gm. 

A  small  pellet  of  this  ointment,  no  larger  than  a  grain 
or  two  of  wheat,  is  applied  every  night.  Too  free  a 
use  of  the  ointment  is  likely  to  produce  poisonous 
effects. 

New  Idea  About  ValeriaiL^ 

French  physicians — two  of  them,  at  least — claim  that 
valerian  when  fresh  is  a  valuable  and  powerful  sedative 
and  antispasmodic,  but  that  the  dried  drug  is  practically 
inert.  In  order  to  avoid  the  effects  of  alcohol  in  con- 
nection with  this  drug,  a  juice  expressed  from  the  fresh 
drug,  prepared  without  heat  and  without  alcohol,  is 
recommended.  This  is  said  to  have  little  odor  and  to 
be  almost  free  from  valerianic  acid.  Valerianic  acid  is 
stated  to  be  of  no  value  except  as  a  repulsive  psychic 
treatment,  while  the  juice  of  fresh  valerian  is  not  disa- 
greeable and  has  a  genuine  sedative  and  hypnotic  action. 

Ointment  Effects  and  Affects.— 

F.  Samland  claims  that  iodine  preparations  are  ab- 
sorbed from  ointments  made  with  petrolatum  faster 
than  from  similar  ointments  made  with  lanolin  or  lard. 
Methyl  salicylate  he  finds  is  only  slightly  absorbed  from 
lanolin,  and  more  freely  from  petrolatum.  Other  sali- 
cylates do  not  act  in  the  same  way,  some  being  absorbed 
more  rapidly  and  completely  from  lard  or  lanolin.  Ab- 
sorption of  medicaments  from  ointments  is  usually  slow 
though  prompt,  banning  in  one  to  four  hours  and 
lasting  in  some  instances  three  days. 

Ipecac  in  Dysentery.^ 

Dr.  Rogers  says  that  the  alkaloids  of  ipecac  are  re- 
sponsible for  its  influence  in  tropical  dysentery.  Em- 
etine and  cephaeline  are  found  to  destroy  the  ameba 
which  causes  dysentery  in  dilutions  as  high  as  1  to 
100,000,  and  this  accounts  for  its  action.  In  order  to 
avoid  the  nausea  which  is  produced  by  the  internal  ad- 
ministration, it  is  being  tried  hypodermically,  salts  of 
emetine  or  cephaeline  being  injected  in  doses  of  1-6  to 
1-2  grain.  The  effects  upon  the  disease  are  very  marked, 
but  there  is  no  nausea. 

Ea>7  Emuluons.^ 

A  very  stable  but  thin  emulsion  can  be  made  by 
pouring  a  dilute  solution  of  oil  in  acetone  into  a  large 
body  of  water — about  a  thousand  times  the  volume  of 
oil.  Such  an  emulsion  can  be  boiled  to  drive  out  the 
acetone,  and  will  then  keep  for  years  without  separating. 

Ye  Camp  Fire.— 

Karl  Meyer  has  found  that  briquettes  composed 
mostly  of  pressed  eucalyptus  leaves  and  pine  needles, 
when  burned,  give  off  formic  acid  in  the  smoke.  The 
smoke  is  capable  of  killing  tubercle  bacilli  even  when 
suffidently  dilute  for  a  man  to  remain  in  the  room. 
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PRACTICAL  PHARMACY 


Perplexing  Pills.— 

R.  Albro  Newton  presented  a  paper  before  the  Sec- 
tion on  Practical  Pharmacy  and  Dispensing  at  the  A. 
Ph.  A.  meeting  in  Denver  on  the  subject  of  difficult  pills. 
It  appeared  later  in  the  Journal  of  the  A.  Ph.  A.,  from 
which  we  are  pleased  to  quote  in  part : 

"Veterans  are  sometimes  baffled  by  the  tasks  which 
are  set  before  beginners.  Of  the  many  prescriptions 
used  as  a  test  of  the  ability  of  students,  there  is  one  type 
which  seems  fully  as  bothersome  to  the  dispenser  of  con- 
siderable experience,  namely,  pills  of  silver  nitrate  or  of 
potassium  permanganate. 

"Bearing  in  mind  the  peculiar  nature  of  these  sub- 
stances, we  must  all  agree  that  ordinary  excipients  will 
not  be  allowable;  something  must  be  used  upon  which 
these  active  chemicals  will  not  react.  Looking  in  the 
text-books  we  find  that  kaolin  or  fullers'  earth  with 
petrolatum  is  suitable,  but  this  combination  makes  any- 
thing but  a  nice  pill  mass  to  work. 

"I  have  experimented  to  a  considerable  extent  on  the 
process  which  I  am  now  to  describe,  and  the  product  is 
pharmaceutically  elegant  and  therapeutically  active  not- 
withstanding the  fact  that  one  unfamiliar  with  it  would 
say  offhand  that  the  pills  would  be  better  as  bullets  than 
as  medicine.  Experiments  have  shown  that  the  mixture 
is  completely  disintegrated  in  the  stomach  and  the  chem- 
ical is  presented  in  an  active  condition. 

"Now  for  the  process.  Suppose  the  prescription  calls 
for  a  dozen  1-grain  pills  of  potassium  permanganate. 
Place  12  grains  potassium  permanganate  in  a  small  glass 
mortar  and  powder  finely.  Weigh  out  24  grains  of  par- 
affin, place  it  in  a  small  porcelain  capsule,  warm  until 
melted;  allow  the  paraffin  to  cool,  and  when  it  is  con- 
gealed loosen  it  from  the  capsule  by  running  a  spatula 
around  the  edge.  Put  the  powdered  chemical  in  the 
center  of  the  paraffin  and  work  the  permanganate  into 
the  paraffin  quickly  with  the  fingers.  Warm  a  pill-tile 
slightly  by  pouring  on  it  a  little  alcohol  and  igniting  it, 
then  wiping  with  a  clean  towel.  Roll  out  the  pill  mass 
quickly  into  a  pipe  and  cut  this  into  sections  and  shape 
the  pills  with  the  fingers.  No  dusting  powder  is  neces- 
sary or  even  desirable,  but  talc  may  be  used. 

"Not  more  than  twenty  minutes  will  be  required  to 
prepare  this  prescription.  Permanganate  stains  on  the 
fingers  may  be  removed  by  a  solution  of  oxalic  acid  in 
dilute  sulphuric  acid.  In  the  case  of  silver  nitrate,  the 
hands  should  be  washed  in  a  dilute  cyanide  solution  fol- 
lowed by  water  to  remove  the  dangerous  cyanide. 

"Speaking  of  pills  reminds  me  of  another  scheme 
which  is  not  often  mentioned  in  works  of  reference. 
Pills  of  ferrous  carbonate  are  probably  the  most  used 
ferruginous  tonic  and  the  official  formula  is  of  such 
excellence  that  improvements  are  apt  to  be  frowned 
upon.  However,  I  do  not  deem  it  a  sacrilege  to  state 
that  the  addition  of  a  small  amount  of  petrolatum  will 
serve  to  keep  the  mass  soft  a  very  long  time,  with  the 
added  advantage  of  retarding  the  oxidation  of  the  iron. 

"I  would  like  to  state  at  this  time  that  I  am  aware 


that  occasionally  potassium  permanganate  and  oxalic 
acid  are  prescribed  in  the  same  pill,  the  object  being  to 
secure  a  pill  of  freshly  prepared  manganese  dioxide.  In 
this  case  the  reaction  should  be  completed  by  triturating 
the  chemicals  together  thoroughly  and  then  massing  with 
ordinary  excipients,  a  process  not  unlike  that  for  mak- 
ing ferrous  carbonate  pills." 

A  Larkspur  Lotion.— 

At  the  Denver  meeting  of  the  A.  Ph.  A.,  Otto  Rau- 
benheimer,  of  Brooklyn,  N.  Y.,  presented  a  paper  before 
the  Section  on  Practical  Pharmacy  and  Dispensing  on 
larkspur  lotion.  It  appeared  subsequently  in  the  Jour^ 
nal  of  the  A,  Ph,  A,,  and  we  borrow  the  following: 

"A  blockhead  bit  by  lice  put  out  the  light 
and  chuckling  cried:  Now  you  can't  see  to 
Wte." 

"This  verse  taken  from  Greek  Anthology  might  have 
been  true  in  ancient  times,  but  the  present  generation 
with  its  motto,  'Time  is  money,'  requires  a  quick  and 
effective  remedy  against  pediculi  capitis  or  sometimes 
even  the  variety  pubis.  The  preparations  of  larkspur 
seed,  Delphinium  consolida,  have  from  olden  times  en- 
joyed a  reputation  and  are  still  in  great  demand  all  over 
the  United  States." 

Mr.  Raubenheimer,  after  much  investigation,  sug- 
gested a  larkspur  lotion  of  the  following  formula: 

Delphinium,  ground   100  grammes. 

Acetic  acid   60  Cc. 

Glycerin    60  Cc 

Alcohol   100  Co. 

Water,  a  sufficient  quantity  to  make...  1000  Cc. 

Boil  the  ground  larkspur  seed  with  800  Cc.  of  water,  to  which 
the  acetic  acid  and  glycerin  have  been  added,  for  10  minutes  in 
a  covered  vessel.  Set  the  mixture  aside  till  cold,  then  add  the 
alcohol  and  allow  to  macerate  over  night.  Then  filter  and  add 
sufficient  water  through  the  filter  to  make  the  product  measure 
1000  Cc 

"The  finished  tincture  has  a  brownish-yellow  color, 
resembling  tincture  of  quassia,  and  a  strongly  acetic 
odor.  It  is  clear,  and  even  after  standing  about  two 
months  has  remained  clear.  During  this  time  I  have 
sold  it  as  larkspur  lotion'  at  five  cents  per  ounce,  and  it 
has  given  good  satisfaction  to  my  customers. 

"I  am  making  many  experiments  with  this  lotion 
with  the  object  of  improving  it.  I  have  tried  increasing 
the  acetic  acid,  glycerin  and  alcohol,  and  macerating  and 
percolating  instead  of  applying  heat.  I  shall  report  on 
this  at  a  later  date. 

"In  my  opinion  the  present  lotion  is  far  superior  to  a 
so-called  tincture  prepared  by  diluting  1  fluidotmce  of 
acetic  fluidextract  of  larkspur  with  1  fiuidounce  of  alco- 
hol and  14  fiuidounces  of  water.  The  proportions  in 
this  so-called  tincture  are  60  and  60  in  1000  against  100 
and  100  in  1000  in  my  lotion.  The  diluted  fluidextract 
also  forms  a  very  heavy  precipitate  which  very  likely 
might  contain  some  of  the  active  constituents.  And 
last,  but  not  least,  it  does  not  require  any  pharmaceu- 
tical skill  to  dilute  the  fluidextract,  while  the  preparation 
of  the  lotion  gives  the  pharmacist  a  chance  to  practice 
pharmacy,  and  this,  his  birthright,  he  must  not  sell,  as 
it  will  end  his  existence." 
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BOOKS 


Dunn's  Puke  Food  and  Dkug  Legal  Manual.  Volume 
I,  pp.  2347.  Edited  by  Charles  Wesley  Dunn,  A.M., 
of  the  New  York  Bar;  published  by  Dunn's  Pure 
Food  and  Drug  Legal  Manual  Corporation,  32  Lib- 
erty St.,  New  York. 

This  work  is  &  valuable  tool  in  the  hands  of  a  dis- 
criminating and  skilful  artisan;  but  it  will  hardly  en- 
able a  manufacturer  or  dealer  to  dispense  with  the  ser- 
vices of  a  counselor  in  any  matter  o(  importance.  For 
the  purpose  for  which  the  work  is  intended  it  would 
probably  not  be  complete  without  the  mass  of  adminis- 
trative decisions,  rules,  and  regulations  which  are  not 
taw,  as  pointed  out  in  the  introduction,  where  we  find : 
"The  reader  should  keep  in  mind  the  distinction  between 
the  laws  themselves  and  the  rules  and  regulations,  etc" 
However,  introductions  and  prefaces  are  rarely  care- 
fully read,  and  the  non-professional  reader  is  likely  to 
conclude  that  the  citations  to  adjudicated  cases  support 
the  rule  or  decision,  as  the  case  may  be,  whereas  the 
contrary  is  generally  the  truth.  The  statutes  as  con- 
strued by  the  courts  Kimprise  the  law  of  the  land,  and  a 
synopsis  of  the  decisions  of  the  courts  in  immediate 
connection,  instead  of  the  mere  citations,  would  have 
made  the  work  much  more  valuable  without  greatly  in- 
creasing the  space. 

The  topical  scheme  is  altogether  too  intricate;  being 
similar  to  the  Corporation  Manual  published  by  the 
Corporation  Manual  Company,  all  the  information  con- 
tained in  which  may  be  found  in  the  competing  work 
published  by  the  Ronald  Press,  containing  about  one- 
quarter  the  number  of  pages  of  the  same  size  and  even 
printed  in  larger  type. 

An  ideal  manual  would  be  two  volumes,  one  relating 
exclusively  to  drugs  and  the  other  to  food.  The  Fed- 
eral Statute  as  a  pattern  should  be  scientifically  dis- 
sected, and  in  connection  with  each  section  or  part  of 
section  should  be  printed  an  alphabetical  list  of  the 
States  having  essentially  the  same  provision ;  then  the 
difference  in  the  laws  of  the  other  States  should  be  suc- 
cinctly pointed  out  For  example :  with  respect  to  those 
affected  by  the  law  it  might  probably  be  truthfully  stated 
once  for  all  that  individuals,  co-partnerships  and  cor- 
porations came  under  the  law  in  al!  the  States.  With 
respect  to  the  act  prohibited,  it  might  be  truthfully 
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Stated  in  two  lines  that  the  manufacture  of  an  adulter- 
ated or  misbranded  drug  product  was  prohibited  by  the 
laws  of  every  Territory  and  State  in  the  union;  likewise 
with  respect  to  the  sale.  When,  however,  we  come  to 
"giving  away,"  "offering  for  sale,"  etc,  it  would  be  nec- 
essary to  point  out  the  peculiar  features  of  the  laws  in 
each  State,  but  this  could  all  be  brought  within  a  single 
page. 

Notwithstanding  all  this,  as  a  book  of  reference  the 
volume  before  us  will  prove  almost  indispensable  to 
the  law  department  or  counselor  of  every  manufac- 
turer and  dealer  whose  business  extends  beyond  the 
confines  of  his  own  State.  chas.  u.  woodbuit. 
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Potter's  "Therapeutics,  Materia  Medica  and  Pbae- 

KACY." 

There  is  a  disposition  among  scholars  to  criticize  any 
attempt  to  treat  more  than  one  science  in  a  single  book. 
Especially  is  this  true  in  medicine  and  pharmacy.  But 
a  perusal  of  Dr.  Potter's  "Therapeutics,  Materia  Med- 
ica,  and  Pharmac/'  must  convince  the  reader  that  this 
feat  can  sometimes  be  accomplished  in  a  creditable  man- 
ner if  the  author  only  knows  how.  Dr.  Potter's  work, 
while  devoted  more  especially  to  the  physiological  action 
of  drugs,  at  the  same  time  contains  not  a  little  pharma- 
cognosy and  pharmacy.  The  result  is  a  most  useful 
book  to  medical  and  pharmaceutical  students.  In  a 
single  volume  are  given  the  special  therapeutics  of  dis- 
eases and  their  symptoms,  and  the  practical  pharmacy 
of  the  different  drugs  and  chemicals  used  in  medicine. 
There  are  various  other  subjects  that  properly  l>elong 
here,  such  as  directions  for  prescription  writing,  incom- 
patibilities and  antidotes  for  poisons.  The  chapter  on 
serums  and  vaccines  contains  the  latest  information 
along  those  lines. 

By  way  of  showing  the  systematic  arrangement  of 
the  text  we  might  turn  our  readers'  attention  to  the 
pages  on  iodine.  First  appears  the  general  description 
of  the  metal,  its  physical  properties  and  the  dose.  Then 
follow  the  preparations  of  iodine,  preparations  of 
the  iodide  salts,  hydriodic  acid  preparations,  unoSicial 
iodine  compounds  and  incompatibles  of  iodine.  No 
new  iodine  compound  of  any  importance  is  omitted. 
Next  comes  the  physiobgical  action,  then  the  therapeu- 
tics of  iodine,  of  the  iodides  and  the  synthetic  com- 
pounds of  iodine.    The  whole  arrangement  is  admirable. 

The  book  contains  916  pages,  but  is  a  compact  affair 
and  permits  of  easy  carriage.  The  price  is  $5.00,  net,  in 
cloth.    There  is  a  thumb  index  in  each  copy.    The  pub- 
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lishers  are  P.  Blakiston's  Sons  &  Co.,   1012  Walnut 
Street,  Philadelphia.        

Elements  of  Vegetable  Histology. 

Botany  and  pharmacognosy  are  big  subjects.  In 
the  laboratory  courses  given  in  these  branches  of  study 
there  is  need,  therefore,  of  a  brief  volume  which  shall 
guide  the  beginner  through  the  work.  Daniel  Base,  Ph.D., 
of  the  University  of  Maryland,  Department  of  Phar- 
macy, is  the  author  of  a  small  book  that  serves  this  pur- 
pose admirably.  It  is  entitled  ^'Elements  of  Vegetable 
Histology."  As  the  name  indicates,  the  book  is  a  guide 
for  students  who  are  undertaking  the  study  of  plant  tis- 
sues. A  work  of  this  character  should  meet  with  a 
ready  reception  among  chemists  or  pharmacists  who 
desire  to  make  themselves  expert  in  drug  analysis  and 
food  inspection.  By  way  of  showing  its  practical  char- 
acter we  point  to  certain  chapters  on  "killing  and  fixing 
reagents,"  "schemes  for  making  mounts  of  paraffin  sec- 
tions," and  "stains  and  reagents  used  in  the  study  of 
plant  tissues." 

To-day  our  food  and  drug  laws  have  made  the 
microscopical  study  of  plants  one  of  much  importance. 
In  fact,  it  were  well-nigh  impossible  to  detect  adultera- 
tions in  drugs  without  a  working  knowledge  of  plant 
histology.  Dr.  Base's  "Elements  of  Vegetable  Histol- 
ogy" should  help  beginners  master  this  subject.  The 
book  is  published  by  the  author  in  Baltimore,  Md.  It 
contains  144  pages,  bound  in  cloth.    The  price  is  $1.50. 


A  Critical  Revision  of  the  Genus  Eucalyptus. 

Part  XVI  of  this  work  has  been  received  recently. 
It  is  similar  and  equal  in  all  respects  to  the  preceding 
parts,  all  of  which  have  been  reviewed  in  these  columns. 
The  present  number  deals  with  13  species : 

Eucalyptus  oleosa  var.  Flocktoni,  E,  Le  Souefii,  E, 
Clelandi,  £.  decurva,  E.  doratoxylon,  E,  corrugata,  E, 
goniantha,  E,  Stricklandi,  E.  Campaspe,  E.  diptera, 
E,  Griffithsii,  E,  grossa,  E.  Pimpiniana,  and  E.  Wood- 
wardii. 

It  is  the  largest  number  yet  issued,  including  32  pages 
of  text  and  4  plates;  three  species,  E.  Le  Souefii,  E. 
Clelandi  and  E.  Pimpiniana,  are  here  described  as  new. 

The  author  is  J.  H.  Maiden,  F.L.S.,  Government 
Botanist  of  New  South  Wales.  This  monograph  is 
published  by  the  Government  at  2s.  6d.  per  number. 


The  Physician's  Visiting  List. 

We  are  in  receipt  of  the  sixty-second  annual  volume 
of  "The  Physician's  Visiting  List,"  published  by  P. 
Blakiston's  Son  &  Co.,  1012  Walnut  Street,  Philadel- 
phia, Pa.  As  usual,  the  price  is  $1.25  net.  This  book 
has  been  described  in  previous  issues  of  the  Bulletin, 
and  our  readers  are  familiar  with  its  character. 


Munn  &  Co.  of  New  York  City,  publishers  of  the 
Scientific  American,  have  just  brought  out  a  little  book 
entitled  "Trade  Marks  and  Trade  Names."  It  presents 
in  simple  manner  an  interpretation  of  the  Federal 
statutes  concerning  trade-mark  registration  and  protec- 
tion. Incidentally  it  shows  what  can  and  what  cannot 
be  registered  as  a  trade-mark.  The  book  will  be  fur- 
nished for  25  cents,  and  it  will  be  found  very  useful  to 
all  those  who  are  interested  in  the  subject. 


QUERIES 


In/ormaiion  is  ^iven  in  this  department  under 
the  folUnving  conditions  only:  (/)  No  queries  are 
answered  by  mail;  (2)  queries  must  reach  us  before 
the  isth  of  the  month  to  be  answered  in  the  Bnu^E- 
TIN  of  the  month  following:  (j)  inquirers  tnust  in 
every  instance  be  regular  subscribers;  and  (4) 
names  and  addresses  must  be  affixed  to  all  com- 
munications. 


Mouse  and  Rat  Poisons. 

C.  B.  M.  writes:  "Can  you  give  me  the  formula  of 
a  rat  exterminator,  white  and  powdered,  that  is  harm- 
less to  dogs  and  cats?  The  rats,  on  dying,  are  mum- 
mified and  dry  up,  leaving  no  offensive  smell.  I  want 
something  that  can  be  sent  through  the  mails." 

The  vermin  killers  which  cause  rats  to  die  in  their 
holes  and  still  do  not  create  a  bad  odor  from  the  de- 
composition of  the  bodies  are  composed  of  tartar  emetic 
or  barium  carbonate.  The  former  is  supposed  to  induce 
vomiting  in  larger  animals  than  rats;  hence  such  a 
mixture  is  claimed  to  be  harmless  to  dogs  and  cats. 
Barium  carbonate  is  supposed  to  cause  intense  thirst 
in  the  animals,  and  this  fact  has  suggested  the  addition 
of  calcium  sulphate  to  such  compounds,  the  result  being 
that  when  the  animals  drink,  the  calcium  sulphate  be- 
comes hydrated  and  consequently  the  animals  are  liter- 
ally petfified.  But  while  all  this  sounds  plausible,  we 
can't  get  over  a  suspicion  that  these  special  claims  for 
vermin-killers  are  largely  imaginary. 

An  analysis  of  one  well-known  vermin-killer  showed 
it  to  be  composed  of  strychnine  5.8  per  cent,  barium 
carbonate  45  per  cent,  soot  and  flour  49.2  per  cent 

Whether  or  not  you  could  send  a  product  like  this 
through  the  mail  may  be  a  matter  of  question.  The 
post-office  authorities  allow  some  latitude  in  this  regard, 
although  the  law  forbids  sending  poisons  through  the 
mail. 

S.  Bros,  complain  that  they,  too,  are  having  trouble 
with  rats.  They  write:  "Have  you  any  formula  which 
you  could  recommend  for  killing  moles,  rats,  and  field 
mice?  The  moles  attack  the  roots  of  the  coffee  plants 
and  the  field  mice  destroy  the  cane.  We  have  tried 
strychnine,  but  with  little  effect." 

TO  poison  moles. 

Worms  are  dipped  in  a  concentrated  solution  of 
strychnine  in  dilute  sulphuric  acid,  and  laid  in  the  runs 
of  the  moles.    This  does  very  well  indeed. 

The  following  pill  destroys  moles  very  quickly  when 
put  into  their  holes: 

Arsenous  acid    }4  grain. 

Pulverized   acacia    ^  grain. 

Starch    2   grains. 

Syrup q.  s. 

Make  into  a  pill. 

Strychnine  has  a  better  effect  than  arsenic 

RAT  POISONS. 

The  following  formulas  are  good  rat-killers: 

(1)     Strychnine  sulphate 1  drachm. 

Sugar  of  milk 8  drachms. 

Prussian  blue 6  grains. 

Sugar $4  ounce. 

Oat  flour  $4  ounce. 
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Triturate   the   first   three   ingredients   in   a   mortar   for   five 
minutes,  then  add  the  sugar  and  flour.      Mix  well. 

(2)     White  arsenic 1  ounce. 

Ultramarine   10  grains. 

Corn-flour   }/i   ounce. 

Sugar • 9  drachms. 

Mix  in  the  same  manner  as  No.  1.  From  10  to  80  drops  of 
tincture  of  asafetida  may  be  added. 

(S)     Powdered  squill 1  ounce. 

Barium  carbonate 4  ounces. 

Oil  of  anise » 6  drops. 

Mix. 

This  formula  is  used  by  rat-catchers. 

Several  formulas  for  phosphorus  paste  have  ap- 
peared in  the  Bulletin  before,  and  may  be  found  by 
consulting  the  annual  indexes  in  the  December  issues. 


Chewing  Gums, 

£.  M.  S. — The  making  of  chewing  gums  is  by  no 
means  the  simple  operation  which  it  seems  to  be.  Much 
experience  in  manipulation  is  necessary  to  succeed,  and 
the  published  formulas  can  at  best  serve  as  a  guide 
rather  than  as  something  to  be  absolutely  and  blindly 
followed.  Thus,  if  the  mass  is  either  too  hard  or  soft, 
change  the  proportions  until  it  is  right;  often  it  will  be 
found  that  different  purchases  of  the  same  article  will 
vary  in  their  characteristics  when  worked  up. 

Chicle  gum  is  purified  by  boiling  with  water  and 
separating  the  foreign  matter.  Flavorings,  pepsin,  sugar, 
etc,  are  worked  in  under  pressure  by  suitable  machinery. 
FormulsLS : 

(1)  Gum  chicle 1  pound. 

Sugar   2  pounds. 

Glucose 1  pound. 

Caramel  butter. 1  pound. 

First  mash  and  soften  the  gum  at  a  gentle  heat.  Place  the 
sugar  and  glucose  in  a  small  copper  pan;  add  enough  water  to 
dissolve  the  sugar;  set  the  mixture  on  a  fire  and  cook  to  244"  F.; 
lift  off  the  fire;  add  the  caramel  butter  and  lastly  the  gum;  mix 
well  into  a  smooth  paste;  roll  out  on  a  smooth  marble,  dusting 
with  finely  powdered  sugar,  run  through  sizing  machine  to  the 
proper  thickness,  cut  into  strips,  and  again  into  thin  slices. 

(2)  Chicle  6  ounces. 

Paraffin    2  ounces. 

Balsam  of  tolu .2  drachms. 

Balsam  of  Peru 1  drachm. 

Sugar    20   ounces. 

Glucose 8  ounces. 

Water   6  ounces. 

Flavoring,  enough. 

Triturate  the  chicle  and  balsam  in  water;  take  out  and  add 
the  paraffin,  first  heated.  Boil  the  sugar,  glucose,  and  water 
together  to  what  is  known  to  confectioners  as  "crack"  heat,  pour 
the  syrup  over  the  oil  slab,  and  turn  into  the  gum  mixture,  which 
will  make  it  tough  and  plastic.      Add  any  desired  flavor. 

(8)     Gum  chicle   122  parts. 

Parafiin     42  parts. 

Balsam  of  tolu 4  parts. 

Sugar   384  parts. 

Water 48  parts. 

Dissolve  the  sugar  in  the  water  by  the  aid  of  heat  and  pour 
the  resultant  syrup  on  an  oiled  slab.  Melt  the  gum,  balsam,  and 
paraffin  together,  and  pour  on  top  of  the  syrup,  and  work  the 
whole  up  together. 

(4)     Gum  chicle   240  parts. 

White  wax : 64  parts. 

Sugar  040  parts. 

Glucose   128  parts. 

Water    192  parts. 

Balsam  of  Peru 4  parts. 

Flavoring  matter,  enough. 

Proceed  as  indicated  in  No.  2. 


tt 


'Anti'Freeze"  Solutions  for  Automobiles, 

A.  C.  S.  asks  us  to  publish  one  or  two  formulas  for 
non-freezing  compounds  to  be  used  for  automobiles. 
He  wants  a  preparation  that  will  not  hurt  the  engine  or 
cause  it  to  corrode  or  rust 

On  page  480  of  the  November,  1911,  Bulletin  ap- 
peared a  somewhat  lengthy  article  on  non-freezing  solu- 


tions for  automobiles.  Inasmuch  as  the  subject  is  one 
of  unusual  interest,  and  is  likely  to  come  up  again  this 
winter,  we  reprint  the  following  from  that  issue: 

Glycerin  possesses  certain  characteristics  which,  to 
all  appearances,  would  seem  to  make  it  an  excellent  non- 
freezing  agent  It  boils  at  an  extremely  high  tempera- 
ture and  its  freezing  point  can  only  be  reached  by 
artificial  means.  The  cost  is  a  consideration,  however, 
as  glycerin  is  exceedingly  high  and,  unless  commercially 
pure,  is  apt  to  contain  fatty  acids  and  produce  destruc- 
tive chemical  action.  It  is  conceded  by  leading  author- 
ities that  it  does  destroy  the  rubber  connections  and 
after  a  short  period  becomes  foul,  thus  necessitating 
frequent  renewal. 

Wood  alcohol  has  been  greatly  favored  for  this  line 
of  work.  In  the  presence  of  heat  and  oxygen,  however, 
wood  alcohol  has  a  slight  tendency  to  form  formic  acid, 
which  might  in  time  corrode  the  parts.  It  boils  at  a 
lower  temperature  than  denatured  alcohol,  and  conse- 
quently less  of  the  latter  is  required,  and  as  the  tendency 
to  evaporate  is  materially  reduced,  denatured  alcohol  is 
much  cheaper  to  use  for  the  purpose. 

Alcohol  (denatured)  is  the  ordinary  alcohol  of  com- 
merce which  has  been  made  unfit  for  use  as  a  beverage. 
It  has  absolutely  no  corrosive  action  on  any  of  the 
metals  with  which  it  comes  in  contact,  and  its  ability  to 
withstand  cold  is  indicated  by  the  fact  that  it  freezes  at 
about  — 160**  F.  Its  composition  is  necessarily  uniform, 
because  it  is  manufactured  in  accordance  with  a  for- 
mula prescribed  by  and  under  the  supervision  of  govern- 
ment chemists.  It  contains  no  solid  matter,  thus  mak- 
ing it  tmnecessary  to  filter  before  using  and  eliminating 
all  danger  of  its  clogging  the  radiator. 

20-per-cent  solution  freezes  at  about  10**  above  zero. 

30-per-cent  solution  freezes  at  about  5**  below  zero. 

40-per-cent  solution  freezes  at  about  20*  below  zero. 

SO-per-cent  solution  freezes  at  about  35*  below  zero. 


Artificial  Extract  of  Lemon. 

C.  N.  H.  writes:  "Please  publish  a  formula  for 
making  artificial  extract  of  lemon.  I  have  seen  a  recipe 
somewhat  like  this: 

Citral    1   ounce. 

Oil  of  lemon 15  ounces. 

Cologne  spirit 8  gallons. 

Water 2  gallons. 

"It  seems  impossible  to  filter  this  mixture  unless  we 
use  pumice,  and  then  the'  oil  is  filtered  out  We 
have  calls  for  this  solution  frequently  and  should  be 
glad  to  have  some  information  on  the  subject'* 

Let  us  state  at  the  start  that  in  marketing  an  arti- 
ficial or  imitation  extract  of  lemon  one  must  be  very 
careful  to  observe  the  pure  food  laws. 

The  foregoing  formula  may  be  used  as  a  working 
basis  in  the  preparation  of  artificial  extract  of  lemon, 
but  we  suggest  that  the  quantity  of  the  oil  of  lemon  be 
reduced.  Of  course  the  trick  in  making  an  artificial 
extract  of  lemon  lies  in  using  citral,  which  imparts  a 
lemon  aroma  to  the  solution.  At  the  same  time  the  use 
of  citral  makes  it  possible  to  dilute  the  alcohol  with 
water  as  our  correspondent  has  done.  It  will  be  noticed 
that  there  are  three  gallons  of  cologne  spirits  and  two 
gallons  of  water  in  the  foregoing  formula. 

Having  reduced  the  amount  of  oil  of  lemon  in  this 
preparation  the  next  precaution  to  be  observed  is  pro- 
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longed  agitation.  The  solution  should  be  shaken  for  a 
long  time  before  being  filtered  in  order  that  as  much  of 
the  oil  as  possible  may  go  into  solution. 


Cheap  Beef,  Iron  and  Wine. 

M.  J.  Z.t  realizing  that  wine  of  beef  and  iron  of  the 
National  Formulary  is  expensive,  asks  for  a  formula 
of  a  cheap  preparation. 

The  subject  of  a  cheap  beef,  iron  and  wine  is  loaded. 
We  have  before  us  now  a  ruling  of  the  Commissioner  of 
Internal  Revenue,  Washington,  D.  C,  dated  August  23, 
1912.    It  says : 

"Special  tax  will  be  required  for  the  manufacture 
and  sale  of  beef,  wine,  and  iron,  unless  it  contains  at 
least  the  percentages  of  beef  and  iron  given  in  the 
formula  on  page  1821  of  the  nineteenth  edition  of  the 
United  States  Dispensatory  or  is  otherwise  sufficiently 
medicated  to  be  unsuitable  for  use  as  a  beverage." 

It  is  evident  from  the  foregoing  that  you  cannot 
make  and  sell  a  beef,  iron  and  wine  preparation  below 
the  N.  F.  standard  unless  you  take  out  a  rectifier's 
license. 

If,  however,  you  still  desire  to  prepare  a  cheap  beef, 
iron  and  wine,  we  suggest  the  following  formula  bor- 
rowed from  the  literature.  It  will  be  necessary  to  state 
the  percentage  of  alcohol  on  the  label : 

Beef  peptone   128  sraini. 

Tincture  of  iron  citrochloride...«.l  fluioounce. 

Water,  warm  2  fluidounces. 

Simple  syrup  2  fluidounces. 

Simple  elixir  3  fluidounces. 

Sherry  or  other  suitable  wine... 26  fluidounces. 

Dissolve  the  peptone  in  the  warm  water,  add  the  other  ingre- 
dients,  and  filter.      Beef  peptone  is  commercially  available. 

It  would  appear  in  the  light  of  the  ruling  of  the 
Internal  Revenue  Department  that  even  if  you  state  on 
the  label  the  percentage  of  beef  peptone  and  of  tincture 
of  iron  citrochloride,  you  will  not  be  free  to  make  and 
sell  the  preparation  without  a  rectifier's  license. 


Chilblain  Remedies. 

£.  M.  S.  wants  a  formula  for  a  chilblain  remedy. 
During  the  winter  there  are  frequent  calls  for  such  a 
preparation. 

C.  K.  Bushey  of  Dillsburg,  Pa.,  some  time  ago  con- 
tributed the  formula  of  a  chilblain  remedy  to  the 
Bulletin  that  has  since  been  incorporated  in  our  book 
"350  Dollar  Ideas  for  Druggists."  Mr.  Bushey  says 
that  the  preparation  gives  almost  instant  relief.  It  con- 
sists of  equal  parts  of  balsam  copaiba  and  chloroform. 
Apply  to  the  affected  area.  If  put  up  in  a  package  of 
reasonable  size,  it  sells  for  25  cents. 

The  following  formula  yields  a  liniment  that  relieves 
chilblains : 

Camphor    2   drachms. 

Cantharides   2  drachms. 

Mustard  ^  ounce. 

Oil  of  cajuput 1  ounce. 

Oil  of  rosemary S  drachms. 

Alkanet  2  drachms. 

Oil  of  turpentine 10  ounces. 

Macerate  ten  days  and  filter.  Rub  in  night  and  morning. 
Do  not  use  on  a  broken  surface. 

Collodion  compounds  are  also  used  to  relieve  frost- 
bite. A  Bulletin  correspondent  reports  considerable 
success  with  the  sale  of  compound  salicylated  collodion 
for  the  purpose. 


Board-of-Phamuicy  Secretaries  in  the  United  States. 
F.  R.  W.— Here  is  the  fuU  Ust: 

Alabama— E.  P.  Gait,  Selma. 

Arisona — A.  H.  Hulett,  Phoenix. 

Arkansas— J.  F.  Dowdy,  Little  Rock. 

California — Louis  Zeh,  San  Francisco. 

Colorado — S.  L.  Bresler,  Denver. 

Connecticut — ^J,  A.  Lcverty,  Bridgeport. 

Delaware — ^J.  O.  Bosley,  Wilmington. 

District  of  Columbia— S.  L.  Hilton,  Washington. 

Florida— U.  W.  Ramsaur,  Palatka. 

Georgia — C.  D.  Jordan,  Monticello. 

Hawaii — A.  J.  Gignoux,  Honolulu* 

Idaho — ^T.  M.  Starrh,  Shoshone. 

Illinois— F.  C.  Dodds,  Springfield. 

Indiana — ^W.  H.  Fogas,  Mt.  Vernon. 

Iowa — E.  J.  Moore,  Des  Moines. 

Kansas— W.  £.  Sherriff,  Ellsworth. 

Kentucky— J.  W.  Gayle,  Frankfort 

Louisiana — Gustav  Seemann,  New  Orleans. 

Maine — F.  T.  Crane,  Machias. 

Maryland — Ephraim  Bacon,  Baltimore. 

Massachusetts — ^P.  J.  McCormick,  Boston. 

Michigan — J.  J.  Campbell,  Pi^ieon. 

Minnesota — £.  A.  Tupper,  Minneapolis, 

Mississil>pi—y/.  W.  Ellis,  Fayette. 

Missouri— C.  E.  Zinn,  Kansas  City. 

Montana — Emil  Starz,  Helena. 

Nebraska — ^Herbert  Lock,  Central  City. 

Nevada — ^J.  M.  Taber,  Elko. 

New  Hampshire— A,  S.  Wetherill,  Exeter. 

New  Jersey — ^H.  A.  Torden,  Bridgeton. 

New  Mexico — ^A.  J.  Fischer,  Santa  Fe. 

New  York—Vf.  L.  Bradt,  Albany. 

North  Carolina — F.  W.  Hancock,  Oxford. 

North  Dakota— Vf.  S.  Parker,  Lisbon. 

Ohio—F.  H.  King,  Delphos. 

Oklahoma — J.  C.  Burton,  Stroud. 

Oregon — Kittle  W.  Harbord,  Salem. 

Pennsylvania — L.  L.  Walton,  Williamsport. 

Porto  Rico — T.  J.  Monclova,  Rio  Piedras. 

Rhode  Island—}.  E.  Brennan,  Pawtucket 

South  Carolina — F.  M.  Smith,  Charleston. 

South  Dakota— E.  C  Bent.  Dell  Rapids. 

Tennessee — I.  B.  Qark,  Nashville. 

Texas— R.  H.  Walker,  Gonzales. 

Utah^V/.  H.  Dayton,  Salt  Lake. 

Vermont — D.  F.  Davis,  Barrc. 

Virginia— T.  A.  Miller,  Richmond. 

IVashington — ^James  Lee,   Seattle. 

West  Virginiar^AMred  Walker,  Sutton. 

Wisconsin — Edward  Williams,  Madison. 

Wyoming — C.  B.  Gunnel,  Evanston. 


Liquid  Face  Rouge. 

H.  C.  S.  asks  us  to  publish  a  formula  of  a  liquid  face 
rouge. 

Here  is  a  formula  suggested  by  Dr.  Max  Joseph  in 
his  "Short  Handbook  of  Cosmetics."  It  is  known  as 
Fluid  Red  Paint  (Deba/s  Rose  Liquide)  : 

Potassium  oxalate 7  grains. 

Distilled  water 8  ounces. 

Alcohol    4  drachms. 

Carmine 7  grains. 

Ammonia  water 8^  grains. 

Here  are  two  other  formulas  borrowed  from  The 
New  Standard  Formulary: 

(1)  Carmine  1  drachm. 

Ammonia  water 6  fluidrachms. 

Water  7  fluidounces. 

Spirit  of  rose 8  fluidrachms. 

Mix,  set  aside  24  hours  or  longer  if  necessary,  agiUting  fre- 
quently till  the  ammonia  has  evaporated,  then  filter. 

(2)  Eosin   24  grains. 

Water    S  fluidrachms. 

Glycerin   1  fluidrachm. 

Alcohol   iyi  fluidounces. 

Cologne  water 3  fluidounces. 

Mix  and  dissolve.  ___^^ 

Making  Castor  Oil  Red* 
F.  J.  A.  wants  a  coloring  agent  for  the  preparation 
of  ruby  castor  oil.  Use  "oil  red  soluble"  to  color  the 
castor  oil.  This  coloring  agent  can  be  obtained  frpm 
Theodore  H.  Eaton  &  Son  of  Detroit,  or  from  other 
dye  houses.  

W.  F.  P.— We  are  unable  to  tell  you  the  composition 
of  the  proprietary  preparation  which  you  mention. 
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W.  T.  CO.'S 
OVALE    NURSER 


Hard  to  Break 


Easy  to  Clean  and  Hold 


PATENT  ATPUED  FOB 


Th«  Ovale  Nuner  is  CBpecially  made  to  stand  the  hard  xoAge  to  which  articles  of  its  cIbsb  are 
Bobjected.  It  ie  of  juBt  the  right  weight,  not  bo  thin  aa  to  break  easily  when  dropped,  and  not 
so  thick  as  to  be  liable  to  crack  when  exposed  to  heat  or  cold.  The  glasa  ia  nade  of  materials 
which  insore  the  greatest  strength  and  toughness,  and  ia  evenly  distribated  to  avoid  strain 
from  nnequal  expansion  or  conbraction.  -  Vivetj  bottle  is  thoroijghly  annealed,  bo  that  it  beoomea 
as  little  liable  to  crack  as  an  article  made  of  glasa  can  be,  and  is  likely  to  last  a  long  time  even 
under  the  most  unfair  treatment.  It  is  made  with  sloping  shonlderB  and  ia  roDnded  inBida,  with- 
out comers,  so  that  it  can  easily  be  cleaned.  The  moutt)  is  carefully  finiahed  to  secure  Bmoothneea 
and  regularity,  and  the  conformation  of  the  lip  insures  a  firm  boki  for  the  nipple. 


ONE  OKOS9  IN  OUOMAI  rAOUOE 
NET  rUCESi 


$0  30 


Accurate  Graduates 

The  prime  essential  of  accuracy  in 
pharmaceutical  work  cannot  be  assured 
unless  the  instruments  used  are  known 
to  be  correct. 


Our  Guarantee  of  Accuracy  is 
etched  on  every  engraved  graduate 
made   by  us. 


PhMb  StUHU. 


WHITALL  TATUM  COMPANY 

MANUFACTURERS  OP 

Druggists\  Chemists'  and  Perfumers'  Glassware 


Manufacturers,  Importers  and  Jobbers  of  Dnm;g:ists'  Sundries. 


STDHET,  If.  s.  w.. 
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Mic. 

"VviVLRAJS 

vSAVS 


M 


when  the  frost  is  on 
The  pump  and  vdvr  flannels 

DONT  feel  hot.  THEK5  THE 
TIME   TO  BESIN  TO  COMMENCE 
TO  PREPA-RE   TO  GET  "READY 
FOR  THE   SPRING    SODA  WATER 
BUSINESS. 


We  take  pleonm  in  writing  yon  that  yonr  Fonntaiii  It  a  complete  ntccev.  It  1>  the 
tnbfect  of  much  comment  and  the  object  of  mnch  praiee.  lu  limple  linet.  harmony  of 
detail  and  excellent  conitnictton  have  turely  contributed  toward  mafcinj  our  (lore  the  mod 
beautiful  dmt  ttore  in  America. 

Wiihtnj  you  continued  protperity,  fse  are.        Your*  wry  truly. 

SCHROUDERS,  Drv^iett,  Grand  Ibipldt.  Uidi. 

.  Upon  request,  Mr.  Walrus  will  send  you  catalogs  of  Soda  Fountains,  Car- 
bonators,  Metal  Furniture  and  Ice  Cream  Cabinets,  showing  a  line  of  these 
goods  superior  in  design,  construction,  quali^  of  material,  and  embodying 
numerous  features  not  found  in  any  other  such  line  of  goods  on  the  market. 


Monufac-tuT*ttr-a  of-tKe'WALtUJS  i^^ 

<Show  Rooms,  j^cjoncica  &  Rapre5enlative3 11 


Chlc^ai  233  W.  JackssB  &tvd. 


ClnaUadi  19111  Bnlld  Ava. 
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A  Granulator 
Granulates 


SAVES  time  over  aay  other 
method.  Sieves  can  be 
changed  almost  instantly.  If 
you  are  looking  for  some- 
thins  to  reduce  your  produc- 
tion cost  this  one  will  do  It. 
Sand  for  ptk«  Md  firtbw  MwMtiM. 

Irthnr  Colton  Company 

MANUPACrURBRS  OP 

FlurnaceifUcal  Machinery  aid 
Appliaices. 

187  BRU5H  STREBT. 
DETROIT.  MlCi^.,    U.  S.  A. 
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argest  Makers  of  Soda  Fountains 


s  of  Soda  Fountains      /^    in     th 


e     Whole     Wide     World 


STIOulilfc 


I 


'.V 


The  Fountain  With  Over  Fifty  Features 

25  to  335S»  MoreCoDtinuoiisWomixnrd  Spaee-Js;'  SSSor^iTo!; 

workboard   gives  increase  of  workboard  space  next  to  ice  cream  cabinet — nltr*  mtnttd  uutt. 

25  to  33VW  More  ServIM  Spiice-™t;L'^i'i*o/"idrffi,"^.°" '  "  '"^ 
7S%Tline  Saved  by  the  "One  Piish"Syrup  Pumps— ,°riri^','h,."d."?"v°i 

—  Stationary  spout  —  quadruple  silver  plated — impossible  to  corrode  or  rust — adjusted  to  deliver 
automalically  any  amount  of  syrup  up  to  2^  o*.  at  "•■*  putk" — saves  waste  of  ayrup  —  saves 
dispenser's  time — means  quick  service. 

Continuous  Construction-;;;;  l^S^  Heaviest  lnsolatlon-f5"SS'T.'rSS 

of  closedjointconstniction  means  no  dirt  catching    freezing  point  all  the  time.   Dr^fl  itoaJi  Imntaltd. 
crevices  between  ice  cream  cabinets,  workboards    No    sweating  —  protects    Onyx.      Retains    cold 
temperatures.     4  inch   walls,  munpmrHl  ilai  turt 
t  tatUm,  $Utt  amJftvml. 


aitd  syrup  units. 

'Everfcieao  Hovers** 


_On    ice  cr 
cabinets  —  ir 


Highest.  Widest  Workboards-f?>^,'^ 

of  room.  Workboari 
er,   band   corrugated 
' ' "      Free  open 


'Korrect  Heliht  Kounters"-f  I'gl;" 

bring  women   and  children's  trade.     The  only 
common  sense  height  for  convenience. 

Simplified  Plumbln«-g;'j^9^'_«^; 

sanitary — in  easy  reach, 

"Self  SkltntnicuE  Everklean  Water 

|>—_|l,_**^L.arge,  roomy,  round  cornered,  rem- 
**"•'*'*       forced— bottom  inlet    brings  under 


odors  and  vermin  breeding  refuse— the  Red  Cross  circulation — grease  flows  through  water  level  stand 
always  sweet,  clean  and  sanitary— Jw^ri^  it  pipe — water  always  clear.  Overhead  swinging 
faucet  furnishes  fresh  water  in  sink  or  disher  vat. 
Etott  fonntMn  iiiMirMl  by  our  president'i  yoaruittMU  At  our  «xpmu% 
ona  of  our  fouotain  experts  directa  the  inatallikUon  of  aach 
foontain.  We  will  not  parmit  a  bluaderiiiB  earpentar,  plnmbar  oe 
otkor  "l^Biidr   Man"  to  apoil  efBdencr  of  a  100^  perfact  fouotain. 


NOTICE— Wa  ■ 


—  Gel    oa    oar    nailiBf   lilt 


We  Build  Business  for  the  Fountain 

Oa  C»«pcratiTe   BoiImm    Baildiif   PUa   stvti  IriJa  yaar  way  the  tint  day. 


■,'-/-f  "> 


N 


ntrorkCIt) 

ilMHO.  III. 

tnluii.  0. 


St  Lauli,  Mo. 
auanli.  Qa. 
Cincinnati,  0. 
Mllmuke*.  Wis. 
■t  Puil.  Minn. 


Ubtni.  H.  r. 
Oakland,  Cd. 
Kanaai  dtr.  Mo. 

London.  Enilvid 


Tke  Bi^op>Babcock-Becker  Co. BnaA 

lBtBwt«]  in  Foontata. f*>l  Laos 

R'<rf  P.  in* 
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PERIODICALS! 

FORSAI^ 
HERE 


yikv 


MRS.  WISE'S  CONVERSATIONS 

Number  3. 

MRS.  WISE :    Oh,  here  are  the  Christmas  numbers  of  the  magazines !    Aren't  they 

pretty? 

DRUGGIST:    Yes,  the  Christmas  himibers  are  indeed  handsome — and  they  sell  quickly, 

tool 

MRS.  WISE:    Of  course  they  do  I    1*11  take  some  along  for  myself  and  my  friends. 

They  make  nice  little  Christmas  remembrances. 

DRUGGIST:    Help  yourself;  I'll  take  the  money  out  of  this  bill  which  you  gave  me  for 

the  prescription. 

MRS.  WISE:    That's  ea^,  isn't  it>    I  help  myself  and  ^au  lakp  the  money  I 

DRUGGIST :  You're  right  It  doesn't  require  any  effort  to  sell  magazines  and  period- 
icals. Everyone  does  their  own  selecting— and  then  we  don't  have  to 
use  ten  cents'  worth  of  paper  and  twine  to  wrap  the  purchase. 

MRS.  WISE :    And  you  don't  have  to  deliver  it,  either. 

DRUGGIST:    No.    No  one  minds  carrying  a  good  looking  magazine. 

MRS.  WISE :    It  seems  to  me  that  magazines  sell  themselves. 

DRUGGIST :    They  do.    It  requires  no  clerks  to  show,  explain  and  sell  them  and 

I  believe  I  can  take  the  money  as  fast  as  it  is  handed  to  me  I 

MRS.  WISE:    Hal    Hal    No  doubt  I    I  don't  see  why  all  druggists  don't     y  ^ 

o^ 


sell  magazines  and  other  periodicals. 

DRUGGIST:    They  would  if  they  knew  how  easily  they  could  be 

handled  without  extra  work,  bother  or  worry. 

MRS.  WISE :     If  I  were  a  druggist  I'd  begin  right  now  with 

the  quick-selling  Christmas  numbers  I  y^  ^^"^ 


THE  AAIERICAN  NEWS  COMPANY 


9-15  PARK  PLACE*  NEW  YORK. 


^'  o^ 


y^y^y^'y  ^  -^ 


When   writing  to  advertisers  please   mention  Bullstin  op   Phaemacy. 
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Perpetual  Diary 

(Patent^  Janiurr  24tI^  1 905) 

DaUy,  Monthly  and  Yearly  Diary. 

S«aliDMt'«  Parpataml  Data  Book  i*  the  oniy  publkalian  ever 
■Mued  that  will  •erre  as  a  perpetual  calendar  and  leguter  a(  all 
important  event*. 

It  can  be  uaed  for  recording  app^ntment*.  roeetiuBs,  duea, 
notes,   all  legal  obligationa,  contracts,  receipts,   wsatbeT   reports. 


A  Comparison  with  Records  for  Previous 
Years  Instantly  Available. 

A  Familf  Regitler— Births,  marriages,  deaths,  accidents, 
■tcknes^  rent,  board,  vacations,  traveb  and  other  important 
penonal  notes  can  be  permanently  recorded. 


A  School  Ragklar— Exan 


>   end  historical  events  can  be  jotted  down  (or  instant 
reference  and  comparison. 

Any  givan  day  and  dale  (or  any  year  easily  foond. 

Invaluable    to    the    business   or    prohsiional    man,    farmer. 
Fun  leulier  bindins.    Sunple  tie  poM-pud.  mechanic  and  everybody  desiring  records  of  daily  events. 


Prescription  Case  for  Physicians 


Bvery  phyilcian  needi 
a  prescription  case. 

Why  not  present  him 
vrilh  one  bearing  youf 
card? 

For  permanent  and  dl 
advertinng  to  the  phyncian  tl 
is  nothing  better. 

Special  Prices  on  Qoantit 


Geo.  Seelma 
&  Sons  Co. 

Manufacturers  Leather  Spei 


Milwaukee,      -      Wis.         price  $i.oo— m  per  cent  discount  to  druggists. 

Your  Csnl  in  Gold.  2Sc.    Daetor'iNuii..  10c.    Pnl-Mid  «  RK.ipt  af  Prtca. 


t  or  PBASUAcr. 
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Are  You  Making  What  You  Should  From 
Your  Fountain? 

Mr.  Thorsen,  of  Newark,  111.,  decided  he  was  not,  and  that  what  he  needed  was  a 
new  Fountain.  Now,  Mr.  Thorsen  is  a  live,  up-to-date  fellow,  and,  while  he  did  not 
require  an  expensive  and  elaborate  outfit,  he  wanted  full  valne  for  his  mouev-  Therefore, 
after  careful  investigation,  he  decided  on  an  Acom  SANITAIR&  SYSTKU  apparatus. 
Read  what  he  says  of  it: — 

"Ai  to  hoT  I  like  the  Fouiiti,iil,  I  want  to  mj  that  I  like  it  very  much  and  it  has  been  a  money-maker 
for  mc.  My  Ice  bill  up  to  this  time  last  yett  was  about  t6o.oo,  and  for  the  same  lentctb  of  lime  this  year,  with 
my  new  Acom  Fountain,  my  ice  bill  Is  onir  about  feooo.  I  think  tbat  is  eood  intereil  on  my  money.  Mr 
business  has  grown  fiom  two  and  three  dollars  a  day  to  an  average  of  eight  dollais  a  day.    1  guess  that  is 

"I  am  veiy  well  satisfied  with  my  fountain  and  1  think  whoever  boys  an  Acom  Soda  Fountain  will 
make  no  mistak*." 

Mr.  Harry  Faulos,  of  Paulos  Bros.,  Auiora,  HI.,  says:— "Our  Trade  haa  increased  more  than  sixty  per 
cetit  and  our  Ice  Bill  cut  in  two  by  the  installatioD  of  your  Fountain." 

Mr.  Rinckei,  of  Che  Rincker  Itook  and  Drug  Co.,  North  FlatCe,  Nebr.,  says.'— "Has  won  for  us  the  best 
claas  of  trade." 

Take  the  first  step  to-day  toward  increased  profits  by  signing  the  coupon 
and  returning  to  us  for  a  copy  of  our  1913  catalog,  which  fully  illtistrates 
and  describes  a  great  many  new  and  wonderful  designs  for  the  coming 
season. 

THE  ACORN  SANITAIRE  SYSTEM 
SODA  FOUNTAIN. 

MADE  BT 

The  Acorn  Brass  Mfg.  Co.,  Aurora^  IIL 
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The  pharmacist  who  carries  our  Concentrated  Antidiplitheric  Serum 
(Globulin),  and  specializes  in  it,  has  no  worries  about  die  problem  of  un- 
sold  stock :  diere  is  no  such  problem. 

Concentrated  AntkUphtheric  Sovm  (Globulin),  P.,  D.  &  Co.,  is  sala- 
ble  wherever  diphtheria  prevails.  It  is  in  steady  demand  throu^out  the 
diphtheria  season. 

Our  Concentrated  Antidiphtheric  Serum  (Globulin)  has  the  confi- 
dence of  physicians.  It  is  recognized  as  the  product  of  experts  in  antitoxin 
manufacture.  It  is  known  to  be  accurately  standardized.  It  goes  to  the 
medical  profession  under  a  substantial  guaranty  of  purity  and  efficiency. 

Ko.  IJ-  MOutiWncu..^  Bio.  19-   «m>  uiiMdc  tuibt. 

Bio.  16-1000  utitoiic  uniU.  Bio.  20-    5000  utiunie  aniu. 

Bio.  17-2000  aulitoiic  >init>.  Bio-  21-   7S00  «lin«ic  unit.. 

Bio.  18-3000  utkoxic  uiuu.  Bio.  22-10.000  utkaiic  unitL 

Specify  Parke,  Davis  A  Co.'»  ConcMitrated  Antidiphtheric  Serum 
(Globulin)  when  you  order  from  your  jobber.  Get  an  antitoxin  that  is  in 
universal  demand  by  plqrsicieuis— an  antitoxin  that  is  as  staple  as  any  food 
product. 

PARKE,  DAVIS  &  COMPANY 

LabomiorioK  Dgtroil,  Mkb.,  U.3A.:  Walk<nille,  Ont.;  Houiulaw,  En*. 

Bnocbo:  New  YoHc  Chiuso,  St,  Loui*,  BoMon.  Biiltiiiian,Nsw  OtIeuu.Kuuu  Cir.  Minnskpolia.  SHtde.U.S.  A.i 

Lawlsii,  Edb.;  Montml,  Que.i  Sydncr.  N.S.W.:  St.  Pctaibuc*,  Ruuia;  Bomtuy.  ladiag 

Tok».  J^ikuk;  BoeiKH  Air«a.  ArgmtiiM. 


nenlian   BuLLrriN  or  Phai 
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System  Systematized—Simplicity  in  theSuperlative. 

ii  In  ■  Srtwio  at  Am  PruBnl-Dur  InUrpt^tntli  nf  8Tit»iit.    Tin  EHmtniLti^  of  A* 
AppATMUB'     T^    EabodiiiMat  vl  K  CAOplsta   and   Pvftct  MtUtod  of  ITtaililll 

iDHiiM  (D  Abwlot*  CkKk  Upon  E*«t  PksH  ef  tb*  r ■■[■I  Tnauetiaa 

Salbr  uid  Bnyar— B^  aO  ElctwHs  tb*  two  Cam  gf  ■  Sta^  Lhh  LHf  Boolb 


By  JAMES  BARKER.  Sal«>  Mfr.  The  RidunoDd  A  Backos  Co. 

ths  anchuaiBatic  commemiatioD  of  thauaanil*  of  uaen> 
among  druggiata  and  otber  meichanta,  tkrougboot 
the  countijr. 


Sinplicity  U  ons  thing,  and  Syatem  quite  anothef. 
Tliera  are  a  namber  of  "Syatema,"  ao  called,  upon 
tha  market,  whoae  uaefulneaa  luw  been  cuTttuled 
or  deatroyed  entiiely  by  their  too  Bi^ot  effort  at 
cantpTehenoTeDeM.  Theie  may  bave  baen  a  time 
when  theae  ayatema  were  time  aavera,  but  with  the 
eztenaion  of  the  buaineaa  their  roakera  aeem  to 
liave  attempted  to  atretch  their  uaefulneaa  over  too 
great  a  number  of  opeialiana,  with  the  reault  that 
they  are  confuaing  in  tlkeii  complexity,  and.  ioalead 
of  aimpli^ing  roattera  for  tbe  uaet.  they  aucceed 
only  in  leading  him  through  a  loaze  of  compHcatad 
operationa  that  are  not  only  laborioua,  but  msratify- 


The  compaiatiTely  com< 
pact  regiater-apparatua 
originally  deviaad  by 
•  ome  of  them  ha* 
aaaumad  the  propolticiiu 
of  a  deak,  and  it  con- 
tinuea  to  grow. 

In  the  eSoit  to  perform 


more  or  leaa  helpful  but 
not  necenaiy,  aimplicdty 
ia  tacrihced  and  a  "red 
tape"    ayalem  haa  taken   ita  place. 

Why  the  cabinet  Bppurlenancea>  Even  the  old' 
tJiiiB  method  of  bookkeeping  waan't  auirounded 
by  tbe  endlew  detail  and  cnmberaome  trappinga 
of  theae  ao-called  ayatema.  It  may  not  be  a  mia- 
nomei  to  call  thero  ayatema,  but  the  name  doea 
not  neceaaarily  aignify  aimplicity,  and  aimplicity  ia 
what  they  imply  to  the  uninitiated. 

Reduced  to  the  plain  propoaitian  of  efGciency 
and  economy,  the  Modem  Ledger -Statement  Sya- 
tem of  The  Richmond  &  Backua  Co.,  of  Detroit, 
Mich.,  more  nearly  attaina  abaolute  perfection  than 
anything  elae  made  in  thia  country.  Moreover,  its 
makers  are  manufacturing  itationera  vrbo  have 
apent  a  lifetime  in  the  att  of  reducing  buaineaa 
methoda  to  ayatem — ayalem  in  the  aenae  that  meana 
the  reduction  of  labor,  time  and  expenae — ayatem 
that  eliminatea  fixtttre  accaaaorie*  and  reducea 
your  bookkeeping  to  perfection  within  the  coven 
of  a  aingle  looaa-leaf  book.  "Simplicity  in  the 
BuperlatiTe  degree  I" 

Thia  ayatem,  which  ia  hmiliarly  known  to  uaera 
■a  the  "Ara  mmI  Be,"  is  not  new.  It  haa  gone 
through  the  crucible  of  experimentation  and  earned 


We  pieaent  the  "Are  and  Be"  Syatero  in  our 
aceompanying~illuiliatian.  Tbe  right-hand  page  is 
backed  by  a  duplicate  sheet,  upon  which  ia  recorded 
a  carbon  copy  of  all  journal  entriea  made  during  the 
month.  At  the  end  of  the  month  the  original,  preaent- 
ingA  complete  itemized  bill  of  all  purchaaea,  ia  mailed 
to  your  cuatomen,  and  the  carbon  copy  underneath 
ia  retained  aa  your  record  of  tbe  aame.  The  total 
amount  ihown  on  this  duplicate  iheet  ia  tlien  pasted 
aa  a  debit  to  the  ledger  leaf  at  the  left,  with  a 
correaponding  credit-posting  to  the  sales  or  merchan. 
dise  accounL  A  binder 
goea  with  the  outfit  for 
filing  dupHcatea  in,  thua 
enabling  you  to  keep  a 
:onl     of     all 


buaineaa    dtme,    item    for 

The     "Ara    and    Ba" 

Combined  Detachable 
Leaf  Ledger-Journal  and 
Monthly- Statement  Book 
Special  'Outfit  ia.  now 
ofiered  to  the  trade  at  the  special  outfit  price  of  $16.75, 
until  further  nobce.    It  conaiats  of  tbe  fallowing: 

SPECIAL  OUTFIT 

1  SMtional    Poat    Binder,  Corduroy   and 

Rassia,she»}jxlO,markedasdesirwl  $6,00 
300  B.  H.  64.Ladger  Leaves  mad*  of  oar 

hmona  Bond  Minga  Paper 4,S0 

1  M   Statamanta    in   duplicate^  printed  to 

your  order 9,60 

1  aM  No.  27  Gold  Embosaed  Alphabetical 

Tabs  attached  to  plain  ruled  sheets 1,00 

1  CarlMn  Holder.... ,25 

SO  Sheets  Carbn  P^»er l.SO 

1  Binder  for  filing  duplicate 1.75 

TOTAL  REGULAR  PRICE iSSM 

Special  OutBt  Price,  $18.75 

SENT  FREIGHT  PAID  ON  RECEIPT  OF  PRICE 

Ts  All  Palata  Eut  of  HiuiHtaipi  Rlvar. 

It  ia  especially  adapted  to  the  needa  of  the  druggiat 
who  has  little  time  for  the  laborious  work  of  preparing 
monthly  statements.  An  operation  at  the  time  of 
your  sale  records  your  charge,  and  makes  your  dupU- 
cate  record. 

It  represents  System.  Service,  and  Simplicity,  and 
is  a  valuable  contribution  to  progress  in  the  keeping 
of  all  kinds  of  accounta. 
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Better  Drug  Advertising 
For  One  Dollar  a  Month 


You  Can  Not  Buy  Service  Like 
Ours  Elsewhere  at  Any  Price 

The  aid  it  gives  involves  more  than  advertising.  It  covers  everything 
that  can  help  to  build  or  hold  business.  No  other  business-building 
service  has  ever  proved  so  important  to  enterprising  druggists.  It  has 
increased  the  sales  of  thousands  of  druggists  throughout  the  world,  and 
it  can  increase  yours  too — at  the  small  cost  mentioned  above. 

We  have  been  furnishing  Drug  Advertising  Service  for  more  than 
twenty  years,  and  our  satisfied  clients  everywhere  are  our  strongest  testimo- 
nial of  superior  service. 

THE  MANNING  MONTHLY  SERVICE 

Is  open  to  but  one  firm  in  a  locality,  and  the  opportunity  to  secure  the 
definite  and  certain  aid  it  provides  may  never  come  to  you  again. 

The  Service  contains  from  forty  to  sixty  fresh,  seasonable  ads  covering 
all  topics,  suitable  for  the  current  month,  matter  for  booklets,  circulars, 
etc.,  form  letters,  suggestions  for  window  displays,  and  articles  on  business 
building. 

It  costs  you  nothing  to  find  out  more 
about  the  Service,  so  fill  in  the  coupon  and 
return  to  us  at  once.  On  receipt  of  same,  our 
booklet,  **The  Art  of  Building  a  Drug  Busi- 
ness/' containing  detailed  information  about 
the  Service,  will  be  sent  vou  by  return  mail. 


The  Manning  Advertising   Service 

ED.  McCULLOUGH,  Manager 

SL  Louis,  Musouri,  U.  S.  A. 


BIANNING  ADVERTISING  SERVICE 

313  NORTH  NINTH  STREET 

3T.  LOUIS,  HO. 


Please  send  me  your  booklet,  •'The  Art 
of  Building  a  Drug  Business."  After  ex- 
amining it,  I.  shall  advise  you  as  to  whether 
I  want  to  reserve  the  exclusive  use  of  your 
Service  for  this  locality. 


Name 


City. 


Sute. 


B.  P. 


When   writing  to  advertisers  please   men^on  BjOU^m*  oi  Phasmact. 
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A  thorough  Correspondence  Course  in  the 
best  known  Optical  College  in  the 

world  for  only  $15.00. 


When  we  say  that  the  South  Bend  College  of  Optics  is  the  best  known  optical 
college  in  the  world  we  are  stating  a  real  truth. 

We  have  a  larger  number  of  graduates  in  the  field  than  any  two  other  colleges 
combined. 

Our  students  are  in  every  State  and  Territory  in  the  United  States;  in  every 
province  of  Canada;  in  Mexico,  Central  America,  West  Indies,  South  America, 
Europe,  Asia,  Africa,  Australia,  New  Zealand  and  Hawaii,  Bermuda  and  the  Fiji 
Islands. 

We  have  testimonial  letters  in  praise  of  our  system  from  all  of  these  States  and 
Provinces  and  Countries. 

We  have  letters  from  prominent  oculists  and  medical  professors  saying  our 
correspondence  course  is  the  most  thorough  of  any  they  have  ever  seen. 

Several  thousand  students  have  paid  us  ^25.00  for  the  same  course  that  you  can 
now  secure  for  only  fifteen  dollars. 

When  the  leading  oculists  and  opticians  all  over  the  world  endorse  our  system 
— men  whose  testimony  could  not  be  bought  at  any  price — ^you  will  surely  take 
no  chance  in  enrolling  with  us.  We  simply  offer  you  the  best  that  is  to  be  had 
in  optical  instruction. 

We  would  like  to  send  you  free  our  64-page  prospectus  which  tells  all  about  our 
course  of  study  and  contains  the  names  and  addresses  of  scores  of  our  students  and 
what  they  say  of  us. 

It  tells  why  we  can  afford  to  give  you  this  course  at  less  than  two-thirds  of  the 
regular  price. 

It  will  only  take  you  a  minute  to  write  us  a  postal  and  it  will  bring  full  particulars 
by  return  mail. 

The  South  Bend  College  of  Optics  (chartered) 

ESTABLISHED  1893. 

Suite  4,  Kamm  Building  South  Bend,  Indiana,  U.  S.  A. 


When  writing  to  adyertisers  please   mention  Bulletin  of   Pharmacy. 


BULLETIN    Op    PHARMACY 


THE  BANGS'  "PURITAN"  TYPE  OF  DRUG  STORE 
EQUIPMENT. 

In  diiji  gone  by,  the  town  crier,  with  his  bell  hoA  bellowing,  let  all  within  reach  of  hia  voice  kaow 
the  oewaor  told  where  wonderfnl  bargxina  might  be  had  and  mouey.aaTcd,  or  spread  the  tidloga  of  lome 
important  meeting  or  other  pnblic  »Sa\t. 

Bat  while  that  primitive  form  of  advertising  aeived  quite  well  for  those  earlier  daya.  It  would 
scarcely  meet  the  demands  of  the  present  time,  bat  still  the  problem  of  proper  publicity  demands  a 
satisfactory  solution,  and  so  very  much  depends  on  the  manner  of  its  solving. 

For  snch  druggists  as  are  so  fortunately  situated  financially  as  to  be  able  to  use  the  medium  of  the 


good  enough  dividends,  are  very  much  In  the  minority,  and  what  is  true  of  this  method  is  equally  tme 
of  many  other  forms  of  advertising. 

And  even  if  yon  are  so  sitnatM  as  to  be  able  to  avail  yourself  of  this  method  successfully,  it  only 
takes  care  of  but  one  factor  in  the  problem. 

Your  store  itself  must  still  be  the  solid  bed-lock  on  which  you  have  to  rear  your  structure  of  favor- 
able publicity.     What  would  it  profit  you  to  advertise  to  your  pnblic  that  yon  were  prepared  to  give  the 


best  In  goods  and  service  the  world  sfiords  If  the  appearance  of  your  store  and  its  attendants  do  not  look 
aa  if  yon  could  make  good  ?  It  is  not  enough  alone  to  have  quality,  yon  must  have  every  appearance 
of  quality  BB  well.  This  is  a  fact  not  to  be  gainsaid.  It  has  been  demonstrated  and  proven  thousands  of 
times  and  under  about  every  conceivable  condition. 

This,  then,  brings  us  to  the  pith  of  the  matter ;   since  the  store  is  the  foundation  from  which  all 
advertising  must  necessarily  be  built,  it  is  bnt  logical  that  you  should  have  it  subotantial  and  right  in 


every  way.  See  that  it  ia  handsome,  dignified,  attractive.  lusisltbat  it  be  well  lighted  and  kept  apotlessly 
clean  and  be  sure  that  it  is  so  arranged  that  your  merchandise  is  most  efiectively  displayed,  keep  well  in 
mind,  too,  that  goods  well  shown  are  half  sold.  Remember  this,  that  a  fine  appearance  speaka  to  the 
eye,  a  language  understood  and  appreciated  by  evetybody,  and  that  the  impresaion  yonr  customers  get 
of  your  atore,  whether  favorable  or  otherwise,  largely  determines  yonr  encceas  or  failure. 

As  a  permanent,  forcible,  economical,  ioo$  efficient  advertisement  we  have  never  found  anything 
to  eqnal  a  fine-appearing,  properly -equipped  store,  and  we  have  been  diligently  searching  for  thirty 

The  small  investment  needful  to  install  the  "Puritan"  equipment  makes  It  no  longer  necessary  for 
any  druggist  to  have  a  cheap-appearing,  poorly-equipped  store.  The  Interest  charge  on  the  equipment 
shown  in  the  cut  coat  the  druggist  owning  this  store  but  for^  cents  per  day. 

We  auegest  that  you  try  the  "Bangs"  method  and  see  now  easy  it  is  to  become  prosperous  when 
your  store  nas  every  appearance  of  prosperity. 

Write  to-day  for  details.    Yonrs  for  better  business, 

C.  H.  BANGS  DRUGGISTS'  FIXTURE  COMPANY,  BOSTON,  MASS. 


Wlieo   wricini  .to  adrertlter*  pteai 
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Products  that  every  pharmacist 
should  be  prepared  to  dispense 


UERE  is  a  group  of  scientific  medicinal  preparations — ^products  of  merit  and  reputation — 
products  that  are  seasonable;  that  are  prescribed  or  administered  by  the  most  advanced 
physicians  in  the  world.     We  are  promoting  them  now  among  the  entire  medical  prof essioi 
of 


pinPY  TinrD  TM  •     One  of  the  most  notable  of  recent  additions  to  the  materia  medica. 


Of  inestimable  value  in  difficult  childbirth.     As  a  corrective  of  uterine 
inertia  it  is  believed  to  be  without  a  rival. 

Glaaeptic  ampoules  of  1  Cc  (12  ampoules  in  a  package);  also  ounce  yi 


R  APTFRI AI     V  APPINF^  *     Fifteen  high-class  scientific  products,  which  are 
DAV 1  £il\i/llj    Y  /lVVlll£iO  •     coming  into  general  use  by  physicians  and  which 

we  are  able  to  supply  at  very  moderate  prices.     A  complete  list  will  be  sent  to  any 

pharmacist  on  receipt  of  request 

Graduated  syringe  containers  and  rubber-stoppered  glass  bulbs. 

PUVT  A^Or^PNQ  •     ^  gfoup  of  medicinal  agents  that  are  attracting  marked  atten- 
I  ill  1j/\V\/\SIj11iJ  e     tion  throughout  the  medical  world.    Four  products  now  ready : 
Rheumatism  Phylacogen,  Gonorrheal  Phylacogen,  Ejrysipelas  Phylacogen  and  Mixed 
I  Infection  Phylacogen. 

Sealed  glass  vials  of  10  Cc  each. 

COKCENTRATED  ANTIDIPHTHERIC  SERUM(Globiilin) 

Antitoxin  that  is  in  universal  demand  by  the  medical  profession.     Salable  wherever 
diphtheria  prevails.     As  staple  in  its  season  as  any  food  product 

Syringe  containers  of  500,  1000,  2000,  3000,  4000,  5000,  7500  and  10,000  units. 

SYRUP  COCILLANA  COMPOUND :  SJS^Sr^SSTJtrA 

most  widely  prescribed  cough  syrup  in  the  world.     A  steady  seller  throughout  the 
season  of  coughs  and  colds. 

Pint,  5-pint  and  gallon  bottles. 

« 

These  products  should  be  in  every  retail  pharmacy.     If  they  are  not  in  your  phar- 
macy you  are  undoubtedly  missing  a  lot  of  good  business. 


Home  Offices  and  Laboratories, 
Detroit,  Michis^an. 


PARKE,  DAVIS  &  CO, 


When    writing   to   advertisers   please   mention   Bulletin   op   Pbaemact. 
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Pride 


9 


Fear 


or  Business 

Which   Dictates  to   You 


Is  it  pride,  precedence,  prejudice,  or  fear  that  dictates  to 
you  ?  The  business  man  who  is  dictated  to  by  any  of  these 
does  not  travel  very  far  on  the  highway  to  succ^.  The 
aggressive  druggist  is  one  who  listens  to  the  dictates  of 
business.  He  stnkes  out  boldly,  he  knows  what  he  wants 
and  goes  after  it  We  are  serving  thousands  of  hustling 
aggressive  druggists  who  do  not  let  pride,  fear,  precedence, 
or  prejudice  dictate  to  them.  They  want  more  business, 
they  are  determined  to  get  more  business,  they  go  after 
more  business  by  using 

This  service  goes  to  them  regularly  every  month.  In  our  SYSTEIM 
they  find  new  ways,  methods,  plans,  and  ideas  for  getting  business. 
Advertising  copy  for  all  conceivable  forms  of  advertising,  window  dis- 
plays»  illustrated  and  described.  We  give  these  druggists  special  help 
with  their  own  individual  problems.  We  give  them  special  help  in 
marketing  their  own  preparations.  All  of  our  years  of  experience  in 
building  profit  paying  drug  stores  and  all  of  the  power  of  our  big 
office  force  are  right  back  of  these  druggists  for  their  exclusive  use  in 
their  locality.  Strike  out  for  more  business  yourself.  Sign  the  coupon 
herewith.  It  costs  nothing  to  find  out  more  about  our  SYSTEM  of 
Advertising  for  Retail  Drug  Stores;  besides,  we  will  serve  you  one 
month  free  should  you  choose  to  order.  We  serve  only  one 
in  a  locality—First  come,  first  served. 


B.P. 


^tt0^&'&ui^Chnfi>a»u£^ 


MONTH 
FREE 


International  Drug  Store 
Advertisers 

31  East  22nd  Street,  NEW  YORK 


Send  me  full  particolArs 
relatlTe  to  your  BTSTEOI 
of   AdvertlfllDg  for  $8.00  per 
month.    It  is  uuderstood  that 
this  inquiry  places  me  under  no 
obligation,  but  should  I  choose  to 
ofdaTi  you  win  serve  me  One  Month  IVee. 


When   writing  to  advertisers  please    xnentioo  Bullstik  of  Pbabmacy. 
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^What  dentifrice  do  you  recommend?" 

The  question  has  a  familiar  ring,  hasn't  it? 

Most  pharmacists  have  it  propounded  to  them  often  enough. 

Always  say  Euthymol  dentifrices.     You  will  make  no  mistake  if  you  da 

Euthymol  Tooth  Paste.  Euthymol  Tooth  Powder. 

Euthymol  Liquid  Dentifrice. 

Euthymol  tooth  preparations  are  efficacious  detergents.  Th^  are  antiseptic.  They  are 
free  from  harmful  substances.  They  are  pleasemt  to  the  palate.  They  meet  every  demand 
for  an  efficient  dentifrice. 

Keep  them  on  the  show-case.    You  will  find  them  ready  sellere. 

PARKE,  DAVIS  &  CO. 

Wb<D    vrritins  lo   adTcrtiKrB  pl<ue   mention   BuLtniN  or   Phaihact. 
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\         A 
Time-Saver 

For 
Druggists 


The  L.  C.  Smlih  &  Rrc 


THE  L.  C.  SMITH  &  BROS.  TYPEWRITER  CO.  has 
a  platen  equipped  with  a  device  for  writing  small  labels  or 
stickers.  Druggists,  physicians  and  others  who  have  work  of 
this  character  will  find  this  arrangement  an  effective  time- 
Kiver.  A  machine  which  has  this  platen  is  also  used  for 
general  correspondence. 

The  L.  C.  Smith  &  Bros.  Typewriter  is  the  ideal  machine 
for  all  kinds  of  work  that  can  be  done  on  a  typewriter.  It  is 
ball  bearing  at  all  frictional  points  and  its  keyboard  is  so 
arranged  that  all  operations,  even  to  shifting  the  ribbon,  are 
controlled  from  it. 

For  further  information  and  literature,  write  the 


L.  C.  SMITH  4  BROS.  TYPEWRITER  CO. 

SYRACUSE,  N.  Y.,  U.  S.  A. 

BEANCBBS    IN    ALL    PSINaPAL    CITIES. 

II ^^ ^-^ 

When    vritinf  to  aiitrtittn  plew«   mcntlaD   Buunm  at  PiuuitCT. 
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330 
Dollar  Ideas 

for 
One  Dollar! 


la  this  series  of  ads.  we  have  recently  been  repeating  what  people  have  said  about 
our  new  boot — "350  Dollar  Ideas  for  Druggists." 

We  have  quoted  the  exceedingly  complimentary  opinions  of  some  of  the  purchasers 
of  the  book.  We  have  reprinted  a  few  of  the  reviews  which  have  appeared  in  the 
pharmaceutical  journals. 

All  of  thesecomments  on  the  book  have,  without  exception,  testified  to  its  great  value 
and  usefulness  to  every  druggist.  Aren't  yon  convinced  yet  that  you  need  this  book  in 
your  business? 

Ifisten  now:  lAere  tuver  was  a  bock  yet  gotten,  out  for  the  retail  druggist  which  for 
practical,  money-making, ,  money-saving  value  could  approach  this  one!  That's  a  strong 
statement,  but  we  stand  by  it  I 

The  book  represents  the  boiled-down  cleverness  of  350  druggists.  It  describes  the 
plans  and  schemes  which  these  druggists  have  conceived  for  the  better  and  more  profitable 
conduct  of  their  business. 

We  paid  (350.00  for  these  suggestions — you  get  them  for  (i.oo. 

Can  you  beat  it  ? 

Sent  for  (i.oo  post-paid. 


E.  G.  SWIFT,  Publisher,  -    Detroit,  Mich. 


When    wrilinf  to  idTcrtinn   pleaae   n 


BULLETIN    OF    PHARMACY 


If  you  stop  to  think,  you  will  re- 
cognize the  fact  that  wherever 
electricity  has  solved  any  problem, 
it  has  done  so  better  than  any  other 
form  of  power. 

Electric  deliveiy  it  the  logical  deliveiy  for  city  use,  which  requires  many  stops, 
just  as  naturally  as  electric  street  railways,  electric  elevated  railways  and  electric 
locomotives  for  steam  railway  terminals  are  superseding  all  other  forms  of  locomotion 
under  similar  conditions. 

Detroit  Electric  Commercial  Vehicles  "get  away"  Inatantly  in  congested  traffic  All 
speeds  are  controlled  by  one  lever.  An  ordinary  driver  can  learn  to  operate  a  Detroit 
Electric  in  a  few  hours.  There  is  no  complm  mechanism  to  be  put  out  of  order  by 
abuse  or  carelessness.  When  the  car  stops,  the  power  stops  and  the  expense  for 
power. 

Detroit  EJectric  Commercial  Vehicles  are  noiseless,  odorless,  trim  in  appearance 
and  are  particularly  appreciated  by  customers  in  all  residential  districts.  They  are 
admitted  at  all  wharves  and  freight  terminals.  Fire  hazard  is  reduced  to  the  minimum. 
All  body  space  is  available,  except  the  driver's  seat  They  occupy  only  their  own  space 
in  a  garage.  . 

Detroit  Electric  Commercial  Vehicles  are  used  in  six^  (60)  lines  of  business  in 
fifty-nx  (56)  of  the  largest  foreign  and  American  cities. 

Detroit  EJectric  Commercial  Vehicles  are  built  exclusively  for  the  Edison  nickel  and 
steel  battery.  This  battery  of  itself  is  about  300  pounds  lighter  in  a  Detroit  Electric 
Commercial  Vehicle  than  a  lead  battery  equipment  This  admits  of  an  all  metal  chassis 
and  lighter  construction  throughout  the  car.  Lighter  weight  means  more  mileage,  less 
wear  on  bearings  and  tires,  and  leas  cost  for  power  to  move  the  car  and  its  load. 

46-page  illustrated  catalogue  with  full  information  will  be  sent  on  request.  Specific 
information  regarding  your  individual  requirements  will  be  gladly  furnished. 


ANDERSON  ELECTRIC  CAR  COMPANY, 

421  Clay  Avenue,  Detroit.  U.  S.  A. 
BRANCHES: 
Naw  York,  Broadwar  >l  SOtli  St. 
Chiufo,  2416  Hichisan  At*. 

Saltiiis  rapreaantatiTM  ia  most  Issding  dlUs. 
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A      NEW      BOOK! 


Board  Questions  Answered' 


This  book  will  pn>7e  invaluable  to  every  candidate  wbo  desires  to  "freshen  up"  before 
taking  the  board-of-phaimacy  examination.  Complete  sets  of  examlnatloii  papers 
actually  ased  by  the  boards  of  pharmacy  la  the  leadlnit  States  are  prlated. 
aad  answers  to  all  the  questions  are  iflven  ivlth  oare  and  thoronithness. 

Even  the  graduate  in  pharmacy  who  wants  to  go  before  the  State  board  finds  himself  con- 
fronted with  two  necessities.  In  the  first  place,  he  must  refresh  his  memory  of  a  thousand  and 
one  things.  In  the  second  place,  he  must  get  something  of  an  idea  of  the  type  and  dass  of 
questions  asked  by  the  particular  board  which  is  to  examine  him.  This  is  true  no  matter,  how 
thorough  an  education  he  may  have  had. 

And  the  same  thing  is  true  also,  in  even  added  measure,  of  a  clerk  who  has  been  studying 
pharmacy  at  home,  or  who  has  perhaps  taken  one  of  the  several  correspondence  courses. 
Regardless  of  how  well  he  has  studied  in  the  past,  be  most  make  particular  fffeparation  for 
the  board  examination  if  he  expects  and  desires  to  be  successful. 

This  new  book  of  "Board  Questions  Answered"  is  especially  published  for  this  very 
purpose.  It  will  enable  the  candidate  to  brush  up  his  knowledge  on  the  one  hand.  On  the 
other,  it  will  show  him  in  a  general  way  what  sort  of  questions  he  will  be  asked  when  he  gets 
in  the  examination  room. 

Every  one  of  the  examination  jiapers  Is  complete  In  Itself.  Every  last 
question  asked  by  the  board  on  the  occasion  represented  is  printed  and  answered.  Not  even 
catch  questions  have  been  dodged. 

The  book  is  handsomely  and  strongly  bound  in  cloth,  is  well  printed,  and  costs  ft. 50. 

Better  order  a  copy  to-day  If  yon  contemplate  itoinif  before  your  State 
board. 

E.  G.  SWIFT,  PubUsher,       -       -        Detroit,  Mich. 
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THE  SCRAP  BOOK. 


Use  the  "Star  Quizzer"  and  pass  any  State  examina- 
tion. It  covers  the  questions  and  answers  of  State 
Pharmacy  examinations.  The  revised  edition,  conform- 
ing to  the  new  U.  S.  P.»  will  be  sent  post-paid  for  $1.25. 
Address  Stevens  &  Mallory,  Ada,  Ohio. — Adv. 


Another  Reformer. — "Yes,  I've  cut  out  the  slang 
stuff,"  Nell  was  telling  her  latest  "gentleman  friend." 
"Gee,  but  my  talk  was  gettin'  fierce!  I'd  worked  up  a 
line  o'  fable-material  that  had  George  Ade  backed  off 
the  map  and  gaspin'  for  wind,  but  I've  ditched  all  that 
now.  I  seen  it  was  up  to  me  to  switch  onto  another 
track.  Jammed  on  my  emergency  brakes  one  day  and 
says  to  myself,  'You  mutt,  wherjc  do  you  think  you'll 
wind  up  if  you  don't  slough  this  rough  guff  you're  shov- 
ing across  on  your  unprotected  friends?  You  never 
will  land  a  Johnny-boy  that's  got  enough  gray  matter  in 
his  cupola  to  want  a  real,  bang-up  flossy  lady  for  his 
kiddo  instead  of  a  skirt  that  palavers  like  a  brainstorm 
with  a  busted  steerin'-gear.'  Any  girl  can  talk  like  a 
lady,  even  if  she  never  gets  closer  to  one  than  to  stretch 
her  neck  when  some  swell  dame  buzzes  past  in  her  gas- 
wagon.  I  says  to  yours  truly,  'It's  time  to  re  formate 
your  grammar,  little  sister/  and  you  betcher  sweet  life 
I've  cut  the  mustard." — Lippincotfs. 


The  standard  of  purity  and  uniformity  maintained 
in  the  mercurial  preparations  manufactured  by  Chas. 
Pfizer  &  Co.  has  given  their  brand  an  enviable  reputa- 
tion among  the  trade  generally,  and  more  particularly 
among  manufacturing  pharmacists. — Adv. 


"When  does  your  husband  find  time  to  do  all  his 
reading?" 

"Usually  when  I  want  to  tell  him  something  im- 
portant."— Detroit  Free  Press. 


Stella:    "Are  they  in  love?" 

Bella:  "They  must  be;  she  listens  to  him  describe 
a  ball  game  and  he  listens  to  her  describe  a  gown." — 
Brooklyn  Life. 


Knicker:    "Do  you  understand  mortgages?" 
Bocker:    "Yes;  the  6rst  is  for  the  car  and  the  sec- 
ond is  for  the  upkeep." — New  York  Sun. 


V  GjEtriKG  ready  for  the  state  board  examination? 
•You  will  finci  it  profitable  to  secure  a  copy  of  "How  to 
Qtt  Registered."  It  outlines  a  full  course  of  study 
which  you  can  take  at  home  or  in  the  store.  It  gives 
you  a  thorot^h  preparati.Qn.  Send  50  cents  for  a  copy 
to  Charles  L.  Maecm,  Korth  GraQville^  N,  Y.-^Adv. 


Trade^Mark 


ft 


«« It  Sells  Itself, 

bnt  the  drutiist  can  show  his 
salesmanship  by  dlrectlnit  atten- 
tion to  the  four  different  sizes  and 
helping  his  cnstomer  to  select  the 
most  snitable  size  for  his  particular 
needs. 


Small           contains  10  1-2   oi. 

Madlam  17  1-2    •* 

Larie                   **  34  1-2    " 

Hospital  Size    ««  a      lbs. 


net. 


•• 


•fl 


•• 


THE  DENVER  CHEMICAL  MPO.  CO< 

NEW  YOEK. 


Get  the   Quantity 
Discounts  on 

PINEX 

The  blfi-selllnfi  coaiih  remedy. 

You'll  probably  sell  6  dozen  Pinex — 
perhaps  12  dozen  —  this  year.  Buy  a 
quantity  and  increase  your  profit. 

Discount  on  6  dozen  order,  5%;  on  12 
dozen,  S%.    Through  your  jobber. 

Blfifier  Than  Ever. 

I^ex  is  being  advertised  more  heavily, 
and  is  selling  faster,  than  ever  before. 
People  who  always  made  their  own  cough 
remedy  are  now  buying  Pinex,  getting  a 
better  article  and  paying  the  druggist  a 
better  profit.  One  of  the  besit  money-maker$ 
a  druggist  ever  touched.     The  sale  is 

itnaranteed>     Stock   it  up!     Get  the 

discounts! 

The  Pinex  GcKp  Ft.  Waynetlnd. 


When  wHtMf  to  adreftiiert  please    iti^fittoti  ButLmw  tow  Pbakkact. 
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Send  For  Our 


NEW    CATALOG    * 

(flvpersedlB^  prevloas  Issaea) 

ninstratintf  and  describing 
the  most  complete  line  of 

DECORATED    TIN    BOXES 

for  dispensinfi  pnrposes'  ever  offered 

THE    RETAIL    DRUG    TRADE 

Boxes  for  every  requirement 
of  the  Modern  Draft  Store. 

A  complete  supply  of  all  styles  and 
kinds  kept  in  stock. 

American  Stopper  Company, 

DwUht  and  Verona  Streets.       •         -        BROOKLYN,  N.  Y. 


Magistrate  (about  to  commit  for  trial)  :  You  cer- 
tainly effected  the  robbery  in  a  remarkably  ingenious 
way ;  in  fact,  with  quite  exceptional  cunning. 

Prisoner:  Now,  yer  honor,  no  flattery,  please;  no 
flattery,  I  begs  yer. — London  Sketch. 


The  Broad  View. — It  requires  more  than  a  narrow 
restricted  vision  to  see  the  value  of  a  beautiful  store. 
It  takes  a  broad  knowledge  of  human  nature,  a  reali- 
zation that  trade  gravitates  naturally  to  agreeable 
places.  Bangs  saw  that  years  ago  and  began  to  make 
his  observation  plain  to  the  druggists  of  this  country. 
He  started  a  campaign  of  beautifying  pharmacies. 
To-day  every  place  of  any  importance  in  the  United 
States  bears  monuments  to  Bangs's  genius.  And  many 
a  druggist  carries  a  nice  fat  purse  that  he  owes  in  a 
large  measure  to  a  beautiful  store  furnished  by  Bangs. 
If  you  intend  to  remodel  your  pharmacy  or  Jbuild  a 
new  one,  be  sure  to  get  the  services  of  the  well-known 
Boston  house,  the  C.  H.  Bangs  Druggists'  Fixture  Co. 


The  husband  and  wife  were  making  a  call  on  friends 
one  evening.  The  wife  was  talking.  "I  think  we  shall 
have  Marian  take  a  domestic  science  course  along  with 
her  music  and  regular  studies  when  at  college." 

"Ah,"  said  a  man  present,  who  had  been  a  stranger 
until  that  evening,  ''you  look  rather  young  to  have  a 
daughter  win  at  college." 

"Oh,"  said  the  mother  naively,  "she  isn't  old  enough 
now;  she  is  just  eight  months  old,  but  I  do  so  like  to 
look  forward !" — Indianapolis  News. 


Little  Ella's  father  was  an  eminent  author,  and 
one  day  while  he  was  at  luncheon  the  little  girl  occupied 
a  chair  in  his  study.  Shortly  a  caller  was  ushered  in, 
and  with  a  pleasant  smile  inquired : 

"I  suppose  you  assist  your  father  in  entertaining 
bores?" 

'•Yes,  sir,"  replied  Ella,  gravely ;  "please  be  seated." — 
Harper's  Basar. 


Making  the  Sale  Easier. — With  the  huge  multipli- 
cation of  commodities  for  which  sale  is  sought  through 
the  modern  drug  store,  and  the  ever-growing  list  of 
items  the  buying  public  expects  the  druggist  to  supply, 
there  is  only  occasionally  any  evidence  of  an  effort  to 
make  the  merchandising  of  these  wares  easier  for  the 
store's  proprietor.  Stress  of  competition,  ambition  for 
progress,  commit  him  to  an  always  rising  outlay  for 
fixtures,  accessories,  and  the  shoal  of  advertising  and 
selling  aids  incidental  to  twentieth  century  retailing; 
but  except  in  comparatively  few  instances,  the  makers 
of  many  of  the  things  he  sells  and  is  asked  to  sell  do 
not  cnem  to  rate  the  druggist  as  the  vitally  important 
(and  normally  not  overpaid)  engine  of  distributi6n  he 
actually  is.  Many  manufacturers  of  commodities  which 
druggists  sell  look  on  their  connection  with  the  trade 
as  one  which  favors  the  trade  more  than  it  does  the 
maker — as  if  the  druggist  had  to  sell  their  g'oods  wiUy- 
nilly]    By  way  of  contrast,  there  are  others  who  seek, 
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PLAIN  OR  LITHOGRAPHED 

TIN  CANS  AND  BOXES. 

All  ^adud  StylM  aad  Si>m  for  tha  Dr«i,  AalUa*  Color.  Falat,  Vu«l«h.  Dry  Color. 
OIL  at  Baklari  Fowdar  Trada. 


Plva-O«lloa  Oblond  FUt  Cm.»  Oblontf  Faaalad  Vamlab  Cana  Piva.OaUoa  Squra.  Roud 

cwedBiiiffly-atoo  made  with         with  Noale  openiiw  or  with  IK-inch  ■««*  .^'■?'.9"%,    .« 

Soraw  Opening.  u  deolred.  fittedwith  1-Indi  Uan  Setl  Scxew 

WE  HAKE  A  COMPLETE  LINE  OF  HIOH-ORADE  FRICTION  TOP  CANS. 

National  Can  Company,  lu^:!:^*.  Detroit,  Mich. 

mm  Foi  iLLt)sn*no  catalog. 


and  seek  ably,  to  help  the  drug  store  sell  what  they  sell 
the  druggist;  and  the  Pabst  Brewing  Company  of  Mil- 
waukee t$  a  conspicuous  figure  among  these. 

In  all  the  advertising  done  for  Pabst  Extract,  The 
"Best"  Tonic,  the  druggist  is  featured.  The  reader  is 
told  to  go  to  his  druggist  for  The  "Best"  Tonic;  the 
doctor,  to  specify  it  in  his  prescription.  Every  effort 
is  made  to  render  selling  easy,  and  to  show  the  consumer 
the  sense  and  gain  there  is  for  him  in  ordering  Pabst 
Extract  by  the  doien  instead  of  by  the  single  bottle. 
Naturally  such  an  order  is  to  the  druggist's  gain  as 
well,  and  that  in  more  ways  than  one.  All  through  the 
Pabst  Extract  advertising  it  is  most  apparent  that  these 
manufacturers  realize  the  value  of  the  druggist's  co- 
operation, and  they  testify  to  that  value  by  using  every 
capable  means  to  help  him  sell  their  goods,  and  to  make 
that  selling  as  easy  as  it  possibly  can  be. 


will  attract  passers-by.  Yon  will  find  any  number  de- 
scribed and  illustrated  in  a  book,  "Window  Displays  for 
Druggists."  Every  druggist  should  have  a  copy  of  this 
useful  work.  It  costs  only  $1.00  and  may  be  had  post- 
paid by  remitting  that  sum  to  E.  G.  Swift,  Publisher. 
Detroit.  Mich. 


The  c 


t  was  having  trouble  getting  a  satisfactory 


"Is  there  any  reason  why  you  could  not  pass  impar- 
tially on  the  evidence  for  and  against  the  prisoner?" 
asked  the  judge  of  a  prospective  jurpr. 

"Yes,"  was  the  reply;  "the  very  looks  of  that  man 
makes  me  think  he  is  guilty." 

"Why,  man,"  exclaimed  the  judge,  "that's  the  prose- 
cuting attorney  1" — Ladtet'  Home  Journal. 


Real  Estate  Man  ;    And  what  a  place  for  a  bunga- 
low ! — primeval  forest,  virgin  wilderness,  absolute  se- 

Jones:    Yes.  but  that's  just  the  kind  of  a  place  that 
everybody  hunts  up ! 


Fix  Up  Your  Windows.— This  is  a  delightful  season. 
People  are  promenading  on  the  streets  and  your  win- 
dows will  come  in  for  a  good  share  of  attention.  Make 
the  most  of  the  chance.    Arrange  a  few  nice  trims  that 


Charles  Reynolds,  druggist,  of  Plymouth,  Indiana, 
C.  Bonham,  manager  of  the  Public  Drug  Co.,  Bluffton, 
Indiana,  and  E.  F.  Guthrie  of  Logansport,  Indiana,  all 
visited  the  Walrus  Manufacturing  Co.'s  plant  at  Deca- 
lur,  Illinois,  Thursday,  October  31,  where  each  pur- 
chased a  very  handsome  Walrus  soda  fountain.  The 
outfits  bought  by  Mr.  Reynolds  and  Mr.  Bonham  are 
to  be  made  entirely  of  white  glass.  These  fountains 
were  sold  through  the  Fort  Wayne  Drug  Co.,  Walrus 
agency,  Mr.  A.  W.  Rose  and  Mr.  J.  Sluti  accompanying 
these  gentlemen  to  the  Walrus  factory. 
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Bind  your  "Bulletins 


» 


DO  IT  YOURSELF. 

Get  a  "Bulletin  Binder.*'  We  supply  it.  One  binder  holds  twelve  numbers— takes 
care  of  a  whole  year's  issues— protects  them— keeps  them  in  handy  form  for  ready 
reference :  by  aid  of  the  index,  which  you  insert  at  the  rear  of  the  volume,  you  can  find 
what  you  want  when  you  want  it 

The  binder  is  made  of  strong  boards,  cloth  covered,  with  reinforced  back.  It  is 
exceptionally  durable— in  fact,  will  last  a  lifetime.  On  its  back,  in  gilt  letters,  appears  the 
tide  "  The  Bulletin  of  Pharmacy.**  The  journals  are  held  securely  in  place  by  means 
of  a  stout  cord. 

Binding  your  BULLETINS  is  child's  play.  Punch  two  holes  in  each  number  to  be 
boimd.     Run  the  cord  through  and  fasten  it.     Anybody  can  do  it. 

The  Binder,  Post-Paid,  65  Cents. 

(Actual  cost  to  us.) 

If  you  value  your  BULLETIN— and  of  course  you  do— it  is  extravagance  to  be  without  a 
"  Bulletin  Binder ;"  so  send  along  your  order. 


Michigan. 
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In  Concord,  New  Hampshire,  they  tell  of  an  old 
chap  who  made  his  wife  keep  a  cash  account  Each 
week  he  would  go  over  it,  growling  and  grumbling.  On 
one  such  occasion  he  delivered  himself  of  the  follow- 
ing: 

"Look  here,  Sarah;  mustard-plasters,  fifty  cents; 
three  teeth  extracted,  two  dollars !  There's  two  dollars 
and  a  half  in  one  week  spent  for  your  own  private 
pleasure.  Do  you  think  I  am  made  of  money?" — Lip- 
ptncotfs. 


"Helpful  Hints  for  the  Busy  Doctor"  is  a  little 
journal  published  by  The  Abbott  Alkaloidal  Company, 
of  Chicago.  You  can  obtain  it  regularly  by  asking  the 
Abbott  Company  to  put  your  name  on  its  mailing  list. 


"So  you  refuse  to  buy  my  car,  do  you?"  said  Whib- 
ley. 

"I  certainly  do,  Whib,"  said  Hinkley.  "When  I  want 
a  car  like  yours  Til  go  to  the  five-and-ten-cent  store 
and  get  a  new  one." — Harper's  Weekly. 


The  Oakland  Chemical  Co.  is  offering  an  unusual 
and  effective  line  of  selling  helps.  Dealers  handling 
their  Dioxogen  are  liberally  supplied  with  signs,  hangers, 
cut-outs,  decorations  for  windows  and  counter  adver- 
tising, also  booklets  and  cards.  The  firm  invites  the 
correspondence  of  the  druggists. 


"Say,  Mayme,  did  you  ever  have  any  turtle  soup?" 
asked  a  rawboned  youth  of  the  girl  beside  him. 

"No,"  admitted  the  maiden;  "but,"  added  she,  with 
the  conscious  dignity  of  one  who  has  not  been  lacking  in 
social  experience  and  opportunities,  "I've  been  where  it 
was." — Lippincotfs. 


Sfjlls  Itself. — We  are  particularly  struck  by  the  copy 
of  an  advertisement  of  Major's  Cement  in  the  Pacific 
Drug  Review,  The  top  line  reads  "Sells  Itself."  That 
is  true,  and  if  the  dealers  will  buy  this  Cement  by  the 
dozen  so  as  to  get  one  of  the  display  boxes  and  put  it 
on  the  show  case  or  the  counter,  they  will  find  that  the 
exhibit  will  remind  people  of  broken  articles  which 
they  have  at  home,  and  the  Cement  "Sells  Itself."  In 
this  way  the  druggist  can  dispose  of  several  dozen 
bottles  every  year;  but  if  the  cement  is  under  the  coun- 
ter out  of  sight  there  is  very  little  sold.  No  dealer  need 
fear  to  send  for  a  dozen.  In  fact,  the  Major  Mfg.  Co. 
will  guarantee  to  have  the  jobber  take  the  cement  off 
his  hands  if  it  does  not  sell  within  a  reasonable  time. 


Molly,  the  new  cook,  had  a  habit  of  keeping  her 
mouth  ajar  the  greater  part  of  the  time.  The  habit  an- 
noyed her  mistress  exceedingly,  and  one  morning  she 
lost  all  patience. 

"Molly,  your  mouth  is  open,"  said  the  mistress. 

Tndeed,  ma'am,  so  it  is,"  said  Molly,  grinniiig.  "| 
opened  it." — Youth's  Companion, 
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LITHOGRAPHED   LABELS 

on  tin  containers  are  durable  and  lasting 
advertisements  for  the  goods  contained. 

Invest  part  of  your  advertising  appropria- 
tion in  this  class  of  consumer-appeal- 
advertising  and  your  sales  efficiency  will 
be  increased. 

Our  force  of  artists  is  at  your  service. 


Chlcatfo 


AMERICAN   CAN  COMPANY, 

NEW  YORK  San  Francisco 

Montreal 

WITH  OFFICES  IN  AIX  LARGE  CITIES. 


Drug  Stoke  Wrecked  by  Gas  Explosion. — The 
Merzbacher-Kelly  Co.  store,  of  Marshall,  Texas,  was 
wrecked  recently  by  an  explosion.  Much  adjacent  prop- 
erty was  also  destroyed.  Sixteen  people  were  hurt  and 
damage  done  to  the  amount  of  $50,000.  The  explosion 
is  supposed  to  have  been  caused  by  gas.  William 
Rigsby,  soda  clerk,  was  dug  out  of  the  ruins  badly 
bruised.  Among  those  injured  were  two  women  who 
were  customers  in  the  store  at  the  time,  and  druggist 
William  Ochiltree  and  George  Recknagle,  a  clerk.  The 
ruins  fortunately  did  not  catch  fire  or  there  might  have 
been  several  fatalities. 

When  the  explosion  came  the  gas  mains  were  broken 
and  the  imprisoned  people  were  forced  to  inhale  the 
gas.  Consequently  many  were  overcome.  The  rescu- 
ers, too,  experienced  the  greatest  difficulty  in  working 
in  such  an  atmosphere  and  many  of  these  succumbed 
and  had  to  be  carried  out  and  revived. 

The  explosion  was  heard  and  felt  in  all  parts  of  Mar- 
shall 


A  GENTLEMAN  traveling  in  France,  having  run  short 
of  Euthymol  Tooth  Paste,  paid  a  visit  to  a  pharmacy 
in  the  town  in  which  he  was,  and  the  following  con- 
versation ensued : 

"Vous  avez  la  pate  dentifrice  Euthymol,  Monsieur?" 

"De  Parke,  Davis  et  Cie,  Monsieur?" 

"Oui." 

"Ah,  non,  Monsieur!  Mais  nous  avons  Cascara 
Evacuant'- 


"I  SEE  society  people  at  Newport  had  a  baby  show." 
"Where  did  they  get  the  babies?" 
"It  was  a  loan  exhibition,  I  believe." — Washington 
Herald. 


The  difference  in  price  between  an  inferior  olive  oil 
and  a  really  good  grade  is  but  a  trifle  compared  with 
the  disparity  in  taste.  Get  the  best,  one  that  you  have 
pleasure  in  recommending.  It  pays  in  the  long  run. 
The  Lautier  Fils  Brand  has  that  bland,  nutty  flavor 
characteristic  of  the  better  quality  of  true  olive  oil. 
Write  for  prices  to  George  Lueders  &  Co.,  Wholesale 
Agents,  New  York,  Chicago,  and  San  Francisco. 


Howell  :    "Why  don't  you  run  for  office  ?" 
Powell:    "If  I  did  I  would  have  to  walk  back."— 
Washington  Times. 


A  NEAT  CORK  gives  a  finished  appearance  to  a  pack- 
age. The  moment  the  customer  puts  his  fingers  on  the 
stopper,  he  is  impressed  with  the  edge  and  the  smooth, 
firm  surface.  Isn't  that  right?  Specify  McCready  on 
your  order  for  corks  and  you  will  feel  secure  about 
your  stoppers. 


Sterne  once  said  that  the  most  accomplished  way  of 
using  books  is  to  serve  them  as  some  do  lords;  learn 
their  titles  and  then  brag  of  their  acquaintance. — Life. 


When   writing  to  adTertisers   please   mention  Bullktin  of   Phaimact. 
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NOTICEI 

Certain  retail  druggists  are  advertising  imitations  of  the  Uarrel 
"Whirling  Spray"  Syringe  and  illegally  using,  in  description  of 
their  imitation,  the  words  "  Whirling  Spray." 

We  wish  to  advise  the  trade  that  these  words  are  the  Trade- 
Mark  of  the  Marvel  Company,  and  that  anyone  nang  them  in 
connection  with  any  syringe,  other  than  a  Marrd  ' '  Whirling  Spray' ' 
Syringe,  is  liable  to  ns  f or  damages. 

We  have  created  a  demand  for  onr  Syringe  by  extensive 
advertising;  we  allow  dealers  a  large  profit  on  its  fl^es,  and  are  snre 
that  every  fair-minded  dealer  believes  us  entitled  to  fair  treatment. 

This  is  a  word  of  caution  to  a  few  anscmpnlous  dealers  against 
advertising  any  vaginal  syringe  other  than  a  Marvel  as  a  "Whirling 
Spray "  sjrringe,  or  selling  any  imitation  of  the  Manrd  Sjrringe 
when  a  ' '  Whirling  Spray ' '  sjrringe  is  ordered. 

MARVEL  COMPANY 

Makers  of  Marvel  "Whirling  Spray"  Syrlntfe 


Mrs.  Post:    Have  you  any  cooks  who  can 
mayonnaise,  lobster  Newburgh  and  croquettes? 
Proprietor  of  Intelligence  Office   (proudly)  : 


Mrs.  Post  (sadly)  : 
e  got  dyspepsia. — W. 


r pet's  Bazar. 


of  the  other  kind. 


A  Book  fok  Unhecistered  Clerks. — "Board  Ques- 
tions Answered"  is  a  book  which  every  unregistered 
clerk  ought  to  have.  Here  is  what  one  of  the  teadinc 
drug  journals  recently  had  to  say  about  the  book ; 


The 


gf  itais 


I  book,  as  italed  by  Ihc  compiler,  ia.  oD 


prcbeniive  lo  five  tbc  UKr  of  the  book  die  informatian  lougbl 
in  the  {ew»l  posiiblc  words.  If  all  the  paperi  preaented  by 
ipplicEDla  taking  board  examinations  were  up  to  Ihe  alandard  o( 
lEe  aniwer*  ^tta  in  tbia  book,  what  in  eaty  time  the  rximioert 
would  hayel 

This  book  costs  $1.50  post-paid.     The  publisher  is 
E.  G.  Swift,  P.  O.  Box  484.  Detroit.  Mich, 


"How  did  he  manage  to  escape  from  the  penitenti- 
ary ?    I  thought  it  was  well-nigh  impossible." 

"Well,  he  figured  it  out  on  scientific  lines.  Some- 
body smuggled  him  a  pair  of  trunks,  and  after  he  got 
outside  everybody  thought  he  was  running  a  marathon," 
— Kansas  City  Journal. 


An  old  couple  came  in  from  the  country  with  a  big 
basket  of  lunch  to  see  the  circus.  The  lunch  was  heavy. 
The  old  wife  was  carrying  it.  As  they  crossed  a  crowd- 
ed street  the  husband  held  out  his  hand. and  said : 

"Gimme  that  basket,  Hannah." 

The  poor  old  u:oman  surrendered  the  basket  with  a 
(■rateful  look, 

"That's  real  kind  o'  ye,  Joshua,"  she  quavered. 

"Kind  1"  grunted  the  old  man,  "I  wuz  afeared  ye'd 
Kit  lost." — Argonaut. 

Every  druggist  will  admit  that  an  attractive  show 
case  will  work  wonders  in  the  cigar  sales.  Frankly, 
haven't  you  made  that  observation  yourself?  The  De- 
troit Show  Case  Co,  makes  a  fixture  that  not  only 
keeps  cgiars  In  good  condition  but  also  displays  tbem 
lo  the  best  advantage.  Every  druggist  who  wants  to 
boost  his  business  in  this  department  should  learn  about 
it.  Write  for  particulars  to  the  Detroit  Show  Case  Co., 
476-490  West  Fort  Street,  Detroit,  Mich, 


Sforisuan:     What  do  you  want? 

Villager :     I'm  the  man  you  wounded  at  your  last 

Sportsman:  Ah,  I  remember;  but  I  gave  you  com- 
pensation at  the  time. 

Villager :  Yes,  as  I  heard  you  were  going  out  again 
to-day  I  thought  1  would  ask  you  for  a  little  in  advance, 
—PeU  Mele. 


>  adn 
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POPULAR     AND      PROFITABLE 


The  most  popular  drink  at  Soda  Foontains  to-day  is 


ORIGINAL 
GELNUINE. 


HORLICK'S 


MALTED 
MILK 


served  hot,  for  it  hits  the  spot  these  cold,  raw  days. 


It  has  increased  the  profits  at  the  soda  fountain. 
The  quality  always  satisfies  and  there  Is  an  increasine  demand  as  a  result  of  the 

persistent  publicity  methods  of 

HORLICK  the  Originator  of  MALTED  MILK 


An  attractive  line  of  advertising  for  Fountain  display.  Hot  or  Cold,  will  be  sent  you  upon 

request,  all  charges  prepaid.    Write  to-day. 

HorlicK's  Malted  Milk  Company 

Racine,    Wisconsin 


A  Singular  CoiNaDENCE. — Our  attention  has  been 
directed  to  two  druggists  whose  names  and  locations 
are  as  follows: 

W.  C.  Leik,  Dubuque,  Iowa. 

C.  W.  Liek,  £.  Dubuque,  Illinois. 

The  two  men  are  not  related  in  any  way.  One  is  on 
the  west  side  of  the  Mississippi  River  and  the  other 
directly  across  on  the  east  side  of  the  river.  There  is 
a  transposition  of  the  initials  and  of  the  middle  letters 
of  the  surnames.  They  must  receive  each  other's  mail 
occasionally. 


The  Philadelphia  G>llege  of  Pharmacy  announces  a 
course  of  public  lectures  for  1912-1913.  They  will  be 
given  primarily  for  the  students  of  the  college,  but 
pharmacists  and  others  who  may  be  interested  are  cor- 
dially invited.  The  lectures,  unless  otherwise  announced, 
will  be  held  in  the  Materia  Medica  Lecture  Room  of 
the  College,  and  a  number  of  them  will  be  illustrated 
with  lantern  slides,  experiments  and  specimens.  The 
speakers  are  men  of  national  prominence  in  various 
lines  of  scientific  work,  and  the  subjects  cover  a  wide 
range 


''No  USE  locking  the  stable  door  after  the  horse  is 
stolen." 

"I  should  say  that  was  the  very  time  to  lock  it.  They 
might  come  back  after  the  automobile." — H'ashington 
Herald. 


Restaurant  Patron  (caustically) :  "I  am  glad  to 
see  your  baby  has  shut  up,  madam." 

Mother:  "Yes,  sir.  You  are  the  only  thing  that's 
pleased  him  since  he  saw  the  animals  eat  at  the  Zoo." — 
Puck. 


Mead  &  Co.  of  Detroit,  Mich.,  are  selling  a  drug 
mill  that  appeals  to  every  druggist  who  wants  a  well- 
equipped  pharmacy.  It  will  grind  anything  a  druggist 
desires  to  powder.  It  requires  little  power  and  will 
reduce  any  drug  to  a  fine  condition  in  a  short  time. 
So  many  occasions  arise  where  a  machine  of  this  char- 
acter is  needed  in  the  store.  Druggists  should  be  inter- 
ested in  the  Mead  mill.  Write  for  an  illustrated  cata- 
logue.   The  address  is  20th  Street  and  Station  B. 


"I  understand  that  Mr.  Grabwell  started  in  life  by 
borrowing  fifty  dollars.  You  must  admire  a  man  with 
courage  like  that." 

"No,  I  don't,"  replied  Mr.  Growcher.  "The  man  I 
admire  is  the  one  who  had  the  courage  to  lend  him  the 
fifty." — Washington  Star. 


Pharmacists  who  fit  glasses  will  do  well  to  buy 
their  optical  supplies  from  the  Oskamp-Nolting  Co.,  of 
Cincinnati,  Ohio.  This  firm  gives  special  attention  to 
the  drug  trade.    Write  for  a  catalogue. 


When   writing  to   advertlaers   please   mention   Buxxbtin   of   Prabmacy. 


BULLETIN 


HOT  CHOCOLATE 

Then  order  "CROWN  COCOA  STOCK."  Th«re  is  nothing  as  dood 
at  any  price,  no  matter  what  kind  yon  use.  this  Is  better.  Don't  take 
onr  word   for  It,   try   It  yourself,  that  Is  the  test. 

Send  for  list  of  Hot  Soda  Specialties. 

CROWN  CORDIAL  &  EXTRACT  CO. 

18  Desbraases  St,  New  Yoric  City 


Lizzie,  the  inexperienced  cook,  poked  her  head  in 
at  the  dining-room  door,  "Please,  ma'am,"  she  asked, 
"how  will  I  know  whin  the  puddin'  is  cooked?" 

"Stick  a  knife  into  it,"  said  her  mistress — also  inex- 
perienced— recalling  the  instructions  in  the  t»ok  book. 
"If  the  knife  comes  out  clean,  the  pudding  is  ready  to 

"I'll  do  that,  ma'am." 

"And — oh,  just  a  minute,  Lizzie."  The  mistress  had 
a  bright  idea.  "If  the  knife  does  come  out  clean,  you 
might  stick  all  the  rest  of  the  knives  into  the  pudding." 
—  Youth's  Companion. 


Now  that  winter  is  here  many  of  our  readers  will 
want  formulas  for  hot  soda  dn'nks.  The  Spatula  Soda 
Water  Guide  gives  any  number  of  them,  E.  F,  White, 
ihe  author,  is  a  recognized  expert  in  the  work,  having 
written  voluminously  in  the  pharmaceutical  journals  on 
subjects  pertaining  to  the  soda  fountain.  The  price  of 
the  Spatula  Soda  Water  Guide  is  $1.00  post-paid.  Copies 
may  be  had  by  ordering  from  the  Spatula,  2  Sudbury 
Building.  Boston.  Mass. 


Mks.  Shobtlev  was  discussing  the  latest  fashions 
with  a  young  lady  caller, 

"Did  you  say  your  husband  was  fond  of  those  cling- 
ing gowns.  Mae?" 

"Yes;  he  likes  one  to  cling  to  me  for  about  three 
yea  rs." — Lipp  incotfs. 


FiLKiNS;  "Thought  you  intended  to  sell  your  sub- 
urban home?" 

Wilkins :  "I  did,  until  I  read  the  alluring  story  my 
advertising  man  wrote;  then  I  decided  to  keep  it  my- 
self."— Judge. 


The  Albany  Chemical  Co.  of  Albany,  N,  Y.,  makes 
a  specialty  of  Hydrogen  Peroxide  and  solicits  inquiries 
from  druggists.  Quotations  will  be  furnished  on  request. 


"How  sweet  to  have  a  friend  whom  you  can  trust!" 
'Tes,  especially  if  he  doesn't  ask  you  to  trust  him  " 
— Sacred   Heart   Review. 


"Pa,  what's  a  genius?" 
"Ask  your  mother;  she  married  one." 
"Why,  I  didn't  know  ma  had  been  married  t 
Houston  Post. 


Nothing  speaks  better  for  a  college  than  the  success 
of  its  graduates.  Pharmacists  who  have  taken  a  course 
in  optical  work  in  the  South  Bend  College  of  Optics 
have  been  well  rewarded.  Why?  Because  they  get  the 
proper  training  at  the  start  They  begin  right.  If  you 
wish  to  learn  to  fit  glasses,  tak«  a  course  of  study  with 
the  South  Bend  College  of  Optics.  No.  4  Kamm  Bldg., 
South  Bend,  Ind. 


>   advertiicri   pleUc   ncnlioii   BountH   Ot    Pa«* 
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'  Modd  "  R  "  Touring 
Car — 5  PaMoiger— 
40  R  P.  Eqinpped 
completely 

$1600 

The  man  who  buys   carefully— 

— Will  at  once  realize  the  superior  advantages  of  the  patented  Friction  Transmission  of  Ae 
Cartercar.  The  (act  that  it  enables  the  Caitercar  to  negotiate  roadways  which  are  impossible  for 
gesT'dnven  cars— to  climb  50  per  cent  hills— affords  an  unlimited  number  of  speeds— and 
eliminates  gear  troubles— is  making  this  car  more  popular  every  day.  You  have  all  these 
speeds  with  a  one  lever  control— which  adapts  the  Cartercar  especially  for  the  busy  druggist. 
There  are  no  jeriu  nor  jars— affording  the  utmost  comfort  and  lowest  upkeep  and  repair 
expense. 

Five  splendid  models— with  complete  equipment— $1200  to  $2100.  If  jrou  are  intending  to 
buy  a  car  you  owe  it  to  yourself  to  team  about  the  Cartercar  before  you  decide.  Write  for 
information  to-day. 

Cartercar      Company 

PONTIAC.    MICHIGAN. 

BRANCHES  t    NEW    YORK,    CHICAGO,  DETROtT,    AND    KANSAS    CITY. 


Young  Widow: 
Jack  to  propose?" 

Girl  Friend:    "No,  deai 
him." — Boston  Transcript. 


'Did  you  have  any  trouble  getting 
I  told  him  you  were  after 


cough 


Uahy  housewives  like  to  concoct  their  ow 
syrup.  By  stocking  Pinex  druggists  are  able 
certain  amount  of  patronise  out  of  such 
People  buy  the  Pinex  and  with  it  prepare  their  own 
cough  remedy.  It  satisfies  a  woman's  desire  to  do  her 
own  dispensing  and  at  the  same  time  gives  the  druggist 
the  business.  The  whole  idea  is  a  happy  one  and  every 
dealer  will  do  well  to  keep  Pinex  in  stock. 


New  Stamps  for  Parcel  Post.— Arrangements  have 
been  made  by  Postmaster- General  Hitchcock  for  the 
engraving  and  manufacture  for  a  series  of  twelve  post- 
age stamps  of  a  novel  size  and  design  for  use  in  the 
parcel  post  system  that  will  become  operative  on  Janu- 
ary 1  next 

These  special  stamps  will  be  somewhat  larger  than 
the  ordinary  postage-stamps,  and  will  be  so  distinctive 
in  color  and  design  as  to  prevent  possible  confusion  with 
the  stamps  used  for  other  classes  of  mail  There  will 
be  three  series  of  designs  in  the  issue.  The  first  series 
will  illustrate  modern  methods  of  transporting  mail, 
one  stamp  showing  the  mail  car  on  a  railway  train,  an- 
other an  ocean  mail  steamship,  a  third  stamp  one  of  the 


automobiles  now  used  in  the  postal  service,  and  a  fourth 
the  despatch  of  mail  by  aeroplane. 

In  the  second  series  there  will  be  shown  at  work  in 
their  several  environments  the  four  great  classes  of  pos- 
tal employees,  mainly  post-ofiice  clerks,  railway  mail 
clerks,  city  letter  carriers,  and  rural  delivery  carriers. 
The  third  series  will  give  four  industrial  scenes  showing 
the  principal  sources  of  the  products  that  are  to  be  trans- 
ported so  extensively  by  parcel  post.  It  is  planned  to 
have  these  stamps  ready  for  distribution  by  December 
1  in  order  that  they  may  be  supplied  to  the  60,000  post- 
ofHces  before  the  first  of  January. 

Under  the  law  ordinary  stamps  will  not  pay  postage 
on  matter  sent  by  parcels  post,  and  the  new  stamps  will 
be  used  exclusively  for  this  purpose. — International  Con- 
fectioner. 

It  is  enough  to  have  to  look  to  the  conditions  of  the 
scales  without  giving  attention  to  the  accuracy  of  one's 
graduates.  Obtain  the  Whitall  Tatum  graduates  and 
you  need  give  these  containers  no  further  thought. 
Every  mark  of  measurement  is  gauged  correctly. 


"These  here  New  Yorkers  is  bound  to  have  their 
sports,  I  see,"  said  Uncle  Silas. 

"In  what  way?"  asked  the  boarder. 

"Why,"  said  Uncle  Silas,  "since  they  give  up  boss- 
racin'  they've  gone  in  fer  the  turkey  trot.  Don't  seem 
to  me  's  thet  could  be  very  excitin'." — Harfier's  Weekly. 


'  P'"=»Be   me""""  ^"'■'- 
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VICTOMOUS 

Underwood     Typewriter 

WINS  THOUSAND  DOLLAR  SILVER  TROPHY  CUP  FOR  THE 

SEVENTH  CONSECUTIVE  TIME 

• 

In  competition  with  all  other  writing  machines,  breaking  the  International  Professional 

Record  for 

SPEED      AND      ACCURACY 

At  the  Annaal  Business  Show»  November  12»  1912»  In  New  York  City. 
Operated  by  Florence  E.  Wilsqn»  at  117  net  words  a  minute  for  one  hour. 

The  Underwood  holds  and  always  has  held  the  World's  Championship. 

The  Underwood  holds  All  the  World's  Records  for  Speed  and  Accuracy. 

More  Underwood  Typewriters  are  Manufactured  and  Sold  than  Any  Other 

Writing  Machine  in  the  World. 

''The  Machine  Yon  WiU  Eventually  Bay  ** 

Underwood  Typewriter  Companyt  incorporated 

UNDERWOOD    BUILDING,  NEW    YORK. 
Branchafl  In  All  Principal  Gltlafl. 


Women  in  Politics. — ^Women  in  the  United  States 
have  achieved  their  present  spaciousness  of  freedom 
and  opportunity  quickly,  as  we  reckon  time  in  Europe, 
but  not  without  a  struggle.  When  the  late  JMiss  Susan 
B.  Anthony  began  her  crusade  in  the  'fifties,  American 
women  had  their  full  share  of  disabilities.  The  masses 
of  them  were  almost  wholly  uneducated.  High  schools 
as  well  as  colleges  were  closed  against  them.  Their 
appearance  on  public  platforms  was  a  social  misde- 
meanor of  the  first  order.  Except  as  teachers  or  do- 
mestic servants  they  were  virtually  cut  off  from  em- 
ployment. The  States  had  one  and  all  excluded  them 
from  the  suffrage.  The  wife  had  no  legal  existence. 
She  could  not  own  property,  buy  or  sell,  sue  or  be  sued, 
make  a  contract,  testify  in  court,  or  control  her  own 
wages.  The  father  could  apprentice  young  children 
without  the  mother's  consent,  and  dispose  of  them  by 
will  at  his  death.  There  was  but  one  cause  for  divorce, 
and  the  husband,  though  the  guilty  party,  could  retain 
the  property  and  the  children.  Things  have  moved  since 
then.  Educationally,  legally,  and  industrially  there  is 
to-day  very  little  to  choose  between  the  status  of  women 
in  America  and  the  status  of  men.  In  the  sphere  of 
education  matters  have  indeed  proceeded  so  far  that  a 
foreigner  like  myself  is  tempted  at  times  to  wonder 
whether  there  may  not  be  some  danger  of  American 
culture  becoming  slightly  effeminate.  As  for  their  civil 
and  legal  rights,  women  in  America  have  little  to  com- 
plain of.  In  three- fourths  of  the  States  a  married 
woman  may  own  and  control  her  separate  property,  and 
in  all  of  them  she  may  dispose  of  it  by  will,  the  same 


as  a  married  man.  In  two-thirds  of  them  her  earnings 
are  absolutely  under  her  own  control.  In  almost  all  of 
them  she  may  make  contracts  and  bring  suit  in  the 
courts.  The  old  laws  of  inheritance  have  been  so 
changed  that  a  widow  is  now  in  full  possession  of  her 
rights.  The  divorce  laws  from  Maine  to  California 
seem  to  be  especially  framed  to  meet  the  convenience 
and  wishes  of  women.  Industrially,  too,  women  are 
equally  favored.  Broadly  speaking,  there  is  no  occupa- 
tion in  which  they  may  not  engage  with  the  full  approval 
of  the  law  and  public  opinion. — Harper's  Weekly. 


The  beautiful  displays  in  the  large  mercantile  stores 
serve  to  show  how  window  trims  are  regarded  by  mod- 
em business  men.  They  are  trade  winners.  They 
attract  buyers.  Wouldn't  it  pay  you  to  give  more 
attention  to  that  department  of  your  store?  Perhaps 
we  can  help  you.  We  have  published  a  book  on  the 
subject  of  pharmaceutical  window  exhibits  which  we 
feel  should  be  a  source  of  help  and  interest  to  every 
druggist.  It  is  entitled  "Window  Displays  for  Drug- 
gists" and  contains  over  a  hundred  trims  with  full 
descriptions  and  amply  illustrated.  The  price  is  only 
$1.00  post-paid.  Address  remittances  to  E.  G.  Swift, 
Publisher,  P.  O.  Box  484,  Detroit,  Mich. 


Waiter  (under  notice) :    Steak  not  tender  enough? 
Do  you  expect  it  to  jump  up  and  kiss  you? — Tit-Bits, 


When   writing  to  advertisers  please  mention  Bulletin  or  Pharuacy. 
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SPECIAL  VALUE 

1912 
Xmas  Post  Cards 

lOO-DESIGNS-lOO 

This  line  of  New  Xmas  Post  Cards 
has  an  exceptionally  large  variety  of 
subjects,  a  combination  of  three  (3) 
large  factories,  all  made  by 

American  Artists 
American  Dies 

American  Cardboard 
American  Machinery 


TRADE  PRICES: 

$0.60  for  100  AiMrtad 
1.00  lor  200       " 
2.25  (or  800 

B|  Kill,  Bowl*  Mr  m  Klra. 


THE  AMERICAN  NEWS  COMPANY, 

POST  CARD  AND  NOVBLTV  DIPT., 

Nos.  9-16  Park  Place,         -         -         New  York  City 


Mb.  Raymond  appeared  at  his  neighbor's  door  one 
November  evening  at  dusk  in  a  towering  rage  and  ut- 
tering tierce  threats  against  his  neighbor's  dog  Nero. 
Vainly  the  neighbor  tried  to  explain  that  Nero  was  only 
a  puppy.  "He  belongs  to  Johnny,"  he  went  on,  "and  it 
would  break  Johnny's  heart  if  anything  happened  to 
him.  I  think,"  hopefully,  "that  his  manners  will  im- 
prove," 

"Manners  1"  repeated  Raymond.  "I'm  not  complain- 
ing of  his  manners,  but  his  nature.  After  he  had 
jumped  all  over  me  he  bit  the  back  of  my  leg." 

"That's  as  far  as  he  can  reach,"  broke  in  Johnny,  in 
a  wounded  tone.  "You  don't  expect  a  little  pup  like  him 
to  bite  a  big  man  like  you  on  the  neck,  do  you,  Mr. 
Raymond?" — Youlh't  Companion. 


If  you  dispense  oils,  paints  or  any  other  fluids  in 
bulk,  you  will  be  interested  in  Ihe  containers  of  the 
National  Can  Company  of  Detroit,  Mich.  This  firm 
makes  a  wide  line  of  tin  cans,  either  plain  or  ornamen- 
tal, for  use  in  the  drug  business.  Write  for  an  illus- 
trated catalogue. 


He  Was  There.— Judge  Morris,  a  celebrated  Irish 
advocate,  was  once  obliged  to  hear  a  case  at  Coleraine, 
in  which  damages  were  claimed  from  a  veterinary  sur- 
geon for  having  poisoned  a  valuable  horse.  The  issue 
depended  upon  whether  a  certain  number  of  grains  of 
a  particular  drug  could  be  safely  administered  to  the 


animal.  The  dispensary  doctor  proved  that  he  had 
often  given  eight  grains  to  a  man,  from  which  it  was 
to  be  inferred  that  twelve  for  a  horse  was  not  excessive. 
"Never  mind  yer  eight  grains,  docther,"  said  the  judge. 
"We  all  know  that  some  poisons  are  cumulative  in 
effect,  and  ye  may  go  to  the  edge  of  ruin  with  impunity. 
But  tell  me  this:  The  twelve  grains — wouldn't  they 
kill  the  divil  himself  if  he  swallowed  them?"  The  doc- 
tor was  annoyed,  and  pompously  replied,  "I  don't  know, 
my  lord;  I  never  had  him  for  a  patient."  From  the 
bench  came  the  answer:  "Ah,  no,  docther,  ye  niver 
had,  more's  the  pity  I    The  old  bhoy's  still  aloive." 


The  Onken  Younit  Window  Fixtures  have  certainly 
taken  a  firm  hold  on  the  drug  trade  of  this  country. 
Wherever  you  see  an  attractive  trim,  you  are  very  apt 
to'find  these  fixtures.  And  there  is  good  reason  for  it. 
They  minimize  enormously  the  work  of  arranging  a 
display.  It  is  no  trick  to  set  the  stands  in  the  window 
and  place  thereon  a  few  tubes  of  tooth  paste  or  any- 
thing a  man  may  wish  to  sell.  Far  from  being  a  burden, 
the  work  of  setting  up  a  trim  becomes  mere  play.  Then, 
too,  the  fixtures  add  to  the  beauty  of  the  trim.  There 
is  no  question  about  it.  As  for  the  price,  a  set  of  Onken 
Younits  can  be  obtained  for  $15,  and  any  druggist  who 
has  not  yet  possessed  himself  of  these  useful  fixtures 
will  find  them  an  excellent  investment.  They  soon  pay 
for  themselves.  A  beautiful  book  illustrating  trims 
made  with  the  Younits  may  be  had  by  writing  The  Oscar 
Onken  Co.,  726  Fourth  Avenue,  Cincinnati,  Ohio. 


Wliea   writing  t 


ertuen   piej,e  mention  Bullhin 
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$3,714.30  In  Ten  Days 
StloK,         lUUU         phMeld, 

"'  Miles  Away  "' 

Y«t  oaly  t*B  daya  rMinlrad,  froB  tli«  dat«  of 
fir*,  for  tha  chaok  to  raavh  Hr.  Natfl*. 

FUlnOdd,  N.  J.,  Oct.  tSth,  leia 
Hr.  H.  W.  Bddr.  AlfT  and  Huager. 

DnuKlatB'  Indemnity  Xxdiuige,  St.  Louis,  Ko. 

Toot  latter  tonthar  with  chaek  Nol  IOW  tor  »8,n4.Kl 
leoafied.laftillMttltDiBntof  mjcUlm.  At  thta  time  I  wlah 
to  aoknovledse  « itta  tlianki  joia  Uod  letter  uid  FfmiiaittaU- 
Ing  ramaite  &  rafw4  to  mj  reont  Ore  Ion  and  mlstup. 

I  mnttoOBgratnlMe  tout  Oompan;  in  their  quick  tettle- 
DMBt,  and  itao  lltair  fair  and  geoiIemulT  traauneot  aeoorded 
mebr  jonradJuMw.aiidawureToa  (Aa  efaeofc  baa  been  re- 
nl*ad  with  mnoh  oomtort  and  appredMlon  at  tbia  MriT  data 

TtuatlnB  that  more  fellow  dni|t«lab>  ma*  be  oonvlDDed 
that  a  DniUlBt  CoBMav  li  far  idwapeT  aDdMTMtt  quicker 
•ilJiBtmeni  than  Uw  <M  line  oompanlea,  and  aBata  thanking 
jou  and  7oar  Ooropan;,  I  remain, 

■Vorr  truly  joura,       0.  H.  NAQLE. 


Its  Belf-flllin^  feature  Is  exclusive.  Filled  bjr 
simply  twistinff  the  button,  holding  the  pen  in 
the  ink,  and,  oy  a  reverse  twist,  the  pen  is 
filled. 

The  "A.  A."  Self-filling  fountain  pen,  for 
which  there  is  no  substitute,  gives  univeraal 
satisfactian. 

Every  dealer  handling  our  aelf-fiUer  appreci- 
atea  its  exciualve  selling  features.  There  is  no 
joint  to  atdck,  break  or  leak,  the  reservcrir  Is 
guaranteed  for  two  years,  uid  our  gold  pens 
are  furnished  in  such  a  wide  variety  of  sfyles 
and  sizes  that  yon  can  suit  your  most 
fastidious  customer. 

The  "A.  A."  Clip,  our  latest  achieve* 
ment,  excels  by  far  any  fountain  pen 
clip  yet  produced.  Made  in  one  piece  of 
German  Silver,  Sterling  Silver,  Gold 
FiUed  and  Solid  14  kt.  gold.  It  holds 
perfectly  Arm  and  can  be  attached 
almost  instantly. 

With  your  initial  order  for  one  doien 
c^>s,  we  will  send  you  gratis,  toots  for 
atcachinff  the  "A.  A."  Clip  to  any  cap. 
For  catalog  and  trade  discounts,  write 
your  local  jobber  or 

AITHIll  A.  WATEUUN  <  COHrANT, 

100  Thamu  St.,  NSW  YOMl. 

NOT  COHHECTED  WITH  THE  L.  E.  WATERMAH  CO. 


Executive  Boakd  of  the  A.  D.  F.  I.  Co.  Meets.— 
The  third  quarterly  meeting  of  the  Executive  Board  of 
the  A.  D.  F.  I.  Co.  was  held  in  Cincinnati  on  Friday 
and  Saturday,  November  8-9.  All  of  the  members  of 
the  Board  were  present  Preliminary  arrangements 
were  made  for  the  annual  directors'  and  stockholders' 
meeting,  which  will  take  place  in  February. 

Considerable  attention  was  given  to  the  entering  of 
additional  States  with  the  New  Year,  the  State  of 
Louisiana  finding  greatest  consideration.  The  company 
is  now  operating  in  thirty-one  (31)  States,  being  under 
the  supervision  of  thirty-one  (31)  State  Insurance  De- 
partments, and  having  licensed  agents  in  each  of  said 
States. 

The  business  of  the  company  was  found  to  have  a 
steady  and  conservative  growth,  fully  meeting  all  ex- 
pectations. During  the  first  nine  months  of  the  year 
insurance  was  written  to  the  amount  of  $7,426,561.04, 
at  a  premium  of  $75,972.64.  This  shows  an  increase  in 
business  over  the  corresponding  period  of  last  year 
amounting  to  $1,500,250.71,  at  a  premium  of  $14,021.59. 
The  total  business  in  force  on  October  1  amounted  to 
$9,466,690.73,   at  a  premium  of  $98,185.85. 

The  income  for  the  first  nine  months  from  premiums, 
securities,  etc.,  was  $86,299.47.  The  net  fire  losses  in- 
curred during  the  first  nine  months  of  the  year  amounted 
to  $32,827.25.  The  net  expense  charged  against  the 
business  for  the  first  nine  months,  including  all  items, 
amounted  to  $26,046.13.  The  increase  in  re-insurance 
reserve  on  increased  business  retained  by  the  company 
amounted  to  $5,046,79.     Business  re-insured  was  at  a 


premium  of  $4,471.44.  The  amount  saved  by  policy- 
holders during  the  first  nine  months  because  of  lower 
premium  charge  was  $25,324.21. 


The  Hoffman-LaRoche  Chemical  Works  of  New 
York  are  supplying  a  superior  quality  of  medicinal 
chemicE^ls  to  the  drug  trade.  It  were  well  to  bear  this 
house  in  mind  in  ordering  goods. 


"Look  at  this  beautiful  castle." 

"Don't  bother  me.  How  can  I  read  the  guide-book 
if  you  keep  pestering  me  to  look  at  rocks  and  castles?" 
—Washington  Herald. 

Have  you  made  up  your  mind  to  get  any  certain 
amount  of  business  during  the  coming  season?  If  so, 
you  have  made  a  good  start.  But  to  succeed  you  should 
be  sure  your  racks  are  filled  with  good  local  view  cards, 
the  kind  The  National  Colortype  Co.  of  Cindnnati,  O., 
makes.  This  firm  will  send  you  samples.  Write  for 
them. 


Author:    "The  very  first  thing  I  sent  to  a  mi^azine 
was  accepted." 

Young  Friend:    "Was  it  poetry  or  prose?" 
Author  r    "Prose.    It  was  a  check  for  a  year's  sub- 
scription."—BojJdn  Transcript. 
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ORDER 


GALACTENZYME  -Abbott 

NUCLEIN 

SAUNE  LAXATIVE 

SAUTHIA 

SODOXYUN 

CALCIDIN 

INTESTINAL  ANTISEPTIC    " 

DIGIPOTEN 

NUGUAIACAL 

BILEIN 

ANESTHAINE 

CALCIUM  SULPHIDE 

CHROMIUM  SULPHATE      " 

THALOSEN 

SLEE'S  SMALL  POX  VACQNE 


TIm   damuid    for    aO    of  lhM«    itenu 
If  joar  Jobb«r  ia  not  iitppUad  write  to 

THE  ABBOTT  ALKALOIDAL  CO. 
CHICAGO 


Now  is 

Lenox  Chocolate 


Time 


THERE  is  no  line  ot  cootec- 
11011617  *'*''  ■<>  strong  a  hold 
on  populu-fivoru  LENOX 
CHOCOLATES.    A  grtM  tactoir 
la  beavily  tued  tomeetademand 
already   enonnona,   yei  ateadilj' 
paving  larger. 
Tbis  means  that 
LENOX  CHOC- 
OLATES  are 


going 
dealers 


dealers  bgtter 
tban  ever  be-  I 
fore,  ll  means 
that  ah  ops  keep- 
ing tbeie  deli- 
ciouB  confec- 
tion a  always  In  stock  are  {oing  to 
make  money.  It  indicates  a  har- 
vest time  for  wide-awake  men. 


NEW  ENGLAND  CONFECTIONERY  CO., 
BcMton,  MaM. 


"Miss  my  husband?  Why  should  I?  He  left  me 
plenty  of  money,  and  at  breakfast  I  stand  a  iy!ws- 
paper  up  in  front  of  his  place  and  think  he's  here  just 
the  same." — Puck. 


"Faiheb,"  said  the  small  boy,  "what  is  a  demagog?" 
"A  demagog,  my  son,  is  a  man  who  can  rock  the  boat 

himself  and  persuade  everybody  that  there's  a  terrible 

storm  at  sea." — IVashington  Slar, 


Mrs.  Hennepeckke:  "Well,  I  guess  I  have  just  as 
much  chance  of  getting  to  heaven  as  you  have." 

Mr.  Hennepeckke ;  "Not  if  I  get  there  first,"— Pfci/o- 
detphia  Rfcord. 

One  who  reads  the  specifications  of  the  Red  Cross 
Perfect  Fountain  in  the  ad.  of  the  Bishop-Babcock- 
Becker  Company  in  this  issue  must  marvel  at  its  con- 
struction. Every  device  that  human  ingenuity  can  devise 
for  the  building  of  a  dean  and  sanitary  apparatus  is 
called  into  service.  Whether  you  intend  to  buy  a  foun- 
tain now  or  later,  as  a  soda  dispenser  you  will  be  inter- 
ested in  tlie  features  of  this  fountain.  Read  the  Bishop- 
Babcock-Becker  ad.  in  this  issue,  and  then  if  you  desire 
to  inquire  further  about  prices  or  other  particulars, 
vfrite  the  Cleveland  office.  Or  consult  any  ot  the  numer- 
ous branches.  The  concern  is  an  immense  one  with 
representatives  all  over  the  United  States. 


An  old  French  nobleman  told  a  lady  that  formerly 
his  polite  attentions  were  taken  for  declarations  of  love, 
liut  that  now  his  declarations  of  love  were  taken  for 
polite  attentions. 


Board  Qijestions  Answeked  has  been  a  good  seller. 
But  the  number  of  copies  sold  is  not  the  measure  of 
its  success.  It  is  what  a  man  says  about  the  book 
after  he  gets  it  that  determines  its  worth.  By  letter 
and  even  by  telephone  we  have  been  complimented  on 
the  work  by  clerks  and  students  who  have  bought  it. 
Board  Questions  Answered,  as  our  readers  may  know, 
is  intended  for  the  man  who  is  making  an  earnest  effort 
to  pass  the  State  pharmacy  examination.  It  contains 
complete  sets  ot  examination  papers  used  by  boards  of 
pharmacy  in  different  parts  of  the  country.  The  an- 
swers are  given  in  an  intelligent  way,  providing  a  very 
useful  training  tor  men  who  aspire  to  their  registration 
papers.  Board  Questions  Answered  may  be  had  by 
sending  $1.50  to  E.  G.  Swift,  Publisher,  Detroit  UidL 


"I  WANT  you  to  build  me  a  fashionable  home." 
"Have  you  any  special  ideas  as  to  the  style  of  house 

you  want?"  asked  the  architect 

"Not  exactly.    I  want  one  ot  those  modem  places. 

You  know  the  kind  I  mean — one  with  a  living-room 

too  big  to  keep  warm  and  a  kitchen  too  small  to  cook 

in." — Detroit  Free  Press. 
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HAVE  YOU  GOT  ONE 

w.meu  >  DAUS  WPtOVED  Tir  TOr  DUrUCATOB  Out  idod 
ahnv*  nwtri  wbra  ron  want  to  qnlckly  nuke  oli         ' 

... zz^Li  . —  fctWcMTOort^eM. 

our  WW '^bMuoo"  ODed 

iu«  ud  SO  < 

CMnptete  DapUmtor,  c«i  tiab  (printa  SKzIl  Id.'). 
vAx  ST.W  1^  ipBclariliKNMint  ol  KH  perocBt. 


BDtwedoDt 


$5.00 

luM  write  oa  to  (nd  It  on 


your  motier  until  jat  ire  ntbAed       , 
uiuun  la  all  rl^t,  ao  U  jm  are  lutereMad  Juat  wi 

TEN  DAYS'  TRIAL  WITHOUT  DEPOSIT 

Don^taDtltl  Than  aatid  to-day.  Circular  of  larger  ail 


FELIX  A.  C.  DADS  DUPLICATOR  CO.,  Daas  Bailding,  111  John  St.,  New  York. 


Take    Care   of   the    Minutes    Now—  I 

Later  on  They  Will  Take  Care  of  You.  ^ 

A  few  minutes  each  day  for  a  short  time  will  enable  you  to  provide  yourself  the  means  for  an  in- 
dependent livelihood.  We  refer  to  our  correspondence  course  in  OPTICS,  which  experts  declare  is  the 
most  complete  and  thorough  abort  of  a  univetsity  course.    Hundreds  who  have  taken  our  course  are 


for  which  you  can  pay  $2  down  and  the  balimce  $1  weekly  li  you  wiDi. 

We  foHow  your  work,  help  yon  to  a  full  nnderatandlns:  of  it,  and  give  you  final  examination— all  by 
mail.    And  when  von  pass  the  examination  we  give  yon  authorized  degree  and  DIPLOMA. 

A  postal  will  bring  you  full  iuformation.    Address, 

AMERICAM  flPTI»L  CflLLEBE,  Dipt.  0,  DETHOIT,  MICH.       (oide.toor»q>o.HieD,eBd>oci.rfOpa«i=th.ffortd.) 


SPECIFY 


P-W-R 

CHEMICALS 


MORPHINK  SULPHATK,  PLAKU  OR  OUIES 

QUIHrHK  SULPHATI  and  other  salts 

STRVCHmaE       BISMUTH  SUBHITIIATE        ACID  CITRIC 
POTASSIUM  IODIDE  CODEWE  AMMOWUM  IODIDE 

A  FULL  LINK  OF  MKOIOIHAL  CHEMICALS 

Sappllsd  hy  Johbera  throsriboot  tli*  Unltad  SUtas. 

POWERS-WEIGHTMtN-ROSENGtRTEN  CO. 

HEW  YORK     PHILADELPHIA    SAINT  LOUIS - 


"This  is  the  fifth  time  you  have  been  brought  before 
me,"  said  the  judge,  severely. 

"Yes,  your  honor,"  smiled  the  offender.  "When  I 
like  a  feller  I  like  to  give  him  all  my  business.    You 

"Sixty  days!"  roared  the  '}ui^fL.^HaTper't  Weekly. 


Gombault's  Caustic  Balsam  is  said  to  be  an  ex- 
cellent remedy  for  strained  tendons  in  horses.  It  is  a 
capital  liniment  for  man,  too.  The  Lawrence-Williams 
Co.,  1013-1017  Oregon  Avenue,  Cleveland,  offers  to  send 
any  druggist  picture  cards  and  attractive  window  hang- 
ers to  boost  the  sale  of  this  Balsam.  Write  for  some 
of  this  material. 


"How's  your  insomnia,  Slocum?" 
"Worse  and  worse!    I  can't  even  sleep  when  it's  time 
J  get  up!" — Laughter. 

D.  J.  DusAAB,  of  Holland,  Mich.,-  offers  to  make 
souvenir  post  cards  from  any  photo  or  view  which  you 
may  care  to  submit.  The  price  is  $1.50  a  hunflred.  Send 
a  trial  order  and  let  Mr.  Dusaar  show  you  some  speci- 
mens of  his  skill, 

"Now  this,"  said  the  salesman— "this  is  a  sixty-horse 

"But  I  don't  want  a  horse  car,"  said  Dubbs.  "I  want 
an  automobile." — Harper's  fVeekly. 
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ALBANY  HYDROGEN  PEROXIDE 


(MedldlMl  10  volume  3  par  cent.) 


^VB    SOK.IOIT    VOUR     IIMQUIRIKa. 

ALBANY,  N.  Y. 


ALBANY  CHEMICAL  CO^ 


Ho.  133.    Cudr  C 


Saginaw  Sho^v  Case 
Co..  Ltd. 

Makers   oi   Bigh-Orade    Fixtares 
Sadlnew.  W.  S..  HlchUan 


mod«TD  >tTl«  of  Show  Cmh  Aoi 
.iuB<u>.  whioh  we  lave  Jiut  reoelTed  fron. 
Improre  jnar  (tore  ud  *al»  br  InsMlUDS 


reoelTBl  from theprlntei 

,_^ Jm  bj  lml«lllna  TIKB 

8ATEB  Show  CuM  ud  Flxtoria. 


CATALOGUE  HAILBD  UPON  RBOUBST 


;  of  : 


The  Lawyer:    You  understand  the  i 
cath,  don't  you? 

The  Lady  (a  little  flurried) :    1  beg  your  pardon? 

The  Lawyer  (testily)  :  What  is  the  nature  of  an 
oath? 

The  Lady  (triumphantly) :  Profane,  isn't  it?— 
Clevtland  Plain  Dealer. 

Japanese  Post  Cakds  aside  from  their  artistic  qual- 
ity, are  big  profit-makers  for  the  druggist.  Have  you 
seen  them?  The  Central  Post  Card  Co.,  Box  594.  Chi- 
-cago,  will  send  you  50  sample  cards  for  35  cents  or  150 
for  a  dollar.    Send  for  some. 


A  Get-Togethmi  Meetinc— Bayonne,  N.  J.,  medical 
and  pharmaceutical  circles  are  chuckling  over  a  quaint 
incident  that  occurred  the  other  afternoon  in  a  certain 
pharmacy.  It  seems  that  a  citizen  called  upon  the  drug- 
store proprietor  to  send  in  a  phone  call  for  a  physician, 
and  that  upon  the  receipt  of  the  request  to  telephone  he 
said  to  the  caller: 

"You  want  a  doctor,  not  a  fakir." 

Well,  anyhow,  the  man  eventually  told  the  physician 
referred  to  about  what  the  knight  of  the  pestle  and 
mortar  had  said  of  him.  The  medico  was  mad  clear 
through,  and  lost  no  time  in  hunting  up  the  druggist. 

"Did  you  call  me  a  fakir?"  he  inquired  in  a  very 
angry  tone  of  voice. 

The  druggist  was  game.    He  replied:    "Sure  thing." 

And  then  something  happened. 


The  exchange  of  left-handed  compHments  waxed 
exciting  for  a  few  brief  moments,  and  then  the  enraged 
medico  and  the  pharmacist  clinched— so  the  story  goes. 

During  a  brief  breakaway  the  physician  picked  up  a 
bottle  containing  a  patent  preparation  guaranteed  to 
"knock  out  pain."  Me  hulled  it  at  the  druggist  and  the 
latter  dodged.  The  bottle  crashed  through  one  of  the 
show  windows  of  the  store,  and  part  of  the  pane  was 
gone  in  a  jiffy. 

A  civil  suit  to  recover  damages  for  slander  is  now 
said  to  be  imminent  on  the  part  of  the  doctor,  while  a 
counter  suit  to  recover  the  value  of  the  smashed  window 
is  quite  probable  on  the  part  of  the  druggist. — Voice. 


Any  one  who  sees  the  ad.  of  the  McGown-Silsbee 

Litho  Company  in  this  issue,  and  every  reader  should 
see  It.  must  be  impressed  with  the  variety  of  holiday 
cards  offered  by  this  firm.  For  range  of  subjects  and 
lowness  of  price  it  would  be  hard  to  find  a  more  at- 
tractive assortment.  Make  your  selection  now.  The 
McGown-Silsbee  Litho.  Company  is  located  in  New 
York,  124  Park  Row. 

"He's  a  brute." 
.  "How  so?" 

"When  she  promised  to  be  his  wife  he  said  he  would 
do  everything  m  his  power  to  make  her  happy." 

"Well?" 

"He  spends  all  of  his  time  at  the  clubl" 

"Well,  if  he  is  really  a  brute  that  ought  to  help 
some."— HoMifojt  Post. 
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'^SJBNE  CONSTRUCT®* 


Soda  Fountaini  Save  You  Money  and  Labor 

q  TliB  onlr  HICH  QUAUnr  Appwiitai  at  Bodmta 
wlub  H>*«aBrHw"E.Z£tH>«l"LlibudCaT— >. 
Mur  iBmnramali.  Mwla  ta  6,  S  ud  10  fast  losths. 
*"'-  ' •^      Writ*  now  for  dMcHvtJTa 


A.  H.  &  F.  H.  LIPPINCOTT.  Inc^  Mfrs. 

Soda  WaU*  Ap^aratai,  CarboBataca.  lea  Sbavaca,  SowMaa 

PHILADELPHIA NEW  YORK 


___,_,-     -WTD«#*T    tf<««..B>Bi«r.a     THE  BEST  toilet  cream  OD  the maricet 
PONDS    KATRACT    COMPANY  8     and  the  beat  one  for  the  dealer  to  handle 


'VANISHING  CREAM' 


WritefoFparticularaofoiir$4.00Special    . 
CaaeNETTINGTS  PER  CENTPROFIT 


Dapt.  S.       131  h 


iB3trBet,NevYorkCIIT. 


"Why  is  it  that  so  few  people  si 
to  Mr.  Carpington?    He  seems  very  well  informed." 

"Thafs  just  the  difficulty,"  answered  Miss  Dimple- 
ton.  "He's  one  of  those  dreadful  men  who  know 
enough  to  correct  your  mistakes  when  you  quote  the 
classics,  and  who  don't  know  enough  not  to  do  it." — 
Woihinston  Star. 

Ak£  you  looking  for  some  first-class  confectionery 
for  the  holiday  season?  Lenox  chocolates  have  a  na- 
tional reputation  and  will  be  found  a  boon  to  the  candy 
department  of  any  store.  Quotations  may  be  obtained 
by  writing  the  New  England  Confectionery  Co.,  Boston, 


Customek:    "Is  that  a  real  ostrich  feather?" 
Draper:     "What,  for  tenpence?     Oh,  no,  madam: 
strich  is  merely  its  nam  de  plume." — London  Telegraph. 


Now  that  the  season  for  hot  drinks  is  here,  look 
well  to  the  quality  of  your  cocoa.  It  means  so  much 
to  any  fountain.  Wilbur's  Velco  is  an  exceedingly  good 
cocoa.  Are  you  familiar  with  it?  Prices  and  samples 
may  be  had  by  writing  H.  O.  Wilbur  &  Sons  of  Phil* 
adelphia 

Spendtbrifts  rush  in  where  rich  men  fear  to  tread. 
-Life. 


Merchants   Everywhere 


GOOD  STOREKEEPING  is  a  new  Trade 
Review  for  Retail  Merchants  who  sell 
Nationally  Advertised  Goods. 

You  may  have  your  name  placed  on  the  compli- 
mentary mailing  list  and  receive  the  paper  with- 
out charge,  on  application. 

Good  Storekeeping  carries  with  it  the  privilege 
of  receiving  a  moving  picture  slide  bearing  your 
name,  without  expense  or  obligation  to  you. 


Other  helps  furnished  at  no  charge  are  cuts  for 
home  newspaper  advertidng,  post-card  an- 
nouncements, etc 

The  November  Number  of  this  splendid  new 
publication  is  just  off  the  press,  and  your  copy 
is  ready  for  you. 

Valuable  information  is  given  from  trade  papers 
regarding  hardware,  groceries,  jewelry,  dry  goods, 
munc  goods,  drugs,  toilet  preparations,  furniture, 
house  furnishings  and  department  store  lines. 


It  Tells  How  to  Profit  by  the  Effort  of  Great  National  Advertisers 
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ROCxlG    -the  symbol  ot  dis- 
tinctiveness In  ChCmlC&lS  and 

Alkaloids.  Demand 'Roche' 

products,  because  It  pays. 


n*  Hoffnunn-L 

Cbcmiol  Work* 
Nmt  Yotk 


PUMTY 

BUluiat 

QUALITY 

Guaranty 


ESSENTIAL  OILS 

nrrZSCHE  UOTBERS,  New  Tork 


Specify 


on  your  orders 


The  amateur  golfer  had  not  been  doing  very  well, 
and  toward  the  close  of  the  round  he  turned  to  the 
caddie  and  said : 

"Let  me  see;  is  that  one  hundred  and  ninety-five  or 
one  hundred  and  ninety-six  strokes?" 

"I  don't  know,  sir,"  was  the  reply.  "What  you  need 
is  an  adding  machine,  not  a  caddie." — Ladies'  Home 
Journal. 


Theke  is  a  genuine  satisfaction  in  owning  a  stack 
of  drugs  and  chemicals  that  come  from  standard  houses. 
Alkaloids  and  metallic  salts  bearing  the  labels  of  Pow- 
ers-Wei  ghtman-Rosengarten  Co.  are  a  source  of  credit 
to  any  pharmacy.  Remember  this  brand  in  ordering 
from  the  jobber. 


Chicago  Drug  Club  Smoker.— The  first  big  affair 
given  this  season  in  Chicago  drug  circles  was  the  smoker 
held  by  the  Chicago  Drug  Club  at  the  Hotel  Sherman, 
Tuesday  evening,  November  12.  A  greater  success  than 
ever  was  scored  by  Peter  Roth,  the  chairman  of  the 
Entertainment  Committee,  so  ably  assisted  by  Charles 
Redig,  vice-chairman.  A  programme  of  six  high-class 
vaudeville  acts  was  given  under  the  direction  of  Mr. 
Lou  Sievers,  and  during  the  cabaret  stunts  a  number  of 
prominent  members  received  special  attention  from  the 
girls  with  the  winning  ways.  As  usual,  a  very  appe- 
tizing "Dutch  lunch"  was  served,  with  a  sufficiency  of 
liquid  refreshments  and  good  cigars  on  the  side.  This 
event  was  for  members  only.  It  brought  out  a  large 
attendance,  and  as  Brother  Kellett  says,  "everybody  had 
a  good  time."— R.  D.  Keim,  Chairman  Press  Committee. 


are  Sending  for  Qi^lAl^ 


i^hotograpluc  copies  of  adverdBements  from 
Good  Housekeeping  Magazine  are  given  in 
large  numbers,  serving  as  a  guide  to  salable 
goods.  Good  Housekeeping  guarantees  to 
your  customers  all  products  advertised  in 
Its  pages.  Please  remember  that  you  pay 
nothing  and  promise  nothing;  your  interest 
in  nationally  advertised  goods  is  sufScient. 

Good  Hous^{eeiAig 

Magazine 

38 1  Fourth  Avenue  New  York  City 


This  coupon  will 
bring  the  paper 
at  once. 
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Arrived! 

rS  here— the  electric  automobile 
(or  which  you  have  been  wait- 
ing-^Ae   Dclmil  EleciHc    Clear 
Vbion  Broagham  for  1913.      It  fits 
every  need  of  motorists.     It  ia  suit- 
able for  all  occasions. 

It  is  driven  from  the  front  seatt 
all  seats  facing  forward.  You  not 
only  have  a  cleco'  vision  of  the  road 
ahead,  but  in  addition  you  have  a 
clear  view  at  either  side  or  the 
rear  as  there  are  no  comer  panels 
to  obstruct  the  view.  Glass  has 
even  replaced  these  rear  comers, 
formerly  built  of  wood. 

After  yean  of  effort,  we  hmve  tolyed  the 
problem  of  a  itandard  body  dedgn  that  ia 
deatined  to  be  a  claMic  of  the  body  builder'a 
an— alwaya  in  aty k.  For  comfort,  eaae  of 
handbng  and  appearance.  The  DdnU  Eltelric 
Gear  yitloa  Bnufhani  muat  appeal  to  you 
aa  being  fimJammlaHy  risht.  It'a  the  moat 
logical,  camtDOn  aenae,  practical — yea,  and 
lawful — electric  automobile  ht  the  can- 
■eated  Uaffic  of  dty  atreeta. 


Ho* 


r  weD  we  have  aucceeded  in  building 
if  atandard  length,  propcrweightand 
pleaaing  appearance,  yet  with  a  comfoitabie 
and  compact  aeating  arrangement  can  only 
be  appreciated  by  aeeing  and  riding  in  a 
Detroit  Electric  Cleai  ^aioa  Brousham, 
Model  42. 


Sand  far  ear  Hw  1913 
nderaoa   EL 


e   Car   Co. 

DalRift,HkL 


Why  Waiters  Strike. — Once,  sitting  in  my  usual 
corner  in  a  restaurant,  I  heard  a  much  harassed  waiter 
score  heavily  off  a  tiresome  customer  who  was  ordering 
oysters.  The  conversation  that  took  place  was  the  fol- 
lowing— the  wretched  waiter  turning  to  go  and  execute 
the  order  and  heing  brought  back  each  time: 

"Say,  waiter,  I  want  a  doien  blue  points." 

"Oh,  waiter " 

'■Yes,  sir?" 
"Steamed,  you  know." 


"No,  sir." 

"Oh,  and  waiter " 

"Yes,  sir?" 

"Will  you  see  that  they  put  just  a  squeeze  of  lemon 
in  each  shell?" 

"Yes,  sir." 

"Oh,  waiter,  just  the  smallest  amount  of  butter  over 
them  when  you  serve  them." 

"Yes,  sir." 

"And,  waiter " 

.      "Yes,  sir." 

"Don't  forget  the  pepper  and  salt." 

This  remark  was  too  much  for  the  poor  knight  of  the 
napkin.  Turning  back  again,  of  his  own  free  will,  he 
said: 

"And,  sir " 

"Well?"  answered  the  customer. 

"Would  you  like  them  with  or  without?" 

"With  or  without  what?" 

"Pearls,  sir,"  said  the  waiter,  and  disappeared. — 
Chicago  Evening  World. 


Wells  &  Richaxdson  Company  of  Burlington,  Ver- 
mont, maintain  that  no  one  dye  is  suitable  for  all  kinds 
of  fabrics.  They  take  the  stand  after  long  investiga- 
tion that  wool  or  silk  requires  one  dye  while  cotton  or 
linen  demands  another.  This  is  the  scientific  truth  upon 
which  rests  the  manufacture  of  Diamond  Dyes.  These 
dyes  come  in  two  separate  packages,  the  customer 
choosing  the  one  suited  to  the  particular  fabric  to  be 
colored.  No  one-for-all  affair  can  expect  to  compete 
with  Diamond  Dyes  for  the  reason  that  it  can't  produce 
the  same  results. 

Bonos  For  the  Non-Rich. — "Bonds  of  public-ser- 
vice corporations  can  frequently  be  bought  to  yield  S  to 
Z'/i  per  cent  to  the  investor,"  says  Edward  Sherwood 
Mead,  the  financial  expert,  in  Lippiucolfs.  "These  high 
yields  inspire  caution.  They  raise  a  presumption 
against  the  issue.  Cautious  investors  discriminate 
against  high-yield  bonds.  High  interest  rates  and  lower 
prices — are  they  not  indications  of  lack  of  demand  for 
these  securities;  and  is  not  the  explanation  of  this 
weaker  demand  a  higher  percentage  of  failures  in  this 
field  than  with  the  railroads?  The  investment  banker 
does  not  waste  much  time  to  direct  answers  to  these 
questions.  He  prefers  to  back  up  his  offerings  of  pub- 
lic-service bonds  by  detailed  evidence  of  their  worth, 
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obtained  by  a  careful  investigation  of  every  factor  in- 
fluencing their  value." 

After  explaining  how  the  business  side  of  the  pro- 
position is  first  investigated,  in  offering  an  issue  of 
public-service  company  bonds,  Dr.  Mead  describes  the 
next  step  in  the  investigation — ^the  engineer's  examina- 
tion. 

"Every  banking  house  of  standing  has  engineering 
connections,  and  large  sums  are  often  paid  for  ex- 
haustive reports.  The  engineer's  examination  covers 
the  condition  of  the  plant  in  reference  to  maintenance 
and  operating  efficiency,  the  quality  of  the  management, 
especially  as  to  its  demonstrated  ability  to  cultivate 
amicable  relations  with  the  public,  and  the  rates 
charged,  since,  if  these  are  higher  than  those  generally 
prevailing  in  the  State,  or  higher  than  sufficient  to  yield 
a  reasonable  return  upon  the  investment,  they  are  likely 
to  be  reduced,  and  the  bond  issue  must  be  limited  ac- 
cordingly. The  engineer  also  makes  a  careful  ap- 
praisal of  the  cost  of  replacing  the  physical  property  of 
the  company,  since  this  sum  represents  the  figure  on 
which  the  courts  will  always  allow  a  reasonable  return. 
The  engineer  often  goes  so  far  as  to  criticize  the  policy 
of  the  management,  to  suggest  places  for  improvement 
in  service,  and  to  point  out  ways  in  which  the  com- 
pany's business  can  be  expanded.  His  report  is  a  docu- 
ment, often  hundreds  of  pages  in  length,  which  gives 
the  banker  a  complete  picture  of  the  property  and  busi- 
ness which  he  is  asked  to  finance." 


The  ease  and  accuracy  with  which  the  Underwood 
can  be  manipulated  will  commend  this  machine  to  the 
retail  druggist.  The  proprietor  himself  or  one  of  his 
clerks  can  soon  learn  to  manipulate  the  keys.  The  whole 
mechanism  conduces  to  speed  and  convenience.  If  you 
contemplate  buying  a  typewriter,  give  careful  thought 
to  an  Underwood.  It  lends  itself  in  so  many  ways  to 
the  needs  of  the  druggists.  For  further  particulars 
write  the  Underwood  Typewriter  Company,  Incorpor- 
ated, Underwood  Bldg.,  Ne\^  York. 


So  long  as  railroads  make  a  specialty  of  running  fast 
trains,  why  should  they  not  give  the  passengers  a  rebate 
in  case  of  delay?  The  only  object  in  paying  extra 
money  to  go  on  a  fast  train  is  to  save  time  in  getting  to 
your  destination.  But  no  railroad  dreams  of  paying  if 
it  fails  to  perform  the  service. 


This  is  the  season  for  the  sale  of  cold  cream.  Drug- 
gists who  buy  that  preparation  in  bulk  will  want  pretty 
containers  for  dispensing  it.  The  decorated  tin  boxes 
made  by  the  American  Stopper  Company  of  Brooklyn, 
N.  Y.,  are  very  artistic.  Prices  and  catalogue  will  be 
furnished  on  request. 


"What  a  lot  of  style  the  Browns  are  putting  on!" 
"Yes;  and  what  a  lot  of  creditors  they  are  putting 
oflF  r-^Tit'Biis, 


^^^  ^^V    ^\  ^H^     Af eatt  Wasted. 

CARDS 

AT  ROCK  BOTTOM  KNOCK-DOWN  PRICES 

INTEODUCTOIY  OFFEI 
lOOO  COMICS.  "LlveoDM*'—1008ubJeot8— perfect  In  ever? 

mpeet SLSOper  lOOD— Begulw Prtoe,  94.60  per  1000. 

THANESOIVINO— Handsomely  Uthonaphed,emboii8ed,lot8 

of  turkeys,  fnilts,  wheat,  etc.,  W  dengu . .  .per  100, 8S  cents. 
Better  quality,  exquisite  designs,  life  colors,  extra  heavy 

oardboiArd,  24  deagDB .- per  100, 46  oents< 

Rhymes  and  Mottoes— Flesslnff  color  effects,  appropriate 

subjects,  excellent  for  better  trade,  24  designs, 

per  100, 65  cents. 
Qold   Celloline— Sparkling  effects,   gold  stamped,   highly 

colored.  24  designs,  a  d^senter per  100,  €0  cents. 

Black  and  White  for  hand  tintinfl^-seleoted,  pleasing  designs, 

turkeys,  children,  fruits,  etc.,  86  subjects, 

per  100,  66  and  06  cents. 
Highly  Colored  with  Silk  and  Plush  Turkeys— Heavily  em- 
bossed backed,  gilded  effects,  splendid  value,  24  designs. 

per  100,  $2.26. 
Silk  Cushions  with  Turkeys,  Metal  Ornaments— Also  in  book 

form  selling  at  16  and  26  cents per  100, 94  00  and  $8.00. 

EVEIY  EIOBT  DOLLAM  OIDEI  GETS  YOU  THIEE 
LAMOE  DISPLAY  MACKS  FMEE  OF  CHAMOE. 

CHRISTMAS  AND  NEW  YEAR 

1000  fully  assorted,  100  styles,  richly  colored  embossed,  good 
csrdboard,  gold  effects,  at  $2  00.  Begular  price  $4.60,  retail 
for  one  cent. 

Highly  embossed,  artistically  finished,  splendid  color  combi- 
nation subjects,  Santa  Ciaus,  Christmas  trees,  mottoes,  holly, 
pointsetters,  etc,  26  cent  subjteots per  100,  86  cents. 

Better  quality,  on  Ivory  im.  cardboard,  splendid  2-cent  sellers, 
100  subjects. per  100, 46  cents. 

Rhymes  and  Mottoes— in  mild  pleasing  colors,  select  for  better 
trade,  exclusive  designs.  86  subjects per  100, 66  cents. 

Imported  Ulnes— Art  designs  of  exquisite  taste,  appropriate 
subjects,  wonderful  color  combinations,  the  Met  value  we 
ever  offered,  800  designs,  6-cent  sellers,  at  66  and  66  cents 
per  100. 

Gold  Oelloline,  sparkling  effects,  gold  stamped,  highly  colored, 
lOOdc^slgnSiB-oenter per  100, 00  cents. 

Black  ana  White  for  hand  tinting,  selected,  pleasing  designs, 
Santa  Claus,  pointsetters,  Chlmren,  Stockings,  etc., 

per  100, 66  and  65  cents. 

Silk  and  Plush,  large  assortment,  heavily  embossed,  gilded 
small  sepia  landscapes  in  ovsJs  and  squares,  about  100 
designs,  all  enveloped per  100,  $2  60. 

All  the  year  round  selling  cards  of  every  description  su<^  as: 
Mottoes,  Comics,  Lovers,  Birthdays,  Congratulations,  etc. 
For  samples  remit  one  doUar. 

Terms:  Cash  with  order.    Hoaey  Back  If  Not  SattafUd. 

Reference:  Any  Bank  in  the  United  States. 

Every  Eldht  Dollar  Order  Omtm  Yo«  Three  Larde  Dlaplay 

■acka  Free  of  Charde. 

NcOOWN-SILSBCE  LITHO.  COMPANY 

1 24  Park  Bow.  New  York,  U.  S.  A. 

Specialty,  Local  Views  printed  ta  order  tram  IM  op. 


A  book  worth  many  dollars  to  any 
wide-awake  pharmacist  x 


€€ 


Window  Displays 
for  Druggists." 


Yov  i%i  it  for  one  dollar.  FvU  parHcvlarfl 
In  patfa  advartlaamaBt  alaewh^ra  In  thla 
laava. 


E.  G.  SWIFT,  PnhUsher, 

DETROIT,  .  .  MICH. 


When  writing  to  adrertisers  please  mention  Bullxtin  op  Prakmacy. 


BULLETIN  OF  PHARMACY 


BOOKS  FOR   PHARMACISTS. 


THE   Spatula    Soda-Watir 
GuiDB  for  monr  yetn  hu  been 
Tecognized  u  the  moit  eihkui- 
tlve,  moit  pnctical,  and  in  every 
way  tbe  beat  book  of  the  kind  on 
the   maikeL      Entiretr   rewritten. 


S^l 


_  the  most  occompliihed 
iter  expert  In  the  world, 
.  hii  book  are  tbouundi  of 
jtions  and  fonnulu  that  ■!« 
found  nowhere  elM.    About 


uodin  m 


HOW  TO  HAIE  HOW  CUDS.- 

Apractical  treatise  on  tbe  fundamental 
pnnciplea  of  artistic  lettering  irith  rten 
and  bruih  for  the  □! 


Heavj  coated 
paper.  The  handiomelt  and  mott  tue- 
fnl  book  on  tbe  nbject  pnbliihed.    lao 

Price,  (l.oo  (Foreien  4*.):  with 

~     I  year,  {1.50  (Foreicn  S».). 


ISSiJ 


1000  WAYS  AND  SCHEMEI  TO 
ATTSACT  TKADE.-This  book  li  the 
lemlt  of  over  five  yeaia  of  observation 
and  labor,  and  deicnbet  more  than  a 
thousand  ideal  that  druEeiiti  and  other 
tradetmen  have  lucceutollr  put  into 
practice  to  increase  tbeir  safes.  Many 
of  them  have  tiansfonned  loalnff  ' — ' 


ly  one  of  them  wiir  bring  you  lairer  bniinesi  and 

bigger  income.    208  pag "-~  —^ '"'"—'--'' — - 

""  ebeit  of  white  paper 


Frinted  on  u 

Mnaineiited ,  ,__.^_._. 

the  Spatula  i  year,  I1.50  (Foreigii 


income.    2o8page8Q!<i7  and  I30  illustrations. 

''  if  white  paper  and  bound  in  a  handsoinely 

Price,  postpaid,  I1.00  (Foreign  4s.}i  with 


TOaET  rEBFAEATIONS.— A  treatise  on  the  mairafactnre 
«f  Caiein  Maaiage  Creamt,  Conipleiion  Creams,  Cold  Creams, 
and  Face  Cream*;  Powders,  Toilet  Lotions,  Camphor  Ice*,  Bath 
Tablet*,  and  other  similar  preparatioD*,  including  hundreds  of 
the  latest  and  best  formulas.  Compiled  and  edited  bv  L.  W. 
HaishaU.  Price,  poMpald,  50  cent*  (Foreign  as.);  with  Thz 
Spatula  i  year,  $ias  (Foreign  6s.). 


SFATUU  HEKB  BOOK.— A  claMified  list  of  medldnal  herbs, 
giving  botanic  names  and  common  names,  with  propertiet  of 
each.  A  concise  and  practically  complete  lisL  Arranged 
alphabetically  under  both  the  scientific  and  common  names,  *o 
any  herb  may  be  instantly  found.    Price.  50  cents  (Foreign  2s.) ; 


with  Spatula  i  year,  ti.35  (Foreign  &■!). 
ONE  THOUSAND  FOIHULAS.- 


SfATULA    VBTEIINAIY    FOIMIIIASY.'   __    __ 

jwactical  formulas  for  all  diseases  common  among  hon^  cattle, 
swine,  poultry  and  dog*,  by  1.  W.  MarahalL  jo  cents  (Foreign 
as.)}  with  Spatula  i  year,  tL25  (Foreign  6s.). 


100  niUSTmATED  ADS.-A  collection  of  100  Ulustrated 
ada  and  a  catalogue  of  hundreds  of  cuts,  all  designed  especially 
for  druggists,  50  cent*  (Foreign  la.};  with  SPATULA  I  yeai,$i^S 
(Foreign  6s.). 

tW  Send  »-amlttamp  far  SpatiUa  Soda  Girl  in  eniari  en  tard- 
iaard,  sample  ^opy  af  Spatula  and  eaialegue  rf  boeki. 

TBE  SPATDU.  2  SUDBUIT  BUILSIlfO,  BOSTOR. 


A  Pretty  Weboinc— The  marriage  is  announced  of 
Miss  Estelle  R  Mclntyre,  president  of  the  Mclntyre 
Drug  Company,  Jackson,  Miss.,  to  Preston  J.  Fife,  a 
member  of  the  Mississippi  Board  of  Pharmaceutical  Ex< 
aminers.  The  ceremony  took  place  in  the  Methodist 
Church,  whi'^h  had  been  beautifully  decorated  tor  the 
occasion.  A  host  of  friends  attended  the  wedding. 
Later  the  couple  left  for  a  short  honeymoon  trip  to 
Meridian,  Chattanooga,  Cincinnati,  Detroit,  Canada, 
thence  home  by  wray  of  Chicago. 


Wbenetes  you  sell  a  customer  a  package  of  station- 
ery, just  inquire  whether  he  needs  any  ink.  A  bottle 
of  Higgins'  ink  and  a  box  of  nice  stationery  go  hand 
in  hand.  Often  both  can  be  included  in  the  same  sale. 
For  prices  on  Higgins'  writing  fluids,  write  to  Charles 
M.  Higgins  &  Co.,  271  Ninth  Street,  Brooklyn,  N.  Y. 


"You  can't  tell  me  there  is  00  honesty  in  the  world." 

"How  now?" 

"I  left  a  box  of  cigars  somewhere  the  other  day. 
Somebody  found  it,  smoked  one,  and  returned  the  rest." 
— Kamas  City  Journal. 


A  Valuable  Wobk. — Some  time  ago  we  conceived 
the  idea  of  paying  a  dollar  for  every  good  idea  accept- 
able for  publication.  We  were  looking  for  practical 
information,  for  suggestions  that  cannot  be  found  in 
books.  We  wanted  those  money-making  and  time- 
saving  methods  that  can  be  learned  only  by  experience. 
Having  collected  350  of  these  ideas,  we  now  offer  them 
in  book  form  for  a  dollar.  The  title  is  "350  Dollar 
Ideas  for  Druggists."  Don't  you  want  a  copy?  You 
can  get  one  by  remitting  one  dollar  to  R  G.  Swift, 
Publisher,  P.  O.  Box  484,  Detroit,  Mich. 


An  "aviatress"  is  a  woman  who  travels  about  in  an 
aeroplane.  She  is  called  that  for  a  time,  and  then  re- 
ferred to  as  "the  deceased." — Louttvilte  Courier  Jourttat. 


She:  "II  fashion  makes  our  dresses  any  skimpier, 
I  really  don't  know  what  we  women  will  do." 

He:  "I  do;  you'll  wear  the  dresses."— 5o*(Of»  Tran- 
script. 

One  feature  of  the  Wilmartb  show  cases  that  will 
appeal  to  our  readers  is  their  great  variety.  When  one 
considers  that  there  are  40,000  druggists  in  the  United 
States  he  will  get  some  idea  of  the  many  fixtures  that 
the  manufacturer  must  carry  to  meet  the  needs  of  dif- 
ferent dealers.  The  Wilmarth  Show  Case  Co.  of  Grand 
Rapids,  Mich.,  is  a  large  concern  that  carries  a  wide 
assortment  of  show  cases.  It  can  sell  you  one  suited 
to  your  own  individual  needs.  Any  druggist  who  con- 
templates the  purchase  of  new  fixtures  will  do  well  to 
look  over  a  Wilmarth  catalt^ue  before  buying.  Write 
for  a  copy.    The  Wilmarth  company  will  send  it  for  the 
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Fbou  a  G)NTEMPORAsy, — The  Gasoogalum  is  a  col- 
lege paper  published  by  the  students  of  the  University 
of  Illinois  School  of  Pharmacy.  Full  of  chaS  andtigood- 
natured  jest,  it  must  provoke  a  lot  of  fun  amnf  the 
boys.  Here  are  a  few  lines  of  josh  that  appeare^S  ^^^ 
paper: 

Prof.  Goodman :  "The  new  way  to  separate  the  cork 
is  to  boil  the  cork  bark  in  water." 

Bright  Student:  "I  wonder  how  he  is  going  to  keep 
the  cork  covered  with  water?" 

Prof.  Gathercoal :  "What  are  the  properties  of  this 
drug?" 

Van  N.,  suddenly  waking  up,  arose  and  asked,  "What 
drugi"' 

Too  bad  to  have  to  wake  him  up  I 

Prof.  Qark,  to  Snyder,  as  soon  as  he  came  into  the 
Chem.  Lab.  one  morning:  "Mr.  Snyder,  you  have  the 
honor  of  contributing  the  first  fine  of  twenty-five  cents 
for  leaving  your  suction  pump  running  all  night." 

Snyder:    "Well,  why  didn't  you  shut  it  off  for  me?" 


"Say,"  can  any  one  find  out  wher 
those  "pretcells"  and  "popcorn"? 


the  Seniors  get 


An  Attractive  Offer. — Our  readers  may  have  no- 
ticed the  offer  of  The  Richmond  &  Backus  Co.,  of  De- 
troit, in  this  issue.  The  Are-and-Be  Detachable  Leaf 
Ledger- Journal  and  Monthly  Statement  Book  may  now 
be  had  at  $18.75.  The  total  regular  price  of  the  outfit 
is  $24.50. 

The  Are-and-Be  ledger,  as  we  have  pointed  out  in 
the  Bulletin  before,  eliminates  the  task  of  making 
out  monthly  statements.  All  saks  are  entered  in 
duplicate  by  means  of  a  sheet  of  carbon  paper.  The 
dealer  mails  one  copy  to  the  customer  as  a  bill  of  ac- 
count, while  he  retains  the  other  as  a  record  of  the 
transaction.  There  is  no  transcribing,  no  making  out 
of  statements,  and  no  errors.  The  druggist  escapes 
the  necessity  of  making  out  bills,  which  is  itself  enough 
to  commend  the  system.  Further  particulars  about  the 
Are-and-Be  ledger  may  be  had  by  writing  The  Rich- 
mond &  Backus  Co.,  of  Detroit.  Some  may  find  it  con- 
venient to  communicate  with  the  New  York  ^ency  of 
this  firm,  706  Columbia,  Bidg.,  29  Broadway.  The  Cleve- 
land office  is  822  Citizens'  BIdg. 


"Wbat  is  your  favorite  flower,  Duke?"  asked  the 
heiress.    "But  I  ought  to  know  that  without  asking." 
"Well,  what  should  it  be?" 
"The  marigold."— /Catwoi  Cily  Journal. 


Pond's  Extract  Company's  Vanishing  Cbeam  is 
an  elegant  toilet  preparation.  Quotations  may  be  had 
by  writing  the  selling  agents,  Lamont,  Corliss  &  Com- 
pany, 131  Hudson  Street,  New  York. 


YouHG  Lawyer:    I  haven't  lost  a  case  yet! 
Friend;    Oh,  you'll  get  a  client  some  day. 


\ 


Would  You  Let  Your 
Clerks  Make  Chsmge 
Out  of  Your  Pockets? 

Of  eourae  you  wouldn't.  But  h  it  really  any  different 
for  you  to  let  anywhere  from  one  (o  a  dozen  people  handle 
money  in  your  cash  drawer  without  any  kind  of   check? 

If  your  clerlca  had  to  so  up  and  make  change  out  of  your 
pocket*  yon  would  at  leott  know  when  they  came,  and 
might  have  a  chance  to  see  if  they  made  change  correctly. 
But  when  you  nmply  throw  open  your  caah  drawer  to 
everyone,  you  have  sbaolutely  no  check  at  alL 

li  thii  good  buiinesa?  You  probably  keep  a  careful 
check  OD  the  gooda  that  come  into  youratore  and  the  goods 
that  go  out.  You  insure  your  stock  on  your  shelves,  but 
with  an  open  cash  drawer,  you  place  no  insurance  on  the 
money  for  which  you  seQ  those  goods. 

A  Michigan  No.  6  Total  Adding  Cash  Register  will  give 
vou  a  check  on  all  the  money  that  comes  into  your  store. 
It  will  protect  your  profits.  It  will  insure  your  gettins  all 
that  is  coming  to  you.  It  vrill  protect  your  deiks  from 
mistake*  and  temptation.  If  you  atop  for  a  minute  to 
think,  you  will  realize  that  3rou  need  one  of  these  registers. 
Perhaps  you  have  long  wanted  to  buy  a  cash  register,  but 
high  price  ho*  prevented  you. 

Now,  by  purchasing  a  Michigan  No.  6,  you  can  secure  a 
thorough^'  high-grade  register  with  modem  Improvements, 
at  the  low  price  of  $75.  No  other  Total  Adding  Cash 
Register  in  the  world  of  equal  registering  capacity  can  he 
bought  for  less  than  $100.     And  even  at  that  price,  you 


can't  get  as  well-made  a  register  as  this. 

Don't  put  off  buying.  You  will  need  a  register  for  the 
bolidav  trade.  You  will  need  every  convenience  you  can 
gettoheip4akecareof theChristmasrush.  FWeyourorder 
now  and  secure  immediate  deliveiy.  You  can  place  your 
Older  with  your  jobber'*  salesman.  When  he  c^  on  you, 
ask  him  about  the  Michigan  Cash  Register.  If  he  doesn't 
handle  them  vnite  us  direct  and  give  us  his  name. 


W*  also  moke  datail  adders,  ranging  in  piica  ham  $20 
to  $60.  If  yon  want  «  lower  priced  register  dwa  onr 
No.  6,  wia  of  those  will  tuterat  yon. 

Send  coupon  to-day  for  new  catalog  P  12. 

Michigan  Cash  Register  Cohpant,  Detroit,  BKdu 

IMidiigaa  Cash  Regjstor  Co.,  Detroit,  Mich. 

PIZandpri«sefMkliiainCasIiRe«i.ter*. 
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BOOSTINfi  YODR   ClGiR  BUSINESS 

will  help  four  ^nilneo  nnenllr.    Oct  Uw  imoken  oomliiK  roar 
war  ^  dlqtUjIas  roar  dgu*  ia  tbe 

S^S^^i^m,  All-Glass  Show  Case 


will  BO  blooks  ont  of  their  wky  Jnat  to  bu;  whore  Uudr 
a  tift  wail  and  nloBly  dlapUjcd 


lag  aiTBUfiement  iamrM  alKBr*  always  tn  tbe  beat  ooDdlttoD.  Tbat'i 
a  oombhuulon  that  wf U  nt  the  wnoker'i  eye,  open  hli  pooketboiA 
and  bold  hli  trade.   Oet  fbla  caae,  U  ;ou  waot  to  double  your  ctgar 

Write  n*  for  inrtliliiB  you  wish  to  know  about  abowoaaea.  Our  new 
booklet,  "Tbe  value  at  Di^ay,"  asut  free  ou  reqnsM.    Addnea 

1)ETR0IT  SHOW  CASE  GO. 

SkoH  Cbas  Malien  to  fVivrsaHiw  If  erekonta, 

47e-490  Weat  FsH  St.,  DBTROIT,  MICB. 

New  York  Sakaroom.  788  Broadwaj, 

Leo  A.  reldmau.  Selling  Ageot. 

Oat  awr  Book  m  Hiidan  Mara  Frowl  CouiraotloB. 


Quicken  Your  Sales 

BY  USING  QUAUTY  CARDS 

Local  View  Post  Cards 

MADE  TO  ORDER 
HaJafrMairgaad^ala.     DelmndBtwata  ikaawMlo. 


Hand  Color  Cardi    $6.75    per    1000 

HoM  baaBttfal  cards  Bad*  in  Anaiiu. 

Blue  Delft  Cards  (3  »i«)  $5.00  per  1 000 


SEND  FOR  SAMPLES. 


W*  Mak*  High-Giwla  Calenaara. 

The  National  CokrtTpe  Co.,  Cindnnali,  0. 


How  "Baby  Ruth"  Cleveland  Helped  Make 
Twain. — Clemens  was  in  good  standing  at  Washington 
during  the  Cleveland  administration,  and  many  letters 
came,  asking  htrn  to  use  his  influence  with  the  President 
to  obtain  this  or  that  favor.  He  always  declined,  though 
once — a  few  years  later,  in  Europe — when  he  learned 
that  Frank  Mason,  Consul-general  at  Frankfort,  was 
about  to  be  displaced,  Clemens,  of  his  own  accord,  wrote 
to  baby  Ruth  Qevland  about  it; 

"My  Dear  Ruth — I  belong  to  the  Mugwumps,  and 
one  of  the  most  sacred  rules  in  our  order  prevents  us 
from  asking  favors  of  oSicials  or  recommending  men 
to  office;  but  tliere  is  no  harm  in  writing  a  friendly 
letter  to  you  and  telling  you  that  an  infernal  outrage 
is  about  to  be  committed  by  your  father  in  turning  out 
of  office  the  best  consul  I  know  (and  I  know  a  great 
many)  just  because  he  is  a  Republican  and  a  Democrat 
wants  his  place." 

He  went  on  to  recall  Mason's  high  and  honorable 
record,  si^gesting  that  Miss  Ruth  take  the  matter  into 
her  own  hands.    Then  he  said: 

"I  can't  send  any  message  to  the  President,  but  the 
next  time  you  have  a  talk  with  him  concerning  such 
matters  T  wish  you  would  tell  him  about  Capt^n  Mason 
and  what  I  think  of  a  government  that  so  treats  its 
efficient  officials," 

Just  what  form  of  appeal  the  small  agent  made  is 
not  recorded,  but  by  and  by  Mark  Twain  received  a 
tiny  envelope,  postmarked  Washington,  enclosing  this 
note  in  President  Cleveland's  handwriting: 

"Miss  Ruth  Cleveland  begs  to  acknowledge  the  re- 
ceipt of  Mr.  Twain's  letter  and  say  that  she  took  the 
liberty  of  reading  it  to  the  President,  who  desires  her 
to  thank  Mr.  Twain  for  her  information,  and  to  say 
that  Captain  Mason  will  not  be  disturbed  in  the  Frank- 
fort consulate.  The  President  also  desires  Miss  Cleve- 
land to  say  that  if  Mr.  Twain  knows  of  any  other  cases 
of  this  kind  he  will  be  greatly  obliged  if  he  will  write 
him  concerning  them  at  his  earliest  convenience."— 
Albebt  BigelowPaine  \a  Harper" i  Magasint. 


One  thing  that  commends  the  Druggists'  Indemnity 
Exchange  to  the  pharmacists  of  this  country  is  the 
promptness  with  which  the  concern  settles  claims.  Sub- 
scribers who  have  sustained  a  loss  by  fire  are  indemni- 
fied as  soon  as  possible.  Only  recently  the  store  of  C. 
M.  Nagle  of  Plainlield,  N.  J.,  went  up  in  smoke,  but  he 
had  his  money  back  ten  days  after  the  conflagration. 
The  Druggists'  Indemnity  Exchange,  with  whom  he  car- 
ried insurance,  sent  him  a  check  for  over  three  thousand 
dollars.  Pretty  nice  1  It  only  goes  to  prove  it  pays  to 
take  out  insurance  and  carry  it  in  a  good  company. 
Any  of  our  readers  who  contemplate  taking  out  a  policy 
with  the  Druggists'  Indemnity  Exchange  can  learn 
about  the  rates  by  writing  the  attorney  and  manager, 
H.  W.  Eddy,  St.  Louis,  Mo. 


'Henry,  here's  a  hair  on  your  coat !" 
"Yes,  dear,  it's  one  of  yours." 
"But  it's  a  blonde  hair,  and  my  hair  is  black." 
"I  know,  dear,  but  you  must  remember  I  haven't 
orn  this  coat  before  in  a  month."— Konfewj  Statesman. 


1  adverliMr*  plcaie  mentloD  Bullitih  or  PKAaiiAcr. 
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UNiVEiisiTy  OF  Michigan  School  of  Phabuacy 
Notes.— The  following  appointments  have  been  made 
by  the  faculty  tor  the  present  school  year :  A.  F.  Schlich- 
ting,  Graduate-assistant  in  Pharmacy;  C.  H,  Rogers. 
Student-assistant  in  Pharmacognosy;  M.  J.  Seeley,  Stu- 
dent-assistant in  Food  and  Drug  Analysis;  C  C.  Glover 
and  N.  B.  Lawrence,  Student-assist^ts  in  Pharmacy, 

Dean  J.  O.  Schlotterbeck  gave  a  very  interesting 
and  instructive  illustrated  lecture  before  the  class  in 
Household  Chemistry  the  early  part  of  the  month,  the 
subject  being  "Necessities  for  and  Benefits  of  Food  and 
Drug  Legislation." 

The  present  year  promises  to  be  one  of  the  most 
successful  for  the  Prescott  Oub.  A  smoker  has  already 
been  held  at  the  Michigan  Union  for  the  purpose  of 
getting  the  new  men  acquainted  with  each  other  and 
with  the  upper  class  men.  Smokes,  cider  and  dough- 
nuts, and  music  by  the  Prescott  Club  orchestra  were  the 
events  of  the  evening.  The  following  are  the  officers 
for  the  first  semester:  D.  K.  Strickland,  Kalamazoo, 
Mich.,  president;  C.  C  Glover,  Ann  Arbor,  vice-presi- 
dent; J.  M.  Noble,  Jackson,  Mich.,  secretary;  E.  G.  Wil- 
kinson, Ann  Arbor,  treasurer;  N,  B.  Lawrence,  Red 
Oak,  Iowa,  reporter. 

Every  druggist  must  ask  himself  at  times:  "Am  I 
doing  all  I  can  to  increase  my  business?"  Perhaps  he 
makes  a  few  attempts  at  advertising  and  then  gives  it 
up,  discouraged  by  the  difficulty  of  the  work  or  maybe 
for  lack  of  time.  Here  is  where  the  Manning  Adver- 
tising Service  comes  to  the  rescue  of  an  enervated  busi- 
ness. It  writes  the  advertising  for  a  store.  It  designs 
the  window  displays.  It  gets  out  circulars  and  letters 
that  build  up  a  drug  business.  The  promotion  work, 
instead  of  suffering  utter  neglect  or  receiving  half- 
hearted support,  is  executed  in  high-class  style.  Find 
out  about  this  institution.  Full  particulars  can  be  ob- 
tained by  writing  the  Manning  Advertising  Service,  313 
North  Ninth  Street,  St,  Louis,  Missouri, 


THE  SALESMAN. 
The  hottl  bus  from  Iho  mianighl  [rair 
Brought  only  one  pauenger  ttaroufll  tl 
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look; 

page 
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er  placed  in  the 
w  he  lUrti.  wbil 

wckome^ 

ed, 

.  band, 
of  delight 

igbL 
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will  ever 
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appear 

Chauffeur:  Is  there  an  ordinance  limiting  the 
speed  of  autos  in  this  town? 

Native:  Gawsh,  no!  You  fetters  can't  git  through 
SquashviUe  any  too  quick  fer  us. — Boston  Transcript. 

When    writing  to  sdverliierj   picai 


Finest  French  OGve  Oils 


GROWN,  PRESSED  AND  PACKED  BT 

LAUTIER  FILS 

Owm»»;  Prance. 

If  you  have  used  Olive  OU  for  some  time  yeu 
vrill  have  acquired  a  taste  for  Olive  Oil  and  will 
easily  discriminate  between  different  qualities  of 
Oils  of  different  orwin.  It  may  not  be  that  you 
will  notice  it  at  the  mst  triaL  but  jrou  will  discover 
it  when  nsin^  more.  Mr.  Lautier  File  doea  not 
compound  hia  Olive  Oils  from  oils  of  differmt 
countries  to  save  in  price.  He  r^ulates  his 
price  according  to  the  crop  and  according  to  the 
price  the  Olives  cost  him.  If  there  is  a  bad 
crop,'  the  price  of  the  oil  must  be  high.  TUs 
gives  the  competitor  a  chance  to  come  in  with 
bis  cheaper  grades  and  with  the  claim  that  they 
still  sell  at  ttie  old  price.  Reject  this,  because 
you  will  pay  more  to  him  than  you  do  for  the 
Lautier  OiL    It  will  be  an  expensive  experience. 

GEORGE  LUEDERS  &  CO. 

WhobMl*  AceaU 
NEW  YORK  CHICAGO  SAN  FRANCISCO 


HETAl  SItlNSES, 

SUPPOSITORY  MOULDS, 

BAND  PIU  MACHINES.         "««» 

SAHPLBa 

TIN  SPOUTS  rlicEs 

rw  RaS  PolM>.  CATALOGUE 

A.  H.  WIRZ, 

013-r'J7  Cherry  Streat.        PHlLADElPaiA. 


44 


BULLETIN  OF  PHARMACY 


FREE 

Picture    Cards    and 
Window  Hangers. 

Th«y  attract  lastaat  attaatloa.  They  hwtmi  b«sla«ss. 
Th«y  ara  atnaBlai  plet«r«s«  llthoiraphad  la  colorst 
praparad  with  tha  axpraaa  pnrpoaa  of  halplai  tha 
dniidlat  aall 

GOMBAULrS  CAUSTIC  BALSAM 


^^'^rSsjl^gSASr '*''**  CLEVELAND,©. 


—"tha  baat  llalaiaat  for  aiaa  aad  baaat." 


There  is  a  series  of  these  pictures,  representing  typical 
Southern  scenes.  Thev  will  riyet  the  attention  o!  your 
customers.  They  will  compel  them  to  buy  GOM- 
BAULTS  CAUSTIC  BALSAM,  the  best  remedy  in 
the  world  for  curb,  splint,  sweeny,  strained  tendons— a 
capital  liniment  for  mankind  as  well  as  for  animals. 

Write  for  tha  Gardfl. 
Wa  will  saad  thaai  to  jmu  fraa.  axprasa  prapald. 

LAWRENGE-WILLIAHS   GO. 

1013*10I7  OratfoB  Ava. 
CXEVELAND.  O. 


is  '*THE ''  true  Peroxide  Soap 

because 

it  is  made  with    Peroxide   of  Zinc. 

Peroxide  of  Zinc  is  stable 
and  does   not   decompose 

in  a  soap  before  its   use 

Therefore: 

Specify  Peroxide  Zinc  Soap  R.  &  H.  in 
order  to  have  a  soap  with  Peroxide 
Qualities. 


The  Roessler  &  Hasslacher 
Chemical  Co., 

100  Wniiam  street.  New  ll^^ 


The  friend  had  dropped  in  to  see  D'Auber,  the  great 
animal  painter,  put  the  finishing  touches  on  his  latest 
painting.  He  was  mystified,  however,  when  D'Auber 
took  some  raw  meat  and  rubbed  it  vigorously  over  the 
painted  rabbit  in  the  foreground. 

'Why  on  earth  did  you  do  that  ?"  he  asked. 

'Why,  you  see,"  explained  D'Auber,  "Mrs.  Millions 
is  coming  to  see  this  picture  to-day.  When  she  sees  her 
pet  poodle  smell  that  rabbit,  and  get  excited  over  it, 
she'll  buy  it  on  the  spot." — Ladies^  Home  Journal. 


*t^ 


i^^ 


Knowledge  Perpetuated. — ^When  a  skilled  physician 
dies,  it  is  lamented  that  he  takes  his  skill  with  him.  The 
pharmacist,  too,  on  leaving  this  earth  often  carries  along 
with  him  a  store  of  technical  knowledge  that  he  has 
been  a  lifetime  accumulating.  Now  in  "350  Dollar  Ideas 
for  Druggists"  we  have  perpetuated  a  lot  of  valuable  ma- 
terial that  could  have  been  saved  in  no  other  way.  We 
have  brought  together  in  this  work  hundreds  of  valuable 
ideas  that  make  for  ease,  economy  and  better  business 
in  the  pharmacy.  There  are  dispensing  hints  and  selling 
suggestions  without  number.  The  price  of  the  book  is 
only  $1.00  post-paid.  A  copy  may  be  had  by  remitting 
this  amount  to  E.  G.  Swift,  Publihser,  P.  O.  Box  484, 
Detroit,  Mich. 


Railroad  Attorney  :  "You  are  sure  it  was  our  Flier 
that  killed  your  mule?    What  makes  you  so  positive?" 

Rastus :  "He  dun  licked  ebry  other  train  on  de  road." 
—Puck. 


"How  would  you  classify  a  telephone  girl?"  asked 
the  old  fogy.    "Is  hers  a  business  or  a  profession  ?" 

"Neither,"  replied  the  boob.  "It  is  a  caUing."— 
Washington  Herald, 


A  COMMON  complaint  among  progressive  druggists  is : 
"I  don't  find  time  to  write  advertising."  They  realize 
the  value  of  booklets,  store  papers  and  other  literature 
of  the  kind,  but  haven't  the  time  to  produce  them.  Or 
for  lack  of  practice  in  writing,  they  find  it  arduous  to 
get  up  printed  matter.  Here  is  where  the  Druggists* 
Sales  Service  steps  in.  It  specializes  in  that  very  work. 
It  is  devoted  to  advertising  for  the  retail  pharmacist. 
Wouldn't  you  like  its  assistance  ?  There  are  any  number 
of  ways  in  which  this  concern  can  help  you  to  do  a 
better  and  bigger  business.  Write  for  particulars  to 
the  Druggists'  Sales  Service,  43  S.  Fourth  Street,  Fall 
River,  Mass. 


Women  and  War. — If  we  women  are  to  learn  the 
fundamental  things  in  life,  we  must  educate  ourselves 
and  one  another.  And  we  few  who  are  unfairly  called 
educated  because  we  have  been  to  college  must  learn 
much  and  forget  much,  if  we  are  not  to  appear  as  use- 
less idlers  to  the  millions  of  workingwomen  in  America. 
We  women  have  to  face  questions  that  men  alone  have 
evidently  not  been  quite  able  to  solve.  We  must  know 
why  a  woman  who  owns  property  has  no  voice  in  se- 
lecting the  men  who  make  laws  that  afiPect  her  property. 


When   writing  to  adrertisers  please  mention  Bulletik  of  Pharmacy. 
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We  must  know  why  a  woman  who  earns  wages  has 
nothing  to  say  about  the  choice  of  the  men  who  make 
laws  that  govern  her  wages.  We  must  know  why  a 
hundred  and  fifty  of  our  sisters  were  killed  in  New 
York  in  a  shirt-waist  factory  fire  the  other  day,  and 
nobody  to  blame.  We  must  know  why  our  fathers, 
brothers  and  husbands  are  killed  in  mines  and  on  rail- 
roads. We  women,  who  are  natural  conservationists, 
must  find  out  why  the  sons  we  bring  forth  are  drawn 
up  in  line  and  shot  We  must  organize  with  our  more 
enlightened  brothers  and  declare  a  general  strike 
against  war.  My  father  was  a  Confederate  soldier,  and 
I  respect  soldiers.  But  I  grow  more  and  more  suspicious 
of  the  political  powers  that  take  men  away  from  their 
work  and  set  them  shooting  one  another.  Not  all  the 
military  poems  that  I  have  read  have  roused  in  mc  an 
heroic  desire  to  welcome  my  brother  home  with  a  bullet 
in  his  heart.  We  women  have  the  privilege  of  going 
hungry  while  our  men  are  in  battle,  and  it  is  our  right 
to  be  widowed  and  orphaned  by  political  stupidity  and 
:  chaos.  To  be  sure,  we  are  not  allowed  to 
for  or  against  the  congressman  who  declares  for 
but  we  can  instruct  ourselves  unofficially  in  these 
rs.— Helen  Keller  in  the  Meiropolilan. 


Evehy  proprietor  enjoys  a  handsome  pharmacy  just 
as  much  as  he  does  a  pretty  home.  But  beautiful  show 
cases  have  a  further  purpose  than  merely  to  gratify 
the  esthetic  sense  of  the  owner.  They  bring  business. 
They  attract  attention  to  the  goods  and  convert  the 
casual  onlooker  into  a  buyer.  The  Saginaw  Show  Case 
Co.,  Ltd.,  of  Saginaw,  W.  S.,  Michigan,  makes  a  line 
of  high  grade  fiKtures  that  will  appeal  to  the  drug  trade. 
A  catalogue  will  give  you  some  idea  of  their  appearance. 


Wri 


for  o 


"Johanna,  please  go  to  the  pawnbroker's  and  pawn 
my  gold  watch.  The  poor  man,  I  understand,  is  not 
gettii^  much  business,  and  I  think  we  should  help  him 
along!" — Fliegende  Blatter. 


Credit  Where  Credit  is  Due.— Ralph  W.  Ashcrofi, 
writing  in  the  C.  R.  D.  A.  News,  pays  a  tribute  to  Hor- 
lick's  Malted  Milk  as  a  soda  beverage.  He  says  in  part : 
"On  every  drink  of  'Horlick's'  served  at  the  soda  foun- 
tain there  is  from  100  to  150  per  cent  net  profit  to  the 
Jruggisl.  We  all  admit  that  Horhck  originated  malted 
milk,  and,  furthermore,  that  it  was  his  Idea  that  malted 
milk  would  be  an  excellent  thing  to  serve  at  soda  foun- 
tains. When  he  first  proposed  'Horlick's'  as  a  soda 
fountain  drink,  the  suggestion  of  selling  'baby  food' 
2t  the   fountain   was   laughed   at.     To-day,   it   is   the 

"There  isn't  one  man  in  a  million  who  would  be  so 
mean  to  his  wife  and  children  as  you  are,"  remarked 
the   wife,   bitterly. 

"Now  that's  what  I  admire  in  you,  dear,"  ventured 
the  husband,  slowly;  "you  have  such  a  head  for  figures." 
— Harper's  Magazine. 


Show  Cases  Like  This 


Wm  Make  Sales  For  You. 

Wa  make  ilx  leparatA  and  lU 

OSM  to  Bt  eroy  requlreinnit  «i , 

Our  oMaloff  ooDlaidi  man;  lUuMiratlo 

"*— tl7  MiDlppsd,  u  wall  M  a  cooiple , 

.    A  oop;  of  It  vlU  be  fnmlahBd  on  requeM. 

LEf  YOtR  DECISION  BE  IN  rAVOR  Or 


ifUma^SAmirGa^GK 


Bi.  IjouaBmaaoaia, 


REALIZE  YOUR  AMBITION 

TO  OBTAIN  AN  EDUCATION  IN 

PHARMACY 


W»  offer  a  «aiiiM  o<  itadr  In  tbeeleouataof  IlianiuiT. 
pTSpand  axpTfaelr  tor  aornepoadam  iBMrneUoti,  by 
08CABOLDBEBO,  Fhamh.  D.,  Dean  of  Moitliwestani  Ualrer- 
dV  Sobool  of  Pbannaor.  aii<MSO-  ltIilliaMRHuteet< 
"'-*  —  *"  oooMniotea  for  noiDe  MudeoCa,  and  to  o 

Ml  who  to  oompeteot  I 

>  jn^Mlcd  br  UB  M  w 
mean*  to  pais  State  Board  ezamtn^ona. 
ma  oourae  prepared  bj  Dr.  Oldbers  ooren 
dlvUaw;  the  laat  three  ai«  baaed  upon  the  H 
of  the  Untied  Btatet,  Thloh  bcxA  I>  glTm  to 

-"—-M  to  the  TQlUme  CIMItalDing  the  OOtnniuiHlsnilB  m- 

In  the  ooane  nnneoMeanr  dslalt  to  dlmluated,  bat 

the  text  to  mWiMantiy  dear  and  espUdt  to  prepare  the 
~  '    f or  bto  "*—'"*"—T     BMltatioa  papex 

fiSPi  ~ " 


«redlta  In  Ntathweatetn  DDlnmHr.  Adnnoed  orvdita  are 
atao  given  In  vaifoni  Stata  Normal  Bohool*  aod  ooUen  nt 
hlfch  rank.     nJ*  oooBeinlao  ahould  five  studenta  niUt" 


Interstate  School  o!  Correspondence 

63M41  Soalh  Wateih  kn,  CUci|«,  llUarfl. 


When   writjnf   t' 


idrcrtiKti   pleue   mtndon  Bullbiih 
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SAFE  FIRE  INSURANCE 

The  several  kinds  of  Fire  Insnrance  may 
be  classified  as 

Safe— Reasonably  Safe-Unsafe 

Every  Insurance  CoinpBDy  or  Concern, 
whether  Safe,  Reasonably  Safe,  or  Unsafe, 
will  issue  a  policy  to  yoa.     Such  policy  is  a 
printed  piece  of  paper.    It  may  have  value 
or  it  may  not.     Its  value  depends  largely 
upon  what  the  Company  or  Concera  has, 
to  bade  it  up  with. 

Fire  Insurance  Co.  in  existence.    We  have 
a  Surplus  as  to  Policyholders   of    nearly 
$300,000.00.      IVe  are  under  the  Supennsion 
of  ji  State  Insurance  D^rtments. 

Writ*  to 

The  Americu  DrnUlata'  Fire  Ins.  Co. 

1215-U  H«rcuUb  LOtaiy  BUfr 
CIHCIimATI.  OHIO. 

Ask     Your  J5°''jTTL"^ 
Jobber   for  VlVlJ^ 
Prescription       ^L_^ 

c  i:  :s 

"BancI"  went  the  rifles  at  the  maneuvers.  "Oo-oo," 
screamed  the  pretty  girl— a  nice,  decorous,  surprised  lit- 
tle scream.  She  stepped  backward  into  the  surprised 
arms  of  a  young  man. 

"Oh,"  said  she,  blushing.  "1  was  frightened  by  the 
rifles.    I  beg  your  pardon." 

"Not  at  all,"  said  the  young  man.'  "Let's  go  over 
and  watch  the  artillery."— Cincin no (t  Times-Star. 

The  beautiful  displays  in  the  large  mercantile  stores 
only  go  to   show  how  window   trims   are  regarded  by 
modern  business  men.     They  are  trade- winners.     They 
attract  buyers.    Wouldn't  it  pay  you  to  give  more  atten- 
tion to  that  department  of  your  store?    We  have  a  book 
devoted  to  window  exhibits  that  will  be  of  much  help 
to  you.    It  is  entitled  "Window  Displays  for  Druggists." 

^l^^^^h^               HANUrACTUKBD 

^Q^R.   W.    McCready 
^;     ^^      Cork  Company, 

J^lf                   CaiCAOO.  ILL. 

and  ample  illutsrations.    The  price  is  only  $1.00  post- 
paid.   Remit  to  E.  G.  Swift,  Publisher,  P.  0.  Box  484, 
Detroit,  Mich. 

There  were  some  celebrated  pictures  of  Adam  and 

taken  in  to  sec  them. 

"I  think  not  much  of  the  painter,"  said  he.    "Why, 
man!  tempting  Adam  wi'  a  pippin  of  a  variety  that 
wasna  known  until  about  twenty  years  ago''— Harper's 

Bazar. 
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CREME 
ELCAYA 


Mid*llELCAT&.i.--, —  __ 

be  obtalDad  throuch  Um  leadluc 
WhotoBle  DragfcUU  at 

S4.00  A  DOZEN 

SPECIAL  DISCOUNT 

For  Particulais  write 

JAHES  C.  CRANE 

SoleA«ent 
108  PULTON  ST.,  NEW  YOKK  CITY. 


JAPANESE  POST  CARDS 

Dnw  and  itatkaMiT  tton»  make  Uc  proflt 
■dUnBour  •rUatlc  Japaorae  Peat  Oanfi.  Bead 
O.OD  tor  ISO  nmpje  cards.  BetaUi  at  6  ocata 
aaoh.  Thla  ia  an  aoOial  (act,  pn>nn  time  orer 
and  again  bf  tltaiuatida  ol  dcabn  ttM  country 
o*er.  We  ihlp  expn—  or  poaUge  prapald. 
CtSTUL  raiT  CAU  CO.,  lOZ  SM.  cncAio. 


Genuine  Photo  View  Cards 

Hod*  from  aay  ■!>•  phota  or  card  at  91.80  par 
lOO.  SaDd  trtal  order  oraakforaamplaa.  Two 
«r«eka  delivery. 

D.  3.  Du  Saab.  Holland.  High. 


CHAUFFEUB'S  COHPLBTB  OUTFIT  SACBI. 
FICED.  CoBBlatlni  ol  eletfanl  marmoaet  far- 
IIbmI  ooat,  FarslaB  lamb  eollar,  93Si  pair  of 
ale^Bt  enb-lMar  robea,  SIS  eaehi  raccoon  cap, 
Sflt  pair  of  bn  ilovea.  94|  pair  of  ^oJUIaa,  SCI  aentai 
pair  of  laalber  le^n^  $3.00.  Will  aell  aeparataly 
or  ibalati  all  new.  Never  worBiorljIaal prlc*.S17S- 
O.  CBASB.  118  Eaat  SSlb  St..  New  York. 


Little  Jack,  aged  five,  had  accompanied  his  mother 
on  a  trip  to  the  city. 

When  the  conductor  came  around  to  collect  the  fares 
he  asked  the  usual  question : 

"How  old  is  the  boy?" 

After  being  informed  the  correct  age,  which  did 
not  require  a  fare,  the  conductor  passed  on  to  the  next 

The  lad  sat  quite  still,  apparently  pondering  over 
something;  then,  concluding  that  full  information  had 
not  been  given,  he  called  loudly  to  the  conductor  at  the 
'   other  end  of  the  car: 

"And  mother's  thirty-five !" — Harper's  Bosor, 


"So  HE  took  you  out  auto  riding  the  other  evening?" 

"Yes;  what  of  it?" 

"Do  you  think  he  is  in  love  with  you?" 

"I  think  so.  I  know  that  every  time  I  spoke  to  hira 
the  auto  tried  to  climb  a  tree  or  jump  a  fence." — Hotis- 
ton  Post. 


SERVICE 

Is  the  key-not«  of  modem  seUlii|{. 

SERVICE 

has  always  been  the  key-note  of 

SUCCESSFUL  sflUlntf. 

LET  THE 

Oru^ists*  Sales 
Service 


THE  DBUOOISTS'  SALES  SERVICE 
Conapany  are  adviaore  to  draUlatai  baalneaa 
bnlldera  wbo  have  made  a  apeclal  alndy  ol 
dm4  atore  manatfamenti  advertlalnj  wrltera 
wbo  apeclallie  In  dra^ata'  llneat  pnbllahera 
and  printara  ol  hoaae  orriana,  alora  papara 
and  faroadaldaa  for  dra^ata. 

Write  for  complete  ontllae  of  aervloe 
plan,  propoaltlon  and  booklet  a*d  olber 
aample  material. 

DRUGGISTS*  SALES  SERVICE. 

43  S.  Fonrib  St.r  •  Fall  Blver,  Maaa. 


GLYCO-THYMOLINE 

Trade.Hark 

Setfistered  in  U.  S.  Palenl  Olfice. 

In  OBe  serealeen  yetrs. 

Thla  Trade'Hark  la  the  Froperty  of 

KRESS  &  OWEN  COMPANY, 

NEW  rORK.> 


When    writing  to  advertlMrt  plew,    menlion  Bun 
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CONSOLIDATED 
FRUIT  JAR  GO. 


woftha 

ALLEN     TELESCOPIC 

ud 

KENT  FATENT  TOPS 

for  Caas  aad  Toolli- 

fDHdar  BoHlaa, 
owdar  Tops. 
AlHBlBu  Cvllapilltia 

Driaklari  Capa. 

ALSO  PULL  LINE  OF 
CdlanUil*  Titai.    cm   Mrtal 


Pal*nt  Cloiwl  Tub*. 


Naw  Braaawlck,   K.  ]. 
Naw  Yaik  OHlsa, 


» 


i 


Whitney  Gla.ss  Works 

BSTAUISHED  I77S. 

FLINT        AMBER        GREEN 

ESSENTIAL  OILS 

THIS    STANDARD    OF    QUALITY 

Order  from  yoar  wholesaler  in  original 
packages  tinder  onr  label  and  Kuaranty  seal, 
1  ounce  and  upward. 

DODGE  &  OLGOTT  GO. 

NEW  YOBK 

Machine  Hade  Bottles 

Narrow  and  Wide  Month 

by  ih. 

Celebrated  "Owens"  Process 

HEIGHT    WEIGHT       CAPACITY 

opncesi 
rACTOues  and  home  opncB> 

GLAUBORO.  NEW  JERSEY 

I     BDIiBrW    OF    PVABHAcr. 
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WANT     ADVERTISEMENTS 

STORES.  FIXTURES  AND  APPARATUS  FOR  SALE. 

HELP  WANTED.  SITUATIONS  WANTED. 
BUSINESS  AND  PROFESSIONAL  CHANCES.  ETC 

Rates.— 25  words  or  less  (one  insertion),  $1.00;  each  additional  word,  8  cents;  cobK  with  ijrder. 
Copy  should  reach  us  before  the  25th  of  the  month  to  insure  insertion  in  the  next  month's  issue. 

THE  BULLETIN  OF  PHARMACY.  Detroit,  Mich. 


WANTED. — Dni^fgist  familiar  with  advertising^  campaigns, 
window  displays,  etc.»one  capable  of  "ginc^ering  up"  the 
trade  and  producinc^  results.  Excellent  opening  on  Pacific 
Coast.  Give  qualifications,  edu9ational  references,  and  salary 
wanted  in  first  letter.  Address  B.  F.,  care  Bulletin  of 
Pharmacy.  12 


FOR  SALE. — Only  stock  of  drugs  in  growing  interurban 
town  surrounded  by  a  rich  farming  community.    A  good 
opening  for  a  good  fellow.    E.  A.  Shinn,  North  Liberty,  Iowa. 

12 


FOR  SALE. — Drug  business  at  65  per  cent  of  inventory. 
Clean,  salable  stock,  good  location  and  business;  ^2400 
makes  deal.    Bowe,  Druggist,  Toledo,  Ohio.  12 


WANTED. — Any  salaried  position  with  wholesale  or  retail 
drug  firm  where  there  would  be  an  opportunity  for  ad- 
vancement or  investment  if  conditions  proved  satisfactory  to 
both  parties.  Desire  to  remain  in  Micnigan.  Can  give  oest 
references  and  service.  Address  F.  H.  J.,  care  Bulletin  of 
Pharicacy.  12 


FOR  SALE.^13000  drug  stock  and  fixtures  located  in  West 
Texas  countv  site  of  750.    No  indebtedness;  health  reason 
for  selling.    Address  J.  M.  M.,  care  Bulletin  of  Pharicacy. 

12 


1X)R  SALE.— A  good  paying  drug  store  in  South  Dakota. 
•1^  This  is  a  snap  and  will  pay  you  to  investigate.  Address 
V.  L.  Ferguson,  Midland,  S.  D.  12 


FOR  SALE.— A  Rexall  drug  store  in  New  York  town  of 
300a  Sales  jigooa  Will  sell  at  inventory,  about  I5000— 
^3500  needed.  Clean  stock.  Good  reasons  for  selling.  Kexall, 
care  Bulletin  of  Pharmacy.  12 


FOR  SALE.— A  good  clean  drug  stock  and  store;  stock  about 
^4000;  the  only  store  in  Minnesota  town  of  350.  Business 
good;  crops  fine;  it's  a  gold  mine  for  a  hustler.  Address  J.  K., 
care  Bulletin  of  Pharmacy.  12 


PINE  LOCATION  FOR  A  DRUGGIST.  I  have  a  fine  new 
store  building  with  a  very  modem  front.  Only  one  such 
stock  here.  A  thriving  Michigan  city.  Address  W.  C,  care 
Bulletin  of  Pharmacy.  12 


FOR  SALE. — Only  stock  of  drugs  in  country  town.    Average 
sales  I18.00  per  day.   Low  expenses.    Invoice  jMooo.    Box. 
105,  Haviland,  O.  12 


WANTED.— To  sell  a  drug  store  in  a  small  town,  or  I  want 
a  young  German  to  learn  the  business.  A  splendid 
chance  to  begin.  J.  M.  Maus,  Proprietor  Maus'  Drug  Store* 
Panama,  Okla.  il 


FOR  SALE. — A  first-class  drug  store.    Elegant  location,  good 
business.    Sell  for  cash  or  on  pajrments.    Address  G.  W. 
Irwin,  Roachdale,  Ind.  ll 


FOR  SALE.— Drug  store  in  best  town  of  lo^ooo,  railroad 
center,  in  western  Washington.  Good  business,  good 
comer,  full  prices.  Take  I6000  cash  only.  Do  not  answer  if 
you  do  not  mean  business.    L.  M.,  care  Bulletin  of  Phar- 

BfACY.  9 


WANTED.- Position  by  pharmacist  registered  in  Virginia,. 
Maryland,  and  W.  Virginia.  Gooa  references;  age  30; 
no  bad  habits.  Can  register  m  other  States.  Address  ST  F.  L,. 
care  Bulletin  of  Pharicacy.  ii 


Pharmacy. 


60a    Sale» 

f40oa    FuU 

Bulletin  of 
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WE  HAVE  AN  OPENING  for  some  good  drug  man  with 
about  ^3000  to  start  a  new  store.  Good  town,  water  > 
works,  five  ^neral  merchandise,  and  numerous  other  business. 
Good  farming  country.  Address  Oklahoma,  care  Bulletin 
of  Pharmacy.  10 


PARTNER  WANTED,  with  liooo  or  I1500  capital,  to  join 
me  in  establishing  drug  store  in  small  southern  Michigan 
town.  I  have  the  building  and  some  capital.  Good  oppor- 
tunity for  reliable,  experienced  druggist  Address  J.  I.  M.^ 
care  Bulletin  of  Pharmacy.  id 


DRUG  STORES  FOR  SALE  (snaps);  also  jobs— all  States. 
Physicians,  veterinarians,  dentists,  and  nurses  furnished 
and  located.    F.  V.  Kniest,  Omaha,  Nebraska.    Estab.  1904.    7 


When  writing  to  advertisers  please  mention  Bulletin  of  Pharmacy. 
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SpecializJng  in  the  Preparations  of 
Parke,  Davis  &  Co>  Means 

Profit,  Prestige  and  Satisfaction 


It  pays  the  druggist  to  carry  a  representative  stock  of  the  phar- 
maceutical and  biological  products  of  Parke,  Davis  &  Co.;  to  be  able 
to  supply  them  promptly  when  called  for;  to  dispense  them  on  unspeci- 
fied  orders — to  specialize  in  them,  in  short,  so  far  as  the  exigencies  of  his 
business  will  permit.  It  pays  in  dollars  and  cents.  It  pays  in  profes- 
sional reputation.  It  pays  in  personal  satisfaction — the  satisfaction  which 
comes  from  dispensing  preparations  of  definite  medicinal  worth. 


When  he  supplies  a  preparation  of  Parke,  Davis  &  Co.'s  on  an  order 
or  prescription  the  pharmacist  is  in  a  position  to  give  to  his  medical 
patron  a  positive  guaranty  of  its  therapeutic  value.  This  company^s 
4nig  extracts;  its  tinctures;  the  components  of  its  pills,  tablets,  syrups 
and  elixirs ;  its  serums  and  vaccines — in  fact  its  entire  output  of  pharma- 
ceutical and  biological  products — are  accurately  tested  and  .standardized: 
chemically  so  far  as  practical,  physiologically  when  the  older  method 
is  inexpedient. 

The  pharmaceutical  and  biological  products  of  Parke,  Davis  &  Co. 
are  in  universal  demand  by  the  medical  profession.  They  are  liber- 
ally advertised  to  physicians.  They  are  of  unquestioned  quality.  They 
are  always  acceptable  when  dispensed  upon  unspecified  orders. 


PARKE,  DAVIS  &  COMPANY 

Laboratories:  Detroit,  Mich.,  U.S.A.;  Walkerville,  Ont.;  Hounslow,  Bntf. 

Branches:   New  York,  Chicago,  St.  Louis,  Boston,  Baltimore,  New  Orleans,  Kansas  City,  Minneapolis, 
Seattle,  U.S.A.;  London,  Bng.;  Montreal,  Que.;  Sydney,  N.S.W.;  St.  Petersburg,  Russia; 

Bombay,  India;  Tokio,  Japan;  Buenos  Aires,  Argentina. 


When   writing  to  advertlscra  please   mention  Bui.lktik  op  Pharmacy. 
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A  PRACTICAL  BOOK: 


Window  Displays  for 

Druddists" 


Edited  by  HARRY  B.  MASON. 

^'Editor  of  the  "Bulletin  of  Pharmacy 


19 


Special  Features  of  the  Book: 

Engravings  of  1 10  window  displays. 

Descriptions  of  1 10  window  displays. 

A  collection  of  pointed,  pithy  placards. 

Practical  chapters  on  window  dressing  in  general. 

Calendars  suggesting  articles  for  display  every  week  in  the  year. 

Note  these  facts  also:  Every  window  trim  described  in  the  book  is  illustrated  by  a 
photographic  engraving,  and,  when  necessary,  by  drawings  showing  the  framework  of 
the  display.  Every  window  was  originally  designed-  and  successfully  employed  by  some 
druggist.  Every  one  applies  directly  to  the  druggist's  needs,  and  as  a  whole  they 
represent  every  article  and  line  in  his  stock.  All  of  them  are  prize  windows  selected 
from  over  a  thousand  sent  in  competition.  These  windows  cost  us  five  hundred  and  fifty 
dollars — you  get  them  for  one! 

Contains  1 76  patfes  and  bound  substantially  in  dotb  boards. 

Sent  post-paid  for  $1.00  in  cash. 


E.  G.  SWIFT,  Publisher, 


Detrott,  Mich. 


When   writing  to  advertisers  Please  mention   Bulletin  op  Pharuacy. 
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CURRENT  PRICES 

DRUQS.  CHEMICALS,  ETC. 

OOSBXCTKD  TO  DBCmfBEK  1. 
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mnrfaito,  ftpomorphiM,  in 
Mob.  Tlal8....peros.f  t  80 

Orvvt.,  In  ^KW.  Tiato per  on.  18  76 

AfMiNiit perlb.  16 

powd. perlb.  96 

AtmoUim  Hjdrobromate, 

l-0B.Tlal8 peroB.  9  00 
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powd perlb.  16 
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SulpDo-caibolate perlb. 
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Tetrachloride.... perlb. 
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powd...... perlbi 
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Ceriom  nitrate peroa. 

oxalate,  in  l-oa.  cartons. .peroa. 
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Chalk,  Frendi,  cut perlb. 

powd.. .... ......... .per  lb. 

predp.,  Bngllsh perlb. 

prepared  in  drops. perlb. 

tteafingen  perlb. 

WUtOiiump perlb. 

inbbis perlb. 

Charcoal,  animal perlbi 

willow, in  Mb.  cartons perlb. 

China  Clay perlb. 
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powd.  purified peroa. 

Chloralaadd,  In  96-gm.  hots. .  .per  hot. 
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ECydrate.  oryst perlb. 
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Cblorstone peroa. 

CUoroform perlb.      88 

purified perlb.       48 

Chloronhyi,  for  aqueous  or  aleohoMe 

sdutfons. peroa.      86 

Chromium  Chloride,  cryst peroa.      94 

Sulphate. peroa.      19 
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dnaphenta. .••peroa.    186 

Clocbonldla  Salloylate peroa.      88 

Sulphate,  6-OB.  tins peroa.      80 

in lOO-oa.  tins peroa.       18 

in  l-oa.  Tials peroa.      96 

Citrine  Ointment,  in  Mb.  jan.per  lb.      87 

Citrophan peroa.      98 

CiTot peroa.   8  00 

doves perlb.      97 

powd perlb.      80 

Cobalt,  powd.  (fly  poison) perlb.      98 
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Ghloriile peroc 

NItnto  •.••••• per  (ML 


SalfilMtB per  OB. 

py—  HjdroehlonrtiL  Ifgeci  jsUla. 
P.  D.  A  OaX  In  1-OB*  ▼■ftlB  md. per  OS. 
^drochloratn.  imJI  eryl^iJi^ 
P.  D. «  Oa%,  In  1-OB.  Tials  .per  os. 

B.  A  8.,  In  U-os.  Ttels. peroi. 

lnl-0B.Tlal8 per  OS. 

Muriate,  cryit,  lyiilk...peroB. 

tBl-OB.Tials per  01. 

in  V^-OB.  Tials peroB. 

PheiMto,  cm  ■ol'ii.  .In  SOipr.  Tials. 

Ilhwri,  HondnrBs per  lb. 

powd.... per  lb. 

perlbi 

...per  lb. 

Sppe* par  lb. 

Batter  oC,  Biker's  AA .per  lb. 

White per  lb. 

Bensdotp's. per  lb. 

Batter  of,  Huyler^s. per  lb. 

Mpe, vara. In W|-os. ^liUs. .  peros. 
Phosphate,  in  Jt-os.  Tials. .  .per  oa. 

Muriate,  in  )t^  Tials peros. 

Bolphate,  In  J^-os.  tIsIs.  . .  .per  os. 

IsSff  Aoom..*** per  Ib^ 

CairliiFins,  oryst.  In  16«r.  tIsIs.  .eacdi 

CeiocjBth  Apples,  setoot. per  lb. 

powd per  lb. 

per  lb. 

OantJiarirtaJ per  lb. 

Flezible. perils 

ts,bbl pergaL 

«-bW pergaL 

pergaL 


Aoetate,ei7Bt 


> per  OB. 

per  lb. 

perlb. 

Ohloride perlb. 

lodldei perlb. 

Oxlda,Biaok perlb. 

Bolphate  (see  Bhie  Vitriol). 

ponlled,  1-Ib.  oaiions. perlb. 

perlb. 

bbis perlb. 

Cat  ■■  Cenrt.  oaldned perlb. 

shaTfaigs par  lb. 

GarrsslTS  SabltaMte,  lamp. . .  .per  lb. 

powd perlb. 

cp perlb. 

Gotsta^trae  M'B peros. 

'"  ••.•••••••  per  OS. 

r«  «■  ^ovMils. ..••••.. per  lb. 

jppra,iwwd perlb. 

BfWMt  I'Ib.  •••••••  .per  dOB. 

I,  Deechwood. par  lb. 

Mfi  a  win  to  foni  Hrtad  mUu  tb  anw 

Lit 


16 

400 

400 

406 

8NS 

406 

4  10 

480 

1  S6 

7ft 

80 

« 

48 

46 

66 

66 

66 

66 

780 

680 

780 

7  06 
90 

8  10 
60 
66 
48 

1  78 
64 
86 
90 

100 
10 
16 
66 


80 

96 

1  16 

117 

160 

14  00 

ai 

98-84 
98-84 

800 


•  oarbonate(!B6iieriBg).per  ob. 
Oarbonate perlb. 


Mlb perlb. 

Htb. perlb. 


peros. 
Ibi 
lb. 
lb. 

-  lb. 
Datartas  Alkaloid.  OTit.  16«r.  Tials, 


Crsssl.  U.  8.  P. 

Grocas  Martls., .....,, 
MeteUomm,  powd 


Bnlphste,  15icr.  Tials.. 
Dakols,  Merek*8 


>...perlb. 

...peros. 
perlb. 

DsatrlBfiHilte perlb. 

yellow perlb. 

Dastrose  (Grape  Sogar),  a  p  ..per  lb. 

DIabetIa ....Tj.......  7... per  lb. 

Plannl, Photo Dereloper peros. 

DiBSlass  of  Malt.  MMOotnal. . .  .per  OB. 
IMgltalta,  aennan,)i|-«s....'...peroB. 

pfofM  fjgoto.  developer) 


1  96 
800 
8  10 


18 
98 


160 

160 

68 

10 

860 

16 

10 

800 

160 

60 

1  14 

800 

46 

87 


Tlsbleta,  H^.,  100  in  tIsI  .per  bot 


umiwim 


TiaL per  bot 

>U*s. peros. 

r,  U.  B.  P.  •  • « •  .-.per  lb. 

Dragon's  Blood. powd perlbi 

sdeot perlb. 


Dabolsto  Saiphate,  16«r.  Tials.~.eadh. 

earth.  rollerVT perlb. 

powd perlb. 

I,  l-lb.  tins, inol perlb. 


U-lEtlhstaKsL.... ...perlb. 

M-lb.  tins  inol perlb. 

m  l-os.  tins  ind. pares. 

Bfatsrla,  J^KW.  Tials pares. 

'am peros. 

Ploar perlb. 

Qfatak perlb. 

ResiaoM.  H-os.  hot. . .  .per  08. 
.....•••• peros. 


178 

886 

100 

78 

1  60 

6 

8 

896 

490 

480 

87 

88  00 

79 

8 

10 

696 

60 


Brgot,  German,  powd perlb. 

Bpaalsh perlb. 

powd perlb. 

Brgotia  (BonJean'B) peros 

perlb. 

Dssilas.e.  p.,  in  6-gr.  tabes each. 

BallQTlale,  in  6<cr.  tabes.. .  .per  gr. 
Snlpnate,  In  6<cr.  tabes ...  .per  gr. 

ether,  Aoedo. perlb. 

BatjrIo perUK 

CSklorio,  cono perlb. 

mtroos,  cono.,  1-81 perlb. 

MO perlb. 

Bom.. perlb. 

Balphurlo,  1880^  inol perlb. 

ISMkind perlb. 

washed.  •....•.•.•  ..per  lb. 
for  AnestlMvfa^  1-lh.  inol. . .  .per  lb. 

UJb.  inol perlb. 

j4-lb.inel perlb. 

eth/l  Bromide... peros.  InoL 

Iodide • peros. 

eacslyptol pares. 

perlb. 

flaphorla peros. 

~  peros. 

I  .•...■•«..•  per  OS. 

Bzt*l.ocwood.  bulk. perlb. 

distilled pergaL 

inbb]s...pergal. 


9rt*Migwood.  bi 
WitohHaael, 


bseet  (PyrethnmO 

OSK> 

powd. 


Psrratla.  powd,., 

tablete ....per  box. 

in86Ky.  lote peroB. 

Perropyrlas •..••••....  peros. 

PlakeWhIto. perlb. 

Flowers,  Althea perlb. 

Amioa. perlb. 

powd. ..perlb. 

Bomgo. perlb. 

Osleadula. perlU 

(Ssssla. par  lb. 

CBiamomile,  German. perlb. 

lb. 
lb. 
lb. 
lb. 
lb. 
lb. 

MahraBhMk perlb. 

nooalyz perlb. 

Bhie perlb. 

MelUot perlb. 

Molleln  ••••.•• .perlb. 

Oiaago perlb. 

S8%5?::::::::::::::::::?Sib: 

powd. perlbi 

Bosemary. perlb. 

8a8bt».  Amerloaft ••••.perlb. 

Bpaalsh perlb. 

TiUsrwlSi  leaTSS perlb. 

nolesTes. perlb. 

Plaor  tear perlb. 

Poimslla.  ....' perlb. 

Porauddehydo.  409( perlbi 

^ PWgaJ. 

osiboys,  pergaL 

Poi'aila  .•...•••....•.•■•.......  .p4r  lb. 

Merck peros. 

PresHag.  white .Dorlb. 

PaOsr's  Barth  Cms  Xarth.  roller's). 

Oadaol peros. 

Qallaaol.  ...••.....•..•.•..•...  .per  08. 

OaUobroawL peros. 

OsUs.  Aleppo..^ perlb. 

powd ••  .per  lb. 

QamMsr,  or  Terra  Japoaloa. .  ..per  lb. 

Qaraatoso  (660  times  sweetoi'  than 

best  sogsr) perlb. 

peros. 

Oarlle.  In  strings per  string. 

OelaathoB.  in  l-lb.  Jars. perlb. 

Oslatla.  OozX  9-OB perdos. 

l-os. perdofl. 

Gooper^S-os perdoB. 

sheet. perlb. 

lVenoh,pink perlb. 

white,  extra perlb. 

Nal perlbi 

No.  8 perlb. 

German,  gold  label perlb. 

sIlTer  label perlb. 

oopper  label perlb. 

Nelsonys-os perdos. 

smber parlb. 

photo.  No.  1 perlb. 

No.  8 perlb. 

Qslsearia  (reslnoid) peros. 

Oslseailalae  Alkakild,  16«r.  vJaSsT.ea. 

Hydroohlor.,  amorph..  18-gr.  Tials, 

each. 

Bulnhate,  amorph.,  16-gr.  tIbIs.  .ea. 

Glass  Wool peros. 

OoM  Mono-Bromide.  In  15icr.  Tials..ea. 

CBilorido,  fai  16-gr.  Tials. ...  per  doB. 

In  8(^.  Tials perdoB. 


8178 

170 

1  78 

79 

40  60 

100 

16 

16 

86 

106 

66 

76 

86 

800 

41 

88 

87 

ai 

41 

61 

90 

40 

16 

86 

100 

1  80 

140 

11 

90 

66 

86 

86 

80 

186 

14 

40 


60 
186 
176 


OoM  CCkmtd)  and  Bodhmi  Ghlor.,  hi 

18«r.  Tials. perdoB. 

in  80-gr.  Tials. 


40 
60 
60 


40 

60 

90 

90 

100 

60 

196 

196 

86 

66 

18  60 

80 

40 

10 

40 


1 
1 
1 


40 
18 
00 
16 


87 


1 
1 


16 

800 
10 
96 
76 

178 

196 
76 
60 

100 
00 
60 
86 
60 


hi  i^.  Tials 
idSodiu 


iom  Brom.  in  Ift-gr.  ▼li^ 


1  66 

1  16 
1  40 
180 
860 
860 

960 

860 

78 

186 

686 

10  60 

18  86 

70 


in  U-os.  Tials peros. 

C^janlde,  W,  hi  18«r.    ' 


^    Tials 
Oxldo,  in  18f^.  Tials. 
Olycsrla,  Prloe^s,  in  14b.  hots,  .per  lb. 

In 64b.  bottles perlb. 

Behsrlng's,  fai  14b.  bottles,  .per  Ih. 

hi  l<Elb.  bottles. perlb. 

80* perlb. 

80*  in  60-lb.  cans perlb. 

Vienna,  e.  p.,  In  llbi  bots...per  lb. 

in6-lb.bots..perIb. 

Bowers*,  in  1-Ib.  botttes. . . .  .per  lb. 

CBydae,  in  os.  Tials.  ........••  .per  os. 

Qlycyrrhlsla.  ammonlated. . .  .per  os. 

Ambrette*.. .••.••. per  lb. 

«dise •••••..perlb. 

powd. pcrlb| 

1.  ParlS|Brsenlo,  kegs. . . .  .per  lb: 
100 kegs.  ...■.••.•••. .per lb. 
14  and86-lb.pkgB.*..perIb. 

14b.  itei perlb. 

Wlb.pSi perlb. 

S-lb.p^ perlb. 

Ooalaool.  absolate peros.  InoL 

perlb. 

Oarbonatei perocfnoL 

perlb. 

Balloyhito.....^ peroa. 

Oaalamar peroa. 

Oaaraaa  (PauMlnla) perlb. 

powd perlb. 

AkMS,  Barbadoes,  goords.per  lb. 

powd •...perlb. 

Gape •..parlb. 

powd. perlb. 

Oaraoao perlb. 

powd perlb. 

Boa perlb. 

powd perm. 

Amber,  tears perlb. 

Ammn«to<*  tesTB per  lb. 

powd. perlb. 

Arsblorist perlb. 

powd. perlb. 

8d !Z perlb. 

aorte perlb. 

AsafetUULpowd.,  U.  &  P..  .per  lb. 

Baasoin.  marbled perlb. 

Blam • pdrib 

Oateoha perlb. 

Ohiole. perlb. 

Damar P^l^* 

Bllmi perla 

OMbaaam,  pare,  strained.. per  lb. 

Gamboge,  powd P*& 

plpe,seleot perlb. 

Goalao,  seleot,  U.  B.  P P^I^ 

powd. ..  .per  lb. 

Ktaio,troei perUk 

powd. P^I^ 

Mai«io parlbi 

Myrrh,  seleot parlb. 

powd perlb. 

Ophun .....perlbi 

graaulai... perlbi 

powd perlb 

"«Sf:::::::::::::::::::::5S£: 

Baadarse. P*!^ 

BheOao,  Mesched parlb. 

natlTo. perlb. 

»wgW«H perlb. 

D.0 perlb. 

Garnet perlb. 

powd perlb. 

Bpmoe.  true perlb. 

extra. perlb. 

Btorax,  liguld perlb. 

Thos perlb. 

Itagaosnth,  flake.  1st perlb. 

8d perlbi 

powd per  lb.  60  to 

rflbbon,No.l perlb. 

Ootla  PSffcha.  crade  8haTlngB..per  lb. 

lb. 


86      Neleala.  cryst,  whlt^  hi  16«r.  tIsIs, 


neauKOxyiia.  m 

HoaM-nlM 

TsUetB,4 


686 
686 
800 
186 
60 


40 
80 
» 
66 
66 
60 


60 
40 


Herola.  in  16-gr.  Tials.. 

in  14-os.  Tials 

inV^o8.Tls]s 

in  Wis.  Tials 


Hydroohlor.,  in  18«r.  Tials. .  eadi. 
in  ji-cm.  fiuM 


16^ 
18 
80 
8( 


840 
86 
897 
160 
196 
860 
876 
168 
160 


60 
80 

78 
46 
40 

96 

18 

1  96 

100 

60 
178 

14 
78 


i96 

1  10 

1  00 

60 


86 
48 

86 
896 
096 
060 


40 


160 

800 

86 

10 

110 

86 

1  10 

186 

1  75 

178 

160 


Hollotropla.  in  l-os.  Tials 

HelmltoL peros.  60 

Tablets,96^L perbox.  96 

lia. in)^-os.Tials....peroB.  8  00 

,,,, pares.  88 

gr.,  100  in  bot.  .each.  88 


87 

peroB.  7  70 
peroa.  7  46 
peroB.   740 


fai  U-os.  Tials. 
tel^osTTlsls.. 


pares.  0  10 
paroB.  880 
paroB.   888 
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per  OB.  10  14 

InU-Ibt perlb.  ISO 

InO-IbB. perlb.  114 

inl^bc perlb.  100 

4tl0ra  PIcra  (pohr.  aloet  and  oaneDa) 

peru.  85 
-H OBotropliie  Alkaloid,  in  6-gr.,  10^. 

•Bd  16-sr.  Tials pergr.  88 

Hjdrobrom.,  In  6-gr.,  10.gr.   tiad 

16-gr.Tlnk. Ptfgr.  80 

Hydrochlor.,  in  6^.,  10^.  and 

15-gr.  Tials pergr.  28 

SaU^^lale,  in  6-gr.,  lO^pr.  and  15-gr. 

▼iaJs pergr.  88 

Solphate,  In  6-gr.,  10^.  and  16-gr. 

nals 7. pergr.  18 

•HofliMiia'tAjiodyiM perlb.  61 

U.  8.  P perlb.  100 

Halocaina,  inl-gnunnieTlal8....eaoli.  86 

Hoiiay,*8tralned. perlbb  18 

Hope,  new perlb.  06 

1011,  balk perlb.  00 

preiMd,   in  J4-lb«-  «-Ib«.  "d  ^ 

14be. perlb.  00 

OBi perlb.  06 

1007,  old,  in  M-Ibs.  ><-U»-.  Mbe- 

perlb.  46 

Mydragoglo 16-gm.  Tials.eadi.  00 

tlydrutlBa,  Alkaloid,  c  p.,  16-gr.  Ylals, 

eaob.  1  16 

inU-oi.Tial8 per  on.  80  81 

MuHato 16-gr.  Tials,  each.  116 

inU-OB.Tia]i peroa  80  84 

Sulpiiata 16«r.  Tials,  each.  116 

inU-cn.Tia]i neroa  80  84 

41ydroGliliioa.  Iba,  ^  and  )4  Iba, 

perlb.  77to88 

oaa. .«•••. per  oa.  18 

4flydrofrea  PwoMldt  (P.  D.  A  CSo.) 

lngailonbo(i..perIb.  18 

in6-lb.bots....perlb.  88 

inl-lb.boti....perlb.  80 

InU-Ib.  boli...perIb.  86 

ing-Ib.bofc8...perlb.  46 

U.  8.  r.  oarboy . .  .per  lb.  0 

tenhnJcml  carboy.. per  lb.  7 

4flyoeclBe,  Amorph.,  in   16-gr.  Tials, 

eaoh.  660 
Hydrobromate,    in  8-gr.,  6-gr. 

lO^pr.  and  16-gr.  Tials. .  .per  gr.  0 

Hydrobromate,  1  gr.  Tls..per  gr.  18 
Hydrooblorate,  in   8-gr.,    6-fnr., 

10-gr.  and  16-gr.  Tiato  per  gr.  0  to  18 
Hydnodate,  inlHirr.,  6-gr.,  10-gr. 

16-gr* ▼l*to Perj?*  OtolS 

Solpfaate,  in  8«r.,  6-gr.,  iD-gr. 

'   and  16-gr.  Tiala 'jperg.  OtolS 

4tyeTyiMiinet  alkaloldj  ocynl.  in  o-gr., 

10-gr.  and  16-gr.  naia.... pergr.  81 
alkaloid,  amonh.,  in  6-gr.,  10-gr., 

and  16-gr. Tiaia pergr.  *  81 

Hydrobromate,  in  6-gr.,  10^.  and 

16gr.  Tlala. pergr.  81 

Hydroofaloiate,  in  6-gr.,  KKgr.  and 

16«r.  Tiala. pergr.  81 

Bolpnate,  amorph.,  in  6-gr.,  10^. 

and  16-gr.  Tiaia pergr.  17 

Solpfaate.  orrat,  in  6-gr.,  lOgr. 

and  16icr.  Viala. pergr.,  SOtoOO 

HypiMMM,  mf^rttoinal,  1-oa.  g.  a.  Tialat 

peroB.  1  16 

4atrol peroa.  86 

fchthaibio peroa.  80 

Tableta,6gri peroa.  100 

Ickthynat. in Ibe perlb.  8  00 

inUlbe perlb.  8  10 

inSn» perlb.  8  86 

inoaa jPerlb.  80 

Ickthyol,  Ammoniom.  lb.,  M-Ib.,  and 

M-lA- perlb.,  $4  OIM  86 

om peroa.  88 

Sodlom,  088 peroB.  40 

laegmi  (Photo  dereloper). per  08.  botb  87 

ladtoa,  KaaUa perlb.  100 

Badraa perUn  106 

powd perlb.  1  10 

Bengal perlb.  100 

powd perlb.  170 

ladaatipyria  (lodopyrin) peroB.  140 

<adlfle,orude perlb.  8  60 

Beaabllmed. perlb.  8  75 

peroB.  88 

Bromide peros.  46 

isolutlon,  16K per  08.  40 

Ghloride  Solntlon. peroB.  60 

ladlpla.109^ per  08.  88 

86\ peroB.  06 

I,  cryst.  or  powd perlb.  4  80 

peroa.  41 

in  line  powd. (P.  D.ft  Oo.) .per  lb.  6  40 

peroa.  85 

Deodorised peroa.  60 

Bitumlniaed peroB.  70 

....peroa.  1  00 

....peroB.  60 

....peroa.  1  86 

....paroB.  76 

IrMtavpure. ,, peroa.  8  64 


Iron, Aoetate, diy peroa.  00  10 

liquor,  U.  8.  P perlb.  86 

tlnoture perlb.  60 

Attxmiinate.  aoalea peroa.  80 

Aiaoholiaed perlb.  88 

Ammoniated. perlb.  86 

Arsenate  (or  arsenlato).... per  OB.  10 

Araenito peroa.  17 

Benaoato peroa.  88 

Bromide.  •••. «.••..  .peroa.  10 

by  hydrogen,  00-709^ perlb.  46 

flTi^,80-86K perlb.  48 

%}» Da  A . .............. .per  iix  00 

airb.,preoip perlb.  18 

Oarbonate,  Proto perlb.  80 

aaooh perlb.  80 

dilorlde,  oryi.  (ferric  cfalor.>per  lb.  86 

aolution  for  tincture. . .  .per  pt.  16 

tincture .(.perlb.  88 

Proto.(Ferrou8  CJhla).  .per  oa.  16 

dtrate,  soluble,  Iba per  lb.  00 

088 perlb.  18 

U.&P perlb.  08 

peroa.  18 

BBdAmmonla ...perlb.  60 

green,  aoalea.  .per  lb.  74 

andQalnine peroa.  88 

perlb.  1  80 

and  Strychnine perlb.  1  16 

088 peroB.  10 

Quinine  and  Strychnine....  peroa.  8A 

Dialyaed perlb.  80 

FQinigs...^ perlb.  10 

FiBgroqyanide,  medicinal,  Iba  per  Ibi  47 

088 peros.  10 

Glyoerinophqsphato peroa.  86 

Hydr.  Oxide  CFerrio  Hydr.).per  lb.  86 

Hypophosphlto peroa.  10 

perlb.  100 

Iodide ...peroB.  87 

wjrap perlb.  80 

Lactate peroa.  0 

Lactophosphate peros.  18 

Nitrate  for  dyeing perlb.  18 

8olntioB«  u.  8.  P. perlb.  86 

Oxalate.  ITerroas peroa.  14 

Ferrio peroa.  10 

andAmmonfami  oxalate,  Ferric, 

peroa.  14 

Pqptonised. perlb.  8  86 

peroa.  84 

Potaaslnm  oxalate,  Feriio.  .per  08.  14 

Sodium  oxalate,  Ferrio.. . .  .per  os.  14 

Oxide,  black perlb,  46 

Phospnate  precip. perUK  87 

u.  8.  P.,  scalea perlb.  00 

peroa.  18 

Pyrophoephate perlb.  00 

perlb.  18 

Salicylate. peroa.  16 

Snbaulphate perlb.  87 

peroB.  7 

Sdutioa. pernK  16 

Succinate peroa.  40 

Sulphate,  dried,  pure perlb.  18 

oom'l perlb.  8 

pure,  orysi. ....perlb.  18 

grsnulated. perlb.  18 

granulated, c  p. perlb.  40 

Solj^de,  Ferrous perlb.  18 

Sulphooarbolate peroa.  18 

Tannate peroa.  88 

Tartrate peroa.  10 

and  Ammonium perlb.  08 

peroa.  11 

Potaasium ..perlb.  06 

peroa.  11 

Tersulphate,  soL,  U.  8.  P.. . per  lb.  80 

dried.... per  lb.  40 

Turnings  (wrought  iron) . .  .per  lb.  10 

Valerianate.       peros.  88 

and  Ammonia  Protosulph.  perlb.  14 

and  Mangsnnae,  Peptonlaed.per  lb.  8  00 

peroa.  84 

American perlb.  100 

Braaflshred perlb.  8  00 

Ruisfan,  true  Beluga perlb.  6  00 

Japaneae .....perlb^  70 

Jaloe,  Omeraila  Marltima,  H^m.  bets., 

perdoB.  0  00 

Oonium perlb.  1  60 

Dandelion. perlb.  186 

Elder perlb.  00 

Juniper • perlb.  00 

Licorice. perlbi  00 

Ume ....pergaL  00 

darlfled. pergaL  186 

Fawpaw,diy peroa.  44 

Kaaula,powd perlb.  186 

Kaolin perlb.  7 

KeflrPnngl peroa.  100 

Keratin,  from  horn peroa.  76 

peptonised, in ^^-08 peroa.  8  76 

Kermes  Bdnerai perlb.  00 

Kola  Nats.  Afr perlb.  80 

Kaassein  AawMpii.,  in  ^fros. .  .per  os.  0  00 

KryoOaa peroa.  100 

Dye.powd perlb.  80 

'  ~  scales,  in  ^^-oa.  Tiala.per  oa.  1  76 


'•8S3Si::::::::;:.p.«-. 

in  86-08.  lote peros. 

.perlb. 

fa  OBS .peros. 

Lanolin,  in  M-Ib..  Hrlb.  A  14b,  .per  Ih. 
Laaoai  (aee  Adepa  I^uw) 

Lapla  Calamlnana perlbi 

Lard.  Benaoated,  in  6-lb.  cans,  per  lb. 
Dehydrated,  in  6-lb.  cans.  •  .per  lb. 

Largln peros. 

Lead,  Aoetate,  granular,  pore,  per  Ih. 

powd.,  pure perlb. 

white perlb. 

..perlb. 

paate  f onn,  for  inweoti<iide 
purpoaea: 

100-lb.kegB. perlb. 

604b  kegs. perlb. 

S6-lb.kegs. perlb. 

10-lb.  buoketa. . . .  per  lb. 

6-lb.  cans. per  lb. 

1-lb.  cana per  lo. 

1-lb.  glass  jars,  .per  lb. 

perlb. 

Bromkie • perlb. 

Carbonate perlb. 

pure perlb. 

dikrlde,  pure,  1-08 peroa. 

Ohromate perlb. 

Iodide,  powd peroa. 

MetalUc,  pure,  gran.  (te8t).per  lb. 

Nitrate perlb. 

o.p perlb. 

Oxide,  ooml perlb. 

medicinal • jjierlb. 

8nbacetate,80l.. perlb.  ind. 

Sulphate,  medicinal perlb. 

Tuinate,dry peroa. 

Laayea,  Aconite,  Aug.,  in  14b.  cana, 

perlb. 

Qerman..... .perlb. 

powd. perlb. 

preaaed,  OBi. .  .per  lb. 

Angelloa,  preased,  OBi perlb. 

Adder^a  Tongue,  088 perlb. 

Arbor  Vltee perlb. 

Bay,  088... perlb. 

Belladonna,  Bug.,  1-Ib.  tina.per  lb. 

German perlb. 

powd perlb. 

pressed,  OBi. .  .per  lb. 

Benne,  presMd,  oas. perlb. 

DleawdThistle,presied,08fl.per  lb. 

Borage,.pre8aed,  OBi P**- 

Bnohu,long. perlb. 

short.... perlb. 

powd perlb. 

tbean,  preased, 088 perlb. 

laUalndkA perlb. 

.perlb. 

Oooa per  lb. 

Oonium,  Bug.,  1-lb.  ttna ...  .per  Hk 

German • perlb. 

powd. perlb. 

preaaed,  OBi perlb, 

Ooltsfoot perlb. 

pressed,  oss perlb. 

Damiana ....perlb. 

DlgitalisL  Sng.,  1-Ib.  tins. . .  .per  lb. 

German. perlb. 

powd perlb. 

pressed,  088.. .per  Ibw 

■ncalyptus perlbi 

GrlndeOa  Bobusto perlb. 

Squarrosa perlb. 

Hardback,  pressed,  OBS perlb. 

Hemlook,  pressed,  088 perlb. 

Henbane,  Bng.,  l4b.  tins.. .  .per  lb. 

German. perlb. 

powd. perDk 

pressed,  oas perlb. 

Henna perlb. 

powd perlb. 

Jaborandi perlbu 

powd....... perlb. 

Liverwort,  preooed,  oss. ...  .per  lb. 

Lorage,  pressed,  OBi perlb. 

Lungwort,  pressed,  oas perlb. 

Manoram,  aweet perDk 

Matioo perlb. 

powd. ...perlb. 

Mistletoe,  pressed,  oas perlb. 

Mugwort,  pressed,  oss perlb. 

MuDeIn,  pressed,  oas. perttx 

Parsley,  pressed.  OBi perlb. 

PjantMn^prwiied,  oas. perlbi 

Poppy,  pressed,  oiss..  ....••. per  lb. 

Baspoenry,  pressed,  OBi ...  .per  lb. 

Bos^palow perlb. 

red. perlb. 

Bosemaiy,  bulk. perlb. 

pressed,  oss. perlb. 

Sage,  American,  leaf perlb. 

Italian perlb. 

ground.... perlb. 

loose  pressed,  M^  ••• 'Per  lb. 

pressed,  M's. P^'^" 

lb. 


9100 
too 

80 

060 

64 

76 

10 

80 

80 

176 


10 
14 


7 

0 
10 
18 


18 
00 
18 
86 
81 
40 


18 


110 
16 


180 

86 
40 


176 
800 
800 
80 
800 


1  00 


18 


100 


87 


10 


10 
18 
16 
18 
It 
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(ponrd)  Bavin,  Imik  ...per  lb. 

ponrd. per  111. 

Bd,  on per  lb. 

AlajcMidite per  lb. 

garbled P«rlb. 

powd. perlb. 

TtameveOf,  nleot perlb. 

Stnunoniiim. ••••••••• per  lb. 

powd. perlb. 

..perlb. 
..perlb. 
..perlb. 

Tliyme,  preoBed,  OBi. perlb. 

UTaUiin perlb. 

powd. ...perlb. 

Witdi-baMl,  preeoed,  on. .  .per  lb. 

ifSwedftrii perdoB. 

Pni..... perlb. 

ftroimd •  ..per  lb. 

Odabrla,  Oorif^iano.  ^  9% 

9B,aBdl0*e perlb. 

Oorlfl^iaiioi,  man. . .  .per  lb. 

P.fs.,16'e perlb. 

8olani,4'0 perlb. 

powd perlb. 

M.  A  R.,  fltiolc.  64b.  boKM  ..per  lb. 

loaenfeif  Mb.  bozn per  lb. 

Oatalwna,  100  rtteJB  to  bog. 

per  box. 

wafen,  to  baga  48to  boot  .p.  box. 

BcodderX  &*■  and  10%6^  bozesi 

perlb. 

5-llKttof perlb. 

t._pkg8. per  box. 

AUeta  6-lb.  tiii8..per  lb. 
Y.  A 8., stiok, Mb. boKM. .  perlb. 
Aflme  Pelleu.  64b.  oana  .per  lb. 
6a  ba(Bi,.40  to  bx.per  box. 

64D.oan8 perlb. 

perlb. 

and  Sulphnr  lototion  for  epray 
tofffkult  trees: 

BUS.  of  60  gals. perbU. 

M-bbIa  of  80  gala. eaoh. 

6-gal.  cans pergaL 

BInlpbate  solution per  gal. 

Oarbolato perdoa. 

No.1 perlb. 

No.  t perlb. 

Cihlorida,  bolk perlb. 

jars..... perlb. 

to  1-Ib.  oans perlb. 

Glfeeropbospbate peroa. 

Iodide,  Klobola peroa. 

B  Aoetate.. peroa. 

..perlb. 
peroa. 

Penao  salicylate peroa. 

BItartrate JP^^^ 

Bromide periati 

Oubonate 

Chloride 

Cftrato'* 


10 


90 
40 

96 
18 


Iodide 


18 
90 
98 
79 
16 
17 

9^M 

97-80 
96-80 


(OmTd)  Hypopboapbate, 

peroa.|0  90 

peroa.      40 

, peroa.       94 

Laotopboapbate peroa.      9< 

Pvonde perllK   9  00 


10 
10 
10 
16 
18 


Novi 


'aaperin 

TaUeta. 


.peroa.  |0 
..per  96. 
per  100. 
lb. 


per  in.  tool 
peroa. 
Ib/iiiol. 
.peroa. 
lb.tooL 
.peroa. 
lb.  tocL 


Gtroerinoplioapliate per 

loaide peroa. 

Hitrato peroa. 

SaUojiate. perln.tooL 

oaa.. ..••••.••• ....t  peroa. 

Bnlpfaate peroa. 

Tsnrate peroa. 

■MaOabn perlb. 

paper  (aee  Piqwr). 

'natle,  on ........peroa. 

No.  9,  mx  NItrato  sflver. 

No.  8,  6Q9(  NUnte  aaiSrT 

Ifttlgatod,  88H  Nitr.  aSTer?^ 

peroa. 
tooonn  peroa. 

perlb. 

Lattan,  GranTflle'a nerlbi 

Lnpnlln perlb. 

LycBBodlnm,  Bnarian perlb. 

Ljaal perlb. 

tagaLJoga pergaL 

Haes ..••• perlb. 

powd perlb. 

Madder.  Dutob perlb. 

Magiiesinn,  MetalHo  powd.,lba.per  lb. 

on peroa. 

ribbon, oa. roll  peroa. 


per  oa. 

Boro-Oltrato,  lbs perlb^ 

on peroa. 

Bromide • peroa. 

Oalotoed ••••.perlb. 

Carbonate,  1-oa.  pkgs perlb. 

powd perlb. 

9-oa.pkgB perlb. 

4K)a.pkgii perlb. 

Cbloride,  fuaed perlb. 

crystals. perlb. 

curate peroa. 

CHyoerinopboapbata. peroa. 


80 


60 


66 


1  10 


700 
476 


180 

96 
0 

•^ 

8 

90 
49 
90 

146 
10 
90 
91 

900 
H 

1  10 
16 

900 
99 

1  66 
10 
74 
60 
91 

1  86 
18 
91 


69 
49 
84 


88 

800 

70 

07 

400 

00 

66 

19 

960 


94 
H 
196 
18 
87 
60 
90 
16 
18 
16 


16 


Fhoapbate perlb. 

peroa. 

Ballogrlate perlb. 

SOicate peroa. 

Bnlphate,  dried perlb. 

cp perlb. 

Solpbite perlb. 

peroa. 

I,  Black  Oxide perlbi 

>rate perlb. 

Bromide peroa. 

carbonate peroa. 

Cbloride peroa. 

CHzate peroa. 

dyoerinopboephate peroa. 

Hypopboqjih peroa. 

Iodide  peroa. 

Lactate. peroa. 

Peptonlaed peroa. 

Fboepbate peroa. 

Bnlpnate..... peroa. 

pure cryat. ••.  perlb. 

dried.    perlb. 

larmflake perlb. 

email  flake perlb. 

Mannlt      -..........••••..•••..perlb. 

Marble  Dasi perbbL 

Meoeain,  to  J^KW.  riala peroa. 

Mentiiol,  Jap. perlb. 

peroa. 

Mawurei,  M-oa.  riale peroa. 

)i-oa.  riala. peroa. 

1-oa.Tiala. peroa. 

Mawury,  Acetate. peroa. 

Ammoniated. perlb. 

BksUoride perlb. 

Bianlphate perlb. 

Bronilde.... ...peroa. 

OSyanide ..peroa. 

Iodide,  red. peroa. 

IfetaUio perlb. 

distilled perlb. 

Nitrate  (Mercurouaciyat)per  oa. 
CMeronric*  cryat.) ....  per  oa. 
(Mercuric,  aolntlon) .  .per  oa. 

Oxide,  yellow peroa. 

black       peroa. 

(Habnemann'B  aduble  mercory) 

Oxide,  red ...perlb. 

Oxycyaaide peroa. 

Frotlodide peroa. 

Salicylate^ peroa. 

Snbaulpbate peroa. 

Succinate peroa. 

Sncotoimide       ........ ..peroa. 

Sulpburet  (Btbiop'B  Mineral) 
CBlack  Sulphide  Mercury  ).per  lb. 

with  chalk perlb. 

Mercortal  OiiitneiiC.  H perlb. 

H .perlb. 

MeCaearbel Cpboto  developer). peroa. 
Methylene  Blae,  Medicinal. . .  .per  oa. 

MetoL peroa. 

perlb. 

MUki  Sugar,  ayat perlb. 

powd perlb. 

to  60'lb.  Iota. per  lb. 

BUerphla  Acetate,  P.-W.-B.  Co., 

M*8,  peroa. 

Diaoetylfpure peroa. 

Hydrocdiloride peroa. 

Xthyl  hydrochloride. peroa. 

MSiato,  N.  Y.  Q.,  Wn., .  .per  oa. 

P.-W.-B.  Co.,  H^, .  .per  oa. 

Sulphate,  N.  Y.  Q.,  W9 .  .per  oa. 

l-l6^.peroB. 

l-89*a.  peroa. 

on... peroa. 

P.-W.-B.  Co.,  K'a.  .per  oa. 


8 
10 


14 
14 

10 


40 


18 

10 

60 

60 

1  96 

100 

896 

996 

90  00 

16  60 

1  90 

1  60 

166 

160 


1 
1 


47 

16 


MalUnckrodt,  K'a .  .per  oa. 
cn..per  oa. 

I,  Iceland perlb. 

Iriah.blea4dMd perlb. 

Maak,Chinew peroa. 

Tonquin,  grato  extra per  dr. 

Mkistara,  yellow,  Bng..  powd .  .per  lb. 
NiVlrtludia,ba]lB,tobbl!.lota.  perlb. 

to  flakn  to  bbL  lota. perlb. 

pure    peroa. 

8tick8.tobbLlota perlb. 

NaphtlMl,  Beta. peroa. 


86 
90 
87 
97 
17 
18 
18 


97 

16 

40 

104 

70 


84 
66 

700 


680 

646 

690 

790 

480 

480 

4 

6 

6 

4 

4 

4 

4 

4 


Nkkal,  Acetate. peroa. 

Bromide peroa. 

Carbonate perlb. 

Chloride peroa. 

Metallic perlb. 

Nitrate peroa. 

Oxalate. peroa. 

Oxide,  bik.,  o.  p peroa. 

Sulphate peroa. 

perlb. 
and  Ammonium  aolphate..  'p^r  ^ 


80 
16 
60 
66 
80 
66 
80 
66 
19 
16 
86 
00 
80 

14 
84 


196 
18 

1  10 
17 


10 
96 
81 


powd. perlbi 

Nnx  Vomica,  Dowd perlb. 

rasped. perlb. 

Oaknn,  aargeon^s *Pvlb. 

OU  Meal,  to  lOOJb.  aacka. .  .per  100  Iba. 

~  Almoada,  bitter peroa. 

sweet,  true perlb. 

Amber,  crude perlb. 

redi*  ••■•••  per  lb. 

Animal,  DIppel's perlb. 

Anise perlbw 

Bay perlb. 

Bergamct perlb. 

BIron,  Sweet perlb. 

Cade. perlb. 

Cajnput,  Bediatnied,  n.aP.per  lb. 

Camphor perlb. 

Cnpdcum peroa. 

Caraway  Seed perlb. 

Cassia perlb. 

Csstor pergaL 

ZZX  to  6-gaL  cana  Ind.  .per  gaL 

Machtoe per  gaL 

Cedar,  pure perlb. 

Chanlmoogra. perlb. 

Gherry  LadreL perlb. 

Ctonamon  Bark, CeyloB..^. peroa. 

Cttronella. perlb. 

Clom perlb. 

Cocoamit perlb. 

Cod-liver,  Norwegian par  gaL    1 

perbbL  97 

Copaiba,  pore.  •••. perlb.   1 

Coriander peroa. 

Cottonseed per  gaL 

Qroton.^ perlb.    1 

Cubeb perlb.   4 


9 

4 


9 
4 

8 

9 


9 


1 


SSeron. perlb. 

Bucalyptna perlb. 

Fennel perlb. 

Fusel,  comn pergaL 

rectifled. perlbw 

Goon P*& 

Hemlock,  pure perlb. 

Jmdper  Berrin perlb. 

Wood perlb. 

Lard,  extra. per  gaL 

tobbia pergaL 

Nal. pergaL 

tobbia pergaL 

No.  9 pergaL 

to  bbis pergaL 

lA^ender  Flowers. perlbu 

Qarden perlb. 

Spike perlb. 

perlb. 

perlb 

boiled par  gaL 

tobbia par  gaL 

Baw pergaL 

tobbia pergaL 

Male  Fern,  ethereal peroa. 

Mustard,  Artificial peroa. 


4 

1 
9 
9 
9 


Neatsfoot 

Neroli,Bigarade,beBt 

Nutmeg 

Orange,  Bitter 

Sweet 
OIlTe, 


pergaL 


1 
4 

peroa.. 
perlb.   8 
perlbu    8 


9 
4 
8 

1 
9 


Malan pergaL    1 

toSbIa pergaL    1 

Salad,  flneat. .per gaL  9  86to8 
Origanum,  imitation ...perlb. 

pure perlbu    1 

Palm  • ...perlb. 

Peach  Kernels...... perlb. 

Pennyroya],  American perlb. 

Peppermtot,  Wayne  Coonty.per  lb. 

weatem perlbw 

Petroltoa,  Water  White perlb. 

pergaL 

Pimento perlb. 

PinuaPamHio peroa. 

Ptoua  Syiveatria,  German  ••  .per  Ibu 

Poppy perlb. 

Bhodium,  true peroa. 

Bose  Geranium peroa. 

ytsBanlik peroa. 

Rosemary  Blowers perlb. 

Rue peroa. 

Sandalwood,  English perlb. 

German. perlb. 

Saaaafraa,  Natural perlbi 

Synthetic,  U.  8.  P ...  .per  lb. 

Sarin perlb. 

Seaame. per  gaL 

Skunk perlb. 

Spearmtot perlb. 

Sperm per  gal. 

fnnay perlb. 

Tanner'a • per  gal. 

nur,  U.S.  P per  gal. 

Thyme,  red. perlb. 

white perlb. 

Whale pergaL 


16 
1 

4 

9 


9 
1 

6 
1 
8 


1 
1 
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Ol  (Omt'd)  Wine,  heavy. per  lb.  $6  00 

«JSLi::i' T^^  •'• 

WbutfgmKkf  firom  Sweet  BIrait 

perllK  9  26 

from  Wlntergreen per  lb.  6  00 

^fnthetlo .....parlb.  00 

Won]iMed,Baltiiiioro perlb.  6  60 

Wormwood, No.  1 perlb.  7  60 

No.8 perlb.  6  00 

OranceApplee perlb.  19 

^feel.UiirwModleei perlb  16 

ground. perlb.  16 

_  ^         rfbbon perlb.  » 

Sloily perlb.  14 

FMltSloOj,  ground perU>.  16 

Ortol peroB.  66 

raocreatta.  pure peroB.laoL  60 

Pipala,tal-oe.Tia]8 pares.  60 

Pape'e Cold Geaipoaiid perdoa.  8  00 

£5^....- peroa.lnol.  9  00 

PvallliiaWaM perlbi  19  to  14 

Pwaldehyde. parU).  80 

Parte  Oreen  (see  Oreen). 
PMIetiarlna  Taoaata,  In  16ipr.  Tials, 

.. „,    ^                        perTlaL  96 

Pepper,  Black perlb.  18 

__^_      powd. perlb.  90 

White perlb.  96 

^     pomd perlb.  80 

Pwenacetlne ••••• peroa.  88 

Pbeaol-Phtlialela peroa.  10 

.^         .—  ^    .^                     perlb.  1  86 

Phaaecol  Hydrochlorate,96grm.  Indl.  160 
PUocafptna  Muriate,  in  6,  10^  and  16- 

Hfiate,  inMd.iud  16«r.'i&lta,^' 

lOgrm.  TliS!  160 

In Jfoa. and  1-oa.Tiate... peroa.  4  96 

1.  blaJ**  V.V.V.V.V.V.V.V.V.'.pSS  6 

r perlb.  10 

OTi.Mi«d perlb.  40 

MerBuiy,  U.  8.  P. perlb.  100 

gifitor-e^Parto,  dentri. perbbl  9  <» 

Platteoai dUor peroa.  90  00 

and  PotML  ohior.,  in  16-gr.  Tiale. 

^      ^                                     perdoa.  14  60 

SSSSSjtJ.. perlb.  8 

EiJafeilto.... peroa.  88 

PeOuitlo  Powder. perpkg.  176 

JJquW parpkg.  176 

^       Otetnynt perpkg.  66 

EawrHeade perlb.  40 

Maifloai  Aoetate perlb.  40 

Bioarbonate. perlbi  16 

gflhromate perlb.  17 

•   ntartrate,in60.lb.kytf...perlb.  96 

Bnanlde perlbi  40 

P.-W.-R.00 perlb.  40 

Owbonate perlb.  14 

Ohk)rate,ci7Bt perlb.  16 

gran. perlb.  99 

^:powd. perlb.  16 

uoato perlb.  R 

Qrii^de,e.p perlb.  40 

fnied perlb.  98 

g^wrtopplMMphate paroa.  90 

Sm^hMptaite perlb.  00 

WMp.".-... perlb.  9  86 

_  P;-W.-R.  Oo perlb.  9  e6 

nnratoiOiyBt perlb.  19 

inkags perlb.  7ii 

powd. perlb.  19 

Onlate,  NeutraL perlb.  86 

Permanganate,  cryit.per  IKinoL  99 

P^nHli^e<red. perlb.  60 

M^lde..*.!!i!r./.l!periE?nd!  91 

M^Ate perlb.  18 

Ttetrate perlbi  68 

Pawdar,  Ineeot,  in  kegs perlb.  90 

601ba pwlb.  80 

96Ibs,....>. perlb.  81 

^^     ^       inl04b.tln8. perlb.  84 

PiropylaailBe.  pure  liquid peroa.  66 

Muriate peroa.  8  60 

^wctaata peroa.  1  60 

eytal.^,photo,  developer. peroa.  86 

jHiiBldiaeSulph peroa.  60 

q«lalM,BlBuh>hate peroa.  89 

gljoerlnophosphate peroa.  1  10 

HTdrobromate peroa.  67 

WKmhosphite peros.  68 

ifuriate. peroa.  66 

PlMMphate peroa.  SO 

Pure  Alkaloid. peroa.  61 

SaUrarlate peroa.  67 

Sulphate,  bulk,  lOOos.  lots,  p.  OS.  U^ 

1-os.oanB peroa.  81 

N.T.Q OB  vials.  88 

oa.osns.  81 

P.-W.-R.00 OS  bots.  88 

in6os.tins peros.  9^ 

&4t& OS.  bote.  W^ 

laos.eana.  81 


Qalalae  (Omt'd)  Sulphate,  German, 

peroa.  viaL 

ln6K)a.  osns peros. 

Jam  100os.osnB.....peroB. 

P.-W.-R.OO. peros. 

in6H)s.cans peroa. 

Tsnnate peroa. 

Valerianate,  in  1-oa.  visls.per  oa. 

Red  PTMlpltata. perlb. 

Resin.  E... per  bbL  980  lbs.  gross. 

G per  bbl.  980  lbs.  grosa 

WG perbbl.  980 lbs.  gross. 

Resarda,  reorystb peroa. 

perlb. 
resoblimed..... 


>per  oa. 

RImmIoI  CPhoto^leveloper) per  os. 

Root.  Aoonite. perlbi 

Alkaaet perlb. 

Angelioa perlb. 

Amloa perlb. 

Ava  (Kava-Kava) perlb. 

Belladonna. perlb. 

Berberis  Aquifoi perlb. 

Blaokberrj perlb. 

Blood perlb. 

BlueFlsg perlbb 

Burdock perlb. 

Oalanins.  White,  peeled . . .  .per  lb. 

powd perlb. 

Osnada  Snake perlb. 

Oohosh,  Black perlb. 

Blue perlb. 

Oolohioum perlb. 

Oolumbo perlb. 

powd. ..perlb. 

Oooafre^ perlb. 

powd perlb. 

Oulvara perlb. 

lb. 
Ibi 
lb. 
lb. 
lb. 
lb. 
lb. 
lb. 


$0  98 

99 

17 

98 

88 

80 

00 

1  41 

800 

8  10 

10  60 

16 

1  10 

66 

1  16 

46 

86 

18 

86 

80 

160 

40 

60 

80 

80 

86 

18 

46 

80 

86 

18 

18 

80 

80 


powd. 
Dandelion,  American . 


powd. 

flalaaaal... 

powo. 

GMsemium. 

Gentian. perlb. 

ground perlb. 

powd... ...a.  ..per  lb. 

GHnger,  African. perlb. 

ground. perlb. 

60  lbs perlb. 

Jamaica perlb. 

ground.  .••.••••••.••.  .per  lb. 

Goiden-seal perlb. 

Dowd perlb. 

HdiebORs  Black perlbi 

White,  powd perlb. 

ladian  Hemp,  Black perlb. 

Turnip. perlb. 

powd. perlb. 

Ipecac,  Utftsgena perlb. 

powd...... perlb. 

Blo perlb. 

powd perlb. 

Jalap,  powd perlb. 

Uooflce,  tniirt*tiii.  bdls. ....  .per  lb. 

cut,  peeled. ..  .per  lb. 

powo... perlbi 

Spanftdi,  powd. perlb. 

Lovsge,  select perlb. 

Male-iem perlb. 

powd perlb. 

Mandrake.. perlbi 

powd  • .••• per  lb. 

ln00-Ib.k>tB perlb. 

Marshmallow,  cut perlb. 

powd. perlb. 

Musk. perlb. 

Orrta.  flngers,  select perlb. 

Florentine; perlb. 

powd. perlb. 

Verona perlb. 

powd perlb. 

Pink perlbi 

powd perlb. 

n&ariaj perlb. 

Poke perlb. 

PondUDy,  White perlb. 

Yellow perlb. 

Bhatany per  lb. 

Bhnbaro,  Beat  India. perlb. 

lingers,  seleot.per  lb. 
powd,  best.... per  lb. 

Bond. perlb. 

.perlb. 
.perlb. 

Osbbage,powd perlbi 

J  Osnada perlb. 

Virginia.^...... perlb. 

powd...... ..perlb. 

Spikenard. perlb. 

powd. perlb. 

BQuill perlb. 


parUla,  Bond.. 


80 


17 
80 
80 
86 
16 
80 
40 
18 
18 
14 
16 
18 
16 
88 
80 
860 
600 
600 
86 
80 
60 


8  75 

876 

8  76 

876 

60 

70 

18 


18-14 


10 
60 
66 

80 
1  00 
80 
80 
80 
86 
60 


88 
76 
860 
100 
60 
86 
80 


80 
86 


powd per  lb.  incT.  hot. 

Stulingia,  ground perlb. 

Unicom,  False. ....perlb. 


76 


Root  (Cont'd)  Unicom,  True  ...per  lb. 

Valerian,  Bngiish perlb. 

powd. par  lb. 

German perlb. 

powd perlb. 

WHd  Indigo perlb. 

powd. perlb. 

YeUowDock perlb. 

perlb. 

ground perlb. 

a  Iodide...  ••• ....peroa. 

and  Ammon.  bromldei  H-os.  vials 

pares. 

I,  los.  bottles. peros. 

Tsblets,  80'a. per  box. 

P*2?- 

perlb. 

peros. 

Tablets,  80*a per  box. 

perlbi 

SaiCrabOrcbard perlb. 

Bpsom perlb. 

inbbL  k>tB perlb. 

Glauber perlbi 

inbbL  lots perlbi 

Boohelle perlbw 

boxes  60  lbs perlb. 

Soda.. ........perlbi 

inbbL  lots perlOOIbs. 

Sailda .^r..perlb. 

Sallpyrlae. peroa. 

Sawcblala peroa.. 

peroa. 

P«r«J. 

perlbi 

peroa. 

peroa. 

j  in  647.  tubes,  .per  gr. 
rdrobrom^  In  16^.  tubes  pergr. 

I,  Amfaretteif perlb. 

Angelica perlb. 

AmscGennan perlb. 

ttaUaa*.  ••.••••.....•.••.perlb. 

powd.*.* perlb. 

Star par  lb. 

Amiatto parlh. 

Bird,  mixed,  1-Ib.  cartona.pw  doa. 

Burdock perlb. 

Osnaiy,  Sicilj perlb. 

in  bag  lots perlb. 

i .....per  lb. 

inbagk)tB perlb. 

RwsT .perlb. 

Dutch perlb. 

powd perlb. 

Osrdamom,  Aleppo perlb. 

Malabar. perlbi 

Msngalore perlbi 

powd. perlb. 

Oedron par  lb. 

CMery perlb. 

powd perlb. 

Ookdiioam. ..••....•.•per  Ux 

powd. perlb. 

Oonium ..perlb. 

Ooriaader,  Bogtlsh. perlbi 

German perlb. 

powd.  ..••••••■*•  per  Ih. 

Otamin perlbi 

DOl perlb. 

Pennel.j^ perlb. 

powd .per  lb. 

Flax perlb. 

800-lb.bbl perlb. 

ground perlbi 

Flaameed,  ground,  barrels.,  per  lb. 

Flea jierlb. 

FoBnugreek,  powd. perlb. 

in  keg  lotn.. parlh. 

Grains  Paradise. perlb. 

Hemp perlbi 

In  bag  lots pe^Ibi 

Henbane ••••••••perlb. 

Jambul • perlb. 

powd perlb. 

Jequtarltj,  powd. perlb. 

Job^Tesn perlb. 

lisrknur perlbi 

Lobelia perlb. 

powd. perlb. 

Lovage perlbi 

Millet^  American perlb. 

Mufltsrd,  Black,  Trieste. ...  .per  lb. 

White perlb. 

Psnlar perlbi 

PopjKr.Bhie perlb. 

white perlb. 

Pumpkin. .....•..••••  .per  lb. 

Quinoe,  German perlb. 

Russian. perlb. 

Bape,  EnglWi. perlb. 

German perlb. 

Sabadllla. perlb. 

powd.... perlb. 

Stavesaore. perlb. 

powd perlb. 

Stramonium perlb. 

powd perlb. 

Strophanthus,  brown perlbi 
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8 
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6 

f* 

iS 
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6 
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80 
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46 
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80 

160 

66 

70 
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00 

16 


66 
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10 
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40 
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When   writing  to   advertisers   please    mention   Bulletin   or   Pharmacy. 


BULLETIN  OF  PHARMACY 


(Condi)  e__ 

Ttal* par  OB.  |0  17 

Itraa,  pure  orit p«roa.  M 

Vnttuam per  a*,  M 

<M.VkKm MO^  1  W 

Utinbirla..''!!..!...! I...p«r<v.  110 

UratraotB .pero.  <0 

nblati,  ^  m.  aaoh,  10  £  box, 

vaaDlla,  In  l-os.  tWb paroa.  60 

Bnlpbato.  Id  $?-<».  Tlala..  per  Ob  tlo 

'•rdlirl*,  povd. per  lb.  tt 

^b-d^  pwBk  40 

DMiUnlarnL per  lb.  M 

'  (DietbrlmaionrhirwO  llcOk, 

Water,  Btttar  Atmood,  dMVL.  .pw% 

r"' "S'ft  8 

I^iMol-Ba7M-,Oatit,4lB-perdc&  S  M 

Oruue Flower,  brtple perlb.  « 

npermilD,Gcivt,qla. Perdn.  •» 

Bciae,^tale partb.  m 

ST2.,  .n.,  ,,0^ p„^  soo 

W.  H.  a'toimd: 

l-«BIlM..pwlb.  a 

».*K«».perlh.  4B 

OH perlb.  K 

""-         ,p«rlb,  B 

^^ pvib.  m 

par  lb.  ■  ton 

..__to parlhL  1« 

powd pwlb.  I» 

WkWat,  OOdar'a per  lb.  I  , 

Buuilih. .par  lb.  44 

Aomaa'a,  Boperflua,  In  (Htx  _ 

pl[]pL,ldoa.  m  baz.-.piirbOE.  7> 

,  BrutL  srooBd par  lb.  B 

Ounwood. "''ih  9 

I 


pIcBK  tnentton  Sdu.itin  c 


BULLETIN    OF    PHARMACY 


DRUG 


Tbe  adnBlani  we  olAlm   tor 
thto  mill  orer  au  othn  ai«: 

lit.  It  wOl  cTlad  mora 
Ttth  IcM  Hnrtr  th»>  >■ 

I     k    k    O       U-ltwIUKilod: 

Id.  RIa  Umttet  In  ooi 

•ndtanllabtolaistoat' . , 

■Bd  br  nuomrlu  me  bolt,  tba 
vbolelDtcrior  eaubv  fottan  at. 
'   4Uk.  TlMTMto^irfnbatuMeclt 
TtDgrlDd. 
We  wm  gtlDd 


MEAD  8  CO., 


e  wm  ctlDd  MmplM  of  mit 
■rial  nut  itnt^l  vrapaldii, 
will  ntnm  vlUi  itM«oiant  of 


arag,  Bine,  Keladiie  ud  nigar 
mauuraeturera.  Bend  for  lllnB- 
tnled  oualocnia,  msitlcBliut  tbe 
BtaUNn. 


While  president  of  the  Lake  Shore  Railroad  the 
late  John  Newetl  was  so  opposed  to  granting  passes 
that  he  frequently  refused  to  issue  them  to  railroad 
officials,  and  when  he  did  he  limited  such  transportation 
to  certain  trains.  On  one  occasion  he  prepared  a  parcel 
of  exchange  passes  and  sent  them  out  as  usual.  Across 
the  end  of  the  one  he  forwarded  to  President  Caldwell 
was  printed  in  red  ink  the  words,  "Not  good  on  limited 
or  fast  trains."  Without  exasperating  delay  President 
Caldwell's  annual  pass  tor  the  Nickel  Plate  to  President 
Newell  arrived.  Across  the  face,  in  the  bold  handwrit- 
ing of  President  Caldwell,  were  the  words,  in  red  ink, 
"Not  good  on  passenger  trains." — Argonatit. 


Are  you  going  before 
the  State  board? 

If  so,  see  Board  Ques- 
tions Answered  ( adv. 
p.  20). 


YOUR    BOTTLE 

There's  a  free  sample  of  Major's  Cement  wait- 
ing here  for  yon — waiting  for  you  to  ask  for  it. 

Jtist  ^gn  your  name  to  a  postal  and  we'll  send 
it  along  post-haste,  including  our  special  dealer 
proposition.        ^„^^  ^,  o^^E. 


HIGGINS' 


JCHAS.  H.  HIOOINS  &  CO..  Mfr«. 
271  Hloth  Stmt.  tntUjm.  K.  T. 


Opportunities 

«re  plenty 

Not  all  gre  money  makers 
Here's  one — j[ood  to  tie  to 
OPTICAL  GOODS  help  Dnijaisi 
Get  next— our  Cataloeue  is  yours 
Just  drop  us  a  posul  card 
THE  08KAMP-N0LTING  CO., 

411,  4IS,  4U,4t7B 


sTOpyiNG  pmmiicy  ind  ghemistrt 


at  Home  under  favorable  conditions  at  a  moderate  ex- 
oense,  has  for  a  number  of  yeaxa  been  BSsistinK  Drug 
)lerks  from  nominal  salaries,  to  registered  managers 


many  years  of  our  existence,  we  have  as  yet  to  bear 
YOUR  fromoneof ourffraduateewhohasMiledtopua 
^^^  tbe  Board  of  niarmacy  Examinations.  The 
reason  is  that  the  Practicai.  Druogist  Institute  ia 
EABNINO  ^B  o^'y  Corr^pondence  and  Home  Study 
^^^^^—  Course  conducted  by  trained  experts. 
Students  can  enroll  at  any  time.  The  instructions  are 
POWER  fll  especially  adapted  to  the  requirements  of 
^^^^—  each  student  and  need  not  interfere  with  his 
other  duties.    Write  for  sample  lessons,  etc 

Practical  Dratfist  loBtilale,  im  rnitn  suiaw  Tsifc. 


The  Physicians'  Perfect  Gall  List 

and  Record 

is  a  veritable  boon  to  the  practitioner  of  medicine.    It  provides  a  simple,  efficient  method  of 
bookkeeping.     It  saves  time.     It  prevents  losses. 

A   Capital  Present  for  the  Doctor 

* 

The  Call  List  is  an  admirable  gift  for  your  physician  friends — a  book  which  will 
be  consulted  many  times  every  day  and  which  will  serve  as  a  constant  reminder  of  your 
store. 

PRICE  TO  THE  TRADE,  $1.50  EACH,  LESS  25  PER  CENT. 

Morocco  bound,  full  gilt  edges.     Name  of  the  physician,  ''Compliments  of  and  name  of 
the  druggist  (or  his  pharmacy)  embossed  in  gold  free  of  charge. 


Let  Us  Have  Your  Order  Now  I 


E.  G.  SWIFT,  PubUsher. 

BOX  484,  ...  DETROIT,  MICH. 

Eoropean  Offlcei  19  and  20  Great  Pnlteney  SU^  W.»  London. 


We  are  Prepared  to  Handle  Your  Requirements  for 


IN 


ro\a/de:r 


GUARANTEED  GENUINE  ALL  FLOWER  POWDER 


We  are  also  in  position  to  supply 

and    Stem    Pow^der 


in  accordance  with  Insecticide  Law. 


Write  us  now  for  prices  on  contract  over  1912, 

p.  E.  ANDERSON   ^  CO. 


99   JOHN   ST, 


NEW  YORIC 


Pleaie  tead  me.  FREE,  the  Uttle  boolc, 

"HOW  TO   HAKE  THE   SODA 

FOUNTAIN  PAY  AH  WINTER," 

m  adverticed  in  The  Bulletin  of  Pharmacy 


G.  WASHINGTON  COFFEE  SALES  CO. 
79  WALL  STREET, 
NEW  YORK, 
N.Y. 


